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DETROIT, JULY 20, 1959 


Chrysler, Rambler Reach 
"59 Peak in Sales Shares 


By Robert M. Lienert 
Associate Editor 


ar”, month of the year for two 


U. S. auto makers and worst | 


of the year for the other three. 
That sums up the new-car 
sales picture for May, according 
to figures just released by R. L. 
Polk & Co. 
Chrysler Corp., continuing to 
* 


Each Maker's Share... 


gain ground after assorted difficul- 
ties early in the year, and Ameri- 


can Motors, with its compact cars 
finding increasing acceptance, saw 
their respective shares of the new- 
car market in May rise to the high- 


est point attained so far in 1959. 


On the other hand, May saw the 
smallest monthly market shares of 
the year go to General Motors, 

* * * 


New-Car Sales: May vs. April; 


Five Months, 


Pet. of 

Regis., 

APRIL 
23.65 
23.46 
6.99 
6.81 
6.40 
5.93 
4.30 
2.46 
2.53 
2.44 
2.23 
1.07 
-78 
-79 
49 
29 


43.60 
27.27 
11.59 
5.93 
2.23 
9.38 


*Pct. of 


GEN. MOTORS 
FORD MOTOR 
CHRYS. CORP. 
AMER. MOTORS .. 6.13 


1959 vs. 1958) 


*Pct. of Pet. of 


Regis., Pet. Pt. 
5 Mos., C Ze, 
1958 ’59 vs. ’58 


27.51 3.08 
21.12 ee: 
3.56 / —2.36 
5.26 
7.22 
3.13 , 
6.18 / 
2.95 / 
3.00 


f 


-69 
37 


/ 49.09 
/ 25.77 
14.45 
3.13 
88 
76.68 


24.43 
23.79 
6.20 
6.55 
6.42 
5.61 
4.55 
2.29 
2.55 
2.56 
2.25 
1.02 
15 
82 
52 
31 


44.51 

27.68 

10.57 
5.61 | 
2.25 
9.38 


1 I++] | 


* Percentages for May and for five months, 1959, are based on figurés which do not 


include May totals for Oregon. 


+ Miscellaneous figures for 1958 include Metropolitan and Packard. 


4 New Models Announced 
By Foreign Car Makers 


OUR more new entries in the 

growing foreign-car field have 

Been announced by Rootes Group, 
Opel and Ford of Canada. 

The latest British entry, the 

‘Sunbeam Alpine, is designed by 

tes Motors to compete with 

tish Motor Corp.’s MG and 
dard Motor Co.’s Triumph. 

; 4 The Sunbeam Alpine will deliver 


E. Top Cars 


New-car registrations for five 
~months (less Oregon for May), 
oe one state for June: 


“he 
1— 


Make Pos. 


Chev. 538,143— 1 
Ford 413,110— 2 
Pontiac 102,904— 6 
Olds. 141,372— 4 
Plym. 167,518— 3 
Rambler 61,002— 7 
Buick 120,798— 5 
Cadillac 57,316—10 
Mercury 58,705— 8 
Dodge 57,789-— 9 
Stude. 17,266—14 
Chrysler 27,584—11 
Edsel 18,750—13 
DeSoto 22,618—12 
Lincoln  13,535—15 
Imperial 7,320—16 
233,338 Misc. 130,536 


608,905 
592,922 
163,180 
160,012 
154,626 
139,768 
113,294 
63,888 
63,483 
57,129 


eS 


eS 
l 
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about 84 horsepower at 5,300 r.p.m., 
and will accommodate two adults 
with space for children and pets in 
a rear jump seat. 

Said to have the widest doors of 
any sports import, the Alpine will 
be available with a soft top or re- 
movable hard top. The soft top will 
disappear completely when folded 
down. 

* a ok 
EASURING 155 inches in over- 
all length, the car has an 86- 
inch wheelbase, five-inch ground 
clearance, and weighs approximate- 


ly 2,165 pounds. The engine has 
(Continags on Page, 4, Col. 3) 


| 

Ford Motor Co. and Studebaker- | 

Packard. 
+ * ed 

ISCELLANEOUS makes 

(mostly imported units) fared 
but little better, Their share in May 
—after declines for two months in 
a row—sank to the second-lowest 
recorded this year. 

For AMC, May continued an 
unbroken 1959 record in which 
every month has found the firm’s 
penetration greater than in the 
previous 30-day period. For 
Chrysler Corp., May represented 
the third straight monthly gain 





in marixet penetration. 

GM, in sinking to the year’s low- 
point in May, continued the slide 
which has been unchecked since 
1959 dawned. 

Ford Motor’s setback during the 
month was its third in a row, while 
S-P’s share of the market declined 
for the second straight month. 

+ + 7 
Actusir, the May pattern fol- 
lowed April’s, except the most 
recent month was more moderate. 
In other words, the gainers moved 
ahead less and the losers fell be- 
hind less than they did in April. 

Chrysler’s Corp.’s penetration 

of 11.59 percent, while a far cry 
(Continued on Page 4, Col. 1) 


Dealers Get Plee 
On Security Bill 


WA: INGTON.—While the Sen- 
“ate Interstate Commerce Com- 
mittee and its Auto Marketing sub- 
committee marked time last week 
on territory-security legislation, | 
NADA called for dealer help in 
states with members on the full 
committee, 

The association said committee 
members had heard many senti-| 
ments from anti-security dealers 
and urged its members to join in| 





asking the committee for action on 
an enabling bill. 

From Salt Lake City, mean- 
while, Robert M. Finlay, editorial 
director of Automotive News, re- 
ported that NADA President H. 
L. Galles jr. told a group of Utah 
dealers that NADA is acting for 
all dealers in proceeding with its 
permissive legislation program on 
territory security. 

Galles was concerned by talk 
that NADA was acting for large 
dealers versus small! dealers. He 
was in Utah in connection with the 
Automotive Trade Assn. Managers 


meeting. 
* os ag 


ALLES said that a poll of 
NADA members on the permis- 
(Continued on Page 83, Col. 1) 


Sunbeam Alpine Makes Debut— 


Here is the new Sunbeam Alpine, Rootes Motors’ s - 
market, slated to sell for about $2,600 p.6.e., New York. Thi 
about 87 horsepower, and will accommodate two adults | w 
It will be available with remove 
The soft top will disappear completely when folded down. Di 


and pets in a jump seat. 


wheels will be standard equipment. 


entry in the U. S. 
sports car will boast 
\. space for children 
le' lard top or soft top. 
‘brakes on the front 
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SERVICE SECTION 
See Pages 26-27 


$9 Per Year, 35c Per Copy 


Guide to Service Profits 


How’s your service business? This issue is jampacked 
with service-revenue ideas from big dealers and small— 
representing all makes in every section of the country. 


Profits highlights include: 


22, 38, 50, 56, 70. 


Speedy service a traffic builder, Pages 27, 67. 
Rural dealer’s “secret ingredient,” Page 57. 
All factories push dealer service, Page 26. 

How dealers promote customer relations, Pages 


Service volume charts, Pages 26, 28. 
Equipment and parts help, Page 44. 

Special New Products, Pages 32, 33, 35. 

A service manager’s job, Page 48. ; 
Imports get a place of their own, Page 82. 
Jobber’s tent show, Page 27. 


Steel Shortage at Suppliers 


By Martin L. Whitmyer 
Staff Writer 
LTHOUGH the steel strike 
didn’t have any immedis 
effect on car assemb siieations 
last week, parts-Suppliers may well 
contrg e rate of car manufac- 
eters if the shutdown continues 
for more than 30 days. 

Last week’s output of an esti- 
mated 127,890 cars compared with 
the previous week’s 123,117 as- 
semblies and the 85,533 units 
turned out during the week ended 
July 18 last year. 

All car manufacturers reported 
|they have a 70-day to 80-day steel 
supply on hand for body stampings, 
but some of the smaller suppliers 
on which the assemblers depend 
for small parts have as little as a 
| 22-day supply, it was learned last 
| week by AuToMmoTive News. 

Probably least affected by a pro- 
| longed steel strike would be Ford 
|Motor Co., which makes from 35 
to 50 percent of its own steel and 
is not affected by the United Steel 
Workers walkout. Ford’s workers 
are members of the United Auto 
Workers. 

OK on 
ig! GREATEST jeopardy at the 
present are manufacturers of 
brackets and fasteners, and the 
trim makers, which depend on 
quality steel for their products. 

If the strike should carry over 
until Labor Day, more and more 
suppliers would find themselves 
in a squeeze. 

In that case, the affected sup- 
pliers would have two choices: 
Juggle inventories to make more 

steel available for auto parts or 
buy steel from warehouses at pre- 
mium prices. 

Many suppliers are in what may 
be termed the “small business” 
category and therefore have not 
had the capital available to stock 
large supplies of steel. In some 
cases, however, it was learned, car 
manufacturers have been under- 
writing loans to parts makers in 
order that they might supplement 
their normal inventories. 

Another thing the auto makers 
could do if the suppliers couldn’t 
fill' a contract would be to shift 
supplies, equipment, and even dies 
from one supplier to another, leav- 
ing the suppliers to detérmine the 
compensations each would receive 
from the job. 

This is frowned upon, however, 
because in many cases it would call 
for a renegotiation of contracts be- 








Threatens Car Production 


tween the auto maker andthe 
supplier. 
x ” am 

NOTHER factor that could 
force the car makers to re- 
adjust production schedules for the 
early part of the 1960 model run is 
the shipment of ore to steel com- 
panies once the strike has ended. 

With the Great Lakes closed 
to shipping in late October, the 
steel industry would be forced to 
make one of twe choices—both of 
which would be expensive and 
quite likely raise the price of 
steel. 

The ore could be shipped by rail 


or some other type carrier from 
(Continued on Page 86, Col. 3) 


Safety Probers 
OK Two Bills for 


Committee Action 
By William Uliman 


Washington Bureau Chief 
ASHINGTON. — Two bills con- 
sidered in the recent hearings 

of the House Health and Safety 
subcommittee were okayed last 
week to be forwarded to the full 
Interstate and Commerce Commit- 
tee for approval. 

As forecast by Automotive News, 
one of these was HR-1341, the 
Roberts bill to require passenger- 


{\ 


See Automotive Washington, 
Page 14. 


carrying vehicles purchased by the 
Federal Government to meet cer- 
tain safety standards. The other 
was a new bill in lieu of HR-1346, 
Seepeney called the hydrocarbon 
ill, 

This new measure would call 
on the Public Health Service for 
a study to determine standards 
on amount of air pollution which 
may be emitted by automobiles. 
One year after the standards are 
set auto makers would be re- 
quired to meet them on new cars. 
HR-1341, which would try out the 
big broad safety device plan first 
on the Federal Government, was 
conceived by Rep. Kenneth Roberts, 
Alabama Democrat. HR-1346, the 

air pollution measure, was intro- 
duced originally by Rep. Paul 
Schenck, Ohio Republican. 
The measures approved by the 
subcommittee are expected to be in 
(Continued on Page 85, Col, 1) 
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| gsemblies good for 32.75 percent of 
' total output, but also was the in- 


4 Makers Boost Their Share... 


Ist-Half Truck Outpu 


Hits Eight- 


By Martin L, Whitmyer 
Staff Writer 
OMMERCIAL-CAR output dur- 
ing the first half of this year 
hit its highest level in eight years, 
but only four makers managed 
percent-of-industry gains over the 


January-June period of a year ago. | 


All makers, however, showed 
numerical output gains as truck 
assemblies in the U. S, totalled 
656,542 units in the first six 
months. 

That’s a 47.3-percent boost from 
the 445,802 trucks turned out during 
the January-June period of last 
year and the highest level reached 
by commercial-car producers since 
1951, when the makers produced 
787,790 trucks in the first half. 

Just shading 1959 as the second 


top year for first-half output was| 4 


1950, when 657,750 trucks were built. 


Other top first halves were 1952| 


with 644,118 assemblies; 1955 with 
642,191 units; 1953 with 637,359 
trucks, and 1949 with 626,874 com- 
mercial cars. 
* ok + 
Y makers to show percent- 
of-industry gains over the first 
half of 1958 were Ford, up 1.29 
points; International, 0.79; GMC, 
0.11, and Willys, 0.09. 

Off from the previous year were 
Chevrolet, down 0.72 points; 
White, 0.45; Mack, 0.39; Dodge, 
6.22; Studebaker, 0.19; the miscel- 
laneous group, which includes 
Corbitt, Marmon-Herrington, Fed- 
eral, FWD, etc., 0.13; Diamond T, 
0.11, and Divco, 0.07. 

Biggest gainer on a numerical 
basis was International, which 
showed a 57.9 percent boost over 
the first six months of last year. 

Other makers and their percent- 
age increase over a year ago were 
Ford, up 54.6 percent; GMC, 49.6; 
Willys, 48.7; Chevrolet, 44.1; Dodge, 
42.6; Studebaker, 25.6; Diamond T, 
20.9; Divco, 14.7; Mack, 14; White, 
13.7, and the miscellaneous group, 
2.3 percent. 

* ok 
AKERS which also produce 
cars — Chevrolet, Ford, Dodge 
and Studebaker—turned out a com- 
bined total of 444,626 trucks during | 
the first six months of this year to 


Year High 


cent of total industry output on 
30,337 assemblies last year to 6.59 
percent on 43,274 trucks this year. 
Studebaker declined from 1.28 per- 
cent on 5,684 assemblies a year ago 
to 1.09 percent on 7,140 units dur- 
ing the first six months of this 
year, 
oe * 

MONG the other commercial- 

car producers, International not 
only turned out the most units, but 
showed the biggest percentage- 
point gain over the first two quar- 
ters of 1958. 

IH turned out 77,144 trucks to 
capture 11.75 percent of total in- 

(Continued on Page 86, Col, 1) 
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35-MPH Minimum Set 


On Pa. Turnpike 


HARRISBURG, Pa.—The Penn- 
sylvania Turnpike Commission 
last week set a minimum speed 
limit of 35 miles per hour on the 
high speed road. Acting Chairman 
Joseph J. Lawler said the mini- 
mum speed regulation was recom- 
mended by the Commission staff 
following a recent accident in 
the eastern part of the state when 
an antique automobile was de- 
molished and its occupants in- 
jured. The accident report showed 
the antique vehicle was not main- 
taining “a safe speed.” 

Lawler said the commission 
action does not affect vehicles on 
turnpike inclines. He stated that 
the regulation will apply only on 
the level highway, The speed 
limit of the turnpike is 65 miles 
per hour for cars and buses and 
50 miles per hour for trucks and 
a combination of vehicles. 





Round Two: 






Rear-Engine Tempest 


DETROIT. — Words got more 
heated last week in the front- 
engine vs. rear-engine controversy. 

The first “rebuttal” to Chevrolet’s 
recent exposition of rear-engine 
advantages came in the mails from 
an anonymous sender. 


The rebuttal was an attempt to 
show that Maurice Olley, Chevy’s 
retired research director, has 
switched engines on the subject. 

Chevrolet held a press conference 
here July 1, at which Olley ac- 
claimed the rear engine and, with- 
out directly saying so, listed many 
of the attributes which will be 
featured by the new Corvair this 
fall. 

The secretly mailed rejoinder 





quoted Olley as having criticized 
rear-engine cars at the SAE annual 








Ford Dealer Council Meets in Dearborn— 


Shown at the start of a series of meetings in Dearborn last week are members of the Ford Dealer Council and Ford division 
and Ford Motor Co. executives. From left, first row, are C. W. Thomas, Stillwater, Okla.; B. J. Borchers, Dayton, O.; Douglas 
Doan, Beverly Hills, Calif.; C. R. Beacham, Ford assistant general manager; J. O. Wright, Ford general manager; R. S. McNa- 
mara, car and truck group vice-president, Ford Motor Co.; W. J. Cooper, Ford general sales manager; O. A. Cartwright, Troy, 
N. Y.; R. M. Stoudt jr., Jamestown, N. D. Second row: R. M, Warren, Elko, Nev.; V. A. Mennella, Seattle; H. E. Kent, Chicopee 
Falls, Mass.; H. W. Mead, Natchez, Miss.; E. J. Schoenherr, Royal Oak, Mich.; C. V. Seyffer, Ford dealer relations manager. 
Third row: George Bohn jr., New Orleans; J, A. Whittaker, Council Bluffs, la.; J. C. North, El Dorado, Kans.; Philip Gerelick, 
Omaha; C. Bills, Warren, O.; P. J. Deasy, Merchantville, N. J.; W. A. McRae jr., Jacksonville, Fla. Fourth row: G. H. Malone 
Il, Dothan, Ala.; H. W. Smith jr., Norwich, N. Y.; J. F. McGuire, Milwaukee; A. C. Schallock, Milwaukee. 





HAMTRAMCK, Mich. — Denying 





take 67.7 percent of total industry 
assemblies. 

That's a 0.01 percentage-point 
boost from the corresponding pe- 
riod of a year ago, when the four 
makers captured 67.6 percent of 
total industry output on 301,155 
assemblies. 

Chevrolet was the top producer 
among the group with 215,036 as- 


dustry’s biggest percentage-point 
loser from a year ago, when it 
captured 33.47 percent of totai out- 
put on 149,228 assemblies. 

Paradoxically, its chief competi- 
tor, Ford, picked up the most 
ground from a year ago with a 
production of 179,176 trucks good 
for 27.29 percent of total industry 
assemblies this year, compared with 
26 percent on 115,906 assemblies 
during the “January-June period of 
@ year ago. 

Dodge and Studebaker both lost 





percent-point ground from a year 
ago. Dodge dropped from 6.81 per- 


* a on 
Each Truck Maker’s Share of Assemblies . . . 


First Half Output—'59 vs. ‘58 





a union leader’s warning that the 
big Dodge Main plant here was 
being relegated to the junk heap, 
Chrysler Corp, last week declared 
that the multifloor factory would 


build Dodge cars along with the | 


new Dart and Valiant models. 


The Chrysler spokesman con- 
firmed a newspaper report that 
Valiant production would start 
next month, The Valiant is the 
company’s new compact Car, 
while the Dart will be a Plym- 
outh-sized entry in the Dodge 
line. 


The spokesman said 4,000 em- 
ployes would be added here and at 
associated plants to accommodate 
’60-model production. 


C. Pat Quinn, president of Dodge 


Main Local 3, told a rally of more 
than 4,000 unemployed workers that 





“old plants like ours in Hamtramck 
are in danger of going out of busi- 
ness like Packard or Hudson.” 


He said it takes 300 to 500 more 















Pet.of 6 Months Pet. of Gain 
ist Half Output, ist Half or 
Output 1958 Output 
32.75 149,228 33.47 —0.72 
0.52 2,810 0.63 —O0.11 
0.25 1,405 0.32 —0.07 
6.59 30,337 6.81 —0.22 
27.29 115,906 26.00 1.29 
1.26 31,870 7.15 0.11 






1.75 10.96 


men to turn out cars in an old 
plant like Dodge Main than it does 
in a new one-story plant, making 
production in a multifloor plant 
more expensive. 

He advised workers whose sen- 
iority goes back to 1949 to seek 
employment at the new Dodge- 
Plymouth plant in St, Louis. 
Those with seniority from the 
1940-49 period were advised to 
seek jobs at Chrysler’s Jefferson 
plant in Detroit. 


The UAW has won transfer 
rights for about 1,100 men to go to 
the Jefferson plant and another 400 
to go to St. Louis. 

The union took the position that 
job security at Dodge Main is tied 
to the success of the Dart and 
Valiant. “But these new cars are 
like an ‘if-come’ bet with the 
bookie,” Quinn said. 

UAW Chrysler Director Nor- 





Goliath Importers Plans 


To Fight $765,000 Suit 


BURLINGAME, Calif.—Goliath 
Importers U. S. A. said last week 
that a $765,944 default judgment 
awarded a New York State dis- 
tributor under the Federal good- 
faith law would be fought on 
grounds of lack of jurisdiction. 

The judgment, first one be- 
lieved- to have been issued under 
the three-year-old law, was signed 
by the Albany County (N. Y.) 
clerk on petition from Goliath 
Northeast Distributors Corp., 
Latham, N. Y. The complaint 
charged that Goliath Importers 
reneged on a promise to give the 
Latham firm distribution rights 
in 12 northeastern states. 


A Goliath spokesman said no 
defendant had been served by 
Northeast Distributors, which is 
owned by Walter Nemith, also a 
Lincoln-Mercury dealer in La- 





Dodge Plant ‘Shutdown’ Denied 


man Matthews objected to news- 
Paper accounts of the rally of the 
unemployed. He said the workers 
were not told to leave Detroit but 
were advised of current informa- 
tion on employment chances. 

Matthews said that the unem- 
ployed, “thousands with seniority 
going back to 1946,” have been laid 
off for almost 18 months, many of 
them having no present source of 
income, 

Chrysler Corp. is proposing that 
Dodge dealers handle the Dart in 
place of the Plymouth. 











































































| declined. 


Business Barometer 


Automotive News Economic Index — 


91.0 Percent of Last Week 
128.7 Percent of Like Week Last Year 


Auto Production ............... 123,117 113.6 168.5 
Truck Production .............. 25,662 107.9 171.3 
Auto Registrations—Year to date.. 2,492,248 cian 127.4 
Truck Registrations—Year to date. 381,355 Gates 134.7 
Steel Production—tTons ......... 2,252,000 101.7 156.2 
Lumber Production—Board feet... 224,526,000 86.3 148.8 
Paperboard Production—Tons.... 180,359 65.5 132.5 
Soft Coal Output—tons ........ 1,690,000* 19.7 127.0 
Oil Refinery Output—Barreis .... 48,640,000 97.8 103.6 
Electric lowatt hours.... 13,502,000,000 102.9 113.9 
Barometer Car Loadings 365,281 94.1 126.7 
Department Store Sales Index .. 109 92.4 106.9 
Stock Market Price Index..... aS 436.0 101.1 129.4 
U.S. Government Spending 

—Fiscal year to date ............ $3,023,561 ,000 a. 104.0 
Commercial and Industrial Loans $31,998,000,000 100.0 107.4 
— pes Sedeoeetnesereote $28 ,548,000,000 100.0 100.8 
Used-Car Prices-—Average........ $1,026 103.1 108.6 
Business Failures ................ 237 97.1 86.2 
Common Common 
Stocks July 1S July8 1959 Range Stocks July 15 July8 1959 Range 
AMC....... 4BY_ 47% 49%-25% iiss sceens 55% 55%, 57%-39% 
Chrysler... 68% 70% 72%-50% Mack...... 484%, 47% 49%-32), 
Ford....... 78% 78  80%-50% Ose ss 6 12% 11% 15%- 9% 
GM........ 56%, 57% 58%-45 White...... 57% 59% 60 -40% 
* Miners’ vacation. (July 20, 1958) 


meeting in January, 1953, Olley said 
six years ago that the rear-enzgine 
European cars of the day rolled lit- 
tle on turns and showed “excep- 
tionally good” traction, but he 
objected to their noisiness, lack of 
trunk space, wind-wandering char- 
acteristics and forward fuel tank. 

Replying to the rebuttal, a Chev- 
rolet spokesman said the division 
“didn’t want to get into a fight on 
this.” He noted that Olley was 
speaking in 1953 about rear-engine 
cars in the form in which they 
were then built. 


Chevrolet decided to stage its 
recent rear-engine discussion after 
advertising snipes by Ford and 
Simca had raised fears that the 
Corvair would appear with pre- 
judgments against it in the pub- 
lic mind. 

The General Motors division got 
an outspoken ally last week when 
Renault issued a report to the ef- 
fect that wind tunnel] tests in 
France showed that, on a rear- 
powered car, the wind tends to 
make the front end heavier when 
the car is moving than when it is 
stopped. On a front-engine car, said 
Renault, the front end tends to be- 
come lighter with increasing speed. 


Renault, of course, uses the rear 
engine, together with Volkswagen, 
Porsche and Fiat. 

Auto men are checking both 


front and rear exits for the source 
of the third round of the battle. 





= |Bankers Report 
- |Mixed Results 


On Delinquencies 


NEW YORK.—A survey of mem- * 


bers by the American Bankers 
Assn. showed that delinquencies on 
one class of auto loans fell in May 
while the delinquency rate for @ 


second class showed a slight in- 


crease. 

Of all loans buyers obtained 
through dealers, 1.19 percent were 
delinquent on May 31, down from 
the 1.25 percent a month earlier 
and 1.50 percent a year earlier. 

Of loans obtained directly from 
banks, .73 percent were delinquent 
on May 31, compared to .70 per- 
cent a month earlier and .85 per- 
cent a year earlier. 

The rates for four other classes 
of consumer loans covered by the 
survey remained above those for 
both classes of auto loans. The 
rates for personal and home ap- 
pliance loans increased in May 
while the rates for property im- 
provement and FHA Title I loans 


The ABA noted that general in- 
terest rates are firm to increasing 


| and floor-plan rates of banks which 


| offer the service have generally 
been increased, 











Percent of 
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Last Week Last Year 
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Detroit Dealers Draw for Show Space— 
Supervising the drawing of space for the 1960 Detroit Auto Show, sponsored by 


the Detroit Automobile Dealers Assn., are, 
chairman of the show committee; Boyce 


from left, Kendrick Brown (Dodge-Plymouth), 
Tope, DADA executive vice-president and 


show manager, and Al Briggs (Ford), DADA president. The DADA-sponsored show 
will be staged in the Detroit Artillery Armory, Feb. 6-14. Brown is pointing to a 
floor plan of the seven-acre display area. The blackboard indicates the order in 
which the first space allotments were drawn, based on the dollar value of each 
manufacturer's production during the previous 11 months, 






CLEVELAND.—A Cuyahoga/a dealer to fail to deliver a title 


County grand jury has completed 


its investigation of the Popovic} 
auto-title fraud, and further action | 


was awaited as AuToMoTIVE NEws 
went to press last Thursday. 
Meanwhile, in Columbus, 
Legislature turned dowp a Dill 
which would have given pur- 
chasers their car titles as soon as 
they paid for the vehicles, Some 
legislators called the move a 
battle between finance companies. 
The grand jury heard about 25 
witnesses, including 18 persons who 
never received titles for cars for 


which they paid Nicholas J. Popo-| 


vic in full. 


The Popovic Chrysler-Plymouth | 


dealership was forced into bank- 


ruptcy Apr. 23, and Mutual Finance | 
Co. filed replevin actions to recover | 


the 18 aforementioned cars. Mutual 
held title to the cars. Common 
Pleas Judge Saul Danaceau will 
rule later this month on whether 


Mutual is entitled to recover all or} 


any of the cars. 


The title bill which the State) 


Legislature rejected was backed 


strongly by Cleveland members|} 


after the Popovic scandal was un- 
covered. The measure was intro- 


duced March 4—seven weeks before ! 


Popovic went bankrupt. 

The bill would have placed 
auto purchases under the trust 
receipts act. It would have re- 
quired a floor-planning dealer to 
give the finance company a trust 
receipt and give the car buyer his 
title. 

The assault on the bill was 
Started by Rep. Walter L, White, 
Lima Republican, who charged that 
the proposal was “in favor of big 
finance companies against little 
companies und small banks.” 

White suggested that if the Leg- 
islature wanted to protect auto buy- 
ers, it should make it a felony for 
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Title-Change Bill Fails .. . 
Popovic Probe Completed 


the 


after selling a car. 

Opposition came from loan com- 
panies who branded the measure 
“a bill to give an out-of-state fi- 
|nance company a monopoly.” 
Rep. Kenneth A. Robinson, 
| Marion Republican, declared that 
| “this is a bill for Universal CIT.” 
“This is an out-of-state company 





Finlay Vacations 
Editorial Director Robert M. 
Finlay, author of the weekly 
Dealer Forum column, is on 
vacation, 





that cannot now compete with local 
banks and lending agencies,” Rob- 
inson said. “It is no panacea for 
people who don’t want to be de- 
| frauded. There is just as much op- 
portunity to defraud car buyers 
under this as under any method.” 

Backers of the trust-receipts 
bill said there was little chance 


$50,000 surety bond for auto deal- 
ers—ever coming to a vote. 

“The defeat of the trust-receipts 
bill shows the power of the lobby of 
the small loan companies,’ said 
Rep. James P, Kilbane. “The auto 
| dealers are making the same sort 
of stand against the bond bill, still 
|in committee.” 


| Legislature Kills 
Bills Opposed 


| By Ore. Dealers 


PORTLAND, Ore.—A number of 
proposals considered detrimental to 
| dealers either were tabled in com- 
mittees or defeated on the floor of 
the 1959 Legislature, according to 
Howard J. Steib, general manager 
of the Oregon Automobile Dealers 
Assn. 

One of these bills would have 
forced dealers either to register or 
license all vehicles in stock by Dec. 
31 or list them for ad valorem tax- 
ation on Jan, 1 without any adjust- 
ment period. 

Another would have permitted 
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the Motor Vehicles Department to 
suspend or revoke a dealer’s license 
for any “good” cause, as interpreted 
by the department. 

A third proposal would have per- 
mitted department employes, State 
Police and county and city police, 
within their jurisdictions, to inspect 
records or conduct a search for 
records in a dealer’s place of busi- 
ness. 

The Legislature adopted a new 
safety code, a new gross-weight law 
and new schedule of fees, a law 
relating to registration fees and use 
of dealer plates, and a measure 
eliminating the personal surety pro- 
vision for a dealer bond. 


of a second measure—requiring a | 
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Brings Dealer Dollars ... 





By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo.—When- 
ever you find a dealer who is out- 
selling the national figures for his 
brand, you’re almost certain to find 
one who has an efficient system, 
money in the bank and assets all 
over the place. Trouble is, most 
such dealers do not feel enthusi- 
astic about tipping their hand to 
their local competing dealers just 
to get their name in the paper 
with a success tag. 

This dealer has consented to the 
use of his methods ut stipulates 
that his name and location be with- 
held. 

“Go into any large city and 
what do you find?” he asks, 
“dealers competing with each 
other on terms, price, giveaways, 
gimmicks which makes the once 
respectable business of auto re- 
tailing similar in noise and ap- 
pearance to the midway of a 
cheap carnival with barkers 
shouting their misrepresentations 
every 10 feet. 

“Some then ask why the factories 
dont stop this cheap burlesque 
show. Simply because it sells cars 
in volume and that’s one of the 
things the factory seeks to do. The 
fact that it cheapens the product, 
brings many unnecessary woes to 
the buyer is beside the point largely 
because it brings more trouble on 
the heads of the dealer and the 
buyer than it does on the factory. 

“Now we have to have a reason- 
able price, we have to furnish rea- 
sonable terms, but heavens above, 
this is a complicated merchandis- 
|ing operation, where the product 
| we sell should be the most import- 
ant ingredient next to creating 
goodwill in the heart of the cus- 
tomer and making his transactions 
so honorable, so unquestionable and 
likewise so pleasant that he will 
want to come back often. 

“I’ve had dealers laugh at that 
| theory and I answer that with the 
| Statement that if you’re at heart 
a charlatan, a carnival barker, with 
|a heart full of get-rich-quick 
| schemes, and a confidence man at 
the bottom, you’re going to find it 
difficult to instill confidence in a 
| customer because today’s customer 
| is the best heeled, the smartest, the 
| best businessman of any customer 
| we have ever had in the business. 
“He’s harder to fool and the 


W. Va. Clarifies 
2 Laws Affecting 


‘Auto Purchases 


CHARLESTON, W. Va. — Two 
new State laws affecting auto pur- 
chases have been clarified by 
Hubert Kelly, motor vehicles com- 
missioner. Both went into effect 
July 1. 

He said the 2 percent privilege 





| tax on vehicles bought out-of-state 


and traded in on other cars within 
the state applies also to vehicles 
purchased before July 1. 

“This is because the transaction 
on which the tax igs based is on 
the registration of new purchases,” 
he said. “Thus the tax will apply 
to all titles issued after July 1.” 

The other law requires that titles 
be sent to lien holders rather than 
purchasers. 

Kelly said it now is up to the 
dealer and the purchaser to name 
the lien holder when filing a title 
application. 

He added that if this information 
is not on the application, it is sent 
back to the car buyer and slows 
down the process of issuing titles. | 








Cavanaugh Marks 40 Years 


As Dealer on West Coast 


ALEMEDA, Calif.—Forty-four 
years in the automobile business, 
including 40 years as a dealer, is 
the record of Lee Cavanaugh sr., 
partner in Bean and Cavanaugh 
(Plymouth-DeSoto), here. 

On July 1, 1915, Cavanaugh went 
to work for the Alameda Garage at 
$6 a week. He bought the business 
July 15, 1919. His two sons are now 
partners in the dealership. 


| dustry.” 


A ‘Positive’ Sales Pitch 
: 2 Hits Hard on Service 


ones who are easy to fool become 
a bed of quicksand for the quick- 
buck dealer who is fooled even 
more.” 


“With the best product we’ve 
ever had, regardless of brand, the 
best engines, the longest life, the 
most modern conveniences, the best 
outfit ever built for going places 
and doing things, some of our bird- 
brained dealers are selling cut 
prices and gimmicks and giving 
away premiums,” this dealer con- 
tinued. 


“Here is the way we look at a 
customer. American motorists trav- 
elled by auto 647 billion miles in 
1957, 665 billion in 1958 and it will 
pass the 700 billion-mile mark in 
1959. 

Think of the tires, engines, acces- 
sories, batteries, fan belts to be 
worn out in 700 billion miles and 
that prospect standing in front of 
you contributes his full share. 

“Breaking down these figures 
further, the report shows us that 
83 percent of those miles were 
put on by passenger cars—actu- 
ally 82 percent of the miles of 
travel and 83 percent of vehicles. 

“Now the first question usually 
asked is how does that affect me 
and my customer? All big things 
are made of a group of small 
things. This gigantic mileage, the 
greatest in the history of the world, 
breaks down to 9,391 miles for the 
average car in ’57, consuming 652 
gallons of gasoline. This car deliv- 
ered aprioximately 14.4 miles per 
gallon. 

“Selling points? Can’t you show 
that your car when properly 
driven gives more miles than the 
national average? Can’t you show 
that most people want a car to 
get from one place to another in 
comfort and that your cars offer 
this and that which are better 
than your competitor’s? 

“Can’t you visualize that the 
prospect standing before you will 

(Continued on Page 83, Col, 1) 


Colorado Opens 
Regional Parleys 


DENVER.—More than 300 mem- 
bers of the Colorado Automobile 
Dealers Assn. will meet with as- 
sociation officers and public offi- 
cials in a series of 10 regional 
meetings during July and August. 

In announcing the meetings, 
President George Day (Chevrolet) 
of Aurora said, “We are taking the 





State association out to the grass 
roots to learn face to face what 
dealers are thinking. We want to| 
shape our association program to 
mer the changing currents ir this 
dynamic automobile retailing in-| 

Following is the schedule of| 
meetings: Colorado Springs, July| 
20; Durango, July 21; Grand Junc-| 
tion, July 22; Steamboat Springs, | 
July 23; Glenwood Springs, July 24; | 








Denver, Aug. 3; Berthoud, Aug. 4; | 
Sterling, Aug. 5; La Junta, Aug. 11, 
and Walsenburg, Aug. 12. 

















xrly. So thx nxxt 


a kxy pxrson in 
vxry much.”... 





Wemhbhotf 


bulletin . 


lage, sorts the cars in its garage 


On the House... 


“Xvxn though my typxwritxr is an old modxl, it 
works quitx wxll, xxcexpt for onx or two kxys. I 
havx wishxd many timxs that it workxd pxrfxctly. 
Somxtimxs our company is somxwhat likx my typx- 
writxr—not all thx kxy pxoplx arx working prop- 


onx pxrson and that your xfforts arx not nxxdxd, 
rxmxmbxr my typxwritxr and say to yoursxlf, “I’m 


That’s some good heat-wave- reading for you, 
taken from the South Dakota dealers association 
. . Cincinnati association is polling its 

members on whether they want an auto show . . . Chicago dealers 
are staging their 55th annual outing for 5,000 orphans, crippled 

children and aged persons on Aug. 19... 

Los Angeles obtained 40 new members for NADA in June... 
To give all employes a vacation at one time, New Orleans Volkswagen 
dealer, W. E. Robertson Corp., closed all departments July 4-13 . . . 
New York’s new plush housing development, Washington Square Vil- 


easier for car jockeys to/ find them, ’tis said. 












A ‘Cool Deal'— 


This “cool deal" promotion was spon- 
sored by Bob Smith, of Robert A. Smith, 
Inc. (Dodge), Glendaie, Calif. The moun- 
tain of ice, 24,000 pounds of it ground to 
snow-like consistency, cost $285, but 
helped sell 23 new cars. Daniele Aubry 
(in case you hadn't noticed) helped, too. 


Jenkins to ‘Test 
Ohio Objection 
To Chain Sales 


COLUMBUS, O. — An attorney 
general’s opinion that a Dayton 
auto dealer’s referral sales plan is 
a lottery appears headed for the 
courts. 

A spokesman for Jenkins Auto 
Sales, Inc., said the firm will file 
a suit to test the ruling. Clifford 
W. Ayres, registrar of motor ve- 
hicles, said he would welcome a 
court test. 

Meanwhile, Highway Safety Di- 
rector J. Grant Keys recommended 
that the motor vehicle bureau pre- 
pare a letter “to be sent to prose- 
cutors in Mahoning, Montgomery 
and Summit counties,” enclosing a 
copy of the attorney general's 
opinion on “referral” plans. 

He also suggested that Ayres 
mail a letter “to any auto dealer 
employing ‘customer-salesmen’ of- 
fering the opportunity for correc- 
tive action on the part of the dealer 
involved—either the withdrawal of 
salesmen license applications pend- 
ing, or the voiding of those issued 
prior to the attorney ger >ral’s rul- 





jing of July 7.” 


Ayres said he would follow Key’s 
suggestions and noted he also 


| would send letters to auto manu- 
| facturers 


informing them of the 
referral plan opinion, 


Virginia Town Cuts 


Vehicle License Levy 

GORDONSVILLE, Va.—The 
Town Council has decided to cut 
the municipal motor-vehicle license 
levy back to $5. 

Last year, the town raised the 
license fee to $10. The year before, 
the fee jumped from its original $3 
to $5. 


timx you think that you arx only 


thx company, and I am nxxdxd 


and parks them by makes—the 


—Pete Wemuorr, Editor, 
Automotive News 



















































































































4 


AUTOMOTIVE NEWS, JULY 20, 1959 





Share of Market at Year’s High . . 
Chrysler and Rambler 


Reach ’59 Sales Peak 


(Continued from Page 1) 


from the firm’s avowed goal of 
20 percent, was the best achieved 
by the firm since last November. 


AMC’s share of 6.13 percent, 
meanwhile, was its highest since 
last October. 

GM’s May share of 43.42 percent 
was the smallest the No. 1 maker 
had recorded since last November; 
Ford Motor’s penetration of 27.11 
was its lowest since last October, 
and S-P’s share of 2.15 percent was 
the smallest since last December. 

a * a 

MONG individual makes, May 

represented the 1959 peak in 
penetration for Plymouth, Ram- 
bler, Dodge and Chrysler. Although 
both Chevrolet and Ford had 
shares larger than they did in the 
previous month, they did not sur- 
pass previous records. 

Biggest gainer during the 
month was Chevrolet, which rose 
0.58 percentage points. Others, in 
order, were, Rambler, 0.20; 
Dodge, 0.14; Plymouth, 0.14; 
Ford, 0.10, and Chrysler, 0.05. 
Smallest market shares of the 
year were recorded in May by 
Oldsmobile, Buick, Mercury, Cad- 
illac, Studebaker, Edsel and Lin- 
coln. 

Pontiac and DeSoto also declined 


21 Firms Agree 
To FTC Demand 
On Battery Ads 


WASHINGTON. — Twenty-one 
companies, including some of the 
nation’s major oil, tire and mail 
order firms, have agreed to a Fed- 
eral Trade Commission demand to 
stop misleading advertising of bat- 
tery guarantees. 

The FTC objected to guarantee 
claims when the nature and extent 
of the guarantee was not “clearly 
and conspicuously disclosed.” 

Advertising which implies that 
batteries are unconditionally guar- 
anteed for a certain number of 
months when the detailed terms of 
the guarantee contain important 
limitations was the basis of the 
FTC objection. 

The companies agreed to elimin- 
ate advertising which may be mis- 
leading without admitting that any 
past practices were a violation of 
the law. 

The companies involved included: 

Atlas Supply, Goodyear, Gould- 
National Batteries, Delco battery 
division of General Motors, Gulf 
Tire & Supply, Firestone, Western 
Auto Supply, Goodrich, Dunlop Tire 
& Rubber, Electric Auto-Lite, Esso 
Standard Oil, Electric Storage Bat- 
tery Co., Sears, Roebuck & Co., 
Montgomery Ward, U. S. Rubber. 

C. S. Battery Mfg. Co., Chicago; 
Bill's Auto Stores, Inc., Louisville; 
Penn-Jersey Auto Stores, Inc., 
Philadelphia; Hester Battery Mfg. 
Co., Nashville; White Stores, Inc., 
Wichita Falls, Tex., and Automatic 
ay Co, of America, Goldsboro, 








during the month, but managed to 
hold above previous lowpoints, Im- 
perial’s share was unchanged from 
the previous month. 

Declines, in order, were: Oldsmo- 
bile, down 0.26 percentage points; 
Buick, 0.23; Cadillac, 0.18; Mercury, 
0.14; Pontiac, 0.09; Studebaker, 
0.08; Edsel, 0.07; Lincoln, 0.05, and 
DeSoto, 0.01. 

a * * 


AY was the first month this 

year in which Pontiac failed to 
improve on its previous month’s 
showing. A month earlier, ‘Pontiac 
was the only GM make to escape 
a downward trend in penetration. 
In May, this cheerful role was cap- 
tured by Chevrolet. 

An unbroken penetration de- 
cline, recorded to varying degrees 
in every month of this year, is a 
dubious distinction shared by 
Buick, Mercury and Oldsmobile. 


The May decline was the fourth 
straight for Cadillac and Lincoln, 
the third in a row for Edsel -and 
the second consecutive for Stude- 
baker. 


* * * 


N COMPARING. the first five 

months of 1959 with the similar 
period of 1958, only two makers 
showed declines. GM was off 4.58 
percentage points and Chrysler 
Corp. dropped 3.88 points. 

Gains amounted to 2.70 per- 
centage points for miscellaneous 
makes, 2.48 points for AMC, 1.91 
for-Ford Motor and 1.37 for S-P. 

By individual makes, all of the 
market has given ground to four 
makes—F ord, up 2.67 percentage 
points; Rambler, up 2.48; Stude- 
baker, up 1.37, and Pontiac, up 1.29. 


* x *x 


ECLINES from the 1958 five- 
month level, in order, were: 
Chevrolet, down 3.08 percentage 
points; Plymouth, 2.36; Buick, 1.63; 
Oldsmobile, 0.80; Dodge, 0.66; Mer- 
cury, 0.45; DeSoto, 0.41; Chrysler, 
0.39; Cadillac, 0.36; Lincoln, 0.17; 

Edsel, 0.14, and Imperial, 0.06. 

Penetration figures for May and 
for year-to-date were computed on 
registrations which did not include 
May totals for Oregon, whose re- 
port was again delayed. 


Rambler Sales 
Top °58 July Pace 


DETROIT.—Rambler retail sales 
totalled 7,765 units during the first 
10 days of July, compared with 
5,111 for the same period last year, 
Roy Abernethy, vice-president of 
automotive distribution and mar- 
keting, American Motors Corp., 
reported. 

Abernethy said Rambler sales 
during the model year are 132 per- 
cent ahead of 1958, with AMC deal- 
ers selling a total of 273,649 Ram- 
blers, against 117,943 a year ago. 








Winner at Pikes Peak— 


Nick Sanborn deftly takes a corner as he rides to victory over the twisting 12'- 


mile course of the Pikes- Peak Climb in Colorado Springs. 


Sanborn retained his 


title as he won the 37th annual hill climb in a time of 15:45.2. He took the ‘climb 


fo the clouds” in a Chevrolet from Daniels Motors, Inc., Colorado ‘Springs. 


the top seven places went to Chevrolets. 


Five of 








Opel's Four-Door Sedan— 


Opel's new four-door Olympia Rekord has the same body and styling as the 
two-door sedan. The new model can be equipped with either the 1.5-liter or the new 


1.7-liter four-cylinder engine. 
aye ee 


* * * 


4. New Models Announced 
By Foreign Car Makers 


(Continued from Page 1) 


four cylinders, 3.11 bore by 3.00 
stroke totaling 91.2 cubic inches, 


and a compression ratio of 9.2 to 1.| 


The transmission has four for- 
ward speeds, with syncromesh on 
the top three. Other features in- 
clude unit body construction with 
X bracing, hypoid rear axle, in- 
dependent coil spring suspension 
in the front and semi-elliptic leaf 
in the rear. 

Instruments on the Alpine in- 


clude a tachometer, oil gauge, ther- | 


mometer, fuel gauge and a trip 
and mileage recorder on the speed- 
ometer, Radio and heater are op- 
tional. 

The Sunbeam Alpine is slated to 
sell for about $2,600 p.oe., New 
York. The West Coast will get the 
first shipment of 350 cars with 
production deliveries set for Oc- 
tober. 

* * * 
Aa European entry is the 
Olympia Rekord four-door se- 


dan by Opel. The car is said to be} 
the first postwar four-door sedan | 


in the Rekord class. 

Featuring the same body as the 
two-door Olympia Rekord, the new 
model can be equipped with either 
the regular 1.5 liter motor or a 
new 1.7 liter four-cylinder engine 
with 60 horsepower, The new motor 
is equal in size to the engine in the 
Ford Taunus M-17. 

The car features an upholstered 
dashboard, a windshield washer 
and a steering lock as standard 
equipment. The Olymat automa- 

tic clutch and a hand-cranked 
sliding roof are optional. 


Meanwhile, Ford Motor Co. of | 


Canada, Ltd., said it would intro- 


duce a new line of Canadian econ- | 


omy cars late this fall. 

Rhys M. Sale, Ford of Canada 
president, said the Canadian ver- 
sion of Ford’s Falcon will be called 
the Frontenac. 


Ford of Canada will build and} 


sell both the Falcon and Frontenac, 
with the latter being marketed 
through the firm’s Meteor-Mercury 
dealers. 


Sale said the Frontenac will be 
a@ six-passenger compact car 
“priced below that of any North 
American type models.” 


The Frontenac, which borrows 


Jeep Sales Exceed 
Year Ago by 44% 


TOLEDO.—Domestic retail sales 
of Jeep vehicles in the first six 
months of 1959 were 44 percent 
ahead of the corresponding period 
of 1958, it is reported by Cruse W. 
Moss, sales vice-president of Willys 
Motors. 

Factory sales to dealers during 
the six-month period exceeded the 
1958 first half by 67 percent, he 
said, while sales of parts and spe- 
cialized Jeep equipment were 18 
percent above last year. Moss said 
retail deliveries of vehicles during 
the first 10 days of July were 
higher than for any such 10-day 
period so far this year. 





the name of a 17th Century gover- 
nor of French Canada, will be ex- 
clusive to the Canadian market, 
Sale said. 


‘Muskegon Names 


2 Sales Chiefs 


MUSKEGON, Mich. — Walter 
Clouser has retired as sales vice- 
president of Muskegon Piston Ring 
Co, after more than 15 years with 
the firm. He will continue to serve 





C. Chatfield 


G. E. Smith E. 


the company as a sales consultant. 

As a result of Clouser’s retire- 
ment, the company’s sales depart- 
ment will consist of two divisions: 
Original equipment and replace- 
ment. 

The original equipment division 
will be headed by G. E. Smith, for- 
mer assistant sales manager in 
charge of the Detroit office. E. C. 
Chatfield becomes sales manager of 
the replacement division. He for- 
merly was an assistant to Clouser. 





‘48-Hour’ Dodge Sale 
Staged at Portland 


PORTLAND. —A car-an-hour 
sale accomplished just that—plus 
one—during a “48-hour Dodge 
driveaway” put on by the Port- 
— Dodge Dealers Retail Selling 

ssn, 


Four dealers moved their en- 
tire stock of ’59 Dodges into the 
Portland Armory for the sale, 
which was supported by full- 
page, two-color newspaper adver- 
tisements, radio and _ television 
spots and two-minute cut-in com- 
mercials on the Lawrence Welk 
TV show. The dealers who took 
part are West-Side Dodge, Port- 
land; Oregon City Dodge, Glad- 
stone, Pederson Motors, Ince., 
Vancouver, Ore., and Lee Cosart 
Motor Co., Portland. 





Late Report... 





$25 on 55s, $5 on ’53s and $4 on 
lows for all three models. 


246.4 vehicles. 


Used-Car Market 


Led by a recovery in current models, the wholesale used-car 
market saw average prices move up $31 to reach $1,026 last week 
according to Automotive News’ index. 

Gains on individual models amounted to $205 on ’59s, $34 on ’54s, 


on ’58s, $4 on ’57s and $1 on ’56s. These setbacks resulted in new 


At a group of representative auctions last week, the overall pic- 
ture showed scanty consignments and high demand. The average 
consignment was only 200.7 units, lowest since February, while the 
sales ratio was 78.2 percent, highest recorded this year. A week 
earlier, the ratio was 66.0 percent on an average consignment of 


Auction reports begin on Page 74. 


4A-GM Lines Offer 


Sales Bonuses 


Chevy, Olds, Pontiac 
Join Buick on Rebates 


DETROIT. — Chevrolet, Pontiac 
and Oldsmobile have joined Buick 
in offering cash bonuses to dealers 
for sales performances against 
factory-established quotas. When 
Buick broke the ice June 1, it wag 
the first time a General Motors di- 
vision had staged a rebate contest 
since the end of the 1957 model run, 

Chevrolet dealers get $200 for 
each sale in excess of quota in a 
two-month campaign that ends 
Aug. 31. There’s also a $25 bonus 
for salesmen for each ’54-or- 
later Ford taken in trade on a 
new Chevrolet during the period. 

The Oldsmobile and Pontiac con- 
tests also end Aug. 31. Pontiac 
dealers receive $50 per car for sales 
from 51 to 76 percent of quota; $75 
per car from 77 to 100 percent and 
$100 per car for sales in excess of 
100 percent of their objective, 

The Oldsmobile payoffs are $50 
per car for 51 to 75.9 percent; $75 
for 76 to 99.9 percent and $100 per 
car for 100 percent and over. 

Buick’s July program is a con- 
tinuation of the June plan. Pay- 
ments are $50 per car for sales 
from 50 to 74 percent of quota, $60 
per car for 75 to 99 percent, $80 per 
car for an even 100 percent and 
$100 per car for sales in excess of 
100 percent of quota. 

The $50, $60 and $80 payments 
are retroactive to the first sale 
during the contest period, The 
$100 bonus is not retroactive. 

In addition to the GM programs, 
bonus contests are in effect for 
Plymouth, Dodge, DeSoto, Chrysler 
and Mercury dealers. Ford division 
has a rebate arrangement to en- 
courage dealers to sell V-8s rather 
than hard-to-get sixes. 


Auto-Lite Opens 
Plant Addition 


VINCENNES, Ind.—An addition 
boosting the capacity of Electric 
Auto-Lite Co.’s battery plant here 
was dedicated at an informal gath- 
|ering of company executives and 
Vincennes community leaders. 

The 5,000 square feet of manu- 
facturing space and new equipment 
added will boost the plant’s dry- 
charged capacity by 1,500 units 4 
day according to Auto-Lite Battery 
Group Vice-President L. L. Garber. | 

“From a facilities and equipment 
standpoint,” he said, “the Vincennes 
plant is now in a prime position to 
compete for new business and we 
are in the midst of an aggressive | 
effort to obtain more volume.” 





$50 Reward for Car 

FRANKFORT, Ky.—A _ $50 
reward has been offered for in- 
| formation leading to the recovery 
of a 1956 Oldsmobile, Super 88, four- 
door hardtop, two-tone blue and 
| white with whitewall tires, bearing 
|Kentucky license number 346-373 
| (Franklin County), serial number 
568M19701, motor number VII56490. 
The information may be phoned or 
wired collect to Frankfort Buick 
Pontiac Co., Inc., 417 High St, 
Frankfort, Ky. The phone number 
‘is Capital 7-7327. 
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Here’s what Guardian Maintenance is doing to 


BOOST DEALER SERVICE PROFITS! 
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MAGAZINES: Life, Look, Post, Reader’s Digest to 116,900,000 readers! 
NEWSPAPERS: Advertisements in 108 top markets to 39,452,000 buyers! 
SPOT RADIO: NBC Monitor, CBS Impact plus local spots to 90% of radio homes! 


Guardian Maintenance . . . a first in the automotive industry 
... is designed to boost the service profits of Cadillac, 
Buick, Oldsmobile, Pontiac, Chevrolet and GMC Dealers! 
Millions of motorists .. . many of them present GM custom- 
ers and future prospects ... are reading and hearing about 
Guardian Maintenance in magazines and newspapers, and 
on radio. GM Dealers across the country are actively par- 
ticipating in this new service program and are reporting 
excellent results. Give your GM owners all of the benefits 
of Guardian Maintenance. 


CADILLAC ¢ BUICK + OLDSMOBILE 
PONTIAC ¢ CHEVROLET » GMC 


Guardian 
Maintenance 
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QUALITY SERVICE PAYS IN THE LONG . 
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The Man Behind the Wheel... 





Sales Testing the Ford 4x4 


Eprror’s Note: This is another 
in a@ series of articles which will 
report on the selling features of 
trucks. 

a * * 


By L. H, Houck 


Travelling Correspondent | 


| 


—— has a little folder about its | 

new-this-year, four-wheel-drive | 
pickup truck which states: “Ford’s | 
new four-wheel-drive truck will| 
take you anywhere, through mud, | 
sand, snow or gravel.” 

After test driving this vehicle 
for a little more than 1,000 miles | 
I am inclined to say that the 
claim is an obvious understate- 
ment. 

This Ford, red in color, had 5 
lonely miles on it when it was de- 
livered to me at the Claycomo plant 
near Kansas City. 

Since four-wheel drive was new 
to me, they had a man from the 
truck department to go through 
the routine of shifting gears and 
changing into four-wheel and two- 
wheel drive. 








* * 


Plainly Marked 


oo is a simple matter since the | 
procedure is plainly marked. 
The short shift lever on the trans-| 
fer case is located conveniently on 
the floor of the cab to the right as| 
is the standard long-handled gear 
shift. You can shift from two-wheel 
drive into four-wheel direct drive 
and back without stopping or 
clutching. 

Obviously you drive on the high- 
way in two-wheel drive. I discov- 
ered this meant setting the trans- 
fer lever at 2H, which stands for 
two wheels high for normal driving, 
4H is four-wheel direct drive, N is 
for neutral and for operating the 
power takeoff and 4L is for maxi- 
mum traction and pulling power. I 
never got to use that because I 
couldn’t find a place steep enough 
or sand deep enough. 

I looked at the six-ply mud- 

grip tires on all four wheels and 


Olds Dealer Gets 
3 Years in Theft, 
Sale of 15 Cars 


HARTFORD, Conn. — Charles H. 
Griffin, Killingly Oldsmobile dealer 
who sold 15 cars he admitted steal- 
ing from other dealers, has been 
sentenced to a three-year term in 
the Federal Correctional Institu- 
tion at Danbury. 

Griffin pleaded guilty to all 15 
thefts before U. S. District Judge 
J. Joseph Smith, who pronounced 
sentence. Griffin will be eligible for 
parole after serving one year, Smith 
said. 

Oldsmobile turned the 15 cars 
over to the buyers after purchasing 
them from the insurance companies 
which had paid off the dealers from 
whom the vehicles were stolen. 

The buyers, who didn’t know they 
were acquiring stolen cars, got 
their autos back for $1 each, the 
legal price of the bill of sale. 

Griffin, operator of Griffin Ga- 
rage, used a set of master keys to 
make off-with the cars on periodic 
trips to Massachusetts over a two- 
year span, according to police. 

Griffin was arrested after a sus- 
Picious policeman questioned him 
near an Attleboro (Mass.) car lot 
and found a set of dealer’s plates 
in his possession. 


Burger Rebuffed 
On Tax Appeal 


ST. LOUIS.—An appeal by Adolph 
C. (Andy) Burger from conviction 
of evasion of Federal income taxes 
has been declined for the second 
time by the U. S. Supreme Court. 

Burger, a former St. Louis auto 
dealer, was found guilty of evading 
payment of $66,796 in taxes for the 
years 1947 and 1948 in U. S. District 
Court. Judge George H. Moore 
sentenced him to four years in 
Prison, and the Supreme Court’s 
latest denial may have precluded | 
virtually all chances that Burger 
can avoid serving the prison sen- 
tence. 








| old 1910 Pierce-Arrow. 


| of 20 m.p.h. in high. 


|and purring like a contented kitten. | 





heaved a sigh as I contemplated 
the rumble I'd get on the almost 

140 miles home, In fact, I had 

some sympathizers. 

After I had driven it around the 
Ford parking lot a couple of times 
and got the feel of it, I discovered 
for one thing that the gear shift 
lever in the floor is ideal, I dropped 
easily into its use, having driven 
more than a million miles with 
such a shift before the steering 
column shift was adapted from the 


* * * 


Out on the Highway 


NE thing against me was the 

low mileage—I had to break it 
in. But I set the transfer lever for 
2H, shifted the three-speed trans- 
mission into low and rolled up to 
the gate. The gate guard waved 
me a fond adieu and I was soon 


on my own on the highway, right | 


lane for sure, rolling along at all 


This rig had a top-notch power | 
plant up in front—a 292 Ford V-8) 
developing 186 h.p., running smooth 


I was content to keep it under | 
40 around the somewhat tortuous 
route from the Claycomo plant to 
where 71 Bypass joins US-50 at | 
Lee’s Summit. 

Even at slow speeds, there was 
considerably less rumble than I had 
expected. 

After getting on US-50, I pulled | 
off the highway at a suitable space, 
took out the owner’s manual and 
read it carefully. I saw it per- 


mitted breakin speeds of 50 m.p.h. 
* * oe 


Easy to Shift 

O I PRESSED the starter, the 

engine fired instantly. My heat 
indicator showed below normal. I 
shifted into low and nosed out into 
the highway. Shifting to second 
and to high, I found the three- 
speed transmission remarkably 
smooth and easy to shift with the 
stroke neither too short nor too 
long, and neutral easy to find. 

I moved up to 45 m.p.h. and the 
tire rumble left and I had the ef- 
fect of an easy running, free-wheel- 
ing vehicle, it seemed to run so 
easy. Then I let her have the rest 
up to 50. 

The combination of the seat, 
the gear shift lever, the big 
wheel, the high position of view- 

point, the big windshield, com- 
bined to make this drive all 
pleasure. For one thing, all of 
these things gives you at once a 
confidence that you can handle 
any traffic situation with ease. 


Surprise dividend was the road- 
* * * 


Truck Tested: 
FORD 4X4 


Model: F-100 four-wheel-drive 
pickup. Maximum GVW 5,600 
pounds, Payload 2,000 pounds. 

Engine: 292 V-8, h.p. 186 at 
4,000 r._p.m. Torque 269 foot- 
pounds at 2,200-2,700 r.p.m. Com- 
pression ratio 7.9 to 1. Bore and 
stroke 3.75 x 3.30 inches, equip- 
ped with two-barrel carburetor. 





Front axle: Hypoid, 3,000 
pounds capacity, 3.92-to-1 gear 
ratio. 


Axle rear: 3,300 pounds capac- 
ity, ratio 3.89 to 1. 


Brakes: Hydraulic, self-ener- 
gizing, single-anchor type. Total 
lining area 179.5 square inches. 

Springs: Front wide-span, 
semi-elliptic, 25 inches long 
two inches wide, six leaves; rear 
springs, same but 52 inches long, 
2% inches wide with nine leaves. 

Steering: Worm and roller, 18- 
inch diameter wheel, ratio 20.4 
to 1. 

Transfer case: Constant mesh, 
two-speed. 

Transmissions: Synchro-silent, 
three-speed, gear shift lever in 
floor, transfer lever in floor. 

Tires: Firestone Town and 
Country mud grips 6.50 by 16, 
six ply. 


ability on the highway competing 
with conventional cars and trucks. 
Where you first think you will be 
penalized by four-wheel drive, even 
though cruising in two-wheel, you 
are delighted to discover that you 
can roll down the highway at al- 
most any desirable speed with a 
good feel of the road and excep- 
tionally easy steering. 

Bo * * 


Good View of Road 


eee surprise dividend was 
the high position, You only 
have to look at a four-wheel drive 
Ford to see that you have consid- 
erable clearance, double that of 
pleasure cars and more than most 
conventional pickups, Then, too, it 
seemed to be sprung up a lot, a 
fact I later found highly desirable. 

All these factors seem at first 
glance to be things that will 
hamper easy driving and road 
comfort but I can assure you that 
after 10 miles you feel at home 
and at ease in the cab of the 
four-wheel drive Ford. You also 
realize that you can take off 
across the country without roads 
and, except for the owner’s pos- 
sible displeasure, fences would be 
no obstacle whatsoever. 

So it turned out that the 140 
miles home was a pleasure trip 
after all. I checked the gas and oil 
at Warrensburg as usual and found 
everything in order. This is pickup 
truck country and before many 
minutes I had some interested look- 
ers who just hadn’t heard that Ford 
had built a four-wheel drive. 

From the home base, I took nu- 
merous 20- and 30-mile trips to 
loosen it up and break it in without 
yet trying the four-wheel-drive 
feature. One of the problems was 
what to use for a load. I thought 


of sand. 
* * a 


Heavy but Compact 


AND is a material, when it is 

dragged from the bottom of the 
Missouri River and still wet, that 
makes more weight in less space 
than almost any common material. 
So down to the river sand plant 
I went. 

You weigh the truck, back under 
a chute in a large hopper, and load 
your own sand by pulling a lever. 
When I got on the scales I had 900 
pounds on the truck. 

The grade up to the scale is 
moderate and it pulled it in two- 
wheel low with engine slightly 
above idle. I brought the load 
home. 

I have two driveways. The one 
in the back is dirt, uphill and 
through a small excavation. Now 
and then I buy a load of top soil 
and a conventional-drive, five-ton 
truck has to take several reverse 
jerks at it because there is no 
room to get up momentum. 

In fact, we have not been able 
to get a conventional dual-wheel 


|truck up to the point where we 


want it unloaded, so we compro- 
mise and unload it closer to the 


gate. 
* * * 


Handles Easily 


BACKED in with this load of 
sand, stopped at the gate and 
shifted the transfer lever to 4H, 


(Continued on Page 84, Col, 3) 
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Equal Power— 


Front-wheel-drive axle and steering 
mechanism plus universals at each front 
wheel are so arranged that power is de- 
livered equally regardless of position of 
wheels on this Ford truck. 
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Ready to Take Off — 


This is so uphill you think it's sitting 
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on the tail when you're in the front seat, 


The Ford F-100 pulled out with four-wheel drive at slightly more throttle than idle, 


Given a shot of gas, it would have jumped out. 





Wage Formula Revised .. . 





Seattle Salesmen Sign 
Compromise Pact 


By Frank Gawronski 
Staff Writer 
= Metropolitan Automobile 
Dealers Assn, (Seattle) and 
Local 882, Automobile Salesmen’s 
Union, have reached an agreement 
on a new two-year contract, 

Meanwhile, no break was re- 
ported at press time Thursday in 
the seven-week-old strike and lock- 
out at 83 St. Louis area dealerships. 

Salesmen at 60 dealerships in 

Seattle and sur- 

rounding King 

County are covered 

by the new contract. 

The pact went into 

effect last Wednes- 
day (July 15) and runs until May, 
1961. 

The contract, a compromise of 
union and management positions, 
was recommended by Barney 
Toner, federal conciliator. 

C, Carey Donworth, executive 
secretary of the dealers’ group, 
said the main change in the con- 
tract is in revision of the sales- 
men’s minimum-commission for- 
mula from a monthly minimum. 

Gene Hauck, union business 
agent, said the contract was ap- 
proved by a “heavy majority” of 
union members. 

Other crafts in the Automotive 
Trades Council had reached agree- 
ments with the dealers earlier but 
had not signed them pending set- 
tlement of the salesmen’s dispute. 

The other unions in the council 
include Local 387, Auto Sheet Metal 


| Workers; Local 44, Garage Em- 


ployes’ Union; Local! 518, Auto 
Painters Union; Local 289, Automo- 
tive Machinists Union, and Local 
910, Teamsters Union. 

x +B * 


Elections Ordered 


| ol OTHER dealership labor de- 
velopments, the National Labor 
Relations Board ordered represen- 
tation elections among salesmen at 
Squires Chevrolet Co, and Phil 
Schuss Lincoln-Mercury in Oxnard, 
Calif. The salesmen will vote for or 
against Local 899, Retail Clerks, 
AFL-CIO. 

In New York, service employes, 
including service salesmen, at 
Burke Buick, Inc., will vote for 
or against Local 259, United 
Auto Aircraft Workers; for 
Teamsters Local 868; or for 
neither. The representation elec- 
tion was ordered by the NLRB. 

In Louisville, the NLRB ordered 
an election among all service and 
maintenance employes at Mack 
Trucks, Inc. The workers will vote 
for or against Teamsters Local 89. 

In Haddonfield, N. J., service and 
maintenance employes at Haddon- 
field Sales Co. (Chevrolet) voted 8- 
to-6 against representation by the 
joint petitioners, Machinists Lodge 
724 and Teamsters Local 676. 

* 


Rubber Talks to Begin 


\ THE rubber industry, a new 
round of labor negotiations cov- 


| ering wages will open in Cleveland 
| Aug. 18, The United Rubber Work- 
|ers Union announced it would 

begin negotiations then with Good- 
| year Tire & Rubber Co. 


On July 1, the URW served 
notice on Goodyear to reopen the 
contract for discussion of wage 
demands, as provided under a 
60-day notice of reopening clause 
in the basic labor contract. Before 
long, the union is expected to 
notify other major rubber firms 
to reopen contracts for wage 
talks. 

The Goodyear contract, under the 
wage reopening provision, is subject 
to cancellation at midnight Aug. 31, 
and the union could strike if it 
hasn’t reached an agreement with 
the company by that time, The 
Goodyear talks will cover 23,000 
workers in 11 cities. 

The union and company will have 
only two weeks to reach an agree- 
ment before midnight Aug. 31 
While this appears to be a short 
period, union and company officials 
expressed the view an agreement 
could be reached in that time. 


VW Ownership 
Is at Stake in 


German Battle 


BONN, Germany.—The West 
German Federal Government and 
the state of Lower Saxony are 
squaring off for a legal battle over 
ownership of the big Volkswagen 
operations at Wolfsburg, Lower 


| Saxony. 


Lower Saxony contends that since 
VW originally was a Nazi institu- 
tion, it was automatically liquidated 
as such at the end of the war and 
now belongs to the state in which 
the factory is located. 

The Federal Government’s ruling 
Christian Democrats have asked 
Parliament to enact a law making 
VW Federal property. A Federal 
spokesman said that if Lower 
Saxony sticks to its claim, the Bonn 
Government will take the matter to 
a constitutional court. 

He admitted such action has 
little chance of succeeding, but said 
it could block a decisive decision 
for years. 








The Federal Government long 
has been planning to denationalize 
Volkswagen and make it a stock 
company with shares for all Ger 
mans to buy. 

Lower Saxony said recently it 
would convert the firm into a foun- 
dation and use the profits for scien 
tific research. This plan was Te 
ceived coolly in Bonn. 

Construction of the VW factories 
was begun under the Hitler regime 
but cars were not produced if 
volume until after World War I 
Heinz Nordhoff is managing direc 
tor of the firm, which builds about 
2,300 units a day. 
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SERVICE WITH 
A SMiig DEC AUSE... 


GOOD CUSTOMER SERVICE COSTS YOU LESS 
WITH A JARA FRANCHISE 


THE EVIDENCE? 
STUDEBAKER-PACKARD RECORDS CLEARLY INDICATE: 


1. Lark make-ready costs are less than half the industry average. 


sie | Without obligating myself, | am interested in learni about the 
2. Dealer new car free service costs (historically low for Studebaker cars) are even | ae ase 


lower than in previous years! |. meengunsthiater Catiinmsaaah Guns. 
; STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


3. Finally, Lark engines and running gear are so accessible and of such simplified 


NAME ia 
design, labor is significantly lowered on most jobs. 


. . ° ° ADDRESS 
The service story is but one attractive feature of The Lark franchise. See eee nae een 


Send the coupon for the complete picture. Do it now! ZONE __ STATE 
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Chicago Fair Hosts Queen 





Queen Elizabeth at British Exhibit— 


Queen Elizabeth visited the British Automobile Manufacturers Assn.'s exhibit at 
Chicago International Trade Fair during her recent tour of Chicago. On her right, 
Mayor Richard J. Daley of Chicago; on her left, Prince Philip. 


Volvo's Exhibit— 


Jan Paretius, right, Midwestern sales 
manager for Volvo Distributing, Inc., 
points out the features of Volvo's four- 
cylinder, overhead-valve engine to an in- 
terested visitor at the Volvo exhibit at 
the big Chicago exhibition. 





Roomy Peugeot— 


Interior of new Peugeot station wagon, | 
the 403, is shown by Debbie Lawrence 
at the International Trade Fair, Chicago, 
where the wagon made its Midwest debut. 
Additional floor space can be gained by 
folding the rear passenger seat. 





Auto Tax Stays at I Pet., 
N. Carolina Assn. Notes 


RALEIGH, N. C.—The Legisla- 
ture has adjourned, and the auto- 
motive sales tax still is one percent | 
with an $80 maximum and no tax) 
on used vehicles taken in trade, the | 
North Carolina Automobile Dealers 
Assn. reported proudly. 

Three bills were introduced 
that would have “drastically al- 
tered” the automotive sales tax, 
the association said, adding that 
the retail auto business is the 
only group that enjoys such an 
exemption from the 3 percent | 
sales and use tax. 

The withholding of income taxes 
was the key to balancing the bud-| 
get without increased taxes, the 
NCADA said. The withholding pro- 


U. S. Cancels Tax 
On Rebuilt Parts, 


Committee Says 


CLEVELAND.—A Federal tax) 
ruling that placed a burden on au-| 
tomotive wholesalers and parts re- 
builders “has been completely and 
permanently revoked,” according to 
the Industry-Wide Committee for 
Removal of the Discriminatory Au- 
tomotive Excise Tax. 

The Internal Revenue Service had 
ruled that the parts excise must be 
paid on the selling price of all re- 
built parts which were not resold to 
the original owner. 


Revocation of the ruling means| 


that the excise will be applied only 
to those rebuilt parts that have 
been either machined or rewound. 
The committee said that the rul- 
ing could have cost wholesalers who 
operate machine shops and all re- 





builders “many thousands of dollars 
in excise tax annually.” 





vision becomes effective Jan. 1, 
1960. 


In its legislative report, the 
dealer association also mentioned 
the following items: 


A feature of a revenue bill en- 
acted related to the Schedule B 
Privilege License which must be 
obtained by dealers. 

The change means that new cars 
and trucks now can be shown and 
sold on a franchised dealer’s used- 
car lot without the purchase of 
another privilege license. Also, 
used-car dealers will not have to 
buy a separate privilege license for 
each lot when they have more than 
one in a single city. The provision 
is retroactive to June 1. 

The association claimed credit for 
the following changes in the motor- 
vehicle laws: 


1. Cars rented or leased to 
public schools for driver training 
can bear private license plates 
instead of the more expensive 
“U-Drive-It” plates formerly re- 
quired. . 

2. As of Oct, 1, the maximum 
capacity of passenger vehicles not 
classed as “for-hire’ vehicles will 
rise from seven to nine. Thus, ve- 
hicles up to nine passengers can 
bear private license plates. 

3. On Oct. 1, the time for which 
a dealer can issue a certificate 
authorizing a customer to drive a 
car with dealer plates for demon- 
stration purposes will be extended 
from 48 to 96 hours. 

Two changes in the motor-vehicle 
safety laws were requested by man- 
ufacturers, NCADA said. One con- 
cerned brakes; the other permits 
the showing of amber lights on the 
front of a vehicle instead of white 
lights only. 

Some 1960 models will have 
(Continued on Page 87, Col, 1) 
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Correspondent George L. Glaser Writes... 





Auto Letter from Europe 


RANKFORT, Germany. — Volks- 

wagen has reported that Ger- 
man automotive production in 1958 
was up 23.3 percent from 1957, the 
biggest gain in Europe, and VW 
made 37 percent of vehicles pro- 
duced in Germany. 

Production of VWs in Germany 
totalled 553,399 plus 3,689 turned 
out at the plant in Brazil, 

VW was the top-selling car in 
Germany in 1958 followed by Opel, 
Fiat, Daimler-Benz, Ford, Lloyd, 
BMW, Goggomobil, Auto-U nion, 
Renault, Borgward, NSU and 
Goliath, in that order. 

Employment at VW now tops 44,- 
000. The overseas subsidiaries also 
reported a successful 1958, The 
company took 7 percent of sales in 
Australia last year. 

* oa * 


Opel Promotes Derby 


By is once again joining the 
General Motors organization in 
promoting a soap box derby in Ger- 
many. The winner here receives a 
trip to the U. S. 


Officials of West Berlin are dis-| 
cussing a new plan for a museum 
of transportation in the city. Pro- 
fessor J. U. Augustin, head of the 
automotive institute of the Tech-| 
nical University of Berlin, favors 
the plan and will contribute his 
collection of revamped antique cars | 
to the museum. 


Glacier Metal Co., Ltd, Alper- 
ton, England, reports that the 


Ford Researcher 
Sees Sales Hitting 
7.5 Million by ’65 


CHICAGO.—New-car sales are 
likely to fall in the range of 7.2 
to 7.5 million units a year by 1965, 
a Ford Motor Co. market re- 
searcher told the first annual Chi- 
cago World Marketing Conference. 


| Robert J. Eggert, Ford marketing | 
|research manager, said that in 
order to assess probable demand 
|for a product, such as estimating 
|future new car markets, the mar- 
keting researcher must gauge the} 
forces that motivate man to want) 
and to acquire. 
“For the marketing analyst, the| 
|most elusive variable is the free 
| will of man—his ability and his 
| tendency to change his mind from | 
| time to time. The nub of marketing | 
|research lies in spotting such 
|changes in advance and in deter-| 
|mining their extent,” he said. 
Eggert said the role of marketing 
researchers in industry is to inter-| 
| pret the customer to management, 
|to provide factual information, 
|which reduces the necessity to 
travel on hunch or conjecture or to 
|rely solely on observations of the 
past. 
| “In essence, his job is to minimize 
|the uncertainty in management de- 
| cisions,” he said. 


Chrysler Shifts 


2 More in Sales 


DETROIT. — David H. Copeland 
has been named Western area di- 
rector of the Chrysler Corp. sales 
staff, succeeding Robert B. Mc- 
Curry jr. 

McCurry has been appointed 
Dodge assistant 
sales Manager 
with headquar- 
ters in Detroit. 
He had served as 
Western area di- 
rector since last 
November. For 
the preceding two 
years he was 
Dodge Los An- 
geles zone man- 
ager. 

In his new po- 
sition, Copeland will be responsible 
for corporate sales training and 
service training, MoPar sales, fleet 
sales, government and military 
sales, corporate representation and 
service development in the Western 
states. Formerly Plymouth-DeSoto 
assistant sales director, he will re- 
port to J. B. Wagstaff, who heads 











D. H. Copeland 


victorious racers produced by 
Aston-Martin were equipped with 
Glacier plated copper lead engine 
bearings and DU dry chassis 
bearings. The DU material is 
steel lined with porous bronze, 
impregnated with fluoro-carbon 
plastic and lead. It does not need 
lubrication. 

The first shipment of 200 Renault 
farm tractors has left for Canada. 
La Cooperative Federee de Quebec 
is the distributor. 

cad + * 


More on DKW Junior 


DEY HAS revealed these fur- 
ther details of the DKW Jun- 
ior: Eight rubber suspension points 
on the chassis, provision for easy 
exchange of damaged body parts, 


* ee | 





Stamp Mixup— 


When the artist. was called in to design 
this new Italian gasoline stamp, he used 
the front end of the Hansa 1100 as his 
car model. The Hansa is a German-made 
Goliath model. The German firm is proud 
of the appearance of its car on the stamp 
but the Italian auto industry may be a 
bit cool on the idea. 


Goggomobil Wagon— 


engines. 


upholstered dashboard, dee p-dish 
steering wheel, safety door locks 
and contoured seats. 

Goliath’s improvements on the 
Express 1100 include _ better 
brakes, a heavier front bumper, 
new fan mounted on the crank- 
shaft and payload increased to a 
full ton by increasing the length 
of the loading surface, 


German car importers deny re- | 


ports of reluctance by Italians, and 


particularly Fiat, to play ball with | 
the Common Market scheme. The | 


importers say the Italians will! live 
up to their agreements fully. 
ok + * 


Russia’s Popular Car 


HE Russians have a Commucar, 

the car for the working class, 
It looks like a cross between a Fiat 
600 and a VW. The car is powered 
with a four-cylinder engine of 
about 22 horsepower and the wheels 
are a bit large to compensate for 
the lack of good roads in Russia. 

NSU has increased production 
by 40 cars a day to a rate of 200 
per day. Meanwhile, common 
stock in NSU has gone up but 
company officials can find no rea- 
son for the boost. 

The English Rootes Group will 
up production in Australia by 40 
percent in the next six months. Two 
service training centers have just 
been opened. 

English Fords and Sunbeams 
took the first places in the Alpine 
Rally and the Triumph Herald 
made its debut in the race and 
came through without penalty 
points. 





Goggomobil will introduce this station wagon at the Frankfort auto show along 
with an ambulance model. The wagon will offer 20 and 30-horsepower, air-cooled 
It will sell in Germany for less than $1,200. 





dealerships increased in Cook 
County during the second quarter 
of 1959, according to the Chicago 
Automobile Trade Assn. 


As of June 30, the association 
counted 409 establishments hold- 
ing 519 franchises. Three months 
earlier, the figures were 404 deal- 
erships and 516 franchises, 

The June 30 totals indicate that 
there has been little change in the 
county’s overall dealer strength 
during the first six months of this 
year. 

On Jan. 1, there were 411 dealer- 
ships, compared with 409 today. 
The franchise total was 513 on Jan. 
1, It is 519 today. A year earlier 
4Jan. 1, 1958) there were 435 deal- 
erships holding 532 franchises in 
Cook County. 

Comparing today’s figures with 





Milner Will Develop 
Office Building in K. C. 

KANSAS CITY.— Dumas Mil- 
ner, industrialist and owner of 
seven auto dealerships, has said 
he plans to build a $10-million, 25- 
story office building here. 

Details of the site acquisition 
are holding up the project, he 
said, but arrangements are ex- 
pected to be completed in three 
months. Milner is behind a sim- 
ilar office-building project in 
Cincinnati. 





the corporate sales staff. 





Chicago Dealership Total 


Shows Gain for Quarter 


CHICAGO.—Both franchises andj those of Jan. 1, 1958, shows the 


effect of dualling in the Chicago 
area during the last 18 months. 

During that period, the number 
of dealerships has dropped from 
435 to 409, but the number of 
franchises has slipped only from 
532 to 519. 


During the second quarter of this 
year, CATA said, six Cook County 
dealers resigned or were cancelled, 
while 11 dealers were appointed. 

Of the six who departed, five 
were in the city and one was in the 
suburbs. Of the 11 newly appointed 
dealers, six were in the city and 
five were in the suburbs. 

According to CATA figures, there 
was no change in the franchise 
totals for Rambler and the five 
General Motors makes during the 
second quarter of this year. Ford 
Motor Co. added three franchises; 
Studebaker-Packard added one, and 
Chrysler Corp. lost three. 

Rambler ended the quarter 
with 48 outlets, and Studebaker 
had 38. Willys, which CATA con- 
siders a passenger car, rese from 
11 to 13 outlets. 

The Big Three makes had the 
following number of franchises ™ 
effect in Cook County at midyear: 
Buick, 33; Cadillac, 14; Chevrolet 
51; Oldsmobile, 32; Pontiac, 33 
Edsel, 26 (up three during quarter); 
Ford, 54; Mercury, 27; Lincoln, 1% 
Chrysler, 24 (down two); DeSoto 
21; Dodge, 27 (up one), and Ply 
outh, 62 (down two). 
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Congratulations, Detroit, on those brand-new compact cars 
of yours. We look forward to seeing them rolling along these 
American roads side-by-side with our British- crafted 
Hillmans, Singers, Sunbeams and Humbers. 

It was more than ten years ago that your great industry, and 
Americans generally, extended a gracious welcome to us when 
we brought our Rootes cars here. It has been an exciting period. 

Exciting for us—to see Americans take so enthusiastically 


Orchids 


O * 
Detroit 


from 
Rootes, 


England 





to the kind of craftsmanship we have specialized in for fifty 
years. Exciting for both of us—to watch the growth of a 
massive demand, not simply for the thousands of quality 
cars that Rootes can build, but for the millions more that 
only you can build. 

The next ten years should be even more exciting. Because 
together we can do what neither of us can do singly. 

Together, with each of us building the quite different 


kinds of cars that each of us builds best, we can provide the 
American motorist with the range of choice he wants and needs. 
And, in doing so, we shall be giving a day-by-day demon- 
stration of how two great nations can vie freely with one 
another in excellence—to the advantage of all. 
Congratulations and best wishes for your success from 
Rootes, and from the more than one thousand dealers han- 
dling Rootes motor cars in the United States and Canada. 


ROOTES MOTORS LID., MANUFACTURERS OF 


HILLMAN:-SUNBEAM:-HUMBER: SINGER 


505 Park Avenue, New York, New York - 9830 West Pico Boulevard, Los Angeles, California 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar To and oil taxes, collected by states and federal 
governments, appli: to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Service Looking Up 


© gene are looking up for franchised dealers’ service— 
and it’s not too early, either. 


All of the U. S. car producers now have under way, or are 
ready to launch, nationwide service programs designed to 
win back for dealers’ shops some of the work lost in recent 
years to the corner filling stations. These are long-range 

es since it’s recognizable that this lost business can’t 
iy deoain ed overnight. 


On ihe dealer front, a recent Automotive News survey 
revealed that about one-third of the nation’s auto mer- 
chants are planning to build new facilities or expand 
their present service operations this year. The poll 
showed a definite uptrend in dealer thinking on the need 
for an overall revival in the service departments. 


It’s heartening to see both dealers and factories doing 
something to bolster owner satisfaction, while at the same 
time helping to preserve the franchised dealer system. 


* * * 


Mandatory Safety? 


oe is considering several bills concerned with 
safety devices on motor vehicles and the smog problem. 
One of the principal requirements would be seat belts as 
standard equipment on all new cars. 


We agree with the AMA that making design details man- 
datory would “restrict development, rather than promote it” 
and would “make the engineer’s goal one of designing to con- 
form to inflexible and sometimes outmoded codes, rather 
than solving basic problems.” 





Coming 
Events 


Dealer Conventions 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte. 

Aug. 9-11 — Georgia Independent Auto- 
mobile Dealers Assn., eneral Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn, of 
West Virginia, “oa Hotel, White 
culos t Springs, 

Sept. 5—Maine ag ee Dealers 
Assn. hase Hotel, Rockland, 

Sept. |3-15—Wyoming ‘Automobile Deal- 
ers Convention, Caspe 

Sept. 14-15—Minnesota “Aghomebiie Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers. The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 


Springs, 

Sept. 22—Kentucky Automobile Dealers 
a —— Dam Village, Gilberts- 
ville, Ky 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Oct, 11-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 


mond. 
Oct, 18-20—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 


ville. 

Oct. 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31- Nov, 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. !0—Connecticut Automotive Trades 
Assn. Statler-Hilton Hartford 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 

Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

Dec. 2—Utah Automobile Dealers Assn., 
= Hotel Motor Lodge, Salt Lake 


City. 
Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. 
Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel. New Orleans. 


YOUR NEW 
Ww 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
—- Show, Commonwealth Armory, Bos- 





Letterbox 


on 21-31|—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International "500" Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines. 

Oct, 31-Nov. I1—4Ist International Motor 
Show, Turin, Italy. 

Nov. 142I—-Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto — Fort Homer 
a Armory, Tam 

Jan. Birmingham ‘fate Show, Bir- 
Sieakaen Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 


Pittsburgh. 
Jan. 16- 2nd Annual Chicago Auto 
International Amphitheatre, Chi- 


mo 
930-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International. Foreign '& Sports 
Car Show, Dinner Key Auditorium, Mi- 
rm "614—Detroit Auto Show, Artillery 


Arm 
Feb. 


used if you so request. 


Bump Teamwork 

I have recently visited North 
America for the purpose of attend- 
ing the Rotary International con- 
vention in New York and, also, to 
study as much as possible your 
vehicle repairing industry and gen- 
eral procedure in negotiating. claim 
repair work with insurance com- 
panies. 

Wherever I visited I had nothing 
but the very fullest cooperation, 
and I also brought back various 
copies of your very fine journal, 
which I am now studying closely 
and finding the contents to be of 
great interest. 

I am particularly interested in a 
section of column 1, Page 3, of 
your May 25 issue headed “Brainerd 
Shops Now Charging for Repair 
Estimates,” and I wonder if you 
could possibly enlighten me on one 
or two points: 

Does this item imply that the 


Son, 


ory. 
10-13—Automotive Service Industries 
Assn, Show, Coliseum, New York, 


General 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Aug. 10-13—SAE International West Coast 
Meeting, Hotel Georgia, Vancouver. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery: Meeting, Pro- 
duction Forum and {Suotey. Milwaukee 
Auditorium, Milwaukee, 
Sept. 16-17—Annual Meetings, American 
Die Casting Institute and Die Castin 
Research Foundation, Edgewater Beac 


‘Fullest Cooperation ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 





Hotel, Chicago. 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct. 5-10--National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 1823— Annual American Trucking 
Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bldg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 


30 Years Ago... 


franchised and independent re- 
pairers are unified under one or 


more associations whereby such 


decisions can be made after open 
discussions? If so, could you 
please give me any particulars of 
the officers of such association 
as I am anxious to contact and 
exchange views with some such 
body. 

During my trip I covered New 


York, Netcong, N, J., Reading, Pa., 
and Detroit, and as far as I could 


The Big Stories 


This week in 1929, Col. Leonard P. Ayres, vice-president, Cleveland 
Trust Co., and noted business prognosticator, said the development 
of the front-wheel drive and the substitution of stainiess steel for 
nickle and chrome “promise to greatly strengthen the position of 
the industry both at home and abroad.” 

Over 65 percent of all cars registered in Great Britain in 1929 were 
less than 14 horsepower. Of all the cars in use, 26 percent had 12 
horsepower engines. Cars in England had a heavy horsepower tax. 

Back in 1929, Iowa Falls, Ia., claimed a record for service stations. 
The town had nine stations in four blocks, The street, called “gaso- 
line alley’ was the junction for two Federal highways. 

Domestic new-car sales in May, 1929, set a record for that month 
with a total of 454,153 registrations. Total registrations for the first 
five months 1,769,576, as compared with 1,246,585 in the same period 


in 1928. 


—From the Files of Automotive News 


Automotive Cartoon 


Of the Week 
CI NANCE 


CAR HERE 


RED TAPE / 


"My name and address!! I thought you said no red tape." 


2 


gather there existed no such or- 
ganization in any of those areas 
whose interests covered the activi- 
ties of the “bump shop.” 


In one or two areas I gathered 
that abortive attempts to formu- 
late such organizations had taken 
place but in the main no represen- 
tation existed, with the result that 
the “bump shop” man was left 
more or less at the mercy of the 
adjuster or “assessor” as we say. 

I might add that I am a prac- 
ticing “bump shop” proprietor, 
and due to my efforts this associ- 
ation has very recently been 
formed and appears to me to be 
prospering in our main endeavor 
to “establish high ethical stand- 
ards in negotiations with insur- 
ance companies.” 

Please believe me, any informa- 
tion which you can provide and 
also any names and addresses of 
similar organizations will be 
greatly appreciated, and I will be 
in contact with these people. I 
think that such inter-changes of 
news and views could be of great 
value.—W. E. MarKHAM, secretary, 
Vehicle & Body Repairers Assn, 
113 Caversham Rd., Reading, Eng- 
land. 

* * * 


Tritium Response 


Words cannot convey my appre- 
ciation for the fine article your en- 
gineering editor, Mr. Joseph M 
Callahan, did on our atomic lumi- 
nous paint known as tritium. 

It ig apparent that your publi- 
cation is thoroughly read by the 
automotive industry as we have 
been literally deluged with calls to 
evaluate applications of this mate 
rial—T. K. Fisuer, T. K. F. Co, 
Detroit. 


ok * * 


Correction 


The June 29 issue of AuToMoTIVE 
News carried a story on Page 3% 
“Indiana Dealers Elect Pressler; 
Feferman Cited.” You referred t 
me as a Chevrolet-Cadillac dealet 
Thanks for the plug, but I am af 
Oldsmobile-Cadillac dealer. MY 
father became an Oldsmobile dealet 
in 1928, 31 years ago; Cadillac 2 
years ago in 1931.—Henry Ferra 
MAN, Ben Feferman Motor Sales 
Corp., South Bend. 
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Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


RUDE SEES “SPARKLING SIXTIES” FOR 
CAR DEALERS IN “FIGHTING TRIM” 
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Cites good management 
and good customer relations 
as keys to greater profit 


LANSING—Speaking before the 
Michigan Automobile Dealers Associa- 
tion, Alan G. Rude, President, Uni- 
versal C.I.T. Credit Corporation, urged 
dealers to keep their business “trimmed 
to fighting weight,” even in the good 
years, in order to prepare for the mar- 
kets of the 1960’s. 

Said Mr. Rude, “The years imme- 
diately ahead will bring you the great- 
est opportunities you have ever had. 
Perhaps we should call the coming 
decade the ‘Sparkling Sixties.’ But I 
also want to remind you that the long- 
term growth of a dynamic economy 
such as ours is always marked by tem- 
porary fluctuations to either side of 
the growth curve. 

“Last year, despite the general sag 
in the market, there were many dealers 
who had excellent sales and profits. 
They had stayed in training, They had 
kept their sales tools sharpened and 
didn’t have to go into training all over 
again. If the customer relations of those 
dealerships is good enough to make a 
recession year a profitable one, you can 
imagine how they’re doing now. 

“Above all, remember the lessons 
learned in 1958. Remember them par- 
ticularly in the good years and resist 
the temptation to relax your efforts in 
selling, in good management, and in 
good customer relations. Resist the 
temptation to break training. Work in 
the good years just as hard as you 
worked in the lean years, and the re- 
sults will more than justify the effort. 
And when the over-all sales in some 
future year decline below the average, 
you will need no period of adjustment, 
there will be no painful trimming of 
excess fat in your organization, and 
you’ll find that you will get your share 
of the market.” 

_ Mr. Rude cited projections indicat- 
ing a gross national product of $600 
billion, disposable income of $400 bil- 
lion, and 90 million motor vehicles on 
the road. An increased rate of scrap- 
page, plus the population boom and 
the trend to the suburbs all foretell a 
glowing decade ahead, according to 
. Rude. 

“What happens to us in the coming, 
exciting 10 years—or even in the next 
few months—depends on what we do 
now. We tend to put off planning for 
future conditions until some other day, 
and that other day has a way of elud- 
ing us. Our success in capturing future 
markets depends on how we conduct 
our business today.” 


A. 0. Dietz Predicts 
6’ Million Car Year 
In 1960 


Arthur O. Dietz, President, C.I.T. 
Financial Corporation, speaking before 
the N. Y. Society of Security Analysts 
recently, predicted a sale of a minimum 
of 6,500,000 cars in 1960. 

With an industry-wide reputation 
for accurate crystal-gazing, Mr. Dietz 
said: 

“We all know that every manufac- 
turer in this country has announced a 
compact car which will be on the mar- 
ket anywhere from August to Decem- 
ber of this year. A great many people 
are waiting now to buy a car and a 
certain proportion of these will wait 
until they see what this compact car 
looks like. 

“TI have a feeling that in the year 
1960, American-made compact cars 
will establish themselves as an impor- 
tant factor in the domestic market and 
before the year is over, they may be 
selling at an annual rate of 1,500,000 
units. These will be in addition to the 
more luxurious cars that the majority 
of people will still want, according to 
the manufacturers. 

“T predict that in 1960 there will be 
a minimum of 6,500,000 cars sold in 
the United States. Those will include 
the compact cars, the larger cars for 
the person who wants more luxury, 
and the imported cars. What effect the 
new compact cars will have on imports, 
I don’t know, but there still will be 
several hundred thousand foreign cars 
brought into the United States for 
people who want that type of car. 

“If we can find the market for 
6,500,000 cars in 1960—and I say we 
can—you will see a boom year, not 
only in automobiles, but also in other 
businesses that are affected by what 
the motor industry does. I am very 
optimistic about that future.” 


* * 
* See you at... the Universal C.1.T. Hospitality Suite +: 
x at the following State Dealer Conventions... z 
* STATE CITY HOTEL DATES > ¢ 
*% Montana Butte Finlen August 7, 8 a 
*% West Virginia White Sulphur Springs | Greenbrier August 23, 24, 25 * 
* = §=©Maine Rockland Samoset September 4, 5, 6 * 
%*% Connecticut Hartford Statler September 10, 11 * 
* =~ Minnesota St. Paul St. Paul September 14, 15 * 
% Colorado Colorado Springs Broadmoor September 20, 21,22 ¥ 
% Kentucky Kentucky Dam Village —_ September 20, 21, 22 * 
%* New Jersey Atlantic City Haddon Hall September 20, 21 * 
% New York Kiamesha Lake Concord September 20,21,22 
%* = Wisconsin Milwaukee Schroeder September 21, 22 * 
% NewHampshire Bretton Woods Mount Washington September 27, 28 ¥ 
* 
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- This Month’s 


$50 WINNER 


“FREE” CAR WASH GIVES 
MORE SELLING TIME 


A bright idea for creating an imme- 
diate impression on a new car prospect 
wins this month’s $50 Sales Ticker 
Award for E. E. Ryan of Dearborn, 
Mich. i 

The idea is simple. While you take 
the prospect through the selling fea- 
tures of your new car, you send his 
own car to the wash racks. 


You may win $50 
by sending your Award idea to: 
Sales Ticker Editor, 


650 Madison Avenue, 
New York 22, New York 





“This gesture creates a favorable 
selling atmosphere at once,” says Mr. 
Ryan. ““The prospect in most cases has 
a good deal of personal pride in his ear, 
and appreciates the care and attention 
he and his car are getting. 

“From the dealer’s point of view, 
the car wash gives your appraiser a 
chance to check over the possible trade 
thoroughly. It also gives you a good 
opportunity to suggest a demonstration 
ride, and plenty of time to sell the 
features of your car that are missing 
in the prospect’s old car. The prospect 
does not object to spending more time 
since he knows he is being compen- 
sated in the form of a free car wash. 

“For a minor expenditure of shop 
time,” continues Mr. Ryan, “‘the dealer 
gains the most valuable asset he needs 
with a prospect—an extended and un- 
interrupted period of time for selling, 





8 HS. Seniors Win 
C. I. T. Scholarships 


3 Winners from Dealership Families 


For the third year, eight of the na- 
tion’s best high school students were 
awarded four-year college scholarships 
under the C.I.T. Foundation’s National 
Merit Scholarship program. 

Of the eight scholarship award win- 
ners announced recently, two were sons 
and one a daughter 
of automobile deal- 
er personnel, with 
scholarships aver- 
aging $5,000 each. 
This brings the 
number of stu- 
dents placed by 
C.1.T. on college 
campuses to twen- 
ty-four. 


Ae 


Ken Kostenbader 
Winners were Kenneth Kostenbader, 

whose dad is head of Ken Kostenbader 

Motors (Dodge-Plymouth) of Lehigh- 





ton, Penn.; Robert 
Cerello, whose 
father is a sales- 
man at O’Neill 
Ford in East Hills, 
N. Y.; and Mary 
Ann Taylor, whose 
father is a member 
of the service de- 
partment at Malk- 
erson Oldsmobile 
in St. Paul, Minnesota. 

Three other awards went to daugh- 
ters of physicians, one to a textile sales- 
man’s son and one to the son of a 
C.I.T. family. 

National Merit Scholarships are 
awarded to the country’s leading sec- 
ondary school graduates—whose scho- 
lastic ANd COMMU- —_gprwnsnneeesemee 
nity achievements . 3 y 
mark them as the te 
brightest hopes for 
our country’s fu- 
ture. Last fall, 
more than 250,000 
high school and 
preparatory school 
seniors took the he eS 
National Merit Mary Ann Taylor 
Scholarship examination. 

In providing these scholarships, 
C.I.T. performs a double service to 
education, since the Foundation also 
gives each college an additional grant 
on a matching basis. 

In addition to the C.I.T. Foundation, 
more than 90 other business institu- 
tions participate in the National Merit 
Scholarship program, including such 
Foundations in the industry as:— 
American Brake Shoe, Amoco, B. F. 
Goodrich, Gulf Oil, Pittsburgh Plate 
Glass, Shell, Standard Oil and Stewart- 
Warner. 





Robert Cerello 






plus a favorable sales climate. 

“This method of gaining time has 
‘resulted in many sales for me that I 
.could not have otherwise closed.” 
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Here are model-by-model breakdo 
June 6 mos. June *58 6 mos. ’58 
Chevrolet . . .. --175,263 g10,541 128,723 668,278 
” "453,300 , 676,000 92.300 492,000 1 
Semler. ...--- 42588" ‘90091 «14,876 81,908 FR 
cath... ee MOR 35,000 201,100 amble 
Pontiac. . 37,387 212,147 19.367 122,200 ; 


Oldsmobile. .- - 33,980 199,650 95,614 166,500 
ae.....::-:> 133,543 19,673 137,407 
Dodge-x.-----: 15,900 12,000 68,400 tota 
tt 10,868 71,915 oO ‘x e 
Studebaker...-- 12,960 3.491 22,500 evi 
Cadillac...----: 11,721 10,254 16,459 
Chrysler-x.----- 6,800 4,700 
_ 4,900 4,500 
aS 3,547 3,591 
Lincoln...----: 1,928 1,763 
Imperial-x..-.- 1,450 ; 1,000 
x-Estimated. 
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AUTOMOTIVE WASHINGTON 





Only One Safety Bill 


Given Chance to Pass 


By William Ullman 

Washington Bureau Chief 
oe three days of hearings on a stockpile of auto 
safety bills in the House, the only measure with a 
fighting chance for success appeared to be one to require 
@— 


safety devices on Govern- 
ment-owned vehicles. 


The Automobile Manufacturers 
Assn., 


represented by a corps of 
automotive en- 
gineers, knocked 
holes in all the 
other bills, but 
said that it felt 
that “govern- 
ments should set 
an example for 
the public by 
adopting available 
safety equipment” 
for their own cars 
and trucks. 


Later, Rep. 


WORK OUTPUT 


Kenneth Roberts, Alabama Demo- 
crat and chairman of the subcom- 
mittee on health and safety, was 
overheard saying that his group 
definitely will produce a bill, 

Presumably, that will be some 
version of the bill affecting Federal 
vehicles, 

As in previous hearings, there 
was a lot of talk about auto seat 
belts. As it now stands, safety 
experts, medical men and insur- 
ance advisers are pretty well 
agreed that well-anchored seat 
belts improve a driver’s chances 
of escaping serious or fatal in- 
jury in a collision. 


The public, on the other hand,| others felt that the public needed! 


SOARS 


UNIVERSAL 
REFINISHING 
PRODUCTS 


AUTOMOTIVE NEWS, 





has not yet shown much enthusi- 
asm for strapping itself in, Auto 
makers, who think in terms of 
what the public wants, have re- 
flected this lack of public interest. 


Roberts might have ignited a hot 
controversy over this deadlock on 
seat belts, but he didn’t. For one 
thing, the Alabaman is not an in- 
flammatory type. He is mild of 
manner; he is a gentleman. He also 
is reasonable, and he may have 
decided that it wouldn’t do any 
good to blow his top. 

+. * * 


Like Prohibition? 


E seat-belt controversy could 

turn out to be something like 
Prohibition, Congress might pass 
all manner of legislation, but it 
might be just as tough to get a 
driver to strap himself to the seat 
as it was to make tipplers stop 
drinking. 

Or it might turn out to be 
more like the great debate of the 
early 20th Century over the pure 
food and drug laws, There was 
a case where manufacturers were 
unjted in their opposition to 
legislation—and the public was 
apathetic. 

But medical authorities and 


, 1959 





protection—for its own good. In 
time, the public got that protection, 
and the idea of “let the buyer 
beware” went out the window. 
Without taking sides in the com- 
plex question of safer car design, 
it is easy to see how a more argu- 
mentative chairman than Rep. 
Roberts might have given the 
spokesman for Detroit a bad time. 
While hearings were in progress, 
there was on exhibit at the Smith- 
sonian Institution a few blocks 
away an automobile with more than 
50 safety features designed to en- 
able a driver and passengers to 
escape injury in auto crashes. 

The “survival” car was de- 
veloped by the Cornell Aeronau- 
tical Laboratory with funds fur- 
nished by Liberty Mutual Insur- 
ance Co, A bellicose congressman 
might have made much of that 
car. 

Detroit might be smart to heed 
the warnings now, regardless of 
public apathy, It is reasonable to 
expect that some tough lawmaker, 
either in the House or Senate, will 
seize this auto safety controversy 
before long and make some front- 


page news with it. 
* + oa 


D. C.’s ‘Double Standard’ 


a congressmen worry about 
public safety for the record, 
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© APS-402 (RED) 6) No. 888 
APS-403 (GREY) COMBINATION 
UNIVERSAL UNDERCOATS THINNER 


A true Combination Primer— 
Surfacer—Sealer. Top-coat with 
either Lacquer, Acrylic or Enamel. 


- Minimizes sand scratches. 
perior hold-out. 








(QR No. 852 (WHITE) 


UNIVERSAL 


HAND RUBBING COMPOUND 


All purpose. Fineness of abrasives 
produces glistening lustre on all 


finishes. No discoloration; 
news old colors. 











Ideal solvent to reduce Lacquer 
and Acrylic colors plus under- 
coats. Companion product for 
new APS Universal Undercoats. 
Excellent solvency, flow, gloss. 


Su- 





(QB Mo. 054 (WHITE) 
® COMBINATION 
WHEEL POLISHING COMPOUND 








Used on automotive production 
lines for both Acrylic and Lacquer 
wheel polishing. Fast controlled 
cutting action. Quick cleanup. 
High lustre. 


re- 


RINSHED-MASON CO., 5935 Milford Ave., Detroit 10, Michigan 
Send me information on the following: 





0 APS-402 © No. 850 O No. 854 C No. 888 OD No. 900 
D APS-403 0 No. 852 0 No. 883 ©) R-M Color Coats 
NAME___ ue iene 
COMPANY et 
ADDRESS 

CITY. ZONE ee icanlitnaenitppiptiiniceatieanctiiensiittey 




















No. 883 
COMBINATION 


eS) 
RETARDER 


Designed for use in both Lacquer 
and Alpha-Cryl colors. Improves 
flow, eliminates blushing. 


















© No. 850 
UNIVERSAL 


FLATTING CONCENTRATE 


Produces non-glare flat finish 
when added to regular Lacquer, 
Acrylic or Enamel colors. Effec- 
tively used on interiors, including 
buses, mobile homes, etc. 









manufactured by 


® 


Safely removes silicone, wax, 
grease, tar from Lacquer, Acrylic 
and Enamel. Conditions old sur- 
face for better adhesion. 


No. 900 
UNIVERSAL 
PRE-KLEANO 





@ COLOR COATS 


R-M PeR-Max Enamel 
R-M Alpha-Cryl Acrylic Finishes 
R-M Lacquer 


RINSHED-MASON COMPANY 


Anaheim, Calif. 


Windsor, Ontario 


| 

| 

| 

| 

Detroit 10, Mich. 
| 

| 

| Canada 
| 
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they do pretty much as they pleage 
while driving their own cars «round 
Washington. 

In the Traffic Act of 1931, locaj 
lawmakers gave themselvs the 
right to park “in any available 
curb space” except in front of fire 
plugs, fire houses, loading stations 
and loading platforms. 

In 1931, traffic was not the prob. 
lem it is today, Now it takes every 
lane of major Washington streets 
to move traffic during morning ang 
evening rush hours. That meng no 
curb parking during those hours, 

But that doesn’t apply to Con- 
gressmen, and they carry a blue 
tag below their license plates to 
warn traffic cops away. One con- 
gressional car can block a whole 
lane of homeward-bound traffic, 
forcing motorists into the danger. 
ous and often impossible maneu- 
ver of swinging out into the ad- 
joining lane. 

Recently, there has been clarifi- 
cation of the Traffic Act, and none 
of it bodes good for the ordinary 
motorist. The congressional park- 
ing privilege is good whether Con- 
gress is in session or not, It is goog 
anywhere in town and at any hour. 
(The assumption is that when 4 
congressman parks, he is an “offi- 
cial business.” 


Getting about the Capitol is fur- 
ther complicated by diplomatic 
immunity. This means that while 
a Congressman can’t be ticketed at 
all, a diplomat can always get a 
ticket fixed. 

































* * * 


Common Man Out of Luck 


M EANWHILE, Washington's 
less-privileged drivers find it 
practically impossible to park any- 
where, Those gifted planners who 
jammed most of the Government 
office buildings into one downtown 
Federal Triangle failed to answer 
the question of how people might 
park within a mile or two of them 

Even car pools—the rule for 
Washington workers—have failed 
to provide the answer. There still 
aren’t enough spaces to go round 
and there haven’t been for years. 

In summer, parking is compli- 

cated further by the influx of 
tourists, who unwittingly compete 
with workers for downtown park- 
ing room. 

At long last, the austere Bureai 
of the Budget has admitted that 8 
parking problem exists, and tomor- 
row (July 21) it will ask every Fed- 
eral worker how he got there and 
what he did with his car. 

Replies will be used to develop 
a plan to get more parking spaces, 
according to the Bureau. 

+. * * 


Automatic Auto Control 


7 Westinghouse engineers em- 
ployed at nearby Friendship In- 
ternational Airport have developed 
a plan for cars that drive them- 
selves that doesn’t require buried 
cable in the roadway. 

The new system is based upon 
two ideas—a radar-sensing set in 
the car and a strip of metallic 
paint along the center of the 
highway lane. The radar beam is 
projected from the front of the 
car, bounces back from the paint 
strip, and the impulses govern 
the steering gear. 

The inventors claim that the sy* 
tem will keep the center of the cat 
over the metallic strip with no more 
than a 2%-inch sway to either side. 

The developers—P. N. Buford and 
Dr. Yaohan Chu—completed the 
invention in their homes on thei 
own time. 


































































Dealer-Reserve Query 


head of a dealers’ busines 
management service in th 
State of Washington has writtel 
both Supreme Court Justice W: 
liam O. Douglas and the Comm 
sioner of Internal Revenue with 
question about the recent Cou 
decision on dealer reserves. 

He asked: 

“What is the tax position of # 
dealer who sells outright—for © 
full amount of the selling pri 
his installment paper to a bank 
receives ‘notice of income’ in © 
form of a commission, which is 
portion of the bank’s fina 
charges, and which is set ™ 
finance reserve, under conditi¢ 
that are completely controlled 
the bank?” 

He asked for a ruling on whetié 
such a procedure falls within 
“accrual income decision” of 
high court. 
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bed # om E Willys deals you the hot hand! A double powerhouse 
8; zx = , i @ zm ...top product, top promotion. If you’re looking 
= ©} an oe or a for the “ideal” franchise, take a look at this: 


The ‘Jeep’ Franchise The Maverick TV show 


® ‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. @ one of America’s top ten TV shows,’ (consistently, week after week). 


@ about 50% of sales are clean deals. @ more men watch Maverick than any TV show? (and the man decides the auto- 


: : s motive buy.) 
® high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original 
factory list. @ more viewers per home than any TV show, plus high sponsor identification? 


2 (they watch the show, and get the Willys Message). 
® substantial extra profits from sales of special ‘Jeep’ equipment, averaging 


$249 per vehicle, and sales of parts and accessories. @ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
: ’ weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
® great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ Willys Sales curve... out in front and still climbing.) 


vehicle franchise increases profits with little increase in overhead! ; 
1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. 3. Trendex Television Reports. 





Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick” . . . 
the only top-rated TV show promoting a commercial vehicle line every week. 
Since many dealer points are being closed and Willys Franchises are established 
only on a market potential basis, the number of points still open is limited. Each . WILLYS 
offers a profitable future to the right man. , -MOTORS 


For complete information write: C. W. Moss, Vice President and General Sales a 
Manager, Willys Motors, Inc., Toledo 1, Ohio. 


4-WHEEL DRIVE VEHICLES ... OUT IN FRONT AND STILL CLIMBING! 
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TURNINGS ... 


Model-Changing Kindles 


No Fires in Europe 


By Joseph M. Callahan 
Engineering Editor 
2 a of the biggest differences between the American and 
the European auto industries is the emphasis placed 
on annual model changes in the U. S. 

However, nothing is completely unchanging, and several 
European auto manufacturers recently explained to AUTO- 
MOTIVE NEWS exactly what 
approach they take to model 
changes. 


European auto executives gen- 
erally feel that the American de- 
votion to annual obsolescence is 
#& major factor in the rise in im- 
port sales here and the decline in 
U. S. domestic deliveries last 
year. 

But these same executives are “— oe 
unable to give a satisfactory ex-| py Most Static 


than one vehicle for every 2.7 per-| 
sons, 

At its present stage of develop-| 
ment, the European auto industry | 
has no need for regular model} 
changes because the domestic mar- | 
kets are far from saturated and| 
because the European export car} 
markets are extremely strong, tak- | 
ing 35 to 40 percent of total pro-| 





planation of how else they would 
OX COURSE, the most static) 
European car (from the stand-| 





sell 5,000,000 to 6,000,000 cars a year 
in a country that already has more 


| 
] 


The Lincoln 
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money.” 





AUTOMOTIVE NEWS, JULY 20, 1959 


point of model changes) is the 
Volkswagen which is substantially 
the same car that Hitler ordered 
Ferdinand Porsche to design 25 
years ago. 

And this design will continue to 
be produced for a few years more, 
judging from the recent statement 
of Heinz Nordhoff, 
VW managing di- 
rector, that no 
new models will 
be introduced 
until four to five 
million of the 
present models 
are on the road. 
Fewer than three 
million have been 
produced so far. 

Representa- /! 

tives of Volks- J. M. Calishan 
wagen and other European com- 
panies, however, are quick to 
point out that they make hun- 
dreds of minor running changes 
or improvements each year, 

One VW official in Wolfsburg, 
West Germany, commented, “We 
don’t agree with this effort to obso- 
lete current models; it increases 


to retool; it results in closing down 
your factory and it hurts the value 
of your tradeins. 


| ideal, yet.” 








Cd EE 


far has proved us right in this 
respect, But, rest assured, we'll be 
prepared to make a change when 
it becomes necessary. 

“The quality has improved and 
warranty costs are declining rap- 
idly. Instead of redesigning the out- 
side of our car, we’ve improved it 
inside and outside. There's still 
room for improvement—it’s not 


* * 


‘Obsolete Itself’ 
EN Manuel Hinke, VW export 
manager, was asked about the 


poli¢y of making annual changes, | 
| he succinctly stated, “Obsolescence 
|is obsolete.” 


The Rootes Group, producers of 


|Hillman, Sunbeam, Singer and 
|Humber, takes a much more dy- 
|namic position—a compromise be- 
tween VW’s policy and that of 
| U. S. makers. | 


Timothy Rootes, 
manager for Rootes, said, “We like 
to do something each year and we 
usually do. But we don’t like to tie 


: | ourselves down so that people ex-| 
| duction. the cost of the car when you have | pect something from us annually. 


“One year we may change the 
engines of our cars; the next year 
we may change the body or the 


“We feel that our success thus! suspension, You have less trouble 





CEILING LUBREELS* 


be Room A Sales Builder 


C. B. Gifford, Jr., of Green-Gifford Motor Corporation, Norfolk, Va., is 
justifiably proud of his immaculate, beautifully equipped lube room. It’s the 
kind of facility that immediately wins the admiration and confidence of 
customers... brings them back for service again and again. 

The Lincoln Golden Standard Ceiling Lubreel is right at home in a lube 
room like this. It, too, is modern...stylish... attractive. 

Mr. Gifford agrees. “One look at our trim bank of Lincoln high style 
reels,” he says, “creates an immediate impression on our customers that we 
are equipped to give them the finest lubrication service available. Our lube 
work is faster, neater and requires only a minimum of equipment upkeep. 
In addition, the Lincoln metering shut-off valves afford us an accurate 
petroleum inventory count, thereby eliminating waste, which saves us 


Help boost your lube sales... add a ‘golden touch of show room elegance”’ 
to your lube room with Lincoln Golden Standard Ceiling Lubreel!s. 
Write for Lincoln Catalog 57, or contact your Lincoln jobber. 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Eng. Company 


4010 GOODFELLOW AVENUE . ST. LOVIS 20, MISSOURI 


domestic sales | 
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that way. But we do want to be 
progressive. 

“I think we've had some kird of 
a facelift or an engine change every 
year for the past five or six y-ars, 
We're always interested in im roy- 
ing the economy of our cars. We 
have to watch the costs of our car 
carefully, I believe we change inore 
often than most English auto firms 
do.” 

Rootes then said it has been the 
policy of his company to operate 
on a low-profit margin, adding that 
the prices of Rootes cars have not 
increased for two or three years, 

ca * + 
Fiat’s Position 
Es policy on mode] 
changes was described for 
Automotive News by Enrico Minola, 
general director of sales for Fiat 
in Turin, Italy. 

“We don’t believe in changing 
models every year,” he said. “We 
think it’s a disturbing factor to the 
market. 

“We like to make full use of 
automation (Fiat is probably the 
most automated auto company in 
Europe) and we try not to 
change our models too often, al- 
though we don’t go as far in this 
respect as Volkswagen. A com- 
plete change every seven to 10 
years is enough, we feel. 

“Nevertheless, we are improving 
our cars continually. It’s a good 
idea to try to make these modifi- 
cations at a specific time, such as 
for an auto show or some other 
special event.” 

* * * 


Switch in Markets 


ACQUES GIRAUD, Simca’s ex- 
port manager, noted that Euro- 
pean manufacturers generally take 
an entirely different view of car 
changes than do the American pro- 
ducers. 

“There’s much less changing in 
Europe,” he said. “We have minor 
changes every few years, but there 
is no regular pattern. Nobody 
knows when the changes will come. 
This policy is likely to continue— 
keeping everything completely un- 
predictable. Of course, you always 
have the little technical changes.” 

Giraud noted that another 
major difference in Europe is 
that when the manufacturers do 
change their cars, they often 
switch to a completely new basic 
market. 

An example of this is Citroen in 
France which produces the trusty 
2CV model (“Deux Chaveaux”-Two 
Horses)—surely the most basic and 
functional car in the world—and 
recently introduced the compara- 
tively luxurious DS 19 which sells 
for almost three times as much 
money. 

While the Europeans appear to 
be striving for model longevity 
records, none will approach that 
of the champion—Ford’s Model T, 
15,000,733 of which were produced 
between 1908 and 1927. 


Oklahoma Probes 
Sale of Stock by 


Brake Inventor 


OKLAHOMA CITY.— The State 
Securities Commission is investi- 
gating the sale of stock by an in- 
ventor who claims to have devel- 
oped a revolutionary auto brake 
that can stop a car in half the 
distance required by ordinary 
brakes. 

The Commission said Milan In- 
dustries, Inc., organized by inven- 
tor Joe Milan, was not registered 
to sell securities in Oklahoma 
Milan has been selling the stock 
for five years, an SSC official said 
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He added that neither Milan nor | 
two associates are licensed to sell 7 


stock and that Secretary of State 


v 


records show no charter has beel® 


issued for the firm. 

It was reported that Milan wa 
in Detroit recently to talk with of- 
ficials of 13 companies about disc 
type brakes developed by his firm 

Milan, who holds a number of 
patents for the brake, said it fea 
tures vertical friction-lined dis 
which operate by means of a com 
bined hydraulic and mechanical 
system. 

In recent tests, a Milan associalé 
said, the brake stopped a car goil§ 
80 m.p.h. in 190 feet, which he 
was 50 percent less than the aver 
age car’s record. 
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TWO PERFECT PRODUCTS from the 


MOST MODERN FACTORIES IN EUROPE 


Vespa “‘400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 
small car economy. From its independent four wheel spring 


‘and shock suspension, to its reliable engine which delivers 60 


miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 

P.O.E. New York $1080. 


Vespa — the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers‘you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers from coast to coast, who 
are all part of the ever growing Vespa organization. 

P.O.E. New York From $359. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
3 EAST S4TH STREET, 


NEW YORK 22, N. Y. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Houston 

June new-car registrations 
totalled 4,860 in the Houston area, 
compared with 4,393 in May. 

New-truck registrations, mean- 
while, rose to 801 from 684, 

By makes, new-car registrations 
were: Chevrolet, 1,323; Ford, 1,242; 
Oldsmobile, 347; Pontiac, 326; 


Buick, 267; Rambler, 248; Plym-| 


outh, 207; Cadillac, 123; Renault, 


97; Dodge, 71; Studebaker, 69;)| 
Volkswagen, 63; Simca, 41; Mer-| 


cury, 40; English Ford, 38; Hillman, 
35; Opel, 35; Chrysler, 32; DeSoto, 
22; Metropolitan, 22; Triumph, 20; 
Volvo, 19, and Austin-Healey, 17. 
Edsel, 15; Peugeot, 15; Fiat, 12; 
Imperial, 12; Morris, 12; Contin- 
ental, 11; MG, 10; Taunus, 10; 
Lincoln, 9; Vauxhall, 8; Willys, 
8; Mercedes-Benz, 5; Isetta, 5; 
Citroen, 3; DKW, 3; Panhard, 3; 
NSU, 3; Sunbeam, 2; Jaguar, 2; 


Borgward, 2; Singer, 2; Lloyd, 2, 
and miscellaneous, 2. 

New-truck registrations were: 
| Chevrolet, 354; Ford, 255; Interna- 
| tional, 63; Dodge, 49; GMC, 40; 
| White, 8; Volkswagen, 7; Mack, 5; 
|GMC bus, 5; English Ford, 4; 
| Studebaker, 4; Autocar, 2; FWD, 1; 
| Kenworth, 1; Willys, 1, and miscel- 
| laneous, 2.—(Ruby Fenoglio.) 
| * * * 


Des. Moines 


Records of the Polk County (Des 
| Moines) treasurer show 1,410 more 
new cars and trucks were regis-| 
tered during the first six months of | 
1959 than in the first half of 1958. | 
June registrations, reflecting auto | 
| Sales, continued to follow a general 
| pattern of the first five months with | 
|“small” models making a strong 
| showing. 
Chevrolet continued to stand in 
| first place with 1,671 total sales. | 
Ford was 466 cars ahead of its 





1958 pace but still remained 266 
units behind Chevrolet. 

Of the 314 foreign cars registered 
during the first six months of 1959, 
Volkswagen accounted for 102 and 
Renault was a close second with 94. 
(Fred M. Lazell.) 

* * 


Dayton, O. 


A total of 2,125 new cars were 
sold during June in Montgomery 
County (Dayton), O., as the sales 
derby continued to roll along at a 
merry clip. 

Leading the parade was Chev- 
rolet with 553. Ford continued in 
second place with 456. 

Others: Pontiac, 171; Oldsmobile, 
163; Rambler, 144; Plymouth, 143; 
Mercury, 87; Buick, 80; Cadillac, 
49; Studebaker, 40; Dodge, 26; 
Chrysler, 24; DeSoto, 22; Edsel, 16; 
Imperial, 6; Lincoln, 4,and Willys, 2. 

Leading foreign-car sales went to 


Volkswagen, 22; English Ford, 15; | 


Fiat, 15; Metropolitan, 9, and Opel, 
7.—(Bill Francois.) 
* * + 


Cincinnati 

June new-car registrations in 
Cincinnati numbered 3,461, com- 
pared with 3,168 in May and 2,441 
in June a year ago. 

Used-car sales during the month 
totalled 4,394, compared with 4,299 
a month earlier. 

By makes, new-car registrations 
during the month were: Chevrolet, 
909; Ford, 855; Oldsmobile, 302; 
Rambler, 263; Pontiac, 211; Plym- 
outh, 194; Buick, 155; Studebaker, 
77; Dodge, 75; Mercury, 59; Cad- 
illac, 56; Renault, 52; Volkswagen, 
41; Chrysler, 27; DeSoto, 23; Metro- 


politan, 19; Opel, 19; Edsel, 15;| 


English Ford, 12; Fiat, 12; Simca, 
10; MG, 9; Morris, 8; Lincoln, 7; 
Vauxhall, 7; Imperial, 6; Triumph, 
6; Volvo, 6; Austin, 5; Mercedes- 
Benz, 4; Peugeot, 3; Hillman, 2; 
Willys, 1, and miscellaneous, 11. 

New-truck registrations in 
June totalled 327, compared with 
403 in May and 193 in June a 
year ago. Used-truck sales fell 
to 169 in June from 181 a month 
earlier. 

New-truck registrations by 


makes were: Ford, 103; Chevrolet, | 


88; GMC, 41; International, 40; 


mee) a Ren ATTA) | 


| THINK WHAT FINALLY 


SOLD ME WAS TH 
40,000 MILE 
GUARANTY : 


iS 


YES...FOLKS REALLY LIKE THE ASSUR- 
ANCE OF GUARANTEED PERFORMANCE 


AND You'LL FIND THAT A GUARANTEED 
CAR RATES A BIG 





HE'LL BE BACK FOR SERVICE, REGULARLY, 
TO KEEP THE GUARANTY IN FORCE. WE'LL 
KEEP AN EYE ON THE CAR AND WELLL SELL 
HIM HIS NEXT ONE TOO! 


TRADE-IN! 


VALVOLINE’S 36,000-MILE GUARANTY* 


to— * SELL MORE NEW 


CARS! 


% BOOST SERVICE DEPT. PROFITS! 
% MAKE MORE NEW CAR REPEAT SALES! 
Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 











Mack, 18; White, 18; Volkswagen, 
10; Dodge, 2; Autocar, 1; Diamond 
T, 1; Diveo, 1; English Ford, 1; 
Studebaker, 1; Willys, 1, and mig. 
cellaneous, 1—(Frank Kappel.) 

* * * 


Boise, Id. 


A total of 320 new cars were sold 
in Ada County (Boise), Id., in June, 
compared with 269 in May. 

By makes, sales were: Chevrolet, 
84; Ford, 59; Rambler, 37; Oldsmo- 
bile, 19; Plymouth, 14; Volkswagen, 
14; Pontiac, 13; Cadillac, 10; Dodge, 
9; Studebaker, 9; Buick, 8; Renault, 
6; Mercury, 6; Volvo, 5; Edsel, 4; 
Imperial, 4; Chrysler, 3; Peugeot, 3; 
Triumph, 3; Fiat, 2; Hillman, 2; 
Willys, 2; DeSoto, 1, and miscel- 
laneous, 3. 

New-truck sales numbered 111 in 
June, compared with 107 a month 
earlier. By makes, registrations 
were: Chevrolet, 34; International, 
27; Ford, 22; Dodge, 10; Mack, 9; 
GMC, 5; Kenworth, 1, and miscel- 


laneous, 3, 
* * * 


Indianapolis 


Registrations of new cars num- 
bered 3,279 in Marion County (In- 
dianapolis), Ind., in June, compared 
with 3,099 a month earlier. 

Chevrolet continued to lead Ford 
by a narrow margin—822 to 816— 
while a three-way battle for third 
place found Pontiac with 290, 


| Plymouth with 281 and Oldsmobile 


with 272. 

Other registrations were: Ram- 
bler, 188; Dodge, 154; Buick, 153; 
Studebaker, 84; Mercury, 68; 
Volkswagen, 57; Cadillac, 48; 
Chrysler, 37; DeSoto, 28; Simca, 
18; English Ford, 16; Hillman, 
14; Fiat, 13; Renault, 13; Edsel, 
12; Opel, 12; Lincoln, 9; Metro- 
politan, 9; Triumph, 8; Imperial, 
7; Volvo, 6; Austin-Healey, 5; 
Mercedes-Benz, 5; Morris, 5; Peu- 
geot, 5; Vauxhall, 5; Jaguar, 2; 
Porsche, 2; Saab, 2; Sunbeam, 2; 
Taunus, 2; Willys, 1, and miscel- 
laneous, 6. 

New-truck registrations rose to 
417 in June from 336 in May. By 
makes, they were: Ford, 89; Chev- 































rolet, 87; International, 64; Mack, | 
54; Kenworth, 24; White, 20; GMC, | 


16; Dodge, 15; Willys, 9; Volks- 
wagen, 8; Diamond T, 6; Reo, 6; 
Studebaker, 3; Divco, 2; English 
Ford, 1, and miscellaneous, 13.— 
(C, L. Kern.) 


* * * 


Youngstown, O. 


June saw 1,287 new cars regis- 
tered in Mahoning County 
(Youngstown), O., more than twice 
as many as the 641 recorded in 
June, 1958. The May count was 1, 
076. 


By makes, they were: Chevrolet, ‘ 


316; Ford, 298; Plymouth, 143; Pon- 


tiac, 100; Rambler, 69; Dodge, 55; © 


Oldsmobile, 45; Buick, 43; DeSoto, 


40; Mercury, 29; Volkswagen, 29; ¢ 


Cadillac, 20; Chrysler, 14; Stude- 
baker, 12; Lincoln, 5; Edsel, 4, and 
miscellaneous, 65. 

Used-car sales totalled 2,25 
compared with 2,158 a month ear- 
lier and 1,637 in June last year. 
New-truck registrations num- 
bered 112 in June, compared with 
101 in May. By makes: Ford, 33; 
Chevrolet, 26; International, 12; 
GMC, 7; Dodge, 6; Volkswagen, 5; 
Mack, 2; Willys, 2, and miscellane- 


ous, 19. 
Ok * * 


New Orleans 


New-car sales in New Orleans for 
June continued on the upgrade 
with 2,275 titled cars, making June 
the largest single month this year. 

The previous high month was 
May, with 2,081 registrations. 

Truck sales in June amounted to 
309, compared with 326 in May. 

New-car sales by makes were: 

Chevrolet, 764; Ford, 534; Pon- 

tiac, 135; Plymouth, 128; Oldsmo- 

bile, 119; Rambler, 78; Buick, 71; 

Fiat, 51; Studebaker, 44; Mer- 

cury, 43; Renault, 42; Volks- 

wagen, 33; Cadillac, 29; English 

Ford, 21; Morris, 15; Chrysler, 


Soto, 9; Metropolitan, 9; Dodge, 
8; Volvo, 8; Austin, 7; Simca, 6; 





Triumph, 6; Mercedes-Benz, 6; 
Peugeot, 6; Taunus, 6; Hillman, 
4; MG, 3; Lincoln, 3; Lancia, 3; 


Continental, 1, and miscellaneous, 
3. 

Truck sales by makes were: 
Chevrolet, 109; Ford, 96; Interna 
tional, 45; GMC, 20; Volkswagel 
14; Dodge, 9; White, 8; Mack, 3; 
Diamond T, 2; English Ford, 2, and 





Studebaker, 1—(Gordon Hebert.) 
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Bless you mister, 
we just love our new car! 


Prudence: Remember how hard you tried 
to convince us that we ought to have E-Z-Eye 
Safety PLATE in our new car windows? 


Abigail: We’re certainly glad you did! 


‘Prudence: That’s right! We’ve just got 


back from a trip to Texas. Believe me, almost 
everyone has E-Z-Eye down there. 


Abigail: Need it to keep cooler! And I hate 
to think what driving would be without that 


SAFETY 


+ 


(rw 


shaded band on the windshield. Sure cuts down 
sun and sky glare. 


Prudence: And that shaded band on the 
back window! Bounces heat right off! Next best 
thing to air conditioning. 


Salesman: Thanks ladies, I knew you’d 
like it. I always tell my customers that only 
General Motors puts Safety PLATE in every 
window of every car made here in the States. 
*Cause it means better vision. Then I always 
show them E-Z-Eye. It’s a low-cost option that 
certainly pays off in comfort anywhere! 
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IN BUICK> CADILLAC - CHEVROLET - OLDSMOBILE - PONTIAC 


LIBBEY-OWENS-FORD GLASS COMPANY : TOLEDO 3, OHIO 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: What amount 
of damages can an automobile 
dealer recover 
from a state, city 
or county for 
condemnation of 
a part of his real 
premises for pub- 

lic purposes? 

Last month, a 
higher court con- 
sidered this ques- 
tion and render- 
ed a rather 
unusual but in- 
L. &. Pasker formative deci- 
sion. 

For instance, in County of Mari- 
copa v. A Corp., 327 Pac. (2d) 1005, 
the testimony showed facts, as fol- 
lows: A corporation held a 20-year 
lease on a lot which was rectangu- 
lar in shape, and consisted of 127 
feet by 100 feet. The corporation 
erected a 100 feet by 100 feet serv- 








ice station on the parcel and in so 
doing did not utilize the east 27 
feet of the parcel. The corporation 
rented the station to a dealer for 
$185 per month, plus additionals. 

A condemnation suit was initi- 
ated by the county to obtain addi- 
tional right-of-way to widen the 
street. A right-of-way over the 
seven feet of the service station 
property was obtained. 

The lower court awarded the cor- 
poration $20,000 damages for this 
seven-foot right-of-way appropri- 
ated by the county. 

The county appealed to the 
higher court on the contentions 
that the $20,000 damage allow- 
ance was excessive, since the 
total rental for the whole lot for 
20 years, after deducting the cost 
of the buildings, taxes, etc. would 
not justify this allowance. 

It is interesting to observe that 
the higher court approved the lower 
court’s $20,000 damage allowance, 
and said: 

“We are well aware that often in 
condemnation cases a wide vari- 
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ation will exist in the opinions of 
experts as to value. We are also 
aware of the existence of various 
appraisal processes for the deter- 
mination of value. As a general 
rule the courts accede to the view 
that rental income from property 
is an element of consideration in 
arriving at the market value or 
measure of compensation to be 
paid for taking property in con- 
demnation proceedings.” 

* * + 


Damage in Shipment 


I RECEIVED an interesting letter 
from an automobile dealer, in 
part, as follows: “For many years 
I have read your legal writings in 
Automotive News. Now, I have a 
question I hope you will answer for 
me. If I have no proof proving 
positively that negligence of a com- 
mon carrier caused damage to mer- 
chandise delivered to me, can I re- 
cover damages from the carrier?” 

A few weeks ago a higher court 
rendered an unusually important 
decision to the effect that either 
acommon carrier or a trucking 
company may be held liable for 
damage to shipped merchandise on 
circumstantial evidence. 

For example, in Roadway Corp. 
v. Auto Glass & Plate Co., 326 
Pac. (2d) 1048, the testimony 
showed that Auto Glass & Plate 
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of the total 
automotive gross sales 
are made in the 
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Mercury Dealers Offer 
Gifts to Car Prospects 


DETROIT.—A new gift display, 
designed and produced by Mer- 
rick Co., is now in use by Mer- 
cury dealers, The display holds 
samples of four gifts which Mer- 
cury dealers are making available 
to prospective customers, 

Dealers send postcards to the 
prospective buyers, inviting them 
to the showrooms to see the ’59 
cars. Once in the showroom, the 
customer fills out a card, the 
dealer ratifies it, the customer 
selects one of the four gifts, and 
the gift is sent by mail directly 
to the customer’s home. 





Co. sued a common carrier to re- 
cover the actual value of auto- 
mobile windshield glass broken 
during transportation. 

During the trial, Auto Glass & 
Plate proved that the shipment was 
received by the carrier in good 
condition and that it was delivered 
in damaged condition. 

The carrier failed to prove that 
the damage was caused by inher- 
ent quality of the glass, or fault 
of the shipper. Therefore, the high- 
er court held that the carrier must 
pay to Auto Glass & Plate the full 
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value of the broken and damaged 
glass. This court said: 

“The evidence supported the 
judgment for consignee (Auto 
Glass & Plate) on the ground that 
the damage occurred in transit and 
not before transit began or after 
transit ceased.” 

+ * * 





City Held Liable 


_. higher courts consist- 
ently hold that a city is not 
liable in damages for injuries to 
person and property during per- 
formance of governmental fune- 
tions, such as Operation of its fire 
department, sewage disposal; re. 
pair of its streets, etc., etc. 

According to a late higher court, 
operation of a garage by a city 
for parking automobiles is not a 
governmental function, 

For instance, in Cutnaw v. City 
of Columbus, 152 N. E. (2d) 27, the 
testimony showed that an automo- 
bile in a city-owned garage was 
damaged when it was being parked 
by a garage employe. 

Although the City Counsel ar- 
gued that the City could not be 
held liable for $554 damages to 
the automobile, because the City 
was performing governmental 
functions, the higher court held 
the City fully liable, saying: 

“Here we have what is ordinarily 
a private business being operated 
by government. Surely in view of 
the seriousness of the traffic prob- 
lem in our modern society, the op- 
eration of a parking garage has 
a ‘public purpose,’ but it is not a 
governmental function.” 

co * 7 


Misrepresentation Case 


A FEW weeks ago, a higher court 
held that, if an automobile 
dealer misrepresents an automo- 
bile, the purchaser may rescind the 
contract and recover from the 
dealer all payments. 

For instance, in The Friendly 
Irishman v. Ronnow, 330 Pac. (2d) 
497, it was shown that an automo- 
bile dealer sold a car to a woman, 
named Ronnow, who paid $400 
down and contracted for monthly 
payments of $93.23 upon the bal- 
ance due, 

Ronnow had made clear to the 
dealer that she wanted a new car 
and not a used car. The dealer rep- 
resented that the car was new. 

Ronnow later discovered that 
the frame of the automobile was 
sprung, and she returned it to the 
dealer, demanding a new car. The 

dealer offered to repair the car. 

Ronnow kept the car, making 
two payments according to the 
terms of the contract, and then 
she sued the dealer for rescission 
of the contract. 

It is interesting to observe that 
the higher court held that the deal- 
er must take back the automobile | 
and refund all payments made by § 
Ronnow. This court said: 

“The existence of fraud gives to 
the plaintiff (Ronnow) the right 
to rescission and she is not limited 
to Gamages for breach of war- 
ranty.” 

This higher court went on to ex- 
plain that Ronnow may also re- 
cover damages from the dealer. 


Divisions Merged 
By Van Norman 


NEW YORK. — Consolidation of 
Van Norman Machine Tool Co. and 
Van Norman automotive equipment 
divisions, Van Norman Industries, 





E y 
Paul W. Leming Selby F. Greer 


into one firm to be known as Van 
Norman Machine Co., has beet 
voted by the directors, according 
to Charles F, Meyers, president. 

According to Meyers, the new oF 
ganization will be headed by Paul 
W. Leming, former executive vice 
president of Van Norman Machine 
Tool Co. Leming joined Van Nor 
man in 1957, 

Selby F. Greer, longtime automo 
tive equipment executive, was nal 
ed executive sales vice-president for 
the merged company. Greer has 
been with Van Norman since 195. 
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CHEVROLET TASK-FORCE 


rove It 


S9 TRUCKS 


Sky-rocketing sales figures tell 
the story: Chevrolet’s 
Task-Force 59 trucks offer 
more of what it takes to boost 
profits for both truck buyers 
and truck sellers! 


136,364 sales registered during the first 5 
months of ’59*... 25,672 more than the second 
place truck! 

That’s the way the Chevrolet truck sales 
picture is shaping up this year; the new 
Task-Force line is rolling ahead like never 
before, literally running away from the field. 

Of course, sizzling sales paces are nothing 
new to Chevy. Records show that these 
trucks have been the runaway favorites 
among truckers each production year, con- 
tinuously, since 1937. 

When a truck builds boosters so efficiently 
for so long, there can only be one reason: 
It’s the truck proved most efficient at boosting 
profits. 

That’s a fact, whether you use Chevy 
trucks or sell them] Chevrolet Division 
of General Motors,. Detroit 2, Michigan. 


*Official registrations for all trucks as compiled by R. L. Polk &Co. All states 
through May 31, 1959 except Oregon. Oregon through April 30 ,1959. 













22 
Kentuck 


Dealer Finds .. . 





Good Service a Help 


In Winning Customers 


OUISVILLE.—How important is 
the service side of an automo- 
bile dealership? While conceding 
that it’s no “get-rich-quick” opera- 
tion, Fred Koster believes efficient 
and honest service gives his deal- 
ership a definite edge in customer 
competition. 

Koster, president of Koster- 
Swope Buick, feels the quality of 
service is reflected in repeat sales 
and goodwill built by his firm 
located in suburban St. Matthews. 

“We have a handicap in that we 
are.a suburban and not a down- 
town dealer, so we must offer better 
service to a customer,” Koster ex- 
plains. 

His firm stresses that the Buick 
it sells is a better car because of 
of the service the owner will re- 
ceive and the presale check run on 
each unit. 

Ba of + 

“STS ALL a matter of a dealer’s 

philosophy on selling, Some 
may think service is a necessary 
bother, We’ve always tried to look 
at it from the customers’ viewpoint. 
He expects to get the most out of 
his car even if he trades it after 
30,000 miles,” Koster says. 

His firm has a two-point program 
for customer labor sales: 

1. Make the customer feel at 
home by gaining his trust and 
justifying it by not padding bills. 

2. Try to anticipate the needs of 
the customer by keeping complete 
service records on every car serv- 
iced, and reminding the owner 
when a maintenance check should 
be made. 

How well this policy has paid off 
is evidenced by the way Koster- 


FROM THE LARGEST 


(BENTLEY) 


FROM THE FASTEST 


Shat-R ‘roof 


windshields 
for all 
automobiles 


Swope met a drop in new-car sales 
in 1958. 
* + + 

USTOMER labor sales were 

boosted 13.6 percent for the 
year, absorption was upped 5 per- 
cent and four-year owner’s service 
by 4.5 percent. 

The increases were also due to 
incentive plans set up for three 
“service advisers” in the service 
department. Each was given a 
quota to meet on the number of 
service orders written and labor 
sales made for the month, 

As soon as a quota is reached, 
the service advisers get 50 cents 
for each additional repair order 
and $5 for each order of $100 or 
more. 

The control tower operator in 
the firm’s spacious service depart- 


Marines Add 
To Mule Order 


TOLEDO.—The U. S. Marine 
Corps has placed a $2,565,481 order 
with Willys Motors, Inc., for addi- 
tional M274 Mechanical Mules, 
platform-type half-ton weapons 
carriers. 

Willys began manufacturing the 
Mechanica! Mule in September, 
1957, for both the Marine Corps and 
the U. S. Army, Made largely of 
magnesium and aluminum, the ve- 
hicle has four-wheel drive and op- 
tional four-wheel steering and is 
designed for use by troops over 
rough terrain. It is powered by a 
four-cylinder air-cooled aluminum 
engine. 
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ment gets one-third of the total 
earned by the three service ad- 
visers over their quota. 

* * * 


BU as service manager R. L. 
Kelly points out, too high a 
quota will only defeat the plan, 
so it is set within practical limits. 

“This has made money for the 
company, as well as keeping the 
flat rate men busy and happy,” 
Kelly says. 

Koster emphasizes that, while 
the trend of service business has 
been down in his zone (Cincin- 
nati zone), “Ours has been up by 
about 8 to 10 percent this year.” 

The firm moved into its present 

buildings in 1950 from a smaller 
location and the move was well 
planned. 

* * + 

OSTER visited service facilities 

of dealers in other areas of the 

nation so that his new operation 
would be the best possible. “I just 
asked them, explaining I needed 
their advice on how to build a good 
service and dealer facility.” 

Along with that advice, plus 
suggestions furnished by General 
Motors, plans for the new build- 
ing were drafted, A scale model 
was made and studied. 

The result was that the company 
spent $126,000 for machinery and 
equipment for the service depart- 
ment, including 12 twin-post lifts. 

The entire building, including the 
service area, was air-conditioned 
and the walls in the service depart- 
ment were tiled. 

oe oe +” 

= DIDN’T cut any corners on 

the expense,” Koster says, “I 
think we built a functional type 
layout for a service and sales op- 
eration. We’ve learned the only 
thing we could have allowed more 
space for is the parts department.” 

The service side of the dealer- 
ship now employs 40 men and 
has an average parts inventory 
of $50,000. It accounted for $256,- 
000 out of the total $4,500,000 
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Jaycees Shuffle Off to Buffalo in Larks— 


Members of the Pennsylvania Junior Chamber of Commerce bought these Stude- 
baker Larks from H. L. Peterson, Inc., Jenkintown, Pa., for their caravan to the Jaycees' 





national convention in Buffalo earlier this month. 


grossed by the dealership in 1958, | or service “we give it to him.” But 


Koster says. 


An example of some of the 
methods used to save on operating 
cost is an overhead oil feed used 
for changing oil in customers’ and 
new cars, The process uses a type 
of oil produced to Buick specifica- 
tions. Koster credits the method 
with savings on cost of oil and 
labor. 


He explains that while customers 
don’t see the brand of oil used, few 
complain. “They trust us to service 
their cars with the best oil avail- 
able.” 

ok ok * 
. HAVE tried to impress on 
our service personnel] that 
there is so much work available 
that it is unnecessary to pad a cus- 
tomer’s bill by selling him some- 
thing he doesn’t need.” 

In regard to new-car warranty, 
Koster says if a customer igs en- 
titled to an adjustment on repairs 








a ~ 
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careful predelivery checks on new 
cars minimizes warranty trouble, 
he adds. 

Most complaints received are on 
labor and time charges, Koster- 
Swope service personnel are on a 
flat-rate. 

Overhead is rated by Koster as 
the big problem of a service opera- 
tion “and to make a profit we have 
to operate at capacity.” 

A big slice of the overhead cost 
can be charged to highly special- 
ized and well-trained servicemen 
needed for today’s autos, he feels. 

“I think it’s ironic that a man 
who would invest in an expensive 
item like a modern car would take 
it to a back-alley mechanic or 


service station, rather than pay a | 


little more for reliable and guaran- 
teed work,” Koster says. 


Daub Appoints 
Chairmen of 10 
PAA Committees 


HARRISBURG, Pa.— (UTPS) — 
W. J. Daub (Chrysler), Easton, 
newly elected president of the 
Pennsylvania Automotive Assn, 
has announced the chairmen of the 
association’s standing committees 
and the members of PAA line 
make committees for 1959. Commit- 
tee chairmen are: 


Bylaws—Elmer W. Reiber (Cad- 
illac), New Castle; convention—A. 
M. Shields (Dodge), Altoona; em- 
ployer-employe relations—B. Wayne 
Beglin (Ford), Rochester; house— 
Oscar M, Mohn (Buick), Lancaster; 
industry relations— Paul Ruch 
(Dodge), Clearfield; legislative— 
M, Frank Pultz (Oldsmobile), 
Greensburg. 


Membership — Aldo Franconi, 
Kingston, chairman, and Wilbur F. 
Packer (Ford), Harrisburg, co- 
chairman; safety—J, Fred Bauman 
(Pontiac), Wilkinsburg; sales fi- 
nance—John B. White (Ford), 
Philadelphia, and truck (retail and 
legislative)—-W. M, McCune (Ford), 
Kittanning, 


Named to PAA Line Make Com- 
mittees for 1959 were: Buick— 
Charles A, Olson, Altoona; Cadillac 
—Elmer W. Reiber, New Castle; 
Chevrolet—E. A. Sahli, Beaver 
Falls; Chrysler—Daub; Dodge— 
Ruch; DeSoto—Herbert J. Foss jr., 
Pittsburgh; Ford—Charles S$. 
Frantz, Wilkes-Barre. 

Foreign — Ned Freeman, Norris- 
town; Lincoln-Mercury—Dean 
Mori, Monessen; Pontiac—A. W. 
Golden, Reading; Oldsmobile— 
David G. Reese, Drexel Hill; Ram- 
bler—D. L, Mierley, Altoona; Stude- 
baker-Packard—Byrl S, Kline, 
West Lawn; Trucks—Harold G. 
Reslink, Erie, and Willys—William 
Eccher, Ferndale. 





Buie Elected President 


Of Dealer Group in N. C€. 
SMITHFIELD, N. C—Ww. 0. 
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BEI GEE 


Buie, Buie Motors, Inc. (M-E-L), © 
has been elected president of the / 
Smithfield Automobile Dealers 7 


Assn. 

A. M. Baggett, Wilson Chevrolet 
Co., 
president, and Newitt P. Williams, 


Williams Motor Co. (Buick), secre | 


tary-treasurer. 


Rambler Deal Opens 





DECATUR, Ala.— Bank Street 


Rambler has opened at 317 Bani St 


Inc., has been named vice- = 
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Total number of car-owning families reading 
TV Guide—6,198,750. 
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Road Bonds Approved 


By 11 Legis 


The issuance of bonds to finance 
highway construction has been ap- 
proved by 11 State legislatures this 
year, and similar proposals are 
pending in four other states, ac- 
cording to the National Highway 
Users Conference. 


The bond issues total $559,650,- | 


000. In Arkansas, Maine and 
Rhode Island the bonds must be 
approved by a referendum before 
they can be issued. 


Following are the amounts to be | 


borrowed and the intended use of 
the funds: 

Alabama, $60 million; Arkansas, 
$21 million; Connecticut, $346 mil- 
lion; Delaware, $2.5 million; Ver- 
mont, $3 million. In each case, the 
funds are for Federal-aid highways. 

Maine, $13 million; Oregon, $24 
million; Rhode Island, $3 million; 
West Virginia, $5 million. These 
funds are for State highways. 

Rhode Island also seeks $45.65 
million for Federal-aid and state 
highways, and Tennessee wants $30 
million for these purposes. In addi- 
tion, South Carolina hopes to raise 
$6.5 million for farm-to-market 
roads. 

Although it took action on a 
bonding proposal earlier this 
year, the Alabama Legislature is 
considering a bill which would 
authorize a current highway bond 
issue only after approval by the 


lowa Enforcing 
New Speed Limits 
For Highways 


Iowa’s 275 highway patrolmen, 
four airplanes and several radar- 
equipped cars began enforcement 
of several new State speed-limit 
laws July 4. 


Observers in airplanes were used 
primarily as “spotters” for viola- 
tions of other traffic violations, 
such as passing in no-passing zones 
and failure to observe “stop” signs. 

The new speed limits are: 

A 70-mile daytime limit on pri- 
mary highways. (Ties in with the 
60-mile nighttime limit enacted two 
years ago.) 

A 75-mile daytime and 65-mile 
nighttime limit on Federal inter- 
state highways. 

A 60-mile daytime and 50-mile 
nighttime limit on secondary roads. 

There also is a 40-mile minimum 
speed day or night on the inter- 
state roads. 

Meariwhile, Russell L Brown, 
State public safety commissioner, 
named Aug. 23 as opening date for 
a four-week training camp for 
highway patrol recruits to provide 
25 additional patrolmen approved 
by the Legislature. 


latures 


electorate as a Constitutional 
amendment. 

California is debating proposals 
which would authorize counties and 
cities to issue highway bonds upon 
approval of voters. 

Two bills are pending in Dela- 
| ware. One would authorize $10 mil- 
lion to hard-surface dirt roads, and 
the other would give $20 million to 
the State highway system. 

A New Hampshire proposal would 
| approve borrowing $86 million to 
help finance a four-year accelerated 
highway-construction program, 





Traffic Institute Offers 
Improved ‘Template’ 


An improved “traffic template,” 
a device to aid in drawing scale 
diagrams of accident situations, 
has been introduced by the Traf- 
fic Institute of Northwestern Uni- 
versity, Evanston, IIL. 

The new aid is available in 
either inches or metric system 
and has been designed to serve 
as a clinometer for measuring 
grades and super-elevations, the 
institute said. 


would amend the Constitution to 
authorize highway bond issues in 
amounts varying from $100 mil- 
lion to $200 million. 

A Wisconsin bill would authorize 
the isuance of bonds for express- 
ways and State trunk arterial high- 


Several measures in Oklahoma | ways, 
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New Home for Medford Mofors— 


Medford Motors (Mercury-Edsel-Lincoln-Willys) has moved into this modern building 
in Medford, Ore. The firm is operated by Wendell Sessions and Ralph Furrer. 


Without Load 


LCL Reet a ee 


thrown from eee car sags under weight of heavy 
load, lights are angled into eyes of oncom 


visibility is reduced 


impaired. Tires 
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DEAL YOURSELF IN ON THESE NEW MONROE MONEY-MAKERS! 


Here are two new Monroe package deals that offer you tremendous 
value, big volume and hefty profits. Take your choice—or order both— 
and deal yourself in on one of the hottest profit opportunities in years! 
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i 
: 
4 
; 
; 
} 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


MIASTER 


DEFIANCE + OHIO le 


$50°0 PROFIT FOR YOU 


IN THIS TD-12 ASSORTMENT OF 
12 MONRO-MATIC SHOCK ABSORBERS 


Six pairs of Monro-Matic shock absorbers to fit the 
most popular cars on the road. Packed in a sturdy 
shipper that doubles as a display carton. 


FREE Tool Board— 
@ $10.00 valve! 


This complete set of shock ab- 
sorber tools comes free with each 
TD-12 Assortment. These are 
top-quality tools that’ll come in 
mighty handy for many jobs 
around the shop. 


$4200 PROFIT FOR YOU 


IN THIS P-D-6 ASSORTMENT OF 
6 LOAD-LEVELERS* 


The three most popular size Load-Levelers* comprise 
this special introductory assortment. Packed in a 
sturdy display carton. 


FREE Display Board 


This colorful 21” x 31” display 
board comes free with each P-D-6 
Assortment. Can be wall mounted 
or displayed on the wire rack in- 
cluded. Hardware for mounting 
one Load-Leveler* also included. 
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De It Righ t and Don’t Overcharge’ vex 
Hosten’s Guide to Good Service 


By John K, Teahen dr. 
Staff Writer 

ROSSE POINTE PARK, Mich. 
-A lot has been written about 
how a dealer can build and main- 
tain a profitable service operation. 
Karl Hosten sums it up in just 10 
words—“Do the job right the first 

time, and don’t overcharge.” 

A dealer since 1953, Hosten 
heads Karl Hosten Motor Sales, 
Inc (Studebaker and Mercedes- 
Benz). His showroom is a few 
blocks east of the Detroit city 
limits. 

From a volume standpoint, it is 
one of the area’s smaller dealer- 
ships (about 30 new cars per 
month), but it boasts one of the 
area’s finest service reputations. 

A big reason for the company’s 





service success is Hosten himself. 
The boss spends 75 percent of his 
time in the backshop and is fa- 
miliar with every phase of the op- 
eration. It also helps him spot and 
adjust minor complaints before 
they become serious. 
+ * * 

_— service department writes 

about 475 repair orders per 


month and grosses about $17,000—| 


half from labor sales and half from 


parts. The parts inventory is turned | 


over every 60 days. 

Service absorption is 67 percent 
since Hosten bought the building 
his dealership occupies. It was over 
100 percent when he was leasing 
the quarters. 

There are 23 men in the shop, 
of whom nine are mechanics. 





The shop sells 100 percent of 
available mechanic time, and 
Hosten says he needs more men 
—“but they have to be good.” 
The customer labor rate is $5 per 
hour and mechanics work on a 
50-50 split. Hosten said his average 
man makes $140 per week on a 
year-round basis. 
* * * 
OSTEN estimates that transi- 
ents account for only about 3 
percent of his repair orders and 
that 65 percent of his regular cus- 
tomers come in once a month. 
He figures that 99 percent of his 
Mercedes buyers and about 50 per- 
cent of his Studebaker customers 


return to the dealership for all| 


their service needs. 
The Studebaker percentage is 


LEVELERS 


more comfortable driving 


Tiviiiiee who drives a heavily loaded vehicle needs Load- 


Levelers*— Monroe stabilizing units with built-in ride control 


for a level ride under all road and load conditions. 


Load-Levelers* are widely advertised, easily sold, fully guar- 
anteed. Quickly ard easily installed on old or new model cars 


in place of original-equipment rear shock absorbers. 


Your jobber stocks Load-Levelers* for immediate delivery. 
Call him for your supply now . . . and start “‘cashing in” on one 


of the hottest automotive items in years. 


*Trademark 


MONROE AUTO EQUIPMENT COMPANY 


MONROE, MICHIGAN 
IN CANADA + MONROE-ACME, LTD., TORONTO 


World’s Largest Maker of Ride Control Products 


including famous Monro-Matic shock absorbers 


Zo 


for most cars 





INSTALLED 
IN LESS THAN 
30 MINUTES 


Only "39-7 set (List| 


Load- 
Leveler 





Colorado Sells 15 Cars 


To Dealers, Individuals 


DENVER.—The State hag sold 
15 used State Patrol autos on 
sealed competitive bids to both 
individuals and dealers, according 
to Lacy L. Wilkinson, State 
purchasing agent. He said 22 per- 
sons made bids, 

The top price was $960 for a 
°58 two-door Chevrolet with more 
than 100,000 miles, he said, Sev- 
eral ’57 Fords with more than 
100,000 miles brought the low 
price of $580, Wilkinson added. 





lower, he explains, because those 
owners have a smaller investment 
in their cars and are more apt to 
be satisfied with the corner gas 
station for some work. 

But Hoston insists that “nobody 
can do as good a service job as 
| the dealer, and it’s the cheapest job 
in the long run.” He’s proud of the 


















CALIBRATED RIDE CONTROL WITH ANY LOAD 


fact that many of his Mercedes 
owners throughout Michigan and 
from other states bring their cars 
back to him for service. 
* aa * 

ee service is a pet proj- 

ect of Hosten’s, He said he has 
built up this operation to replace 
the business he lost by the demise 
of Packard. 

Four of his mechanics are quali- 
fied to work on Mercedes vehicles. 
Three were factory-trained at 
South Bend, and the fourth, Kirt 
Zibert, is a native of Germany. 
Zibert’s the star of the backshop. 
Hosten describes him as “a real 
expert with metal and a first-class 
mechanic, too.” 

Zibert’s ability “to do anything 
with a piece of metal” has con- 
tributed to another interesting 
facet of the Hosten service op- 
eration—reconditioning antique 
cars. 


A recent afternoon found a 1932 
Lincoln, a 1934 and a 1937 Mercedes 
and a 1936 Packard in the back- 
shop. Hosten said he sometimes has 
as many as two dozen of the old 
timers on the premises before an 
antique-car show. 

* of * 


HEN Hosten sells a new Mer- 

cedes, he doesn’t undercoat the 
chassis; he oilcoats it, He explained 
that this is a familiar process on 
luxury cars in Europe and said he 
has ordered special oilcoating 
equipment from Germany. 


The treatment costs $6 and 
should be repeated every three 
months. 

Hosten’s shop is open from 8 
a.m, to 9 p.m, Monday through 
Friday and until noon on Satur- 
day. He said the evening hours 
are devoted pretty much to fleet 
units and he noted that he never 
has lost the service business on 
any fleet contract he has sold. 

Hosten entered the auto business 
in 1946 as manager of a Stude- 
baker-Packard dealership in De- 
troit, He became an S-P dealer in 
1953 and moved to his present 
quarters in 1956. He’s also a dis- 
tributor for Globe batteries and 
Dunlop tires. 


Monthly new-car volume consists 
of four to six Mercedes and about 
25 Studebakers. He’d like more 
Mercedes units, but they’re in short 
supply. 


12 Join Minn. ADA 


ST. PAUL.—Twelve new dealer- 
ships in the state have been signed 
up as members of the Minnesota 
Automobile Dealers Assn. They are 
O. K, Equipment Co. (Pontiac), 
Crookston; Miller-Bernstrom Motor 
Co. (Chevrolet-Buick), Hallock; 
Brady Oldsmobile, St. Paul; Wood 
City Motors (Buick-Pontiac), Clo- 
quet; Wondra Brothers Garage 
(DeSoto-Plymouth), Montgomery; 
E & I. Motor Co. (Ford), Montgom- 
ery; Reaume-Pontiac, Buick, Le 
Sueur; Rasmussen Implement Co. 
(Studebaker-Packard), Le Sueur; 
Hagstrom Chevrolet Co., Upsala; 
Fergus Oil Co., Inc. (Pontiac), 
Fergus Falls; Olofson Volvo Mo- 
tors, St. Paul, and Bemidji Imple- 
ment Co. (Rambler), Bemidji. 
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CUSTOMER LABOR 


INCLUDING SALES 
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Dealer Parts Sales Climb: 
Customer Labor Steady 


7 average car and truck dealer 
did a volume of $112,300 in parts, 
$13,900 in accessories and had cus- 
tomer labor sales of $87,200 during 
the past year, an Automotive News 
survey disclosed. 

This compares with a volume 
of $94,655 in parts, $21,992 in ac- 
cessories and $88,531 in customer 
labor sales two years ago when 


Toledo Jobber 
Puts On Own 
Equipment Show 


LEDO.—Jim Shrader Tire & 

Oil Co., recently put on a “man- 
bites-dog” act for auto dealers and 
service shops in his area. 

While it is customary for an 
equipment jobber to attend trade 
shows to keep abreast of what is 
new in automotive shop equip- 
ment, it is highly unusual for a 
jobber to put on a show of his 
own for his customers and pros- 
pects. 

From an embryonic start last 
winter until a hot, humid and wet 

June 4 and 5 when the Shrader 
Equip-O-Rama was staged, Shrader 
expended untold time and energy 
and approximately $1,500 to put on 
the show. 

And while no effort was made 
to sell during the show, it has been 
paying off handsomely ever since 
the doors closed on the last guest, 
Shrader said. 

If any jobber or equipment man- 
ufacturer ever had any idea there 
isn’t business to be had, or that 


a show of this type would not pay | 4 


off for an equipment jobber, Shrad- 


er’s experience should quickly]; 


squelch any such misgivings. 
+” * * 
ere POXIMATELY $30,000 in 


closed sales were on his books|Jj 


as a direct result of the show, a 
week after the show was over 
Shrader said, and he still had to 
see many prospects who made it 
known they were interested in one 
or more pieces of equipment dis- 
played and demonstrated by rep- 
resentatives of the various firms 
whose equipment was shown. 
Shrader claims he got 100 per- 
= from the tool 


the last survey was made, The 
accessory sales do not include 
those installed at the factory. 


The comparison shows what the 
drop in new-car sales did to deal- 
ers in the past year. Parts sales 
went up because more people drove 
their cars longer; accessory sales| 
went down as motorists econo- 
mized, and customer labor just 
about held its own. 

Dealers reported they bought an 
average of 25 percent of all parts 
and accessories and 21 percent of 
their fast-moving parts from local 
jobbers during the past year, which 





Chart showing dollar volume of 
dealer service by departments is 
on Page 28. 





compares with 24.8 percent of parts 

and accessories and 22.6 percent of 

fast-moving parts two years ago. 
+ + * 


Advantages of Jobber 


vos indicates that when a dealer 

buys approximately one-fourth 
of his parts and accessories from 
his local jobbers, he is giving job- 
bers about one-half the competitive 


parts business he has to place. Fac- | 


tories have tried many means of 
(Continued on Page 28, Col, 3) 


HRYSLER and American Mo- 
tors will launch nationwide 
dealer-service programs this fall at 
new-model time, joining other mak- 
ers in a broad attack on one of the 
industry’s major problems. 

General Motors started its 
Guardian Maintenance program 
several months ago, while Ford 

| and Studebaker-P ackard have 
| been testing their programs on a 
| step-by-step basis for some time. 
| Outside of a few contest pro- 





|into the field this spring, the fac- 
|tories are shying away from any 
“crash” programs since they realize 
that the problem is a long-range 
|}one and one that must be worked 
| out with great care. 

Basis for the Ford program was 
|laid in a study of automobile re- 
| tailing made by the marketing re- 
| search office. This study revealed 
| that 48 percent of the buyer dis- 
satisfaction with dealers was due 
| to poor service and another 9 per- 
|cent was due to trouble with the 
car. This adds up to 57 percent of 
the dissatisfaction with dealers 
being due to service problems. 

* cs ~ 


Wits these figures and their 
own information from the field, 
Ford officials decided to approach 
| their national service promotion on 
a step-by-step basis, trying out 
each phase on a group of dealers 


Shop ‘Assembly’ 
Pioneered on VWs 


ETROIT.—A Volkswagen dealer 

is showing the trade the way 
in the matter of immediate serv- 
ice. 

Shop efficiency and profits have 
soared at Seaway Motors, on De- 
troit’s west side, since installation 
two months ago of a new “Inspect- 
o-Line” system. 

Inspect-o-Line, conceived by 
VW dealers in Germany, is a 
moving service assembly line. 
Special dollies move VW cars and 
station wagons through six hoist 
stations at which 32 separate op- 
erations are performed. 

Every vehicle receives a road 
test at the end of the line. Special 
installations, such as muffler jobs, 
often resytt from the thorough 
Inspect-o-Line attention. 

oJ . 7 
GTAniaey G, BOYNTON, general 
manager of Seaway, reported 





that the line has operated at a 30- 
(Coptineed on Page 36, Col. 3) 


Inspect-o-Line Hums for Volkswagen Shop— 


Answer to dealerships’ lack of immediate-service volume may lie in new Inspect-o-Line at Seaway Motors (Volkswagen), Detroit. 


grams that have been introduced | 





All Makers Map Drives 
To Build Dealer Service 


before launching an all-dealer pro- | 


gram, 


Studebaker-Packard is doing a} 


similar job in its approach to the | been 


problem on a national and long- | 
range basis. 

The Studebaker-Packard pro- 
gram is very comprehensive and 
provides for individual attention 


department by the factory repre- 
sentative responsible for service 
business in the area. 

Dealership analysis will be made 


Backshop 











by these representatives who are 
now undergoing the most complete 
training program that has ever 
instituted by Studebaker- 
Packard. 


* * * 


| Each Dealer Graded 


7X THE S-P program, they are 
to be given each dealer’s service | 
| such as service department appear- 


grading each dealer on items 


ance, departmentalized services, 
tools and equipment, parts depart- 
(Continued on Page 49, Col. 1) 


.. by Jack Weed 


Strong Service Manager 


Called Backbone of Deal 


BRAHAM LINCOLN once said, 

“Public relations are every- 
thing. Without good public rela- 
tions, nothing can succeed. With 
them, nothing can fail.” 

It is becoming well known now 
that most of the bad public rela- 
tions that dealers have incurred 
stem from the service department, 
and thousands of dealers are en- 
deavoring to eliminate the causes. 

Someone else said: “Don’t open 
a fashionable restaurant without 
a good chef, and don’t try to run 
a profitable dealership without a 
good service manager.” 

It is the thinking of many field 
men that the service manager, if 
he is not strong and capable, re- 
flects the attitude of the dealer, or 
the attitude he thinks the dealer 
wishes him to reflect. 

The service manager should not 
forget that his boss is the cus- 
tomer, not the man he works for. 

If the service manager and his 
crew are courteous and efficient, if 
they fix the customer’s car right 
the first time and charge him 
reasonably, that service manager 
will build up a following, increase 
his shop profits and solidify his job. 

“* . * 


Good Men in Demand 


(oe service managers are rel- 
atively few these days, accord- 
ing to dealers and service experts. 

A manager who has a record of 





firms he asked to | Special dollies move any VW vehicle through six inspection and maintenance stations, at which 32 operations are performed. 
(Continued on Page 34, Col. 1) 


Road test winds up procedure, which costs owner $10. Seaway has enjoyed capacity business on Inspect-o-Line. 











building and holding a clientele of 
steady customers is always in de 
mand. 


Successful dealers know that 
steady service customers are the 
ones who pay most of the fixed 
overhead of the business and are 
the backbone of new and used- 
vehicle sales. 

Service managers who can de- 
velop and hold customers don’t 
have to worry about whether 
their employers appreciate or like 
them. They have a rare commod- 
ity to sell—the tact that makes 
and hold customers and the abil- 
ity to select and manage men. 


Unfortunately, the places where 
an ambitious serviceman can learn 
to be more efficient and a better 
manager are even scarcer than 
good service managers. 


This is a sad commentary on the 
greatest industry in the country. 
- * * 


School Attendance Poor 


preaoraes every factory 
with training courses has one J 
for service managers, but the fac- 
tories claim they have difficulty 
filling the classes, They think this | 
is due to the dealer’s reluctance to 
give up his service Manager even 
for the time it would take for him 
to attend the school. 

It seems evident that those in 
charge of the schools have failed 
to sell dealers on the advantages 
they can expect if their service 
managers attend the courses. 

Or perhaps many dealers don’t 
realize that their service man- 
ager needs instruction on how to 
run his department more effi- 
ciently, Others may be reluctant 
to send their service manager to 
the school because they fear that 
if he becomes a better manager, 
they will have to pay him more 
money to keep him. 


Perhaps they are not fully sold 
on the proposition that the “food 
is cooked and served under the di- 
rection of the chef” and as the man 
said, the reputation of the dealer- 
ship depends more on how the 
boys in the service department han- 
dle the customers than on how they 


are treated in the showroom. 
Oo oe ” 


. | How Top Dealers Do It 


A BUICK dealer in the Detroit 
area, known nationally for his 
tremendous customer following, has 
the best service manager he cal 
hire, and this dealer spends more 
time on the service floor greeting 
(Continued on Page 34, Col, 1) 
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Promptness Made 


Into a Specialty 


10-Minute Lag Irks 
Dealer of 32 Years 


Eprror’s Note: To many in the 


industry, the idea of an auto | 
dealer setting up for quick serv- | 


ice is new. Below is the first- 


person story of Dealer Will G. | 


Price, jr., Wichita Ford dealer, 
who has been working on this 
program for 82 years. 


* + 7 
I WISH I could give you a suc- 
cess story showing how setting 
up a “fast service” department rev- 
olutionized our service department 
overnight. Unfortunately, I can’t. 

Our labor sales records just 
don’t go back that far and our 
memory has grown hazy during 
the past 32 years since we first 
set up what we call our “quick 
service” department. 

In fact, we are so accustomed to 
operating with one, I thought all 
dealers did, until I started check- 
ing after getting your letter. Per- 
haps Our experience will be of in- 
terest for its duration rather than 
its novelty. 

Back in 1927 when Ford discon- 
tinued the Model T and closed for 
an indefinite period to retool for 
the Model A, we knew we would 
have to live off of our service de- 
partment for several months, Our 
service entrance and reception area 
was on the first floor—our repair 
department on the second floor and 
the two were connected only by an 
elevator. 


As a part of our intensified serv-| 


ice operation we made available a 
few stalls and mechanics to do 
“quick service.” We proved even in 
those days that vehicle service was 
More profitable than vehicle sales 
by making more money the last 
six months of 1927 with no new 
cars to sell than we had ever made 
in any previous six-month period. 
I might add that we have con- 
sistently exceeded 100 percent serv- 
ice absorption for the past 32 years. 
* - . 
EN we rebuilt after a fire in 
1947, we. moved most of our 
fepair shop to the first floor. Con- 
Sequently, the “quick service” de- 
partment is not as separate as it 
Once was—but is just as important. 
At present it is divided into 
two sections. One is composed of 
our five lube racks where we 
Perform lubrications plus brake 
adjustments, shock absorber and 
muffler replacements and those 
other services performed by 
(Continued on Page 37, Col. 1) 





16 States Now Regulate 


Sales of Brake Fluid 


WASHINGTON.—Enactment of 
legislation by New York, Florida 
and Maine brings to 16 the num- 
ber of states which regulate the 
quality of brake fluid being sold, 
according to the AAA. 

The other states are Arkansas, 
ornia, Georgia, Minnesota, 
ssippi, New Jersey, North 

and South Carolina, Oklahoma, 
Sylvania, Tennessee, Texas 


and Virginia. 
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Two Ideal Designs 
For Dealerships 


Here are dealer building layouts recommended by 
Ford (above) and Chrysler Corp. (below). Both plans 
feature “quick service" stalls. 
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Immediate Service 
Boosts Volume, 
Keeps Customers 


HE installation of an immediate 
service section in the average 


| franchised automobile dealer’s shop 


seems to be one efficient method of 


| solving at least three problems that 


seem totally unrelated at first 
glance, 

These problems, which seem to 
be bothering dealers in many 
areas, are: 1. How to take care 
of more service customers in the 
same amount of shop space and 
with approximately the same 
help. 2, How to increase the profit 
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Dealers Push ing Shop Expansions 


MAY dealers are planning to,an entrance and should provide 


erect new buildings or increase | means of easy egress. 


their service facilities this year, it 
is noted in reports from the field 


and in a recent dealer survey made | 


by Automotive News. 

One out of three dealers reply- 
ing to the survey claimed they 
were going to expand their serv- 
ice departments in the next year. 

Many dealers now faced with 
strenuous competition from the 
filling stations and independent 
shops in their area are planning 
“immediate” service areas where 
the customer who is in a hurry and 
cannot leave his car can come in 
and expect to have his minor ad- 
justment or repair made while he 
waits. 

These dealers, admitting that in 
many cases the corner filling sta- 
tion has one advantage in the con- 
venience of location, realize that to 
compete successfully they must 
also offer the quick service feature 
that draws many customers to the 
competing shops. 

* * * 

[peALane who have exposed 

themselves to this type of serv- 
ice are finding that it pays and 
that it holds customers for all of 
their work where in the past much 
of the brake, muffler and minor 
electrical work was getting away 
from them. 

These dealers have adjusted their 
thinking to what will please and 
satisfy the customer. 

As one dealer so aptly put it, 

“Car and truck owners rarely 
come to a dealer until they are 
in distress.” Unless the needed 
service is such that they feel that 
it takes an experienced mechanic 
in their make of vehicle, many 
owners will go to a convenient 
shop where it will take but a few 
minutes to get the work done. 

For this reason, the immediate 
service department should be near 


Service New Products 


Page 32 








Due to the greater overall length 
of many cars, building experts are 
now suggesting buildings 70 feet 
wide on the outside and not under 
68 feet on the inside. Such a build- 
ing allows a 22-foot center aisle 
with ability to park at a 90 degree 


‘People Business’ 
Brings $1 Million 
In ROs for Year 


By William Carroll 
Staff Correspondent 

OS ANGELES.—“We’'re really in 
the ‘people business’ and it 
doesn’t make much difference what 
the car or service because you’re 
dealing with people” says Al Miller, 
general parts and service manager 
of Harger-Haldeman, major Los 

Angeles Chrysler line deal. 


“They are buying a benefit 
more than they’re buying a prod- 
uct.” 

Al’s service shop, located in the 
upper three floors of a four-story 
downtown Los Angeles building, is 
the back-stop of a major operation 
handling Chrysler, Imperial, Simca, 
Dodge, Renault and Plymouth. 

A separate sales and service 
branch in South Gate does about 
20 percent of the deal’s overall 
service. Total of both is close to 
$80,000 a month in service and 
parts. They wrote over $1 million 
worth of repair orders in 1958— 
none of which was internal. 

t * * 

Gera business, to keep 91 

employes busy, revolves around 
some 250,000 pieces of direct mail 
every year. In addition, a special 
list (8,000) of regular customers 
receive hand addressed fliers giv- 
ing them advance notice of service 
specials, 

There are three service promo- 
tions a year. From January to 
April, it’s “Know Your Los An- 
geles,” with display of civic mate- 
rials of interest to customers. This 

(Continued on Page 40, Col. 3) 


angle and leave 3% feet between 
cars. 
* - * 
ORK stalls should have 340 
square feet of floor space and 
customer reception areas at least 
374 square feet. 

When buildings are of the recom- 
mended minimum width of 66 feet 
outside and 62 feet inside with a 
16-foot center aisle, cars can be put 
in at 90 degrees to the aisle. If the 
customer is allowed to “spot” his 
own car in the work stall, it is rec- 
ommended that the cars be parked 
at 60-degree angle to the aisle, This 
is particularly true in the customer 
reception area. 

The floor area in work stalls in 
this minimum-sized building 


These dimensions allow for a 3%- 
foot aisle between work stalls and a 
(Continued on Page 62, Col. 1) 





from the service shop and at the 
same time keep customers from 
going to the independent garage 
or filling station. 3, How to keep 
present mechanics and attract 
more good men without raising 
the flat rate. 

A number of dealers in various 
parts of the country seem to have 
found at least part of the answer 
to all three questions in the devel- 
opment of a department that is 
devoted to immediate service, tak- 
ing care of the customer who does 
not want to leave his car and can’t 
spend a lot of time waiting for 
some small but necessary job. 

* * * 


fb treger departments are set up 
to take only the jobs that take 
less than 30 minutes to do. These 
jobs normally do not show a profit 
but must be handled properly in 
order to retain the owners’ service 
business and good will. 

In fact, one small-town Ohio 
dealer with such a department said 
that because of this department he 
sells a lot of the doctors in the 
town who need such service and 
who might not have bought the 
dealer’s make of car unless he was 
able to give them this spot service. 

The immediate service depart- 
ment can almost centralize nearly 
half of the one-item service or- 

ders that the average dealer must 
take care of like lubrication, oil 
changes, brake adjustments, 
headlight and fan-belt replace- 
ments, installing new wipers and 
even a “short tuneup” in one de- 
partment. 

This practically eliminates the 
waste of line mechanics’ time that 
is lost when he has to wait while 
one job is taken out of his stall 
and another is brought in. 

* * 
Y GIVING the men in the im- 
mediate service department a 
stock of parts that they will nor- 
mally need in a day’s work and 
having them replenish this stock 
daily also eliminates much of these 

mechanics’ lost time, 

Thus the department increases 
the number of customers that can 
be taken care of and increases the 
mechanics’ take-home pay by elim- 
inating much of the waste time and 
allowing them to put in more pro- 
ductive time. 

It also increases the productiv- 
ity of the shop by eliminating 
much of this waste time, it acts 
as a customer good will builder 
because it does not hold the cus- 
tomer’s car for short jobs and 
it gives the dealer an opportunity 
to compete on a convenience 
basis with the filling station and 
the independent. 

Dealers handle the setting up of 
a fast service department in vari- 
ous ways. Some just block off a 
certain number of stalls convenient 
to the entrance, others set aside a 


separate area, if they have the 
(Continued on Page 52, Col. 1) 


Designed for Good Reception— 


Four service writers at Harger-Haldeman are centered between two lanes where 
four cars can park. In addition, another six cars can line up in the entrance driveway. 
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Three Convicted 
Of Tax Evasion 


CHICAGO.—Three men who op- 
erated an auto sales business in 
suburban Evanston after World 
War II have been convicted of 
evading $13,341 in income taxes in 
1948. 

Found guilty by a U.S. District 
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DOLLAR VOLUME OF DEALER SERVICE 
BY DEPARTMENTS, 1959 vs. 1957 


Court jury were Leonard M. Ber- 
nard and James B, Jackson, both 
of Omaha, and Bernard’s brother, 
Charles, now of Miami. 

They were charged with failing 
to report $35,108 in profits while 
operating an auto business which 
they sold in 1952, The prosecution 
contended that the profit resulted 
from transactions involving scarce 
autos in the early postwar Period. 








NIGHT SHOWCASE; Turn your used car lot into a brilliant, impressive 


outdoor display room with Childers Carports. 


Childers Carports frame 


your cars in an exciting night picture that attracts more customers and 


increases your sales. 


And because they concentrate lighting on your cars, 


Childers Carports can cut your electricity costs 50%, and more! Turn to 
Page 81, learn how Childers Carports can sell more cars for you. 








WHEN WILL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 


| SERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


F actory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecisone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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AUTOMOTIVE NEWS DEALER SURVEY 





11.9% 12.7% 


LUBRICATION MINOR MOTOR 


AND OIL 


15.6% 14.8% 


MAJOR MOTOR 


Accessories Down, Survey Shows... 


BUMP AND 
PAINT 


9.3% 9.5% 


WHEEL ALIGN- 
MENT AND 
BALANCING 


Parts Sales Rise; Labor Steady 


(Continued from Page 26) 


changing this jobber buying but, to 
no avail. 

The factories have tried to do 
it by lowering the base price and 
it resulted only in the suppliers 
meeting the prices and discounts. 
Dealers have warded off any at- 
tempt to make them do all their 
parts replacement buying on the 
monthly order forms because they 
cannot anticipate their needs that 
far in advance. 

And in a year when the dealers 
must watch their investments they 
find it more satisfactory to call the 
jobber for needed parts, have them 
delivered and not have to pay for 
them for 30 days. Thus annual pur- 
chases from jobbers average about 
$30,000 per dealer. 

Eighty-six percent of the dealers 
replying to this year’s survey have 
a full-time service manager and a 





full-time parts manager, They av- 
erage 8.6 technicians per shop. 
* * +o 


33 Pct. Eye Expansion 


yas average dealer reporting 
writes 488 repair orders a month 
and does about 18 percent of his 
service work on trucks. Fifty per- 
cent are servicing truck fleets with 
an average of six vehicles in each 
fleet. 

Indicating that the average 
franchised dealer is becoming 
well aware of the importance of 
providing good service to his 
new-car owners, 33 percent said 
they are planning either to ex- 
pand their service facilities or 
construct new buildings during 
the coming year. Twenty-eight 
said they intend to expand their 
parts departments as well. 

On a dollar-volume basis, the 





breakdown of service operations 
shows little change from the sur- 
vey taken two years ago. 

In the current survey, the an- 
swering dealers were getting 11.9 
percent of their service volume 
from lubrication and oil sales while 
two years ago they got 12.7 percent. 
Today, minor motor work accounts 
for 23 percent, compared with 21.9 
percent two years ago. 

Major motor work now is run- 
ning 15.6 percent compared with 
14.8 percent, and brake work runs 
11.6 percent, up from an even 11 
percent formerly. Bump and paint 
work still is the second largest 
volume service operation, with 17.2 
percent as against 19.1 percent two 
years ago. 

*« ok * 


72 Pct. Have Bump Shops 


a alignment and balancing 
currently represent 9.3 percent 
of service volume, compared with 
95 percent in the last survey. 
Other services such as wash and 
polish, undercoating, antifreeze, 
etc., now account for 11.4 percent 
of service volume, compared with 
12.5 percent two years ago. 

Approximately 48 percent of the 
dealers queried have wreckers, and 
30 percent finance tool purchases 
for their mechanics. 

About 72 percent of all dealers 
have bump and paint shops and do 
an average of 56 jobs per month. 
Twenty-six of these jobs run over 
$50. 

These dealers do approximately 
20 complete brake relines a 

month, and buy 40 percent of 





their lining or relined shoes from 
their jobber. 

The average dealer does about 
185 lubrication jobs and 161 oil 
changes per month. A total of 16.7 
percent of the dealers replying said 
they operate super-service type of 
facilities. They sell about 374 gal- 
lons of antifreeze per year, and 79 
percent of the dealers said they 
average 20 polish and wax jobs 
per month, 

Ninety-eight percent of the deal- 
ers reported they have an auto- 
matic-transmission department and 
do approximately 18 automatic- 
transmission overhauls per month. 

* * * 


Fewer Deals Handle Tires 


IHESE dealers do 52 wheel-align- 

ment and 46 wheel-balancing 
jobs per month. They also do 72 
tuneups per month, 

Some surprising figures were re- 
vealed about dealer tire sales. 
While 44 percent of the dealers cur- 
rently are selling premium tires 
compared with 31 percent two years 
ago, those dealers who sell and 


Chrysler Mulls 
K. C. Shop School 


KANSAS CITY.—Chrysler Corp. 
is considering Kansas City as a site 
for a service training center, ac- 
cording to Clare E, Briggs, Chrys- 
ler division general manager. 
Briggs was here to address a meet- 





ing of dealers from seven states. | 


Chrysler now has training centers 
in Detroit, New York, Chicago, Los 
Angeles and Atlanta. The company 
plans eventually to operate 12 to 
15 centers. Briggs said Chrysler of- 
ficials consider Kansas City a “log- 
ical” location for such a unit. 

General Motors has a service| 
training center at nearby Shawnee, 
Kans, 


Showing Off Equipment— 


Jim Crooker, president, 


remind customers of the benefits offered 


stock tires as part of their busi- 
ness dropped from 66 percent two 
years ago to 59 percent now, 


Those who have separate tire de- 
partments dropped from 17 percent 
two years ago to 14 percent now. 
Dealers who wholesale tires drop- 
ped from 24.5 percent two years 
ago to 15 percent now. 

While the number of dealers who 
push seat-cover sales dropped from 
80 percent to 74 percent, the num- 
ber of sets sold per dealer rose 
from seven per month to eight. 


Seventy-nine percent of the truck 
dealers queried sold outside truck 
mirrors to the tune of six sets a 
month, while 43 percent sold direc- 
tional signals at the rate of six 
sets per month. Sixty-one percent 
sold special inside rear-view mir- 
rors, 

a oe of 


Air-Conditioning Sales Up 


flyers growth in the demand for 
air-conditioning is indicated in 
the survey. While the number of 
dealers who actively promote air- 
conditioning units has dropped 
from 77 percent to 69 percent, the 
average number of units sold has 
increased from 16 a year to 24 per 
dealer. 

Currently 50 percent of the 
dealers are doing the installing in 
their own shops; 8 percent have 
the installation done by another 
local firm, and 42 percent rely on 
factory-installed units. 

Service work done by the sur- 
veyed dealers on other makes of 
cars increased from 22.4 percent 
two years ago to 26 percent cur 
rently. 

The survey indicated that the 
number of dealers entering the 
| leasing business in a limited way 
is growing. Seventeen percent of 
the dealers were leasing cars and 
11 percent were leasing trucks. The 
average dealer had 22 cars on lease 





and nine trucks. 


Beach City Chevrolet Co., Long Beach, Calif., sees in 
Guardian Maintenance the assistance and support needed by dealers to win 
the goodwill and loyalty of customers, and at the same time an opportunity to 
a selling advantage for their service shop and new and used-car departments. 


to them under Guardian Maintenance 


call attention to the dealership's special equipment and services of the month. Speé 


attention is called to the dynamometer shown above. 
equipment is used to test cars before and after service, 


determine what service is needed (very 
service—as a positive quality control. 
ment before delivery to the customer. 


Called the “indoor road,” tht 
Before service—to 
often with the owner present); and 


a 


All new cars are “road tested" on the eq 
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For a beautiful job without “fish eyes” or “craters” 
Clean all finishes with NEW PREP-SOL by Du Pont 


‘New Prep-Sol” Solvent Cleaner removes foreign 


material from all finishes, including the new acryl- 
ic lacquer finishes, such as “Lucite”’. 

When used in accordance with instructions, it 
quickly removes every trace of silicone polishes 
and waxes, dirt and grease, etc., to eliminate mar- 
ring of new paint jobs by “‘fish eyes” and “‘craters”’. 
It prevents foreign material from being sanded 
into the old finish and leaves the surface clean and 
smooth for maximum adhesion of new finishes. 

“FISH EYES” like this are caused by incomplete re- Make cleaning quick, easy and sure by using 


moval of silicone polishes and waxes from the old 


finish. “New Prep-Sol” by Du Pont. 


Du Pont Refinishing Materials 


chemically engineered to do the job better GU POND 


REG. U. 5. Pat. OFF 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 




































In Cleveland... 





By Sanford Markey 
Staff Correspondent 

ee ne normal] stand- 

ards the two signs in the serv- 
ice department of Central Chevrolet 
aren't the eye-startling, sockeroo 
and bombastic slogans all too fa- 
miliar in automotive dealerships. 

Their messages, simple, direct 
and meaning the very words they 
say tell customers: 

“If you have a complaint that 
is not handled to your satisfac- 
tion, please see me personally.— 
Hugh Gibson, President.” 

“We invite you to ask what your 
gervice work will cost before we 
begin the work.” 

Translated in the hard cold cash 
of profit and loss, these signs, in 
the 10 months since Gibson was 
installed as president, have meant 
a sharp increase to approximately 
$6,000 a month in body work and 
about $20,000 monthly customer 
labor in the other service depart- 
ments. 

« * & 
AT’S more, these are starting 
figures for even bolder and 
more aggressive goals “we intend 
to reach as soon as we can through 
our policy of complete customer 
service,” Gibson said. 

“We are building towards a 
$10,000 monthly body work pro- 
gram, and we propose to step up 
our monthly customer labor serv- 
ice by one third, This will also 
mean the adding of an additional 
five mechanics to our staff.” 

It's not only service and good 
customer relationship that is pay- 
ing off for Central Chevrolet. 

Smart promotion, realization of 
opportunities to serve and the 
ability to capitalize on “good opera- 
tions installed by other dealerships” 
mean the dealership at 7001 Euclid 
Ave. is in for even bigger, better 
months ahead. 
ok *« + 
R example, there not being a 
major Buick or Oldsmobile 
dealership near or in downtown 
Cleveland, Gibson is also seeking 
the service work for both higher- 
priced General Motors makes, 

Formerly associated with Birkett 
Williams, an outstanding Ford 
dealership in Greater Cleveland 
well known for its parts, service 
and customer relationship, Gibson 
Teadily admits that the “good 





| Japanese Visitors 


Tour Ford Deal 


BUFFALO.—At the request of 
the International Cooperation Ad- 
ministration, Kenmore Motor Co. 
(Ford) opened its doors to a group 
of 12 Japanese automotive men who 
are in this country to study produc- 
tion and servicing methods. 

Since Japan has a shortage of 
auto mechanics, the group is seek- 
ing to learn methods to step up 
the efficiency of its limited number 
of mechanics, as well as to learn 
Methods of training new ones. 

Bernard C. Reuter, head of Ken- 
More, reported the Japanese visi- 

were especially interested in 
the state system of vehicle inspec- 
and posed many questions 


j 
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Service Leader Aims 
At Further Growth 


points I learned are being incor- 
porated into my activities. 


“Although service is a cardinal 


point of our operation, we know 
it also means new-car sales, First 
of all, we keep our customers 
who know our service record. 
Secondly, if the price spread is 
not too great between our new- 
car bid and that of our closest 
competitor, we will realize the 
sale because of our record, 
“And our service record is good. 
A customer comes 
other dealerships—go through the 
usual routine of writeup, etc. How- 
ever, we do give a greater degree 


of personal attention, and even I} 


make it a point to be on the floor 


both in the morning and late after- | 


noon at the peak hour of customer 
traffic so that the dealership-cus- 
tomer relationship remains high. 

« * ed 


“We. TRY to road test every car 
that needs road testing. In 
fact, our mechanics must go to the 
lot to pick up the car and then 


drive it out when the job is com-| 


pleted. 

“Finally, we attach to each com- 
pleted job a ‘Good Dealers Give 
Good Service’ card which the cus- 
tomer mails back to us. 


“The card is a series of ‘yes’ | 


and ‘no’ questions designed to 
provide information as to the 
results of the service work done. 
If the card shows a dissatisfied 
customer, I will call in an effort 
to adjust the problem,” main- 
tained Gibson. 

A further followup is a 9,000- 
customer mailing list offering vari- 
ous service specials periodically 
offered by Gibson. 

The dealership, with 30,000 feet 
under its roof and only 5,000 for 
showroom space, has a spacious, 
well-equipped area for its mechan- 
ics. Individual hoists, and an un- 
usual well-aired, well-lighted work 
area that provides plenty of space 
are other features in the service 
department. A new spray booth is 


being built. 
A SERVICE absorption figure, 
ranging as high as 89 percent 
during some months, is additional 
evidence of the coordination that 
exists in the dealership. Mechanics, 
although nonunion, are paid 
slightly above scale. 

There is a fine degree of com- 
radeship between employes, de- 
clared Gibson, who pointed out that 
often salesmen, who may not be 
busy, will drive cars over to the 
wash rack which is not part of the 
dealership operation. 

The close relationship between 
mechanics, new and used-car per- 
sonnel is one of the contributing 
factors to the spectacular growth 
of the dealership’s business that 
saw last month’s new-car sales 
soar to 125. “I feel now that we 
are really clicking,” is the way 
Gibson puts it. 

He is also strong on the “per- 
petual parts control inventory that 
means a 2% month turn in our 
inventory. This way there is less 

chance for obsolescence and per- 
mits us to maintain an accurate, 
up-to-date stock, Our parts inven- 
tory ranges from $36,000 to $41,000, 
and it is growing.” 


* * 





about the program. 


® Winterburn, Seated: Zola Carper; H. 





Walker Mechanics Win Certificates— 


All 19 mechanics. of Walker Bros. (Rambler), Los Angeles, have become members of 
American Motors Society of Automotive Technicians, an organization of those 
: can pass a rigid service examination. 
"em left, standing, scored 99 percent on the test. Standing, from left, are R. L. 
imsen, AMC Western division parts and service manager; C. Morrow; T. Malcor; 
a; H. Safian; D. Norris;.C. O'Brien, Los Angeles zone parts and service manager; 
McCooey, zone parts and service representative; F. Tanaka; C. Rubina; R. Dill and 


One of the men, George Tanaka, fourth 


Kadoi; S. Reddick; D. Didriksen; M. V. 


: s; E.. K. Walker, dealership partner; Joe Allison; E. J. Walker and M. Sutton. 
Present were Alex Lavk and William Greene. 


in, we—like | 
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..and it’s yours for the asking! 


time, labor and money. Free copies are yours for the asking . . 





a catalog 
that will save you time and money! 


. . . @ colorful, plastic-hound bin catalog that illustrates and describes in detail Borroughs’ complete line of 
automotive bins, including small parts bins, large and bulky parts bins, and tire racks. Every page is 
informative, with facts that every automotive dealer should always have on hand. Whether you need a 
single bin, a revamped installation or a completely new set-up, Borroughs’ bin catalog will save you 


. write the Borroughs Manufacturing 


Co. of Kalamazoo or your nearest Borroughs distributor. If he’s in your town, just give him a ring. 


These Borroughs warehouse distributors are at your service... 


ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DENVER: 
DETROIT: 
FARGO: 

FORT WORTH: 


HOUSTON: 


Borroughs “delivers the goods” from survey to installation 





Complete survey service 


Universal Equipment Co. 
2420 Oakville St. 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. 


20 East North St. 


Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond St. 


Automotive Bin Service Co., Inc. 


8905 Lake Ave. 


W. W. Cannon Co. 
9739 Denton Dr. 


Sporkman-Barker Co. 
421 Santa Fe Dr. 


Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 


Adams, Inc. 
6 North 13th St. 


W. W. Cannon Co. 
P. O. Box 464 


W. W. Cannon Co. 
1901 Winter St. 


INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 


PHILADELPHIA: 


FREE floor plan service 


Automotive Bin Service Co., Inc. PORTLAND, Ore.: 
54 West 30th St. 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 


Siggins Co. 
706 Broadway 


ST. LOUIS: 
ST. PAUL: 
Green-Penny Co. 


4180 E. Noakes St. 
Automotive Bin Service Co., Inc. 


SEATTLE: 


204 Builders Bldg. SEATTLE: 
Metal Products Co. 

359 Madison Ave. STERLING, ILL.: 
Felix F. Loeb, Inc. 

864 E. Birch Ave. TACOMA: 
Edco Metals Inc. 

73 S. Wren St. TOLEDO: 
Borroughs Mfg. Corp. 

121 Varick St. WATERTOWN: 
Williom A. Gore Co. 

1834 Adeline St. CANADA: 
W. W. Cannon Co. 

P. O. Box 7317 HAWAI: 
Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co. PUERTO RICO: 
780 S. 52nd St. 


Prompt delivery service 


The Brower Co. 
1633 N. W. 21st Ave. 


Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Worehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 


Felix F. Loeb, Inc. 
1708 Avenue F 


Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Louis A. Alexander Co. 

264 N. Beacon St. 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 


Hunters’ Office & Industrial 
Equioment Company 

538 Reed Lane, Honolulu 
Automotive Specialties, inc. 

252 Ponce de Leon Ave., Hato Rey 


Efficient installation service 





BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. alnp.. KALAMAZOO, MICHIGAN 














CARBURETOR TESTER—A bench type 
instrument for testing the operation of 
carburetor needie-and-seat valves has 
been introduced by Paser Mfg. Co., 537 
Turk St., San Francisco 2, Calif. The unit 
is. said to be the industry's only shop size 
tester for checking carburetor valves. The 
tester is completely self-contained, stands 
4% inches high and weighs 12 ounces. 
Though recommended for bench work, it is 
small and compact enough to be used 
in the hand. Using the tester, a positive 
test of a valve takes less than a minute, 
according to the manufacturer. Ball and 
check valves used in the accelerator pumps 
of carburetors also can be checked on the 
tester. 





PORTABLE CRANE—A portable hydro- 
lift crane, designed for ease of handling 
heavy equipment in shop, showroom and 
outdoor use, has been introduced by Star 
Machine & Tool Co., 227 Sixth St., Min- 
neapolis, Minn. The “Little Oscar" is con- 
structed with a full half-ton capacity and 
a lifting range from 16 inches to more 
than 10 feet, and is mounted on two 
roller bearing, load-carrying rubber 
wheels and two rubber swivel casters for 
easy steering, it is said. It measures only 
33 inches in width, and the crane boasts 
@ two-position boom and a lift speed of 
10 feet per miavie. a 





DOOR PANELS—Anzick Mfg. Co., 23675 
Mound Rd., Warren, Mich., has announced 
the 1959 folder on its Detroiter door re- 
placement panels. The four-page folder 
iMustrates the trouble-free installation of 
the panels with a series of nine photo- 
graphs detailing the simple steps in the 
replacement of a damaged door with a 
Detroiter door repair panel. Included with 
the folder as an insert ready-punched for 
inclusion in portfolios is a specification 
chart listing replacement panels precision- 
tailored for ali models in all recent years 
including 1959s. 


” 

Universal Radiator Hoses 
Offered by Ford Division 

A line of 15 flexible radiator 
hoses, designed to service 97 per- 
cent of all passenger cars, has been 
introduced by the Ford division, 
Ford Motor Co., Dearborn, Mich. 

Constructed of molded neoprene 





‘| type and size of battery. All battery and 


on a pre-formed coil spring, the 
new hoses are said to offer greater 
protection from oil, grease, dirt and 
engine heat. Each hose is packaged 
in a sleeve-type carton on which 
complete all-make application of 
the entire flexible hose line is 
printed. 





WHEEL TURNTABLE — A flat, circular, 
ball-bearing mounted turntable that can 
be bolted to the forward ends of roll-on 
hoist runways has been announced by 
Globe Hoist Co., E. Mermaid Lane and 
Queen St., Philadelphia 18, Pa. With the 
front wheels of a car resting on these turn- 
tables, a mechanic can swivel the wheels 
to provide better accessibility to lube 
points and fittings and also ‘‘work" the 
lubricant to full penetration. The circular 
turntable plate is mounted on a 134 inch 
square base with the diameter of the 
table extending to the full width of the 
plate. The height of the entire unit is 
only 11/16 inch. The table rests and ro- 
tates on parallel ball races. 





BATTERY STARTER TESTER — The Sun 
model BST-10 is designed for quick, ac- 
curate testing of all six or 12-volt batteries 
and starting system components. Test re- 
sults are shown on easy-to-read scales of | 
4 inch precision meters. A heavy duty | 
carbon pile loading device is said to per- 
mit test loads to be tailored to fit each 


starter system tests are performed on-the- 
vehicle without disturbing any of the ve- 
hicles cables or wiring. Sun Electric Corp., 
Harlem and Avondale, Chicago 31, Ill. 

* * 
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BRAKE SHOE GRINDER—Ammco Tools, 
Inc., 2100 Commonwealth Ave., North 
Chicago, Iil., has announced that an im- 
provement has been added to its model 
2000 “Safe-Arc"’ brake shoe grinder. The 
micrometer barrel is now black oxided 
with silver numerals and index markings 
to make setting easier and quicker, it is 
said. 





OIL FILTER WRENCH—A wrench for re- 
| moving disposable oil filters is offered 
by AC Spark Plug Division, General Motors 
Corp., Flint 2, Mich. The wrench has a 
special spring steel-alloy friction grip that 
develops torque for removing stubborn 
filters without crushing, it is said. The 
short handle is designed to operate in 
close quarters, permitting use of the 
wrench on the most complicated engines. 
The wrench is offered in a package com- 
bination with an oil filter. 
« 





AXLE STAND—A 10-ton axle stand has 
been developed by Walker Mfg. Co., 1201 
Michigan Bivd., Racine, Wis. The Walker 
No. 810, with a capacity of 20,000 pounds, 
is designed for heavy-duty work it is said. 
A support is provided with the 810's 16 
by 16 inch pyramid base and a 5 by 5 
inch lifting cap is said to assure a firm 
grip. The support pin is always in view 
to prevent improper, positioning. 

* 








TRANSMISSION JACK—A portable trans- 
mission-difterential jack has been intro- 
duced by Ideal Mfg. Co., Oskaloosa, Ia. 
Designed to handle any size transmission 
or differential unit, this one-man-operated 
scissor-type “Trans-Jack," is said to have 
a lift capacity of 450 pounds. It has a 
maximum height of 27 inches, accommo- 
dating removal or installation of any stand- 
ard car transmission, it is said. Retracted it 
is only seven inches. Specifications: Length, 
17% inches; width, 18% inches; shipping 
weight, 50 pounds. A standard size ratchet 
or impact wrench is all that is needed 
to raise or lower the scissor-action arms. 
A strong nylon web strap holds transmis- 
sion during removal or replacement. 








SPARK PLUG WIRE—A spark plug wire 
that is recommended for use where high 


engine compartment temperatures crack 
or damage conventional wire has been 
developed by Electric Auto-Lite Co., 
Toledo, O. The Steelduttor wire has a 
special silicone insulation with a glass 
braid. The wire features seven strands of 
low capacitance stainless steel wire, which 
are covered with a high dielectric Sili- 
cone compound. The inner core has glass 
over braid for heat protection and strength, 
it is said. The wire, number 7SH, is avail- 
able in 100 and 1,000-foot spools for auto- 
motive use as well as for applications in 
the marine and truck fields. 

* 


Aeroil Products Introduces 
Washer for Metal Parts 


A 10-gallon, air-agitated metal 
parts washer has been introduced 











by Aeroil Products Co., Inc., 69 
Wesley St., South Hackensack, N. J. | 

The company said the unit has a 
20-gallon reservoir for cleaning ma- 
terials, circulation pump, com- 
pressed-air connection, two dip) 


baskets and a spray nozzle. 
x 


+ * 





MANUAL TIMEWRITER—A system that is 
said to eliminate the old fashioned pencil 
method of recording the labor amount on 
mechanics’ time tickets has been an- 
nounced by Auto-Chek Co., 27039 Terrel, 
Dearborn, Mich. The manual timewriter 
and system are said to reduce payroll 
fraud to a minimum, reduce chance of 
payroll errors, eliminate the need for 
cross checking amounts on the time ticket 
with labor on the repair order, and to 








AIRJACK—A high post for Big Four's 
airjack is said to make easy work of under- 
car operations on lifts. Extra suspension 
above lifts has proved necessary for ade- 
quate lubrication of late model cars, it | 
is claimed. This type of suspension, raising 
the frame and dropping the wheels, gives 
plenty of room for installing tail pipes 
and mufflers. Other new features of the 
airjack: Saddle arms have wider spread 
and longer reach to fit the new cars; 
square saddle pads with corner lugs sol- 
idly grip new bumpers and bumper sup- 
ports, and swivel-caster swings jack easily 9 
into working position. Either the saddle 
arms only or the caster assembly or the 
high post are available as conversion kits 
to fit older model Big Four airjacks now 
in the field. Big Four Industries, Inc., 5938 
Carthage Ct., Cincinnati 12, oO. 








place control of the payroll in the hands 
of management rather than in the hands 
of the mechanics. 





10-TON JACK—The P-F Hydro-Chief 
10-ton jack is now available in the Hydro- 
Chief “Start-A" sets offered by P.F Auto- 
motive Division, H. K. Porter, Inc., Somer- 
ville 43, Mass. The set includes the BU 450 
jack, Speediok tubing, the P-F adjustable 
spoon, and other body repair attachments. 
The set is designed to do work two, three 


or four-ton jacks cannot handle, it is said. 
a ee” 





EXHAUST SYSTEMS—A one-piece floor 


plate and tube guide for use with its 
underfloor carbon monoxide exhaust sys- 
tems has been announced by Car-Mon 
Products, Inc., 1541 W. Devon Ave., Chi- 
cago 26, ill. Called the Econo Unit, it 
consists of a heavy steel floor plate (with 
lid) and bituminous treated tube guide 
which slips into position in either 6 or 
8-inch tiles. Its one-piece design also 
affords 100 percent leakproof safe re- 
moval of carbon monoxide fumes in any 
type of layout, it is claimed. Designed es- 
pecially for training-school rooms, and 
garage service areas, the Econo Unit ac- 
commodates a 3-inch tube to serve all 
car exhaust needs. Installation in pairs 
permits servicing dual tail pipe cars or 
servicing two cars at the same time, it is 
said, 
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RING TOOL—A spring-steel tool, called 
the Ringer, both expands rings to put 
them on the piston and compresses them 
on the piston to put the piston in the 
block. It does both jobs in less than 30 
seconds, it is said. Pulling the handles 
together expands piston rings that have 
been placed over the outside of the tool 
and lets them be slipped off into place 
on the piston. Then the same tool placed 
over the rings on the piston compresses 
them by spring action. It holds its own 
tension on the piston so hands are free 
to work with connecting rods. A gentle 
tap on the top of the piston pushes it 
into the block. Sizes are available to fit 
most pistons. Kool Tool Co., Dept. 4, 
Sioux Falls, S. D. 


ogseecanFs* wae = 





POLISHER—An automatic dispenser for 
liquid polish and cleaner is said to be the § 
major feature of a seven-inch electric cof | 
polisher, model 8186, announced by Skil § 
Corp., 5033 Elston Ave., Chicago 30, Ill. 5 
A press of the thumb on the trigger pump 
forces liquid through a flexible spout onto 
the surface to be polished. The spout, 
9¥2-inches in length, is said to direct the 
fluid away from the bonnet so it will nol 
soak it. Nozzle is made of flexible neo 
prene and reportedly will not scratch the 
car should it brush accidentally agains! 5 
the painted surface, it is claimed. 

* 
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Chemco Says ‘Vanish’ 


Removes Grease Spots 


A compound which reportedly 
draws oil and grease from porous 
surfaces as it cleans has been al 

(Continued on Page 33, Col, 1) 
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(Continued from Page 32) 


nounced by Chemco, Inc., Tulip and 
Auburn Sts., Philadelphia, Pa. 

It is called Vanish. The com- 
pany said it is designed to remove 
the heavy grease and oil drippings 
from driveways and garage floors. 

* +* * 


Air Conditioner Tools 


A set of automotive air condi- 
tioning service tools has been an- 
nounced by Miller Mfg. Co., 17640 
Grand River Ave., Detroit 27, Mich. 
The set is said to include every- 
thing from a 110-volt vacuum pump 
for purging a system to a special 
refrigeration type wrench. 

* a + 


Stick-on Plastic Sunshade 


Marketed for ’59 Autos 


A stick-on tinted plastic strip to 
act as a sunshade on windshields 
and backlights of 1959-model cars 
has been marketed by B, C. McKee, 
McKee-Moog Spring Co., 699 Mon- 
troe Extended, Memphis 3, Tenn. 

The sunshade, called Easi-View, 
is 5% inches deep and is tinted 
blue. 








ALIGNMENT OUTFIT—A new adjustable 
wheel tread alignment outfit has been | 
announced by Weaver Mfg. Co., 2166 S. | 
Ninth St., Springfield, Ill. The W4J-121 | 
“floor level" outfit is said to handle all 
wheel treads from 42% inches to 65 | 
inches . . . permits wheel alignment serv- | 
ice from the small cars to the wide track | 
Pontiac. The weight of the rack is carried 
on ball bearings on the front end and 
aviomatically retract when rack is loaded, | 
it is said. Rack is easily moved by hand, | 
and is equipped with a “Lock” device at 
front end, preventing the runway from 
moving. 








BRAKE BLEEDER—A hydraulic brake and | 
fluid dispenser has been introduced by 
BTM Metal Specialties, 800-808 S. Lafiin 
St., Chicago 7, Ill. This one-man unit is| 
said to bleed and refill all four wheels 
without touching the brake pedal. Brake 
fluid is forced under pressure directly into 
master cylinder and brake fivid lines. A 
universal adaptor is said to fit all 
master cylinders for all cars. The unit is | 
available with quert or gallon container. 
* 








LAMP—The “Foothold" lamp by Vimco, 
Mig. Co., Inc., 107 Brayton, Buffalo 13, 
N. Y. has a permanent magnet in its base, 

Ss onto metallic surfaces with a 100- 
Pound pull, it is claimed. This magnetic 
lamp was especially designed for machine- 

P applications, The strength of its mag- 
net gives it a firm hold, even on the sides 
of vibrating machine housings, it is 
claimed. 

oe 


Lubricating Gun 


A lubricating “gun” for automo- 
Parts, hand tools, locks, hard- 
Ware and: firearms, has been mar- 
by the Joseph Dixon Crucible 


Co., Jersey City, N. J. Called the 
Dixon Jet 4 Graph-Air Gun, it is 
mounted on a three-quarter ounce 
container filled with Dixon Micro- 
fyne lubricating graphite. 

= * * 


Transmission Conditioner 


“Automatic Transmission Condi- 
tioner” is being marketed by 
Micro-Lube Sales, 1523 Dragon St., 
Dallas, Tex. 

* * + 


Identity Emblers Offered 
For Clubs, Civic Groups 


Auto identity emblems for fra- 
ternal, professional and civic or- 
ganizations are available from 
Stadri Products Co., 147-47 Sixth 


| Ave., Whitestone 57, Long Island, 
| New York. 


The full-color metal emblems are 
deeply embossed on a contrasting 
background. The company said 


Chrysler Motors 
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WHEEL ALIGNER—The Visvalette port- 
able wheel aligner has been announced 
by John Bean Division, Food Machinery 
& Chemical Corp., Lansing 4, Mich. De- 
signed for one-stall operation, the unit 
features a pair of targets that are said 
to allow easier reading of the charts. The 
| targets also carry a sales message to pro- 
| mote alignment service. The unit can be 
set up on any level surface the size of 
an average service station stall, it is said. 
It can be moved to the car or stored in 
la space one by 91 feet. 





Norimrust Container 
Normirust now is available in 





Corporation Dealers: 





they may be mounted easily on all|a 25-pound lithographed container 
cars, 


which has a carrying handle and 
a snap-on-removable type of cover, 
according to Norimrust Corp., 228 


W. Sixty-fifth St, New York 23,/ 


N. Y. This bead lubricant igs for 


use on all type truck, bus and|7 


trailer rims, both tube and tube- 
less. 
* * * 


Lubricating Compound 


Sil-Glyde lubricating compound 
with silicone now is being mar- 
keted in a six-ounce aerosol can 
for resale and shop service, accord- 
ing to American Grease Stick Co., 
Muskegon, Mich. 

+ * * 


Degreasing Compound 


Rust Master Chemical Corp., 56 
Creighton St., Cambridge 40, Mass., 
has announced the addition of a 
ready-mixed, quart-size can of 
Degreas-Master, a degreasing com- 
pound with an easy-to-pour spout 
designed to make degreasing jobs 
easier and faster. 

* + OS 


Bell Markets Sealer 


For Automatic Transmission 
An automatic transmission sealer 












FRAME STRAIGHTENER—The ‘Bearcat 
combination frame and body straightener 
for straightening frames and bodies of 
unitized as well as all conventional bod- 
ies, including the small foreign and do- 
mestic cars, has been marketed by Bear 
Mfg. Co., Rock Island, Ill. It features a 
systematic method of locking down ve- 
hicles and applying correct pressure at 
just the right spot without distorting other 
parts of the car, according to the manu- 
| facturer. Hook-ups can be made with the 
| ““Hi-Power Towers" to pull many places at 
| once from various angles and levels. Three 
12-ton hydraulic power units and a 12-ton 
| Flex-O-Power unit provide the power to 
| straighten the bends and kinks. 


| that is said to stop existing leaks 
|and prevent future leaks has been 
marketed. Flare “Liqui-matic” 
| Sealer, using the chemical com- 
(Continued on Page 35, Col, 3) 


YOU PROFIT TIME AND AGAIN 
WITH MOPAR “PRECISION” PARTS 





YOU CUT COSTS: Engineered specifically for Chrysler line cars, MoPar parts 
are easier, faster to install, increase your man-hour return. 


THEY COME BACK: Customers find MoPar replacements assure peak performance 
because they work smoothly with related parts. 


And that’s just part of the story. It pays to deal with 


INVEST IN YOUR FUTURE 


MoPar in many ways. For example, MoPar offers a Dealer 


Balanced Stock Plan and Master Parts Record Control ~ 
System to virtually eliminate losses through obsolescence 
a Physical Inventory and Analysis Pad designed to 
help you quickly determine the true value of your parts 
inventory investment. National advertising and promotion 
programs pre-sell your customers on the benefits of MoPar’s 


built-in quality. 


Take advantage of these “profit producing” services, - 


by calling your MoPar Wholesaler today! 


Mo Pa 


MePar Division, Chrysler Meters 


PARTS & ACCESSORIES 


... BUY 100% MOPAR 






Corporation, Detroit 31, Mich. 


Backshop . 
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e e By Jack Weed 


(Continued from Page 26) 


customers than he does in any 
other part of his business, 

A fellow Buick dealer once asked 
him for advice on improving his 
own operation, and the service 
dealer replied: “Get out of your 
office chair and into the service 
shop, and be as nice to your cus- 
tomers there as you would be to 
guests in your own home.” 

A Ford dealer in Los Angeles 
hired a “greeter” whose main job 
was to stand at the service en- 
trance in the morning and greet 
as many customers as he could 
by name, usher them into a 
writeup stall and call for a serv- 
ice salesman by saying, “Can you 
take care of Mr. Joe Brown right 
now?” 


This was the order writer’s cue 
to get that customer’s file out of 
the cabinet and to be able to ad- 
dress him by name when he step- 
ped up to the car. 

In the afternoon the greeter took 
his station at the cashier’s window 
and made it his job to see that no 
customer left the dealership dis- 
satisfied with what he had been 
charged for the work that had 
been done. 

If the greeter could not explain 
an item that displeased a customer, 
he immediately took the customer 
to the service manager or the deal- 
er and the difficulty was ironed out 
right on the spot. 

* 


* * 


Manager Must ‘Manage’ 


oo service manager should re- 
member that good merchandis- 
ing consists of making a friend and 
a profit at the same time. There is 
little advantage in making new 
friends unless the service depart- 
ment does a good job of taking 
care of old friends, for they are 
the ones who send customers to 
the shop. 

The service manager should tell 
his people what he wants done 
and then see to it that it is done. 
For just as the service manager 
often reflects the atiitude of the 
dealer, the men in the service 
department reflect the attitude of 
the service manager. 

When the service manager has 


Toledo Jobber 


Puts on Own 


Equipment Show 
(Continued from Page 26) 


join with him in his endeavor, 
and most of their men worked 
with Shrader’s men after the 
show calling on the prospects. 

Shrader said 3,500 invitations 
Were sent out and representatives 
of nearly 1,000 service shops and 
franchised dealers attended. He 
added that he expects to stage a 
repeat show next year. 

Among the firms which cooper- 
ated in the show were: 

Alemite division, Stewart-Warner 
Corp.; Barrett Equipment Co.; 
Salsbury Corp.; Globe Hoist Co.; 
Weld-Built Body Co., Inc.; Doyle 
Vacuum Cleaner Co.; Electric Auto- 
Lite Co.; Buffalo Fire Appliances 
Corp.; Wajker Mfg. Co. 

General Electric; Signal-Stat 
Corp.; Murray Corp.; Mac’s Super 
Gloss Co.; Emglo Products division, 
M. Glosser & Sons; Champion 
Pneumatic Machinery Co.; DeVil- 
biss Co.; P. S. Thorsen Co.; Thor 
Power Tool Co. 

m x = 

BY MFG. division, Life Time 

Products Corp.; Smash-Proof 
Co.; John Bean division, Food Ma- 
chinery & Chemical Corp.; Cooper 
Tire & Rubber Co.; Hunter Mfg. 
Co.; Dayton Rubber Co.; Heyer In- 
dustries, Inc.; Wohlert Corp. 

Allen B. Du Mont Laboratories, 
Inc.; Kal-Equip Co.; Malsbary 
Mfg. Co.; Chicago Pneumatic Tool 
Co.; Baldor Electric Co.; Dockson 
Corp.; Ken-Tool Mfg. Co.; Big Four 
Industries, Inc.; Arrow Safety De- 
vice Co.; Shure Mfg. Corp.; Lyon 
Metal Products, Inc.; May Brothers 
Mfg. Co. 


Rambler for Lindsey 
HOUSTON.—Lindsey Rambler 
Co. has opened at 13933 Main. Jim 

Lindsey owns the dealership. 


a man—especially one who contacts 
customers—who doesn’t carry out 
his instructions, that man is giving 
the customer a false impression of 
the attitude of the service man- 
ager and the dealership. 

Experience has proved that the 
average customer forms his opinion 
of the shop and the dealership 
within the first two weeks of own- 
ership of his new vehicle, If the 
service manager wishes to hold 
those owners as regular customers, 
he should pay particular attention 
to them and make certain they are 
taken care of properly and made 
to feel at home, 

And to be certain he is on top 
of his job, the service manager 
should know every day and every 
week what each man in his depart- 
ment is doing. A quick review of 
the ROs will tell him which of his 


men are doing a good job and| 


which are “dogging it.” 
A good service manager 


make it a point either to change 
the attitude of a substandard em- 
ploye or replace him, Good man- 
agers don’t let such situations 
drift, 

A “tight” shop represents quality 
workmanship to the man in the 
street who comes in contact with 
the shop only occasionally, and the 
service manager should strive to 
protect that reputation at all times. 

*” * + 


Utley’s Farewell 


NE of the industry’s oldtime | @s" 
service Managers reaches that/ ge 

age “jump off” point in life when 
he can no longer stay with the 
company he has been identified 
with for more than a decade, 

Roy Utley, service manager for 
DeSoto, has reached his threescore 
and five and unlike your column 
conductor must turn his gavel over 
to a younger man; in this case, 
George Cutler, who will be “top 
dog” of service for the newly or- 
ganized Plymouth-DeSoto division. 

Friends of Roy will gather at the Sands Motor Expands— 
Fort Shelby Hotel in Detroit to-| A new showroom and an expanded service department brings the facilities of 
night (July 20) to break bread | Sands Motor Co. (Chevrolet) in Glendale, Ariz., to 33,000 square feet under roof and 
with the embryonic rocking chair! makes good use of the five-acre property the firm owns. According to Louis Sands, 
| operator and try to condition him | president, the firm has 65 employes, a used-car lot for 100 cars, and showroom and 
for the new boss who will take over | storage facilities for 150 new cars. Twenty-eight stalls for mechanics and partsmen 
for the duration, Mrs. Utley. take up the bulk of the space in the service department. 
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GO GUNNING for that 
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It’s big.. 


and you 


every one of these 
profitable services 
with modern DeVilbiss 


spray equipment 


Enjoy big volume from spot, panel, and over-all 
paint jobs— Build a reputation for quality . . . profit 
from DeVilbiss speed. There’s new specialized 
DeVilbiss equipment to handle all the modern 
materials—take the flared fins and reverse curves of 
late-model cars right in stride. 


it’s broad... 


can handle 


There’s profit in touching up nicks, scratches, and 
thin edges—Fix the little flaws . . . a must for used 
car reconditioning. DeVilbiss touch-up outfit does a 
slick, quick job on detail work and small spots, 
eliminates the need for most masking. 


2 


Don’t overlook underbody coatings—There’s good 
money here . . . if you spray, using DeVilbiss spray 
gun and efficient material pump for fast application, 
trouble-free service. 





ties of 
of and 
Sands, 
ym and 
irtsmen 


Be ed 


Insurance Profits 
For Dealers Held 


Best in Years 


HARTFORD, Conn. — Profits 
equal to 5 or 6 percent of sales are 
not a thing of the past for auto- 
mobile dealers who finance and 
insure their time sales, according 
to Resolute Insurance. 


“Producer-a gents for Resolute 
are enjoying the greatest net earn- 
ings in years,” a spokesman said. 


“They attribute much of their 
current success to the increased 
commissions they earn writing 
physical damage — comprehensive, 
fire, theft and collision—insurance 
on cars sold on time, and writing 
credit life and accident and health 
insurance on their time payment 
customers.” 


Increased automobile sales vol- 
ume, coupled with recent rate in- 
creases granted by many state 
insurance commissions, promise 
even more profitable operation for 
Resolute agents, the spokesman 
said. 
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CRANE—An improved hydraulic mobile 
floor crane has been announced by Mod- 
ern Hydraulics, Inc., 130 W. Grand Lake 
Bivd., West Chicago, Ill. Constructed of 
steel tubing, the crane has an open frame 
feature which permits working area for 
mechanic or jack directly beneath the 
unit's frame, Hand-pump powered, this 
model is said to offer a powerful opera- 
tion featuring a separate hydraulic cyl- 
inder with oil contained in a reservoir in- 
corporated within the frame. Maximum 
capacity, with boom at minimum length 
(52 inches) is 2,000 pounds. The boom 
will extend to 75 inches, bringing it to 
a height of 9 feet 6 inches at the top 
of its arc. Minimum boom height (ex- 


| tended) would bring it to a point six 


inches below ground level. 


Service New Products 


(Continued from Page 33) 


pound, Phenyl 9-octadecenoate, is 
the latest product manufactured by 
Bell Co., Inc., 411 N. Wolcott Ave., 
Chicago, Ill. 

This latest chemical to be incor- 
porated in a transmission sealer is 
a rubber plasticizing compound of 
the organic ester type and is said 
to provide a method of controlling 
the “swell” of rubber transmission 
seals while at the same time in- 
creasing stability and oxidation re- 
sistance when added to transmis- 
sion fluids. ‘ 

ad 


Six-V olt Batteries 


A line of sta-ful batteries tailored 
for cars operating on a six-volt 
system are being marketed by 
Electric Auto-Lite Co., Toledo, O. 
The battery is designed to need 
water but three times a year in 
normal car use, it is said, 

af * * 


Hand Cleaner for Shop 
Introduced by Bendix 


Bendix Deepclene—a hand! 





cleaner for use in the shop—has 
been announced by Service Sales 
Department, Bendix Products Di- 
vision, South Bend, Ind. 

Deepclene is said to contain lano- 
lin, hexachlorophene and other in- 
gredients homogenized into a 
creamy paste form of hand cleaner. 
Deepclene is available in 15 ounze 
and 5 pound containers. 

* * + 


Prestone Car Wash 

A packaging idea, on concen- 
trated “Prestone”’ Car Wash, with 
special appeal for the service dealer 
has been announced by National 
Carbon Co., Division of Union Car- 
bide Corp., 30 E. Forty-second St., 
New York 17, N. Y. “Prestone” Car 
Wash will be packaged in “bulk” 
(12 pounds) in reusable 3%-gallon 


galvanized steel pails. 
ca * * 


Parts Containers 
Two handy containers for six 


assortments of Auto-Lite ignition | 
and service parts are being offered | 





Spray jobs 


mean more 
profit opportunities 


t | appearance-reconditioning business 


Profit from the extras—It pays to be thorough. Clean 
and tint upholstery, renew trunk interiors, dress up 


-all 
ofit 
zed 
lern 
s of 


and 
sed 
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convertible tops, repaint engines to give cars that 
“‘in-top-condition’”’ look inside and out, from bumper 


to bumper. All are spray jobs. 


THE DEVILBISS COMPANY 
Toledo 1, Ohio 


Barrie, Ontario @ London, England ¢ SGo Paulo, Brazil 
Branch Offices in Principal Cities 


Wax cars faster—Offer this popular service at an 
attractive price . . . and clear a nice piece of profit. 


With a DeVilbiss spray waxing outfit, you can 


handle more jobs, easier, in less time. 


Appearance-reconditioning can easily account for at least one-third 
of your service-department volume . . 


. furthermore, it’s high profit 


Service so it pays to keep up-to-date with spray equipment that 
handles all the modern materials and finishes. Call your DeVilbiss 
man today, and get the facts, firsthand, on the industry’s most com- 
plete and up-to-date line of spray-painting equipment. 


FOR BETTER SERVICE, BUY 


aT 
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by Electric Auto-Lite Co., Toledo, 
O. Dealers may obtain any of the 
assortments and the stocking units 
from their regular source of supply 
for Auto-Lite service parts. 

* * * 


Hose Clamps 


Ideal Corp., 435 Liberty Ave., 
Brooklyn 17, N, Y., is offering @ 
Bonus-Pak unit containing an as- 
sortment of 110 Hy-Gear stainless 
steel, worm drive hose clamps, The 
dealer buys 100, gets a free bonus 
of 10 more of the popular sized 
clamps. Packed in a green and 
yellow carton, all 110 hose clamps 
can be sold from, and conveniently 
stored in, the original shipping con- 
tainer. 

* * * 


Chemical Rust Remover 


Ferox, a solution that is said to 
remove rust chemically, has been 
announced by Service Industries, 
2103-07 E. Somerset St., Philadel- 
phia 34, Pa. Recommended for 
chrome car bumpers, Ferox is said 
to foil rust so completely it pro- 
tects bumpers from rerusting with 


| occasional use. 
| * ea ed 


Driving Controls 


Driving controls that enable driv- 
ers without the use of one or both 
legs to operate a car have been 
announced by Elmer L, Bartlett, 
3355 Harvard Rd., Royal Oak, Mich. 
The device, a lever system arranged 
to depress the conventional foot 
controls is made to be used on 
automobiles with either standard 


or automatic transmission. 
* * * 


Lubrication Guide 


The 1959 edition of the Chek- 
Chart Truck Lubrication Guide 
has been announced by Chek-Chart 
Corp., 33 E. Congress Parkway, 
Chicago 5, Ill. The Guide contains 
112 pages of factory-approved truck 
lubrication information offering 
coverage for the period from 1950 
through 1959 on all standard pro- 
duction truck models. 





RADIATOR TESTER-~A pressure cap and 
radiator tester has been announced by 
AC Spark Plug division, General Motors 
Corp., Flint 2, Mich. The tester will check 
automotive cooling systems at pressures 
of from one to 30 pounds, it is said. 
Operated by pump action, the tester uses 
an expansion device that fits inside the 
radiator filler neck instead of on the 
shoulder. A pressure gauge tells whether 
the radiator cap is good or faulty or 
whether there is a leak in the cooling 
system. The tester’s universal adapter, al- 
ready attached to the unit, fits most cars 
and trucks. The small number of trucks 
with a 24-inch filler neck can be tested 
by means of other adapters available 
from AC. 


MIRRORS—The Star-Brite line of avto- 
motive mirrors has been announced by 
Namsco, Inc., Bellwood, Ill. The mirrors 
are available for fender or body mount- 
ing. Each of the five models incorporate 
diecast base and arm with a triple plating 
of copper, nickel and chrome. Ball and 
socket joint features a constant, spring 
Pressure for easy adjustment and. firm 
positioning, it is said. 
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Prestone Matching 
Aluminum’s Pace, 


Researcher Says 


NEW YORK. — The introduction 
of aluminum engines and cooling- 
system parts in American cars 
won't take its antifreeze by sur- 

rise, according to Dr. Clarence E. 

rson, National Carbon Co, re- 
search vice-president. 

“The problem of protecting alu- 
minum against corrosion is not a 
new one for us,” he said. “We've 
been working on it for years on 
some European cars and some pre- 
war and postwar U. S. cars.” 

He added that lab tests show 
that “the inhibitors presently in 
Prestone antifreeze give a very 
high standard of protection against 
corrosion of aluminum.” 

National Carbon research and 
tests indicate there is no need at 
the moment in the antifreeze to 
protect current models with engines 
containing aluminum, Larson said. 

“When new alloys, aluminum or 


other, are introduced into U. S.| 


auto cooling systems, our anti- 
freeze products will provide com- 
plete protection,” he added, 
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It takes a woman longer than 
a man to apply the brakes. Her 
reaction time is 87/100 of a@ sec- 
ond as opposed to a man’s 70/100, 
according to one series of tests. 
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No. 300 Impact Wrench 


Inspect-o-Line a Hit .. . 








VW ‘Assembly’ Debuts 


(Continued from Page 26) 


unit-a-day capacity without fail 
since it opened May 21. Addition 
of 12 inspections Saturday morning 
has wiped out whatever fears Sea- 
way officials had about the installa- 
tion. 

“It cost us approximately $7,500 
to install Inspect-o-Line,”’ Boyton 
said. “We charge an owner $10 for 
a regular check and $12 if he wants 
a tire switch and an oil drainout. 
You can figure for yourself the re- 
turn on our investment. 

“From a time standpoint, it 
formerly was a good mechanic 
who could handle three VW in- 
spections a day. Two was the 
average. Now we run 30 units 
a day with two trained men and 
four apprentices. No unit is in 
the shop longer than 90 minutes, 
and we have been able to abolish 
the requirement that an owner 
get an appointment for a check- 
up.” 

Inspect-o-Line extends 60 feet 


No. 100 Impact Wrench 





Belt Sander 4 


Yack & Decker: tools 


Valve Refacers, Impact Wrenches, Drills, Scruguns®, Belt and 


You can put the latest, most modern tools in your mechanics’ 
hands without tying up a single penny of your capital! No big 
lump sum outlay—you pay for your up-to-date tools just as you 
pay your mechanics—as they produce for you! 

You speed work through your shop . . . reduce your labor 
costs . . . increase customer satisfaction . . . increase your profits 
through modernizing your Service operation with Black & 


Decker tools. 


Call your local automotive distributor. Tell him you’re inter- 
ested in modernizing your Service Department. He’ll show you 
40 cost-cutting, profit-making Black & Decker. tools—each de- 
signed to take on the toughest jobs you can throw at it—including 


without tying up your capital 


Disc Sanders. 


Select the ones you need. Take twelve monthly budgeted 


No. 65 Vacuum Cleaner 


along the six stalls and protrudes 
from the wall 20 feet. The compact 
arrangement has enabled Seaway 
to remodel its service department, 
enlarging parts storage and pro- 
viding more space for the machine 





Cummins Engine Approves 
Two Home-Study Courses 

COLUMBUS, Ind.—Cummins En- 
gine Co, has authorized Interstate 
Training Service, Portland, Ore., to 
provide two home-training courses 
for Cummins diesel mechanics and 
employes and for nonemployes, 

The courses are: “Principles, 
Maintenance and Repair of Cum- 
mins Diesel Engines,” and “Cum- 
mins Engine Unit Rebuilding.” 
Each contains 15 illustrated study 
manuals, Additional information is 
available from Interstate Training 
Service, Portland 12, Ore. 





¢ Standard Holgun 








payments—each much less than the money you'll save with 
Black & Decker tools at work for you. No interest or carrying 
charges, either! Drop us a line and we’ll supply all the details. 
Tue Biack & Decker Mrce. Co., Dept. 6504, Towson 4, Md. 
(In Canada: Brockville, Ontario.) 


LEADING DISTRIBUTORS EVERYWHERE SELL 
BLACK & DECKER QUALITY ELECTRIC TOOLS 
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shop that is a VW dealer’s “must.” 
+* * a 


|= ideal for Inspect-o-Line jg 
50 jobs a day at a 10-minute 


average pace, instead of Seaway’s 
17 minutes. But this would require 
several two-man stations. 

“With Inspect-o-Line contribut- 
ing to our service reputation and 
owner word-of-mouth promotion,” 
Boyton commented, “we fell we're 
ready for anything our Detroit 
friends can dream up.” 

Here is what happens to a Volks- 
wagen on Inspect-o-Line: 

Station 1—Drain engine oil and 
refill. Clean magnetic plugs and oil 
strainer. Check transmission oi] 
level, Lubricate. Check and adjust 
brakes. Check lining. 















Station 2—Clean air cleaner and | 


refill with oil. Clean carburetor, 


Check fan belt tension and adjust, 7 


Remove all wheels. 

Station 3—Clean, adjust and 
check spark plugs. Check points 
and adjust. Check timing. Lubri- 
cate distributor cam, Check shock 
absorbers for leaks. Check brake 
system for leaks. 

Sration 4—Check front wheel 


bearings and adjust. Check steer- 7 


ing box for play and oil level, 
Tighten all body bolts. Check bon- 
net hinge bolts. 


Adjust valves on No. 1 and No, 2 
cylinders. 

Sration 5—Adjust valves on No. 
3 and No. 4 cylinders. Check com- 
pression. Check engine bolts and 
lubricate linkage. Rotate tires. In- 
stall spark plugs. 

Station 6—Tighten electrical con- 
nections, Check clutch. Check bat- 
tery. Tighten terminals. Check 


lights, horn and wipers. Check tire 
pressure. Check toe-in. Check and 
adjust link pins. 

Roap Tést. 






Service Expert 
Airs Views on 


Helping Dealers 






sler regional service manager, has 
a theory about dealers: 

“Fifteen percent of the dealers 
are self-starters, and 40 percent 
can be helped,” Little said, basing 
his observation on more than 25 
years of trying to get the dealer 
to help himself with service and 
management training. 

“The rest? Nobody in the world 
can help them,” Little said. “What 


|we need is round pegs in round 


holes.” 

“Being a square peg in a round 
hole or a round peg in a square 
hole is no asset and no indication 
of a high IQ. It merely indicates 
that you do not have the good 
judgment to go where you fit and 
that some superior doesn’t have 
the gumption to assist you in that 
direction. 

“You can develop all the initia- 
tive you can use, you can progress 
upward, you can achieve more and 
win success in your chosen field 
faster by being a round peg in a 
round hole. 

“That means to fit into your job, 
your contacts and your surround- 


j}ings. It means to get along with 


things, situations and people.” 


Galion Provides 


‘Single Warranty 


GALION, O. Galion Allsteel 
Body Co., has adopted a policy 
which provides for a single war- 
ranty to cover body, hoists and 
chassis of Galion trailer units. 

The company said the policy 
offers the advantage of a single 
source for replacement parts and 


the added convenience of dealing § 
with only one manufacturer for all © 


trailer components. 

According to J. E. Jack, sales 
manager, this is a practica] policy 
for Galion, since it manufactures 
all the components used in most 
trailer applications. 


Brake-Testing Mileage 
By Buick Hits 500,000 


SKOKIE, Ill.—Bill Little, Chry- 


Lubricate door ff 
hinges, striker plates, and locks. § 


- 


ee 


FLINT.—Buick test drivers have | 


chalked up their 500,000th mile of 
brake testing in Los Angeles traf- 
fic, according to Oliver K. Kelley, 
Buick chief engineer. 

This mileage has been accumu 
lated since September, 1956, whem 
Buick set up a permanent brake 
testing station in Los Angeles. 
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After 32 Years of Effort... 
2 


10-Minute Lag Upsets 
Quick-Service Dealer 


(Continued from Page 27) 


semi-skilled filling station attend- | 
ants. 

The other section, located adja- 
cent to both the service aisle and 
parts counter, has seven stalls 
where we do electrical and per- 
formance services which the 
“super” service stations are now 
offering. 

The compensation of the “quick 
service” men for work they find is 
really no problem. Perhaps as a re- 
sult of quick service operation our 
mechanics have all become special- 
ists and are continually finding 
work which some other mechanic 
will perform. This specialization in 
itself helps our men do better and 
faster work by making them com- 
pletely familiar with one part of 
the vehicle. 

However, at times, I think we 
have carried specialization too far. 
For example, our transmission men 
won't replace a clutch on those 
models where the job is performed 
by pulling the engine; on the other 
hand the motor men won’t do the 
job on those models where the 
transmission is removed. 

When the mechanics get out of 
the habit of looking for work for 
the other fellow, we run a little 
drive and give a work shirt for 
each $50 labor they find for some- 
one else or they can get a pair 
of pants for $75. Our “quick serv- 
ice men” can just about keep them- 
selves in work clothes this way. 

= * +. 

Ou quick service men are paid 

on a flat rate just the same as 
our other mechanics. Although 
they have fewer productive hours 
per week, their labor sales, and 
consequently their earnings, are 
among the highest in our shop. 

Even after 32 years our quick 
service leaves a lot to be desired 
from the standpoint of speed. If 
the customer arrives during a 
rush period, 10 minutes may 
elapse between the time he drives 
in and a quick service man can 
get started working on the car. 
After completion of the repairs 
we usually need from three to 
five minutes to check, price and 
collect for the repairs before the 
customer is on his way. This seems 
to me to be too long, but we can’t 
seem to shorten the time appre- 
ciably. 

We are convinced that every 
dealer must not only operate a 
quick service department but also 


Bus Line Says 
New Grease Cuts 


Wear, Lube Jobs 


LOUISVILLE.—A 400 percent ex- 
tension of the interval between 
lube jobs for its buses has been 
reported by Cincinnati, Newport & 
Covington Transportation Co. since 
adopting a new type of chassis 
gTease, according to Standard Oil 
Co, of Kentucky. 

By using the grease, which con- 
tains the additive molybdenum di- 
sulfide, the company has increased 
the relubrication period from 3,000 
Miles to 12,000 and at the same 
time cut bushing and kingpin wear 
by more than 50 percent, Standard 
added. 

Reduction of wear on bushings 
and kingpins was the bus line’s 
original goal in examining the 
grease, Standard said, Since adopt- 
ing this lubricant almost two years 
ago, the company has replaced only 
about six bushings for its entire 
fleet, the oil firm added. 

river complaints traceable to 
chassis lubrication also have been 
ae eliminated, Standard 


Before adopting the new grease, 
at least three or four complaints 
of hard steering or squeaks were 


storm, the firm continued. 


Young on His Own Now 

CHICAGO.—Harold E, Young sr. 
now is sole owner and general man- 
ager of Roseland Buick Sales, 10432 
8. Michigan Ave. He had been a 
Partner for.31 years. 








































speed up and improve the quality 
of all his service. However, we are 
also convinced that such action will 
not offset filling station competi- 
tion for several reasons. 

For one thing, the trend is 
merely another phase of the “flight 
to the suburbs” being experienced 
by all the retail and service trades. 
For example, my fishing partner is 
a dentist who has moved his office 
to the suburbs, near his home; 


neither he nor his wife have been 


“downtown” for nearly six months. 
Consequently, his cars have not 
been in my service department dur- 
ing that period of time. 
* * * 

NOTHER factor that can be 
blamed is the sales tactics 


of our industry. Misrepresentation 
and trickery have been so common 
that the dealers have earned a 





good share of the distrust which 
the motoring public feels towards 
them. 

Few dealers have earned the 
confidence of the buying public; 
consequently, we have trained 
them to shop a large number of 
dealerships before they buy. 
Recently I had the opportunity 

to study the sales in a large metro- 
politan city, practically every pur- 
chaser had bought from someone 
other than his neighborhood dealer. 
They might buy from a dealer 10 
to 50 miles away, but they won’t 
drive that far for service. 

The auto manufacturer, in some 
cases, have contributed to making 
every buyer a shopper. A recent ex- 
ample is a mailing piece, offering 
a special 12-month warranty to 
those buying during a limited pe- 
riod of time; the invitation I saw 
listed the names of all the dealers 
in that line within a 100 miles of 
the prospect’s address where he 
might buy and take advantage of 
the offer. Those who buy that far 
from home will probably be “stuck” 
with such service as their neigh- 
borhood filling station can provide. 

We in the auto industry are beset 
by many problems; most of them| or non-existent profits and yet I 
we have brought on ourselves. We} doubt that Chicago ever saw a 
are also concerned with vanishing! larger collection of expensive furs 





Mobile Service and Training Unit— 


This is One of several mobile service and training units operated by U. S. importers, 
Fadex Commercial Corp., New York, in conjunction with BMW (Bavarian Motor Works) 
and NSU (NSU Werke AG) to further improve service for BMW and NSU Prinz dealers 
and for owners of BMW and NSU vehicles across the nation. Fadex recognizes the 
importance of assisting mechanics in keeping up with the constant improvements being 
made in modern automobile engine design. Picture shows mechanic clinic conducted 
by Fadex. 


nor sold as much imported Scotch 
as during the NADA convention in 
January.—Wi G. Price gr. 








Harrison’s in High Gear! 


BUILDS 14000000 TRANSMISSION OIL COOLERS 





GENERAL MOTORS OIL 


COOLERS BY HARRISON ARE ON 


MORE AUTOMATIC TRANSMISSIONS THAN ANY OTHER MAKE! 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 


On the road with Harrison means on the road to better performance. 
That’s true of the millions of cars and trucks that now use Harrison oil 
coolers to protect automatic transmissions from vital heat problems. 
Mounted in the radiator bottom tank, these Harrison transmission 

oil coolers provide reliable protection, keep temperatures just 

right for more efficient operation. And Harrison’s over 47 years’ 
experience in the design and manufacture of quality heat-control products 
is your assurance of rugged dependability. If you have a cooling 


problem, look to Harrison for the answer. 
ee 
G: my ES nae 70 ORDER 


AUTOMOTIVE RADIATORS + O1L COOLERS ¢ THERMOSTATS ¢ AIR CONDITIONERS + HEATERS + DEFROSTERS 
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Florida Deal Finds It Pays... 
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Pampering Service Customers 


ORT LAUDERDALE, Fla.—The 

servicemen of Fort Lauderdale 
Lincoln-Mercury Co, on Florida’s 
Gold Coast treat their rather well- 
heeled customers as though they 
were patients or victims of some 
sort, seeking the aid of a kindly 
doctor or friendly adviser, 

The servicemen simply don’t 
believe in making anyone un- 
happy, explains Ken Riley, serv- 
ice manager. 

“There’s only one reason a cus- 
tomer comes into that service de- 
partment: He’s in trouble,” Riley 
says, “He’s got to be handled as a 
troubled person—and very courte- 
ously handled. Everyone knows how 
to say ‘yes sir’ or ‘no sir.’” 

As evidence of how the firm’s 
reputation for insisting on satis- 
fied customers gets around, C. 
Frank Hardy, vice-president and 
general manager, cites the case of 
a customer who bought a new 
automobile from the company’s 
chief competitor and got tired of 
the run-around he got through lack 
of immediate attention. 

* * * 

HE customer drove his big new 

car from the competitor’s firm 
in front of Fort Lauderdale Lin- 
coln-Mercury at 12 East Sunrise 
Bivd., traded it on the spot for a 
Continental and drove off pleased 
as punch, Hardy recalls. 

“This Lauderdale area is a Lin- 
coln town,” Hardy asserts, “We 
just don’t let Lincoln or Continental 
customers get unhappy. They might 
be unhappy, but we don’t let them 
stay unhappy.” 

“We pamper them,” Riley adds. 
This philosophy, Hardy says, 
supports the principles set forth by 
the management company— R & H 
Management Co., operated by a 
founding partner, Steward C. Hol- 
man, of Merchantville, N, J. 

* 


* a 
eae, who gives his Fort 

Lauderdale representatives 
more-or-less free reign to operate 
as individuals—through use of his 
principles—started his corporations 
with the parent, and largest, firm 
of Rice and Holman, a Ford deal- 
ership in Merchantville. 

The corporations grew to eight, 
including the Fort Lauderdale 
company and the nearby Steward 
Lincoln-Mercury Co, in Hollywood, 
Fla. 

“I may be an egotistical old 
man,” Holman said recently, 
“But given equal quality and 
production, we can sell Lincoln 
cars one-for-one” with his chief 
Gold Coast competitor. 

The Fort Lauderdale firm takes 
the attitude that pampered service 


is linked directly with increased | 


sales. 
x a * 

ORT LAUDERDALE is an ex- 

tremely wealthy community,” 
Hardy says, “laid out like Venice 
with fine homes facing the water 
and yachts moored at the front 
door, These people can afford the 
finest—so 75 percent of our fine-car 
sales are Continentals, including 
many convertibles.” 

Treating their customers like 
patients awaiting the results of a 
physician’s operation, Fort Lau- 
derdale Lincoln-Mercury men 
lead them from their ailing auto- 
mobiles to cream-colored easy 
chairs in“an air-conditioned wait- 
ing room. 

The waiting room, by “coinci- 
dence,” is on the edge of a show- 
room. 

“If they look up,” Hardy grins, 
“they can’t miss new Continentals 
and Lincolns.” 

+ ” * 

HE Fort Lauderdale firm carries 

its “doctor’s” service plan to 

the point of “running a customer 
down,” if it hears rumors that he 
may be unhappy. 

“It'd be just silly to allow a 
dissatisfied customer to run 
loose,” Hardy declares, “The dis- 
satisfied customer could cancel 
out a lot of advertising. If we 
had a bunch of dissatisfied cus- 
tomers, they’d not only not send 
us customers, but they’d keep 
them from coraing here.” 

To make sure it has “our type 
of people,” the management 
screens, interviews and investigates 


each prospective employe, in most) 


eases back to when he left high 
school. 
The result, Hardy says, 


is a 





wholesome-appearing place, with 
sincere-looking people who give 
the customer the impression they 
are his friends and confidants. 
* * * 
—— customer’s first impression 
is usually most important,” 
Hardy asserts, “If he sees a bunch 
of sharp-looking cookies sitting | 
around, he’s on the defense right | 
away.” 

The $350,000 Fort Lauderdale 
sales-service plant services on an 
average of 1,000 automobiles a 
month, Its service business has 
risen 40 percent since it moved 
2% years ago from a smaller lo- 
cation which started 12 years ago | 
as a one-car showroom, 

The 23,184 square foot plant— 
moved closer to where many of the | 
service customers live—in its peak 
month last March, provided over 





Portland Names Camp 
PORTLAND, Me. — Wallace A.| 
Camp has been named vice-presi- 
dent of Portland Motor Sales 
(Ford). 


Ww “sup 
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$40,000 in parts and labor sales. 
Twenty line mechanics keep busy 
during a working day. 
* * * 
UR service absorption in the 
winter with all the tourists 
coming in,” Hardy relates, “is well 
over 100 percent (as high as 120 
percent).” The firm’s service ab- 
sorption has improved each year 


| since 1957. 


A “control tower” added to the 
service department has helped me- 
chanics handle four times the vol- 
ume with one-third the effort, 


| Hardy says. 


A complete followup system 
pays off in dividends, adds Riley, 
a one-time Detroit garage and 
service station owner. 

“Service, to our way of thinking, 
is only an extension of the sale,” 


| Hardy explained, “and a great per- 


centage of our sales come from 
satisfied owners. And they, if 
handled properly, can be a very 
prime source for new car pros- 
pects, and they in turn become 
service customers.” 
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M-E-L Opens Service School— 


Mechanics from M-E-L and imported English and German Ford franchised dealer. § 
ships participate in the first class of M-E-L New York district's new permanent service 
school in Englewood Cliffs, N. J. Listening as head instructor Larry Larkin, right, 


| Woodside, L. I., explains a new service technique on a ‘59 Mercury transmission are, 


from left, Ray E. Herrick, Bayonne, N. J.; Franklin De Freese, Nanuet, N. Y., 


and | 
Demmon Den Bleyker, Clifton, N. J. 


> PLUS: STANDARD 
FULL LENGTH 
CONSTRUCTION 


Spring-at-the-bottom— 
never under tension until 
inserted in the valve . 
all the well-known f 
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Backshop Effort Keeps Ratigan in the Black... 


He Goes After Business—and Gets It 


By John E. Walsh 
Staff Writer 

ETROIT.—B. J, Ratigan (De- 

Soto-Plymouth) is a good ex- 
ample of what a dealer can accom- 
plish when he sets his mind to 
building a profitable service opera- 
tion. 

In 14 years Ratigan’s service 
volume has jumped from almost 
nothing a month to an average 
of $12,000, according to F. O. 
(Bud) Ratigan, a partner in the 
firm with his mother, Mrs. B, J. 
Ratigan. 

What was the secret? Just effort. 
“We decided to go after service 
business and we kept adding to it 
by seeing that the customer is 
always satisfied and by building a 
courteous, competent shop force,” 
Ratigan said. 

* * a 

FRIENDLY and efficient serv- 

ice team is the biggest asset in 

setting up a profitable shop, he 
added. 

“We also find that we can 
build good will by having the 


bosses greet customers when 
they bring their cars in for serv- 
ice and talk to them again when 
they pick them up,” Ratigan said. 
“I make it a point to spend part 
of each day in the shop, talking 
with customers and our men,” he 
continued. “There’s nothing formal 


about this operation, I want to be 


Trico Ready 
With Door Lock 


BUFFALO, — Trico Products 
Corp. said it is prepared to produce 
its automatic latch-lock for car 
doors in time for optional factory 
installation on ’60 models. 

Meanwhile, Trico reported 1958 
earnings fell to $434,390 from the 
$2,181,574 reported the previous 
year. 

Operations so far in 1959 have 
— on a profitable basis, Trico 
said. 


‘Bud’ to everyone—the customer 
and the mechanic.” 

The firm has used newspaper 
advertising in the past and still em- 
ploys direct mail to solicit service 
business, Ratigan said. 

“But the best kind of advertising 
is a satisfied customer,” he con- 
tinued. “He continues to come back 
and tells others about our work, 
and that means more business.” 

* a - 
Ratigan was mustered 
out of the armed forces in 
1945, he returned to his father’s 
business at a time when the de- 
mand for cars far exceeded the 
supply. 

“It was then that we decided 
we were missing a good bet by 
not cashing in on the service re- 
quired by older cars that would 
be on the road for some time to 
come,” he said. 

About that time another brother, 
Bernard J. Ratigan jr., returned 
from war service and assisted in 
extending the shop operation. 

The first need was for larger 


TIRE VALVE CORE HISTORY 


A small fraction of an ounce of precision-engineered Teflon does it. 

This miracle material creates a plug washer that covers 

a far wider range of the tire needs of modern vehicles. 

Tests prove temperature extremes from —100°F to 500°F do not affect 
this plug seal of Teflon. It shrugs off oil, water, even acids .. . has almost 
limitless fatigue life. And, because Teflon is the slipperiest sealing gasket 
substance known, the plug washer becomes its own swivel! Even under 
high pressure it slides like ice against ice . . . doesn’t require a 
two-piece swivel construction to permit tightening without scuffing. 
The plug is now one-piece and therefore stronger. 

Cores can be more precisely positioned in the valve with a wider 

range of tightening torques. They can’t stick . . . come out 

easily and cleanly when removed in tire service. 


Schrader original equipment tire valves are now being supplied with 
these new Swivel-T Valve Cores to assure the longest and most 
dependable service life of any tire valve ever made. 


This is another Schrader contribution to help you make your 
vehicles more: dependable. 


*Teflon is a duPont trademark. 


oe divisionof SCOVILL 


A. SCHRADER’S SON * 


BROOKLYN 38, N. Y. 


Division of Scovill Manufacturing Co., Inc. 


FIRST NAME 


IN TIRE VALVES 
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Peasants in Mexico made foot- 
wear out of old auto tires in the 
1930s. 


quarters. The cramped facilities at 
the time could accommodate only 
several cars adequately, The firm 
had only two service employes be- 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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fore the war—a mechanic and his 
helper. 

The shop had only one hoist and 
a minimum number of factory- 
required tools, Ratigan recalled. 

* * ed 


ONSTRUCTION of a 70-by-100- 

foot addition was completed in 
1946, he said, and a buildup of a 
shop force was undertaken with 
the appointment of the firm’s first 
shop foreman and addition of two 
mechanics. 

“Since that time our service 
facilities have been quadrupled 
and our shop force hag been 
tripled,” Ratigan continued. “We 
expanded the operation as fast as 
we could within our limits.” 

Another addition was erected in 
1948 to house the parts department 
and a collision shop was opened in 
1954, he said. 

“We now have five permanent 
hoists in the shop, 14 stalls, every 
factory-recommended téol and two 
front-end machines that are in use 
constantly,” Ratigan said. 

The service and collision force 
now numbers 25, with 13 in the 
latter and 12 in the former, 

oa * 


oa collision shop accounts for a 
sizable chunk of the profits, 
Ratigan said. In addition to its own 
work, the shop handles jobs farmed 
out by other dealers and independ- 
ent garages, he said. 

“Our collision manager, Jack 
Stuart, spends two days every 
week looking for extra work in 
dealerships and garages through- 
out the area,” Ratigan said. 

On the day of the interview there 
were nine cars in the bump shop 
and three in the paint shop. 

Employe efficiency and morale 
increased tremendously with the 
introduction of a 50-50 split in the 
$5 labor rate in 1955, Ratigan said. 
“We had been doing very well up 
to that time but I thought we 
might be able to do even better,” 
he added. “Frankly, though, I had 
some qualms about shifting from a 
salary to an even split.” 
* * ok 


CE the workers saw they 

could make more under the 50-50 
split, their efficiency soared and 
“we were able to handle more work 
in the same number of hours,” 
Ratigan said. 

He pointed to one of the men 
working on a ’56 Plymouth. 

“That fellow was an average 
all-around mechanic who was 
getting $92 a week before the 
split,” Ratigan said, “He went to 
a Chrysler Corp, training school 
voluntarily and he now averages 
$150 a week as one of the city’s 
best automatic-transmission spe- 
cialists.” 

Although good mechanics are 
hard to find, Ratigan said he has 
few worries because the turnover 
among his employes is very small. 

Adolph Ahola, the service man- 
ager, has been with the firm 14 

years, he said, three mechanics 
since 1946 and another since 1950. 

Work always is plentiful, Ratigan 
added. “In the 14 years since we 
went after service business, we’ve 
never had to send a man home be- 
cause of lack of work,” he said. 

ok * * 

ATIGAN said the firm, founded 

by his late father in 1929, now 
is eying a goal of $20,000 a month 
in service volume. 

“We don’t have any more prop- 
erty on which we can build but 
I think we will be able to pro- 
vide more service facilities by 
better utilization of our present 
space,” he said. 

“Our service business has been 
a life-sdver to us on a number of 
occasions,” Ratigan continued, “We 
found long ago that added service 
could help us with our overhead. 
And we would have been sunk last 

year without our service profits.” 

, * + K 


AUGHN PALMER, new-car 

sales manager for the firm, 
which averages: about 500 sales a 
year, credited Ratigan’s reliable 
service with building up a profit- 
able repeat new-car business. 

“An efficient shop keeps our 
customers coming back for serv- 
ice and a new car when they’re 
ready to trade,” he said, “And it 
makes Ratigan new-car buyers 
out of those who bring in other 
makes for us to service.” 

Service absorption over the last 
14 years has averaged slightly over 
80 percent and in 1958 was respon- 
sible for keeping the firm in the 
black, Ratigan said. 

“We were one of the few DeSoto 
dealers in the area to make money 
last year,” he said. 
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_ Buffalo Dealers 


Alerted to Law 
On Brake Fluid 


BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. has alerted 
members to the new state law 
prohibiting, after Jan. 1, 1960, the 
sale of hydraulic brake fluid which 
does not meet the standards for 
heavy-duty fluid. 

Association members have been 
advised in a bulletin to notify their 
parts and service departments that 
all future purchases of brake fluid 
should be limited to heavy-duty 
type, particularly if orders are for 
large quantities. 

“This is so you will not be caught 
with a supply of brake fluid on 
hand Jan. 1 which does not meet 
the specifications,” said the bulletin. 

The Commissioner of Motor Ve- 
hicles has not yet established a 
“minimum standard of specifica- 
tions for heavy-type brake fluid.” 
But the New York State Automo- 
bile Dealers Assn. expects that he 
will adopt the Society of Automo- 
tive Engineers specifications. 


} 
1 
} 
; 


=~ 
A 


AUTOMOTIVE NEWS, JULY 20, 1959 


Travel Promotion— 


During the ‘Vacationiand” special, a 
large bulletin board is to the left of every 
driver entering the service area at Harger- 
Haldeman. A table, behind the girls, is 
loaded with travel pamphlets for resorts 
and entertainment areas within a day's 
drive of Los Angeles. 


ON 


HOW IT WORKS FOR YOU 


1 


JACK P. Hennessy 


L. A. Deal Sells Benefits 


People Come First 


(Continued from Page 27) 


year’s promotion featured the 
Angeles Dodgers. 

A heavy-duty, chrome-finish 
deluxe lighter, with the Dodger’s 
schedule printed on it, was given 
with every tuneup. In addition, 
the lighter will be filled for cus- 
tomers anytime they drop in. 

Specials offered include “Safety 
on the Road” which is a lube, oil 
change, brake adjustment, wheel 
pack, tire rotation and safety check 
at $7.95. Major motor tuneup spe- 
cials were $15.95 for any six, $20.95 
for most V-8s and $25.95 for Chrys-| 
ler V-8s with four-barrel carbure- 
tor. 


eg 


* * & 


MAY to August, Harger-Halde- 
man runs the “Vacation Land” 
promotion which again offers 
major motor tuneup and “Safety 
on tae Road” specials. 

This time the service area is 
turned into a display pitching a 
free 10-point safety check, travel 
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service maps, brochures, folders, 
and tire inspection. The other side 
of the flier, pitches a 1959 Chrysler 
Windsor hardtop for $2,999 and 
premium offers. 

A third promotion, from Sep- 
tember to December, is the 
“Sports Carnival” deal. Safety on 
the road and motor tuneup are 
promoted. An additional special 
is the Clayton Dynamometer 
Scientific Motor Check which for 


Hull Again Picked to Head 


L. A. Service-Parts Club 


LOS ANGELES.—W. H. Hull, 
service manager for J. E. Waters 
(Dodge), has been reelected pres- 
ident of the Dodge-Plymouth Serv- 
ice & Parts Managers Club. 

Other officers are Andy Ander- 
son, Bert McFadden (Dodge), 
Whittier, vice-president, and Lee 
Brewer, Claude Short Dodge, Santa 
Monica, secretary-treasurer. 
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$3.50 shows customers the conii- 
| tion of their car and gives 
| Harger-Haldeman a chance to 
| sell more service. 

| As part of this promotion, cus- 
tomers are given a magnetic flash- 
| light or 40 by 60-inch photo mural. 
| During November and December, 
| the “Sports Carnival” promotion is 
| softened to give new-car sales peo- 
ple a chance to move maximum 
units during the holiday season. 

| In every promotion, point-of-sale 
| displays are tied to mailings so 
| Soe customers drive in they are 
bombarded by material related to 
| that received by mail. 

* * * 

| Taz Los Angeles shop has four 
service writers, the South Gate 
store has two. One service sales- 
man was responsible for $7,283 
worth of customer labor, totaling 
| $17,212 of gross billings including 
| parts and sublet in May. 

This man wrote 406 repair orders 
in May with his average repair 
order being $17.94, the highest aver- 
| age of customer labor per repair 
| order. Lowest for the same month 
| was $17.12, indicative of the push 
| behind selling in this shop. 
| Minimum “standard” writeups 

for a service salesman is $3,250 

per month for which they get a 

base salary so they can care for 

customers without overselling. A 

percentage override on each 

$1,000 above the minimum is 
given them on labor alone. 

At the end of each year, during 
a company banquet, service sales- 
|men are given prizes for: Most 
| customer labor, highest repair 
order average, most dynamometer 
checks, most repair orders written, 
most new-car inspections and most 
specials written. 

* * of 

| @ERVICE management is organ- 
ized under Miller. He has two 
| staff assistants; one in charge of 
| buildings and maintenance, the 
| other an administrative assistant 
| handling paper work and liaison 
| between shops and supervisors. 


Under Al, operating almost like 
independent businessmen with 
| their own budgets and personnel 
responsibility, are supervisors for 
the used-car conditioning depart- 
ment, mechanical department, 
| body department, new-car serv- 
| ice, parts department and a cus- 
| tomer service manager. 
There are seven places on the 
| repair orders a service salesman 
| must fill in, otherwise he is penal- 
|ized twice the credit he would be 
given if the repair order were 
| properly prepared. Every RO must 
|indicate maximum customer will 
}spend and this may not be ex- 
| ceeded unless customer authorizes 
|a change and service salesman 
| forwards a “total limits change 
| voucher” to the bookkeeping sec- 
| tion. 
| ROs are clipped to a numbered 
| board which permits accurate con- 
trol of the car from a central 
| tower. The tower man is linked to 
every mechanic by an intercom 
| System and has pneumatic tubes 
for paper work between credit, bill- 
ing and other divisions. 
~ oe - 
MSCHANICS are earning from 
$500 to $900 a month, working | 
as individuals. Mechanics are not § 
penalized by specials as they flag = 
them out at standard price, = 
Harger-Haldeman making up the [| 
difference. 

After a job is completed, it is 
checked and signed out by the me- 
chanic. The mechanic’s supervisor 
checks out the work and okays it 
with an inspection stamp on the 
back. This inspection stamp is 4 
flag for the bookkeeping depart- © 
ment to process paper work 
through billing for delivery to the | 
customer. Over 40 percent of serv- ~ 
ice business is on a credit basis. 

All come-backs or, as Harger- 
Haldeman calls them, “rejects” 
are charged to the man doing 
the work. A unique feature is 
that each supervisor must write 
a complete report on the reject, 

on personal inspection of 
the car and discussion with the 
mechanic, 

Mechanics have minimum stand = 
ards, varied from department to 7 
department in the amount of cus | 
tomer labor they must process each § 
month. After they pass minimum | 
standards, they get a 50 percent 
increase in their percentage of cus 
tomer labor. Or to put it another 
way, originally they work on a 4 
60 deal: When they pass their mini- 

(Continued on Page 41, Col, 1) 
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Firm Sells Benefits . . . 


Dealership Prospers 
In ‘People Business’ 


(Continued from Page 40) 
mum, the base is reversed and| Miller that $5,000 for new fluor- 


labor is split 60-40. 
* * + 
oe ee aoe of Harger- 
Haldeman is handled by an op- 
erations committee. They are 
known as the “Night-Riders” be- 
cause, during winter months, they 
get up so early to make a Friday 
morning meeting they often leave 
home in the dark. 

The committee is composed of 
George Harger, president of the 
dealership; Bill Neal, general sales 
manager; Colvin Doughty, control- 
ler, and Miller. They shoot for 7 
percent profit from service opera- 
tions. The three-hour Friday morn- 
ing meetings are held rain or shine. 

The following week each of the 
three departments holds a “Junior 
Night-Riders” meeting, which for 
the service group is on Wednes- 
day, to bring subordinate super- 
visors up-to-date on company 
plans and policy. In addition, 
they have a “Science of Man- 
agement” training course, for all 
new management personnel, con- 
ducted by members of the oper- 
ations committee. 

Not only does information feed 
from management down to em- 
ployes, but each department has a 
committee of employes whose func- 
tion is to provide management with 
useful ideas for conduct of the 
business, The mechanics’ group told 


Antifreeze Sales 
Rise in 58; Top 
110 Million Gals. 


NEW YORK.—Antifreeze sales 
for 1958 totalled 110,216,357 gallons, 
according to a survey conducted by 
the Chemical Specialties Manufac- 
turers Assn. This compares with 
1957 sales of 106,874,822 gallons, the 
trade group said. 

Of last year’s sales, 94,649,358 gal- 
lons, or 85.9 percent, were of the 
permanent, or primary ethylene 
glycol type products, while the re- 
maining 15,566,999 gallons, or 14.1 
percent, were of the primary meth- 
anol type. 

The association said the survey 
again indicated a consumer pref- 
erence for sealed packages of anti- 
freeze products, It said 70.4 million 
gallons (74.4 percent) of the ethyl- 
ene glycol antifreeze was purchased 
in quart cans, gallon cans or drums. 

These containers accounted for 
10.5 million gallons, or 67.8 percent 
of the methanol type sold. 

The trade group estimated that 
the 12 manufacturers reporting to 
the survey accounted for more than 
% percent of 1958 antifreeze pro- 
duction in the U. S. The firms are: 

Allied Chemical & Dye Corp.; 
Calcasieu Chemical Corp.; Celanese 
Corp. of America; Commercial Sol- 
vents Corp.; Dow Chemical Co.; 
General Aniline & Film Corp.; Jef- 
ferson Chemical Co.; National 
Carbon Co. and Union Carbide 
Chemicals Co., divisions of Union 
Carbide Corp.; Olin Mathieson 
Chemical Corp.; Spencer Chemical 
Co.; Wyandotte Chemicals Corp., 
ie, Sette Sioes section of Du 

2 : 


Walker Has Plan 
To Boost Sales of 
Filter Cartridges 


RACINE, Wis.—Walker DeLuxe 
Corp, has developed a program to 
Stimulate dealer cartridge sales. 

The dealer offers, for a limited 
time, one free quart of oil with 
every oil change that includes re- 
Placement of the filter cartridge. 

e sale of the cartridge covers 

cost of the quart of oil and in- 
ffeases the oil change profit by 
Over $1.50. 
Walker offers the dealer hand- 
, display cards, and post cards 
a8 merchandising aids, 
e dealer may participate in 
Program by purchasing 24—WD 
Cartridges plus an automatic dis- 
rack, Two extra cartridges 
ate given the dealer to cover the 
Cost of the rack. 





escent lighting would be wasted. 
They had plenty of light to work 
with and, besides, electric lights 
would make it hotter in the sum- 
mer. So Al saved $5,000 from his 
budget. 
* * + 

ITHIN 48 hours after custom- 

ers have accepted a car from 
Harger-Haldeman service, the 
owner is telephoned by a female 
"customer relations manager.” Her 
job is thanking them for bringing 
the car to Harger-Haldeman and 
determining if they’re satisfied 
with the work. 

If the work is satisfactory, she 
turns in a report sheet marked 
okay. If the work is not, she pre- 
pares a card outlining the problem 
which is sent to the supervisor who 
must take corrective action. An in- 
spection of the girl’s record sheets 
for one day showed a total of 55 





calls resulting in four rejects. 
One customer complained of 
oil on the garage floor; another 
of a hard, cold start; the third 
of oil drip and hard shift and 
the fourth heard a “funny noise 
in the motor since tuneup.” 
Each of the complaints was re- 
ferred to the supervisor of the re- 
sponsible department. They are ex- 
pected to contact the customer and 


take corrective action to make sure| j 


the complaint is satisfied. 
oa Bd * 
ge shrewd thing about Al’s 

“customer relations manager” 
is that he has separated her from 
shop personnel. Most mechanics 
have never met the girl, as she 
works from a small office in the 
South Gate branch. 

Two months after instigating 
this customer followup, service 
complaint letters were cut by 90 
percent. 

“The biggest headache we have 
is getting management personnel 
so that we can proceed with expan- 
sion plans,” Miller said. 

“We wanted to have four deals 
by 1960. So far, we have only two. 

“What we've done is hire some 
fine people and we’re training them 
inside the shop to take over man- 
agerial positions as Harger-Halde- 
man continues to expand.” 





Selling Needed Service— 


Ray Vane (Plymouth), left, uses this huge sign to sell ‘“‘minimum preventive main- 
tenance service” at his dealership in Inglewood, Calif. Designed to eliminate any 
fears the customer may have about Vane's service policy, the sign is placed at the 
entrance to the shop where every motorist can see it. 


Brings YOU the Shop’s GREATEST Business Asset 


$ Operation of a HOLMES WRECKER puts a shop 
on the Road to many profitable service operations— 
Handling of wrecked and disabled cars provides a 
vast source for every known type of shop work. 


$A shop with HOLMES Equipment efficiently handles 
any Road emergency and thus provides a service 
much sought after, in every community. 


$ Use of a HOLMES WRECKER enables a shop to 
extend its service facilities anywhere, earn BIG Tow 
Fees and actually bring-in jobs that would NOT get 
to the shop otherwise. 


$ A modern HOLMES WRECKER more than justifies 
itself in advertising valde—By calling special atten- 
tion to the modern methods used by a shop in servic- 
ing its customers. 


$ A CAR DEALER derives Extra Benefits from cars his shop Tows-in. HOLMES WRECKER Service 
affords a timely contact with car owners, providing a valuable source of new or used car prospects. 





44 YEARS OF UNEQUALED PERFORMANCE IN THE WRECKER FIELD 





HOLMES 525 MODEL—A 12 TON, all-purpose 
WRECKER, ideal for handling all cars and aver- 


age trucks. The unit has a rated capacity of 
6 Tons per boom, has a long range of 
operation and can handle a wide vari- 
ety of work. It is fast, versatile 
and economical to operate. 
Moderate size for use on any 
of the popular 114 to 2 ton 
trucks. Send Today 


for Full Details. 


















ERNEST HOLMES COMPANY 


Chattanooga 7, 





Tennessee 
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Return Visit to Beverly Hills Ford .. . 





Everything the Same 
—Except Volume 


By William Carroll 
Staff Correspondent 

LOS ANGELES—Last year’s 
“service-profit” issue of AUTOMOTIVE 
News took a look at Beverly Hills 
Ford, which has two mechanics 
happily doing the work of three. 

This year we went back to see 
what changes had been made. 
Doug Doan, general manager and 
a partner, said: “We haven’t 
made a single change in our 
operation. We’re not spending 
more money. We’ve employed no 
new men, except for replacing a 
mechanic who died. . 

“Yet we're profitably doing more 
business than in 1958 when we were 
in first place over all Los Angeles 
and Orange County Ford dealer- 
ships in volume of service work 
done, which in our case totalled 
$320,294.” 

A check of repair orders shows 
Beverly Hills Ford was averaging 
1,360 ROs per month through May, 
1958. In the first five months of 
1959, the firm wrote an average of 
1,303 ROs per month. The shop is 
doing more dollar volume, and it’s 
doing it with fewer customers, 

Business gains show in figur- 
ing average dollars per RO. 
Average of labor and parts per 

RO through May, 1958, was 
$29.59. In the like period of 1959 
the average per RO for labor and 
parts was $31.12, up $1.53 per 
order. 

Multiplying these figures shows 
that in the first five months of 
1958, the shop did $201,212 worth 
of service parts and labor. In the 
similar period of 1959 it did $202,- 
745 worth of service parts and 
labor, or $1,533 more work from 
185 fewer customers. Right now 
each service salesman is writing 
almost $10,000 worth of customer 
parts and labor a month. 

Analyzing mechanic’s income, 
figures show the line mechanics 
averaged $1,004 during the first four 
months of 1958, In the correspond- 
ing period of 1959 they’re averag- 
ing $1,040. 

Two tuneup men, during the first 
four months of 1958, averaged $966 
per month. This year their income 
dropped slightly to $953 per month. 
The front-end man and lube men 
are holding their own with slight 
variations of income. 

New in the shop is a man who 
installs accessories and makes 
minor repairs. His income of 
$524 per month is less than me- 
chanics. 

Service salesmen show a husky 
increase. The four men were aver- 
aging $672 a month during the 
early months of 1958. But due to 
increased effort per RO in 1959, 
they now average $685 monthly, A 
Christmas bonus, paid at manage- 
ment’s discretion, upped employes’ 
1958 income by some 3 or 4 per- 
cent, 

Total labor sales during the first 
five months of 1958 totalled $130,- 
710. For the like period this year 
they amounted to $137,830. 

Parts sales, which include over- 
the-counter and wholesale, were 
$159,803 for the first five months 
of 1958. In the similar period of 
1959, they totalled $164,984 with no 
increase in parts inventory, This 


Leasing Group 
Signs 7 More 


CHICAGO.—Seven more leasing 


'. companies have joined the Ameri- 


can Automotive Leasing Assn. To 
date, 18 lessors have been added 
to the trade group in 1959, bringing 
the total to 53, according to Ken- 
neth C. Glaser, president. 

Latest additions are: Humphrey 
Auto Lease, Inc. Milwaukee; 
Southern Fleet Leasing Corp., 
Baton Rouge, La.; Barrett National 
Car Rental System, Inc., San Fran- 
cisco; Car & Truck Leasing, Inc., 
New Haven, Conn.; Curry Auto 
Rental, Inc., Scarsdale, N. Y.; 
Lynch Rental Co. Chicago and 
Northwest Auto Lease Co., Port- 
land, Ore. 

Glaser also announced that the 
AALA’s annual meeting will be 
held Sept. 28 at the Ambassador 
East Hotel in Chicago. 


represents faster turnover of stock 
on hand. 

Discussing his methods of keep- 
ing shop employes advised of com- 
pany policy, Doan said “Every time 
a man has a birthday, and I refer 
to his date of employment, I ask 
him to the office for a talk. 

“This gives us a chance to ex- 
change views on his position and 
importance to the well being of 
Beverly Hills Ford. And it gives 
me an opportunity he remind him 





Becker Promotes Payne 
ELYRIA, O.— Randy Payne, a 
former dealer here, has been named 
general manager of S. W. Becker 
Motors, Inc, (Lincoln-Mercury), 
Lorain. He joined Becker last fall. 








how much we appreciate the 
great job he’s doing for us.” 
Using the “team” system in 
which mechanics are pooled, Doan 
said management makes sure that 
everyone in the organization knows 
they’re an important part of the 
team, which is dedicated toa 
profitable business operation, 
Beverly Hills’ code of ethics for 
service salesmen has been a large 
factor in building up the shop 
volume and customer satisfaction. 
The code is: 
1. Greet customers promptly and 
pleasantly. (By name, if possible). 
2. Complete repair orders accur- 


ately. 

3. Avoid underselling and over- 
selling. 

4. Make no promises you can’t 
keep. 

5. Inspect each car after every 
job. 


6. Call customers before per- 
forming unauthorized work, 

7. Complete job on schedule, or 
notify customers promptly. 


9. Investigate all complaints, and 
make fair adjustments. 
10. Followup all service work. 





all C 


Customers want orgaap 
ODE AM t 


COMFORMIMABILITY is just one 


of the modern power ring actions... 
and with Ramco you get them all! 


To your customers—farm or metropolitan— 
MODERN POWER is made up of many things: oil 
economy, new-car pep and go, engine efficiency. 


To you, MODERN POWER is a combination of 
RAMCO ring actions that actually give any engine, 
new or old, more power than it had when new. 


One of them is conformability. It gives your 

customers oil economy, efficiency, and it starts 
immediately. It’s just one of the things RAMCO MODERN 
POWER rings do for your customers—through you. 





| Jarrett-Chewning's New Home— 





— 








| Jarrett-Chewning Co., Inc. (Studebaker), oldest automobile dealership in Roanoke, 
8. Explain the reason for repairs. | Va., has moved into this $50,000 building, located at 1854 S. Jefferson St. The firm 
| has handled Studebaker since 1922. From left are B. E. Chewning, president; M. F. 


oe vice-president; E. E. Altizer, secretary-treasurer; A. C. Wright, parts manager; 
Tipper Kelley, service manager, and Agnes V. Lowe, office manager. 


; 


- 


And only RAMCO does them ail. 


That’s why you should find out more 
about RAMCO MODERN POWER piston rings. 


Call your RAMco Jobber today. 
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Downtime Costs Profits ... 


Truck Shop Keeps ‘km Rolling 


By Shel Engel 
Staff Correspondent 


HOENIX, Ariz.—The most suc- 

cessful truck-service operator is 
the one who never forgets that a 
unit’s down time for repair is cost- 
ing the owner a chance to add to 
his profits. 

That's the viewpoint of Rich- 
ard W. Cockran, president of 
Truck Equipment Co. of Arizona, 
distributor of White trucks in 
Arizona. He formerly managed 
White branches in Denver and 
Los Angeles. 

“When a truck is down for re- 
pair the owner pays double,” said 
Cockran. “He’s faced with a loss of 
revenue while the unit is laid up 
and the price of having it repaired. 

“So it’s doubly important that we 
offer the owner speedy and reliable 
service. We can achieve both of 
these objectives with a competent 


crew of mechanics who take pride 
in doing only the best work.” 
+ * * 
A SERVICE manager who under- 
stands the owner’s problems 
and is sympathetic also is a must 
in truck-repair work, Cockran said. 

Truck Equipment’s service 
manager, Don Hayes, fills the 
role perfectly, Cockran added. 
Hayes formerly was a fleet serv- 
ice manager for major truck 
lines. 

“This matter of doing what is 
best for the truck owner is not 
just lip service with us,” Cockran 
continued. 

“We've carried it out to the point 
of recommending that a job be 
taken to a competing shop because 
delay would cost its owner extra 
time off the road. 

“We refuse to get right on a 
truck, tear it down to assure that 
we have the job and then let it 
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stand while we go ahead with other 
prescheduled work,” said Cockran. 
* * * 


no said there are many 
times when Truck Equipment 
can’t take another job, “as large 
as our facilities are.” 

“We ask the operator if he can 
possibly get another run out of 
the truck and offer to take it in 
at the end of a trip so it won’t 
have to miss any run while 
standing idle in our shop.” 

The payoff of such an operation 
can be seen in the results of the 
past year, Cockran said. Truck 
Equipment’s service sales are up 
100 percent this year over last, he 
added. 

“Of course, the natural expecta- 
tion that a satisfied service cus- 
tomer is a new-truck prospect be- 
comes far more than that when a 
truck owner sees tangible evidence 
month after month that we’re look- 











Buick Dealers Offer 
‘Vacation Guide’ Booklet 


FLINT.—Buick has distributed 
1% million copies of the “Buick 
owner’s vacation guide” to its 
dealers for the convenience of 
their customers. 

The 12-page booklet contains 
such items as where to write for 
information on each of the states, 
what the speed limits are, how 
to pack a car and an estimate 
of what it should cost per day 
while traveling. 





ing out for him all the way,” he 
continued. 

“Some of the steps which Hayes 
has introduced are a followup by 
phone or mail to see if each serv- 
ice customer is satisfied, and, in 
the case of all wreck jobs, that the 
truck is returned to the shop after 
the first run to be retightened and 
inspected. 

* * 
ESPITE a dedication to all de- 
tails important to providing 
best service, complaints cannot be 
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eliminated,” Cockran said. 

“The worst handling of com- 
plaints is to allow them to pyra- 
mid. We attempt to analyze every 
just complaint immediately after 
adjustment and then recognize 
any deficiencies we have and 
then do something about it so 
we do not have recurrences. 

“A truck dealer with so much 
riding on successful service should 
anticipate the needs of his cus- 
tomers and be ready to provide for 
these needs before they occur,” said 
Cockran, 

“We are now establishing service 
dealers throughout the state, with 
Tucson, Yuma, Kingman and Will- 
cox already set up and others plan- 
ned at Flagstaff and Douglas. 

“Truck Equipment has grown 
quite a bit in its 15-year life, but 
has a lot of continued growth 
ahead to keep pace with this fast- 
growing city and state,” Cockran 
added. 

* * + 

: HAVEN'T said much about 

our dealership personnel, but 
unless you have the type of staff 
that takes professional pride in its 
work you can’t even get off the 
ground with regard to proper serv- 
ice. One of our major problems 
will be locating enough good, well- 
trained service personnel to add to 
our staff to keep pace with our 
growth. We are contemplating in- 
stituting our own training program 
to provide for this need, too.” 


Wagon ‘Collapses,’ 
Owner Sues GM 
For $1.3 Million 


ALBANY. — General Motors has 
been sued in U. S. District Court 
here for $1,376,000 by a Bennington 
(Vt.) man who asserted his 1958 
station wagon “broke, collapsed, 
fell apart, disintegrated,” causing 
injuries to his daughter and to him- 
self. 

According to the complaint, Stew- 
art bought a Chevrolet station 
wagon on Nov. 22, 1957. 

On March 27, 1958, the complaint 
alleged, the vehicle “collapsed” be- 
cause the wagon’s frame was so 
“dangerously constructed as to con- 
stitute an extreme hazard.” 

Photostats of Technical Service 
Bulletins, said in the complaint to 
have been issued by Chevrolet, are 
included in the complaint. It said 
the bulletin asks all Chevrolet deal- 
ers to add a full weld on a certain 
bracket which attaches to the 
frame of certain 1958 passenger 
cars. The bulletin states, according 
to the complaint: 

“As this is a safety item, it is 
imperative this modification be 
made before delivery of new units.” 

Stewart seeks $1,001,000 damages 
for himself, including $750,000 ex- 
emplary damages, and $375,000 for 
his daughter. 


Case to Introduce 


Diesel Tractors 


RACINE, Wis.—Marc B. Rojt- 
man, president of J. I. Case Co., 
announced that the firm will intro- 
duce in December a new line of 
small diesel tractors “which will 
more than compete in price with 
most of the smal] diesel tractors 
currently being imported from 
Europe.” 

He said the new units were de- 
veloped by Case engineers in this 
country and are superior to the 
products turned out by a French 
tractor firm in which Case acquired 
an interest about a year ago. 

He said Case bought into the 
French firm in an effort to compete 
with U.S. tractor companies “which 
have substantial overseas manu- 
facturing operations and whose im- 
ports of small diesel tractors were - 
beginning to take an important 
slice of the U. S.-Canadian market.” 


Borgward Adds 5 Dealers 


In Washington, Maryland 

NEW YORK. — Fergus Imported 
Cars, Inc., Borgward distributor, 
has appointed four dealers in 
Maryland and one in Washington. 

They are: Annapolis Motors, 
Inc., 606 New York Ave., N. W., 
Washington; Noble Motor Co., N. 
Aurora St., Easton, Md.; Anderson 
Chevrolet, Inc., 4600 


Edmonson, 
Baltimore; Auto Show, Ltd., 1317 
Dual Highway, Hagerstown, Md., 
and Auto Fair, Inc,, 7990: Georgia 
Ave., Silver Spring, ; 
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Hoists Lift Shop Profits— 





Business is up 20 percent since the installation of these modern lifts in the shop 
of Lang Chevrolet & Oldsmobile, Fairborn, O., according to S. A. Whitton, service 
manager. The hoists enable workers to provide faster service, he said. 

* 


Shop Credits Modern Lift 
As Service Sales Soar 


Eprror’s Note: Many dealers 
are contemplating equipment 
modernization in their shops if 
the changes will bring greater 
profits and save time for cus- 
tomers. Here is a service man- 
ager’s account of what modern 
hoists did for his shop. 

+ * cd 

FAIRBORN, O.—Lang Chevrolet 
& Oldsmobile is expecting a 20 per- 
cent increase in service business 
this year and much of the credit 
belongs to a new type of lift, said 
S. A. Whitton, service manager. 

“The lesson we learned after in- 
stalling a Joyce-Cridland ‘Quick 
Spot’ lift in June, 1958, resulted 
in the purchase of six more last 
January,” he added. 

One of the hoist’s biggest advan- 
tages is its adjustable arms, Whit- 
ton said. 

“With our other lifts we looked 
on adapters as an annoying neces- 
sity. They were always being mis- 
placed or borrowed, and we felt 
they were responsible for some 
minor damage to undercarriages.” 

He said mechanics’ pay has soar- 
ed since the lifts enable them to 
get one job done faster and frees 
them for other work. And the shop 
is able to handle a lot more work 
now, he added. 

After installation of the first 
lift, Whitten said, the one me- 
who used it in a test aver- 
a week more than he 
re Lang acquired the 


ma 


d the test installation “re- 
sul in our selling 330 more man 
hours in the last six months of 
1958 on that unit.” 

All mechanics have been taking 
home fatter paychecks since the 
other six lifts were installed, he 
said. 

“One man, who averaged $85 a 
week last year on the old-style 


z 


lifts, hasn’t been below $100 a week 
since January and is now aver- 
aging about $115,” Whitton contin- 
ued 


He said the estimate of in- 
creased service for 1959 is based 
six-month performance 
the new hoist. Service 
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Easy te Service— 
Modern lifts in the shop of Lang Chev- 


_ golet & Oldsmobile, Fairborn, O., make it 


easier for mechanics to get at profitable 


- service points, says S. A. Whitton, service 
- manager. Mechanics are getting more pay 


@s a result, because they can handle 








work because the posts rise from 
the side instead of fore and aft,” 
he said, “giving us greater acces- 
sibility at the profitable service 
points.” 

He said it permits easier servic- 
ing of transmissions, drive shafts 
and differentials, and also “relaxes 
wheel suspensions so we can do 
better and faster work on tires, 
wheels, brakes, springs and shock 
absorbers.” 


Riviera Motors Expanding 


PORTLAND, Ore.—As part of a 
$500,000 expansion program, Rivi- 
era Motors, Volkswagen distribu- 
tor, has purchased two buildings 
here and will build another to 
house the parts department for 
Oregon, Idaho and Montana, ac- 
cording to Knute Qvale, general 
manager. 








DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motives News. 


For Make Servicemen 


FORD DIVISION—From July 27 
to Aug. 21, the 35 Ford district 
school instructors will be conduct- 
ing courses in basic electricity, al- 
ternator system, Fordomatic and 
transmatic transmissions and air 
conditioning. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 


following cities: Atlanta, Jackson-| 


ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 


New York (two centers), Oakland, | 
Philadelphia, Washington, Pitts-| 


burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER— International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 


Too Much Money Tied Up 
In ‘Slow’ Parts, Wolf Says 


OKLAHOMA CITY.—In too 
many dealerships today 75 percent 
of the parts sales volume comes 
from only 15 percent of the dollar 
inventory, according to John E. 
Wolf Co. 


And in many cases, the service- 
promotion firm said, fast-moving 
items show a stock turnover of 
30 to 50 times a year. 


The firm blamed this situation on 
the fact that dealers, knowingly or 
unknowingly, usually place a dol- 
lar ceiling on their parts inven- 
tories. 

Because of this ceiling, Wolf con- 
tended, the parts buyer then cuts 
quantities to get wider number cov- 
erage to take care of older cars 
on the road as well as the newer 
models. > 

“The result of this compromise 
has been a serious buildup in deal- 
erships of relatively slow-moving 
and sometimes obsolescent items,” 
a Wolf spokesman said. 

“This buildup has taken place, 
without a rise in dollar inven- 
tory, at the expense of both fast- 
moving parts and very late-model 
items.” 

An item-by-item check of stock 
records may show a seven-to-10-day 
supply of fast parts and a three- 
to-five-year backlog of slow-moving 
items, he added. 

As the parts manager tries to 
keep a stock of parts to meet de- 
mands of his independent-garage 
trade, which often takes in most 
of the older models, he is forced 
to cut down quantities in order to 
cover a wide field of parts num- 
bers, the spokesman added. 

“The dealer's own shop may 
suffer most because the parts 
manager, who must compete with 
others for the independent-garage 
-business, may fail to stock 
enough current-model parts,” he 
continued. 

“This could alienate the shop’s 
customers when they recall how 
well they were cared for by the 
independent-garage operator,” he 


said. He suggested that dealers fol- 
low these practices to cure the sit- 
uation: 


1. Recognize that obsolescence is 
a big factor in the parts business 
and drop from regular stock any 
item they would not replace if they 
were out of it. 

2. Put numerical stock levels on 
all stock-record cards, review the 
levels quarterly and start forcing 
the fast-stock levels upward, 
using money Saved by cutting and 
dropping slower stock. 

3. Classify parts stock according 
to their movement histories. 

Class 1 parts (items moving 12 
or more times a year), stock on a 
90-day level, 

Class 2 parts (items moving six 
to 11 times yearly), stock on a 60- 
day level, 

Class 3 (parts moving one to five 
times), stock one piece, pair or set. 

Class 4 (items showing no 
movement but which fit the cur- 
rent model), do not rebuy. 

Class 5 (items showing no move- 
ment in the past 12 months and 
which do not fit the current model), 
drop from regular stock, or store 
elsewhere if considered hopeful. 
Otherwise, sell them for scrap or 
at any price to realize an “obso- 
lescence profit.” 


AUTOMOTIVE NEWS, JULY 20, 1959 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 














worthy design features. Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem, 

STUDEBAKER -PACKAR D— 
Technical training centers in New 
York; South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz passenger cars for July 27- 
Aug. 21, The courses are tailored to 
dealer mechanic needs and grouped 
in relation to basic requirements— 
(1) elementary, (2) overhaul re- 
pairs, (3) advanced classes on 
heavy repair procedures and special- 
ized unit rebuilding. A special two- 
week course on Studebaker models 
has been established for newly ap- 
pointed dealer servicemen. Subjects 
cover a brief history of prior mod- 
els and provide a working knowl- 
edge of the current passenger cars 
and trucks. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L. J. Young, 
and at South Bend by A. S. Kidder. 

WHITE MOTOR CO.—Gasoline 
school—Aug. 17-21 (White). School 
will be held at the White Motor 
factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians, No instruction 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif—Seven courses 
starting the first Monday of each 
month; automatic transmission re- 
building, master tuneup, engines 
and automotive fundamentals, parts 
counterman and parts salesman, 
brakes, body and fender, service 
station attendant. Evening classes 
are run continuously on power 
steering and power brakes and 
automotive air conditioning. Con- 
tact Frank O, Bregnard, Auto Me- 
chanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for further 
information. 

JOHN BEAN DIVISION, Lans- 
ing—(A) Alignment and _ wheel 
balancing, Aug. 10; (B) Advanced 
alignment and basic frame course, 
July 27, Aug. 17; (C) Frame 
straightening and body alignment, 
Aug. 3, 24. Combined courses will 
also be made available. They are: 
(ABC), Aug. 10-28; (AB), Aug. 10- 
me and (BC), July 27—Aug. 7, Aug. 
17-28. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of> scheduled classes and enroll- 
ment contact Barrett Equipment 


Service Idea of the Month .. . 


To Cut Down on Returns 


Many tools are used to implement a program at the George 
Gorson (Chrysler-Imperial) dealership, Philadelphia, which goes 
like this: Quality work means customer satisfaction means a 


profitable service operation. 


The shop foreman, parts manager and service salesmen are on 
an incentive plan, while the compensation of each mechanic is 
boosted 50 cents an hour for any week in which he hag no job 
returned because of poor workmanship, This not only makes the 
men quality conscious, according to Robert Gorson, but hag re- 
sulted in the men having more time for productive work. 











Co., 2101 Cass Ave., St. Louis 6, Mo, 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods, Next class July 20, Aug. 3, 17. 
Address all inquiries to Mildred T. 
Clark, registrar, 2103 Fifth Ave, 
Rock Island, Il. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors: through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

INLAND MFG, CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St, 
Omeha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 am. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—tTraining courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 

WEAVER MFG. CO.— Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth St, 
Springfield, Il. 
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Maintenance Tips... 
Here’s How Experts Do It 


plugs or excessive exhaust smoke 
may be caused by rocker-arm 
shaft holddown bolt holes open- 
ing into the intake manifold. In a 
few production engines, the bolt 
holes were drilled too deep allow- 
ing oil to seep around the bolt 
threads. This leakage occurs most 
frequently, as mentioned above, 
in hilly areas where long down- 
hill stretches build high vacuum 
in the intake manifold. 


Solving ‘Off-Beat’ Problem 

NE of the details that makes the 

difference between “just a 
mechanic” and a true tuneup ex- 
pert is the ability to solve the real 
“off-beat” problems. One of the 
tricks in doing this is the knack of 
benefiting from other people’s ex- 
perience. The service engineers of 
Champion Spark Plug Co. offer 
some valuable experience on one of 
these unusual problems that can 
and does exist. It’s a situation you | ; 4 i 
could run into, especially if you live| Ordinary sources of oil fouling, 
in a hilly area. 

Unusual oil fouling of spark 





arm assemblies and propping open 
the throttle plates. Apply air pres- 
sure to the holddown bolt holes in 
the cylinder heads. If the air hisses 
out of the carburetor throat, at 
least one of the bolt holes is drilled 
too deep. 

Most manufacturers can supply 
replacement studs and sealers for 
this condition. If you find any blind 
holes, however, be sure to blow out 
all oil before installing these studs. 


—CHAMPION SparK PiuG Co, 
* * * 


Chevrolet Oil Filter 


HE 1959 Chevrolet trucks pow- 
ered with a 261-cubic inch, six- 
cylinder engine, are equipped with 
a full-flow oil filter. Prior to 1959 
this engine was equipped with a 


If you have eliminated all of the by-pass type oil filter. 


In the past, in instances where oil 


consider this possibility. It can be| leakage occurred in the connec- 
checked by removing the rocker-| tions or in the feedline from the 





engine to the oil filter, the truck 
operator, to make an emergency 
repair, would disconnect the feed- 
line at the engine and screw a pipe 
line plug into engine oil outlet. 

No harm would be done to the 
engine because with the use of a 
by-pass type oil filter, the en- 
gine was provided with an in- 
ternal by-pass which served as 
a form of safety valve by per- 
mitting the flow of motor oil 
through the engine lubricating 
system in the event the oil filter 
became clogged. 

The 1959 engine equipped with 
the full-flow oil filter, has the by- 
pass valve located in the head of 
the filter . . . The by-pass in the 
engine block has been eliminated. 

If, in the case of oil leakage in 
a 1959 engine, an attempt is made 
to disconnect the oil feedline from 
the engine and plug the engine oil 
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power up with 
Ramco 10-up sets 


Look at the illustration above. 

It shows the heartbeat of conformability. 

When butted end to end, the Duomatic 

expander acts like a coiled spring, exerting 
outward pressure against wafer-thin rails. 

No matter how worn, tapered or out-of-round a 
cylinder may be, the expander automatically adjusts, 
conforms. Like the human heart, it’s constantly at 
work: expanding, contracting, expanding .. . 
Both C-9 and Spiro-Seal oil rings have this 
MODERN POWER action. That’s why C-9 

(in newer engines) and Spiro-Seal (in older 
engines) means satisfied customers for you. 


To find out more about them, call your Ramco Jobber. 





PwPIsSs TOL FeZNCS SHOTS 
Ramsey Corporation,a subsidiary of Thompson Ramo Wooldridge Inc. 


Why MODERN POWER with 
conformability is important to you 
is explained in detail in this 
colgi illustrated book. Yours 
FREE when you mail coupon. 
R-511R Copyright 1959 





RAMSEY CORPORATION 
3737 Forest Park Bivd., St. Lovis 8, Mo. 


Yes! Send a free copy of MODERN 
POWER FACTS to: 


CoD iiirctitenntrnicinseosenent ZONE......STATE........... 
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Instant response to taper 


and wear is 

to MODERN POWER. 

C-9 brings this response to 
a modern new high with 
extreme flexibility of 


Duomatic 
coded hear vale 





Spiro-Seal 
Conformability 

iro-Seal works 
theo rte! 
deoendne woe sitntet 
taper or wear. Ri free 
of inner ring pressure 
until after seat-in. 
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outlet with a pipe plug, as was 
formerly practiced, engine oil cir- 
culation will be stopped and fur- 
ther vehicle operation will result 
in burning out the engine. 


In the event the oil lines must 
be disconnected, and the engine 
must be operated, a jumper oil line 
must be connected between the two 
oil fittings in the engine block so 
that complete engine oil circulation 
can be maintained. The use of plug 
fittings on the 1959 engine is defi- 
nitely prohibited. — Cuex-CHart 
Service BuLLETIN 

* a * 


Undercoating Care 


— Chrysler Bulletin states that 
extra precautions must be 
taken when undercoating 1959 
Chrysler and Imperial cars. This is 
particularly true of cars equipped 
with Torsion-Aire suspension. 


Care must be taken to be sure 
that no undercoating is applied 
to the following parts on any 
Chrysler or Imperial car: Front- 
suspension ball joints and seals, 
front-suspension upper control 
arm pivots and cams, rear-sus- 
pension leaf springs and attach- 
ments and underbody—axle pin- 
ion bumper shelf. 


In addition to the above, precau- 
tions should be observed to be sure 
that no undercoating is applied to 
the following parts on cars equip- 
ped with Torsion-Aire suspension: 
Air springs, air-spring pistons, low- 
pressure tank and height control 
valve and high-pressure tank drain 
valve and cap. 

The last item should be masked 
and wiped clean immediately after 
the undercoating operation so that 
it can readily be seen and properly 
serviced.—CHEK-CHartT Service BuL- 


LETIN 
* * * 


Cleaning Aluminum 


HE anodized aluminum grille, 

side inserts, rear deck-lid tire 
cover, head lamp doors and medal- 
lions used on Plymouth models 
should be cleaned with a mild de- 
tergent and soft brush. Cleaning 
these surfaces with polish, abrasive 
cleaners or steel wool will remove 
the protective coating and may 
scratch and discolor the finish, 


where the grille and head lamp 
doors have turned a milky white. 

In all cases reported, this condi- 
tion was found to be caused by 

a high-alkaline substance used in 

steam cleaners for cleaning white 
side wall tires. 

If you should encounter any of 
the above mentioned conditions, we 
suggest that you caution the par- 
ties involved not to use abrasives 
on anodized aluminum trim and 
to exercise extreme care when 
cleaning with steam.— PLymouTH 
TEcHNICAL Propuct INFORMATION 


Buuuetin 
* * * 


Starter Motor Trouble 


No or erratic operation of the 

starter motor drive may be 
caused by small amounts of foreign 
material on the threads of the Ben- 
dix drive. 

This condition may be more 
prevalent on cars equipped with 
air-cooled automatic transmissions. 
However, an inspection may be 
made on any vehicle without re- 
moving the starter assembly. 

A check can be made on cars 
with automatic by 
removing the inspection plate at 
the bottom of the torque-con- 
verter housing. Standard trans- 
mission-equipped cars can be 
checked by removing the clutch- 
housing pan at the bottom of 
the clutch housing. 

If the accumulation of foreign 
material is slight, apply a few 
drops of No. 10W oil. A pressure- 
type oil can with a seven-inch 
extension of small copper tubing. 
attached to the spout will aid lubri- 
cation at this point. 

If an inspection indicates that 
an excessive amount of foreign ma- 
terial is present, it will be neces- 
sary to remove the starter assem- 
bly for thorough cleaning and 
lubrication with a light film of 
Lubriplate.— PLymMovutH TecHNICAL 
Propuct INFORMATION BULLETIN 


Davis Chevrolet Builds 

HOUSTON, — Construction has 
begun on a $300,000 building for 
Chuck Davis Chevrolet Co. The 
building is at Old Spanish Trail, 
Dixie Drive and Tierwester. and is 
scheduled to open late this year. 
C. N. Davis jr. heads the firm. 
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Ford T-950 performs heavy construction chores for Thomas McQueen Co., 
Chicago, Illinois. Equipment includes 10-yd. dump body, 534 SD V-8 engine, 5- 
spd. transmission and 3-spd. aux. transmission. GV W is approximately 60,000 lbs. 


Ford C-850 tractor-trailer is one of fleet serving Continental Baking Co., Rye, 
New York. Unit has 35-ft. van trailer, 401 SD V-8 engine with 5-spd. transmis- 
sion. GCW ranges between 40,000 and 50,000 Ibs. 


SS PPC RNR RAND ERASER eS Beh. 


Ford T-850 mixer trucks, serving North Star Sand and Gravel Co., Seattle, 
Washington, are among nation’s first all-aluminum mixer units. Equipped with 
7-9 yd. mixer body, 477 SD V-8 engine and 5-spd. transmission. 


Ford T-850 hauls liquid petroleum and chemical products for Rogers Cartage Co., 
Chicago, I)linois. Tractor with 35-ft. tandem tank trailer has 534 SD V-8 engine 
and 8-spd. transmission. Maximum GCW: 68,000 Ibs. 














Moving mountains of earth, freight or 
| produce is all in a day’s work for Ford 
Iheavy-duty trucks. In business and in- 
j dustry alike, these low-cost heavyweight 
Ihaulers are rolling up handsome profits 
ifor their owners with record-breaking 
| performance and economy. 


| Benefiting from the growing popularity 

of these giants of the Ford Truck Line is 
a nation-wide network of 270 authorized 
Ford heavy truck dealers. In the first four 
imonths of 1959, demand for these versatile 
big jobs helped boost Ford truck sales 
45% over the same period in 1958! 


This trend to Ford heavy-duty trucks in 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD +» THUNDERBIRD + EDSEL »* MERCURY « LINCOLN 
CONTINENTAL MARK IV * ENGLISH FORD LINE « TAUNUS 
TRUCKS + FARM AND INDUSTRIAL TRACTORS AND 
IMPLEMENTS « INDUSTRIAL ENGINES 





a flourishing market means selling oppor- 
tunities for all Ford truck dealers; oppor- 
tunities that can be capitalized on with 
the cooperation of authorized Ford heavy 
truck dealers and the assistance of special 
heavy-duty truck field personnel. 


Ford truck sales engineers, with years 
of experience in the heavy truck field, are 
available in each Ford District Sales Office 
to assist you in selecting the right models 
and equipment to meet the vocational 
requirements of heavy truck operators in 
your trading area. 


Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars! 


Ford 


MOTOR COMPANY 








FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 144 OF A SERIES. 


ISINESS IS BIG WITH 
) HEAVY-DUTY TRUCKS! 







THE AMERICAN ROAD 
DEARBORN, MICHIGAN 
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‘Get Work, See That It’s Done Well’... 


Service Manager’s Job 


TOLEDO. —Service is both an 
opportunity and an obligation and 
it’s the service manager’s respon- 
sibility to see that the dealership 
doesn’t miss the boat on either, ac- 
cording to G, T. Scher, service man- 
ager for Willys Sales Corp. 


He said the principal objectives 
of a successful service manager 
are to get customers and see that 
they are satisfied, operate an effi- 
cient and profitable department 
and see that quality stays high. 

“It is the job of the shop fore- 
man to get work out of the shop,” 
Scher continued. “The service man- 
ager’s job is to get customers in. 
He must create plans that will 
bring them in when he needs 
them.” 

He suggested a labor analysis to 
determine the efficiency of his 
mechanics individually and as a 
group, comparing work turned out 
with total labor sales to learn how 
much gross is realized on each job. 

Any comparison report, he added, 


N. Y. Thruway 
Providing Own 


Emergency Aid 


ALBANY.—The New York Thru- 
way Authority is dissatisfied with 
emergency service provided by 
private garages and has inaugur- 
ated its own program for providing 
free gasoline, water and tools to 
motorists stranded on the super- 
highways. 

A spokesman said the authority 
was negotiating for a revised type 
of emergency service after the 
contracts with the private garages 
expire at the end of this year. 

A fleet of 11 half-ton Thruway 
trucks was placed on continuous 
patrol from 4 p.m. to 8 am, on 
weekdays and around the clock on 
week-ends and holidays under the 
new policy, and their drivers have 
been authorized to provide two 
gallons of free gasoline, water or 
the use of jacks, lug wrenches and 
other tools to motorists in trouble. 


No labor is provided unless the 
motorists happens to be “a little 
white-haired old lady in a jam,” the 
spokesman said. 

The new service came to light 
when David Hamburger, Yonkers, 
one of the private garagemen who 
provide the emergency service 
under contract, asked the State 
Supreme Court at White Plains for 
an injunction against the Thruway 
Authority. He claimed the free 
service was damaging his business. 


Hawk Captures 
Teen Safety Run 


TORRANCE, Calif.—Sweepstakes 
winner in the sixth annual Youth 
Safety Run from here to Yosemite 
and return was a Studebaker Hawk 
with 21.860 miles per gallon. 

Ton-mile award went to a DeSoto 
Firedome with. a figure of 43.043. 

The teen-age driving event was 
sponsored by volunteer policemen 
who are members of the Police Ad- 
visory Council for Car Clubs. 


Prof Retiring 
Elliott Wrote Textbook 


On Auto Engine 


MADISON, Wis.—The man who 
wrote a pioneering book on the 
eee engine is retiring from the 

niversity of Wisconsin engineer- 
ing faculty this year. 

He is Ben Elliott, head of the 
mechanical engineering department 
at the university. He and a col- 
league, Prof. Earl L, Consoliver, 
compiled the pioneering textbook, 
“The Gasoline Automobile,” more 
than four decades ago. 

The book was a standard text 
for many years in trade and voca- 
tional schools and in many institu- 
tions of higher learning in the U.S. 
It helped thousands of engineering 
students understand the fundamen- 
tals of an auto engine. 





should include the following: 
1. The mechanic’s name. 


2. The total customer and labor 
sales turned out by the mechanic. 


3. The total pay of each mechanic 





Wicked Winter Boosts 


Demand for Tire Chains 


YORK, Pa.— Commenting on a 
survey of local news articles in 
hundreds of snow-belt newspapers 
which revealed a serious shortage 
of tire chains in over a dozen states, 
Melvin H. Campbell, president of 
the National Assn. of Chain Manu- 
facturers, declared this winter re- 
sulted in a greater demand for 
chains in many sections of the 
country. 


This winter, he said, demon- 
strated to millions of drivers in 
about 30 states that “tire chains are 
still the best and only reliable help 
for getting safely through severe 
snow and ice conditions.” 





Now! Front-end business can 


CHECK THE. ctss-stcrr aoe 
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EQUIPMENT! 
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for the period covered by the re-| 
port. 

4. Gross profit realized from the 
labor of each mechanic. 


5. Total hours available and the 
total hours sold for each mechanic. 

6. Percent of efficiency of each 
mechanic, found by dividing the 
hours sold by the hours available 
|}and multiplying this by 100. 

He said a labor analysis may 
lead to such steps as: 

1, Replacement of personnel 
who are hopelessly inefficient. 


2. Closer supervision of those 
whose work quality may vary or 
whose efficiency rating is low. 

3. Additional training for work- 
ers not up to the shop’s quality 
level. 

4, Rescheduling of work to take 
advantage of any special aptitude 
shown by a particular mechanic on 
a certain type of work, 

5. Encouraging higher work 
quality by keeping mechanics in- 
formed of their performance rat- 
| ing, 































Ford Dealers Elect Council Leaders— 


John C. North, El Dorado, Kans., was elected chairman and John A. Whittaker, 
Council Bluffs, la., vice-chairman of the 1959-1960 central region Ford dealers council 
at a recent regional council meeting in Kansas City. They, along with Phil Gerelick, 
Omaha, who is 1958-59 regional chairman, attended the National Ford Dealers 

“The efficiency analysis enables | Council meeting July 13-17 in Detroit. Members of the regional council, seated, from 
the service manager to uncover | left, are Thomas Miller, Moberly, Mo.; M. P. Kemp, El Paso, Tex.; Robert F. Leonard, 
| hidden expenses which affect gross | Ford central region sales manager; Gerelick; David Riesmeyer, Webster Groves, Mo., 
| profits as surely as such expense/and Roscoe Klinger, Waterloo, la. Standing: M. J. Duckett, Hampton, la.; E. H. Bruss, 
jitems as wages and rent,” Scher) Farmington, N. M.; Jack B. Burton, Shenandoah, Ia.; Whittaker; North, and Ray M. 
said. ' Shepherd, Ft. Scott, Kans. 
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All Factories to Join In... 


Service Programs Stepped Up 


(Continued from Page 26) 


ment inventory and layout, truck 
service, customer followup system, 
attitude towards customers, man- 
power adequacy, management com- 
petency, extent of participation in 
training programs, procedures for 
preparation of cars and trucks for 
retail delivery and general opera- 
tion as it would relate to service 
yolume and profits. 

In addition to a comprehensive 
technical training program, the 
company has also instituted a 
sound service-management train- 
ing program that is designed to 
assist dealer service and parts 
management personnel in organ- 
izing and operating their depart- 
ments for maximum efficiency 
and profit. 

A serviceman’s view of the dealer 
accounting system is also taught to 
provide an understanding of finan- 
cial statements, budgeting, and 
forecasting. In the mail followup 





promotion, the name of every new 
purchaser of a car or truck is auto- 
matically added to the list to assure 
the dealer that the owner will be 
invited to become a service cus- 
tomer. 

Details of the Chrysler Certified 
Car program are being kept under 
wraps until it is announced at the 
same time as the new models are 
shown. It was learned, however, 
that it is designed to help increase 
dealer service business and that it 
incorporates some of the features 
of both the GM Owners Warranty 





Adjustable Lift Patented 

SAN FRANCISCO.—J. D, Cochin 
Mfg. Co., South San Francisco, said 
it has been granted a patent on 
its adjustable rail frame-lift which 
was developed and introduced three 
years ago. The lift is adaptable to 
foreign as well as domestic cars, 
the company said. 


Policy and the Guardian Mainten- 
ance program. 
* * + 

C IS understood that it places 

more responsibility on the dealer 
for carrying out the warranty, but 
that it ties the customer closer to 
the dealer for his service needs. 

The American Motors program, 
also to be announced with its new- 
car introduction, incorporates a 
complete mobile training program. 
It is understood that a test program 
has been going in the eastern part 
of the country for some months 
with considerable success. 

It is also understood that this 
program of mobile service train- 
ing will be expanded to cover the 
entire country early this fall and, 
with its introduction, a definite 
plan of action will be set. 

General Motors and its divisional 
service managers are well pleased 
with the success of the Guardian 








dah 


TERMS OR CACH 





“I forgot to tell you, sir, we’re 
not equipped to grease them little 
foreign cars.” 





Maintenance program. Although it 
is still too early to obtain actual 
figures as to how much increase in 
customer labor it has brought GM 
dealers, it ig known that it has 
been accepted by two-thirds of 
GM’s dealers, 

Plans are already under way to 
strengthen and widen the scope of 
the program for the year following 


n | be your most profitable service 
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MOVES ANYWHERE...WORKS ANYWHERE 


COSTS ONLY 20% AS MUCH AS PIT OR RACK TYPE! 


Are big wheel alignment profits passing you by? Now you 
can cash in—with a minimum investment. You pay so 


little — but get so much. 


© No construction or maintenance expense 


— no pit or ramp needed. 


@ Gives accurate results anywhere — even on floors 


that are not absolutely level. 


© 100% accurate . . . adjusts caster, camber, toe in, toe out! 


@ Easy to use .. . no special training required. 


© Only Alemite offers full One-Year Warranty . . 
service facilities .. 


. nationwide 
. factory training. 


@ Completely portable — space saving . . . moves 
directly to the job — indoors or out. 


@ Versatile. Works on both American and foreign cars, 


CORRECTS BOTH UP-AND-DOWN 
AND SIDE-TO-SIDE UNBALANCE! 


NO ATTACHMENTS TO BUY! ¢ NEVER BECOMES OBSOLETE! 
HELPS BUILD EXTRA SERVICE PROFITS! 
GIVES FASTER, EASIER BALANCING! 


Fastest, most accurate wheel balancing ever — 
nothing is‘added or removed from wheels. 


© Exclusive Hand Strobe Light. Works outdoors or in. 
® Exclusive Pick-up. Shows both up-and-down and side- 


to-side unbalance. 


© Plus these added new advantages. Wheels are spun 
at speeds up to 100 mph. + Dual hand and foot con- 
trols for spinner and brake » New folding handle saves 


Storage space. 


Get Complete Details Today! Mail This Coupon 





light trucks — fits 13” through 18” wheel sizes. 


Sree eteneene 


! alemite Division, Stewart-Warner Corporation, Dept. AP-79 
1850 Diversey Parkway, Chicago 14, Illinois 

0) Please send me literature on the new Alemite Cross-Sight Aligner 
© Please send me literature on the Alemite Wheel Balancer 


0 Please have an Alemite representative arrange a demonstration 
of the Alemite Cross-Sight Aligner 
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~|the close of the current campaign 


next May. 
* ad * 


Long-Range Program 


HUS it is seen that all factories 

are looking upon their service- 
promotion activities as a long-range 
program and one that they will 
keep hammering on. 

The programs may take different 
approaches as new needs arise. 

Currently, however, the need 
for trained manpower and addi- 
tional space and the ability of 
each dealer to take care of more 
owners are paramount in the 
thinking of all service experts, 

General Motors, in launching the 
Guardian Maintenance program, 
felt that its dealers had a basic 
core of well-trained men and that, 
by advertising to the owners of GM 
vehicles that their dealers were 
able to give quality service, the 
dealers would meet their facility 
and training needs as they arise. 

+ * * 

‘_ Ford Quality Service Pro- 

gram is a continuing dealer 
service-improvement program with 
the major objectives of assuring 
efficient service to Ford owners, to 
reestablish good service as an effec- 
tive means of obtaining and in- 
creasing new and used-vehicle sales 
and to stop the downward ‘trend 
of dealers’ penetration of the serv- 
ice market. 

For this year, at least, the pro- 
gram will be a selective one, By 
that, it is meant that at least two 
dealers are selected in each dis- 
trict each quarter on the basis of 
their established records for 
needing service management aid. 

Ford then works with those deal- 
ers to bring their service up to a 
quality standard. 

Currently, in most cases, the deal- 
ers being selected are the larger 
dealers who are willing to have 
the factory experts diagnose and 
correct the conditions that have 
prevented these dealerships from 
equalling or beating the national 
average of dealerships of equal 
size. 

* * ” 


38.6 Pct. of Gross 


dealer’s permission to cor- 

rect his service department ills 

is gained before any study is made. 

It is pointed out to the dealer that 

65 to 75 percent of his building 

area, 58 percent of total personnel 

and 29 percent of assets are de- 

voted to service and should produce 
38.6 percent of total gross profits. 


It is also pointed out that, while 
service will gross approximately 30 
percent of service sales, vehicle 
sales will gross about 10 percent on 
sales and that if the dealer’s de- 
partment is being operated on the 
proper basis, he should be getting 
these results. 

The Ford program has 10 points 
that include selection of the deal- 
ers to receive it, endeavoring to 
correct dealer attitude if the 
dealer does not view service in 
the proper relation to the balance 
of his business, warranty admin- 
istration, customer relations, fa- 


activities so that the dealer al- 

ways knows just where he stands 

on parts and labor sales, techni- 
cian productivity and training 
accomplishment. 

While the Ford program for the 
balance of this year is aimed at 
improving the service earnings and 
offerings of 520 selected dealers, 
any dealer who feels he needs this 
expert analysis and aid can apply 
for the program and will be in- 
cluded in the work being carried 
on. 

The success of the Ford Quality 
Service Program has already been 


demonstrated in that mechanic. 


productivity has climbed 3 percent 
for the year and dealer service 
technician training has increased to 
reach the highest volume ever 
recorded by the company. 





Renault-Peugeot Only 


LOS ANGELES.—Noll Auto Co., . 


4301 S. Figueroa, now is an exclu- 
sive Renault-Peugeot outlet. The 
firm has been in business 43 years 
at the same location and has han- 
dled Renault since 1957. John 
Green Corp., West Coast Renault- 
Peugeot distributor said more than 
80 percent of its dealers now have 
established exclusive Renault show- 
rooms and service facilities. 
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Sear’s Service Is Built on ‘Better-Mousetrap’ Theory... 


‘Let’s Start with Honesty’ 


EAST SANDWICH, Mass.—If| inen, shop foreman who chauf- 


you were starting a year-round | 


feured for the president of Fin- 


business, would you choose a resort; land during the last war, “let’s 
area such as Cape Cod where busi-| start with honesty.” 


ness booms for three months, then 
trickles the rest of the year? 


His ideas on service come out 





Sounds rugged but Waldo W. ASIA Raps Decision 


Sears, owner of Sears Auto Sales | 
(Willy s-Rambler-BMC), has 
jumped his service business five 
times since he started in 1951 
and increased his sales three 


times. 

He didn’t beat the drums adver-| 
tising. Service is mentioned only | 
incidentally at the bottom of ad-| 
vertisements. This is because serv- | 
ice has been growing so fast that} 
he never dared or needed to adver-| 
tise. It was at capacity all the 
time. 

It’s the principle of the better | 
mousetrap—people have been beat- 
ing their way to his door. They 
come from Provincetown, the Cape- 
tip, 50 miles down-Cape. They drive | 
over from Providence, R. L, even | 
farther away. 

“First of all,” said Seppo Soin- | 





'On Commerce Taxes 


WASHINGTON.—A spokesman 
for the Automotive Service In- 
dustry Assn. told a Senate com- 
mittee that a Supreme Court 
decision upholding state’s rights 
to tax firms in interstate com- 
merce will “unduly burden busi- 
ness with a higher cost for record 
keeping and tax calculations, 
bring about increased prices and 
thus add fuel to the current and 


| continuing inflationary pressures.” 


In behalf of the association, A. 
W. Lott, executive vice-president 
of Permatex Co., Inc., Hunting- 
ton Station, N. Y., filed a brief 
with the Senate Small Business 
Committee which has been hold- 
ing hearings on the impact of the 
high court’s decision. 


Safe brakes protect lives... 


Wagner Lockheed 






POWER BRAKE REPAIR KITS 


- 


MASTER AND WHEEL CYLINDERS 





WAS9-19 


with the punch of a slogan, “Speed 
of service,” he said. “Parts. We 
keep and carry as much as the 
| place will hold. If we haven't got 
|’em, we send a man out to find ’em.” 

“Quality,” he continued. “When 
the job is done, it doesn’t come 
back, Start with a good man. I 
train them. We estimate right, s9° 
we can do it without cutting cor- 
ners. 

“No job too big, no job too small. 
And no matter who made it, we fix 
= 

Here Wally Sears breaks in. 
“I think a lot of our success is 
due to planning. We plan three 
or four days ahead, sometimes 
more, This way we can locate the 
parts ahead of time.” 

Service for all machinery on the 
Cape has been a headache of the 
Cape resident, because of the dis- 


of parts. 


an ingenious scheme to beat the 
problem of getting parts, Four 











Gas Sales Conspiracy 


Charged in Hammond 


HAMMOND, Ind.—A civil anti- 
trust complaint has been filed 
here against a Teamsters’ union 
local, gas dealers’ association and 
four individuals on charges of 
conspiracy to restrain interstate 
commerce in gasoline. 

The conspiracy, according to 
the complaint, consisted of an 
agreement under which major 
brand and independent brand 
gasoline station operators would 
refrain from advertising prices or 
requiring or permitting the giv- 
ing of premiums in connection 
with retail gasoline sales. 

In enforcing the alleged con- 
spiracy, the complaint alleges 
that the defendants cut off and 
threatened to cut off the delivery 
of gasoline to those gasoline sta- 
tion operators who did not com- 
ply with the terms of the alleged 
agreement, 





years ago a radio communication 
a a system was established with their 
tance from cities and distributors| cars and trucks. Operating like a 
| police -headquarters in communica- 
Both men were enthusiastic about | tion with its patrol cars, they can 
| keep in constant touch. 


If a man is coming down from 








| BRAKE PARTS 





BRAKE LINING 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Wagner Electric Corporation 


6400 PLYMOUTH AVENU 


E, ST. LOUIS 14, MISSOURI 





the only complete line 
of BRAKE PRODUCTS for 
Original Equipment or 
Replacement needs 


% 7 


HEAVY DUTY 


Se iaaaiy 


HYDRAULIC BRAKE FLUID 










LOCKHEED BRAKE PARTS, FLUID, BRAKE LINING and LINED BRAKE SHOES » AIR HORNS + AIR BRAKES - TACHOGRAPHS © ELECTRIC MOTORS » TRANSFORMERS + INDUSTRIAL BRAKES 





— 


Brockton with parts and they 
have an unexpected need for 
another part, they can stop him 
on the way and have him go back 
for whatever else they need. 

“We have gas and electric weld- 
ing equipment. If we can’t get a 
part, we can often make it. Seppo 
has designed special tools to fit. our 
needs. He has a wrench right now 
that’s a honey.” 


Soininen had more to say about 
parts: “When we make them, we 
can do it the way we know from 
experience is the best, will last the 
longest. It will be done our way,” 


Shop equipment is the best he 
can get, Sears said, because it’s 
needed for the varied service which 
the shop handles. 

“We get the dissatisfied cus- 

tomers,” said Soininen. “After 

they come to us, we have them.” 


The shop has a portable lube 
rack, portable wheel balancer, out- 
lets all over the shop which wil] 
take the electric welder, long hoses 
on the acetylene welding unit so 
that it can be operated in any stall] 
without moving it, brake-drum 
lathe of all sizes, and a Sunnen 
wet-honing machine. 


Sears handles three motor jobs 
a week, 150 repair orders a month 
and a parts inventory of approxi- 
mately $20,000 is turned four times, 
Twenty percent of the sales are 
made through the service depart- 
|ment. Two used cars are sold to 
}one new one. 

Road-testing is done not only 
| after the service job with the cus- 
tomer, but before. 
“We want to make sure we 
hear what he hears,” Soininen 
| said, “Otherwise, we take out a 
| big rattle but what was bother- 
ing him was a tiny squeak.” 

The staff includes five mechanics, 
three polishers and cleaners, two 
fulltime salesmen, two accountants 
and one parts man who takes care 
of stock. 

“We have no specialists,” Soin- 
inen added. “They are all-around 
good. We don’t have to hold up a 


|job waiting for the specialist.” 


“Each worker has a guaranteed 


| wage,” Sears said. “They may work 
| overtime on a job at night if they 


wish and, of course, are paid for 


| it. They will stay to finish a prom- 


ised job. There has been no Satur- 
day work for three years except for 
the two men who completely wash 
down the shop every Saturday. 
Sears Sales, which is left high 


| and dry on a road hardly travel- 


led in the winter, still is the near- 
est service station to Sandy Neck, 


| seven-mile spit of sand thrusting 


its high dunes out into Cape Cod 
Bay. Sportsmen and pleasure- 
seekers often get into trouble 


| and it’s Wally Sears who pulls 


them out. 

His men try to make the repairs 
on the road when they can and 
they try to get there fast, Sears 
said. 

Soininen told a little more about 


| quality. 


“In Finland, we don’t ask how 
long will it take? We want to 
know, ‘Who’s going to do the job? 


| What man?’ We learned during the 


war to work with what we had 


;}and that was not much. If you 
|can’t do a thing one way, you can 





do it another.” 


Summer tions 


On Rise at Dodge 


DETROIT.—A marked increase 


lin demand for warm-weather ac- 


cessories on 1959 Dodges has been 
reported by M. C, Patterson, Dodge 


| general manager. He also reported 


a continued high demand for other 
major accessories, 

Orders for air-conditioning units 
have increased 50 percent and or 
ders for tinted glass have soar 
159 percent over 1958 model instal- 
lations, Patterson said. 

During the 1959 model year, he 
added, 94 percent of all Dodges 
have been ordered with automatic 
transmissions, 67 percent with pow- 
er steering, 53 percent with radios, 
98 percent with heaters, 40 percent 
with windshield washers and 8 
percent with backup lights, 


Walker Muffler Guide 


RACINE, Wis.—A 1959 mufflef 
installation guide is being offered 
by Walker Mfg. Co, of Wisconsil 
It includes photos and instructions 
for removing and replacing muf- 
flers, and special suggestions 
short cuts for particular car makes 
and models. 
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Jerome Works for Happy Customers... 
—_ 


‘Old-Fashioned’ Dealer Tells How 


By Robert M. Lienert 
Associate Editor 


E STICK to the old fashioned 


ice and sales departments. 
Utilities are handled in the same 


principles of treating the cus-| way. 


tomer right,” smiled Larry Jerome, | 
who has serviced and sold Fords 
in Ro-| 


from the same location 
chester, Mich., since 1921. 


haps it’s because: 

1. His paramount rule is, “Keep 
the customer happy.” Every em- 
ploye is aware of the dealership’s 
determination that every cus- 
tomer be pleased with Jerome’s 
service. 

2. He makes money. 

3. His shop is staffed with satis- 
fied mechanics. 

4, He knows what each one of 
his departments is doing in the 
way of expenses and profits. 

o oe * 
CESSARY to a dealer’s sur- 

vival, Jerome believes, is a 
proper accounting system which 
lets him know exactly what each 
department is doing as a “separate 
business.” 

Jerome says he is disappointed 
that dealers have been satisfied 
to use only that part of the ac- 
counting system which the fac- 
tery requires and do not carry 
their accounting to the point 
where they have true depart- 
mental profit-and-loss results, 
Jerome notes that Ford Motor 


Co.’s accounting system for dealers | 


| 


+ * * 


EROME, over the years, has 
built an enviable reputation as 


|a dealer who takes care of his cus- 
If Jerome IS old-fashioned, per-| tomers in the shop. 


j 





is set up for departmentalized | 


entries but the factory doesn’t 


demand that dealers keep books on | 


that basis, so dealers don’t do it. 

He believes the current practice 
of taking total dealership profit and 
dividing it by the number of new 
cars sold is ambiguous. 

“One strong department,” Jerome 
says, “can hide several weak ones 
unless accounting is carried out to 
the departmental level—new cars, 
used cars, service and parts, and 
bump and paint. 

= * * 
“4 FTER all, the service business 
is a separate enterprise. How 
can you think of it as a part of 
the new-car selling business?” 

He has pushed hard for depart- 
mentalized accounting at dealer 
meetings and as a former member 
of the district dealer council, but, 
he complains, dealers normally ex- 
hibit little interest in or under- 
standing of the importance of de- 
partmentalizing costs and profits. 


Under the Jerome system, 
every item of dealership expense 
that can be directly traced to one 
particular department is charged 
to it. 


For example, the service depart- 
ment would have to pay for a new 
hoist; the used-car department for 
outside banners, etc. 

+ * + 

OME of the fixed expenses of the 

dealership are pro-rated to each 
department on a basis of the per- 
centage of gross profit returned by 
that department. 

In this category are adminis- 
trative salaries, institutional ad- 
vertising, tele phone and tele- 
graph, certain taxes, certain 
insurance, office supplies, legal 
and audit and donations and sub- 
scriptions. | 
Rent and utilities are worked out 
a bit differently. Since the bump 
shop and the used-car lot are in 
Separate locations, they pay the 
actual amount of their respective 
Tent costs. 

In the main building, rent costs 


Capitol Chevrolet 
Adding Facilities 


MONTGOMERY, Ala—Capitol 
Chevrolet, of which Frank E. 
ugh is president, has launched 
& $250,000 expansion program which 
includes two major projects—en- 
larging the service department of 
the downtown sales and service 
Plant and construction of a new 
Sales branch in Easterbrook. 

The enlargement will add 20,000 
Square feet of floor space to Cap- 
itol’s service department. 

The Easterbrook sales branch for 
hew and.used cars and trucks, on 

um Blvd., will -include 30,000 
Square feet of floor space, 





Somewhat handicapped by the 
limitations of an old building in 
the downtown section, he has de- 
veloped an operation to get maxi- 
mum potential out of the current 
quarters and is studying blue- 
prints for a new building on the 
edge of Rochester. 

Keystones of the Jerome service 
operation are well-paid mechanics, 
good equipment and clean sur- 
roundings. 

In the main service shop are six 
production mechanics, manager, 
assistant manager, make-ready 
man and lube man. The bump shop 
has its own manager and four men. 
There are three men in the parts 
department. 

“Most were trained right here,” 
Jerome says proudly, and he has 
































publicized mechanic shortage. 
> * * 


USTOMER labor rates in the 

dealership service department 
are $5 per hour on cars and $6 on 
trucks, Mechanics get 50 percent on 
the first $950 of labor sales per 
month and 60 percent of all sales 
over $950. 

They also get paid vacations 
(one week after one year; two 
weeks after two years), health 
and accident insurance, life in- 
surance and half of coverall ex- 
pense. Parts and other dealership 
services are discounted 25 percent 
to employes. 

Cost of fringe benefits, Jerome 
says, actually boosts the mechanic’s 
share from 50 percent to about 60 
percent of the labor-sales dollar. 

“In return for this favorable pay 
plan,” Jerome says, “we expect 
mechanics to cooperate with the 
management in road-testing cars, 


in moving customers’ cars before| 


| are split evenly between the serv-; never suffered from the much- T 


| 
| 
| 





“We have been quite successful 
in building a spirit of teamwork 
and interest in the dealership and 
in promoting customer conscious- 
ness.” 

* on * 
1 AVOID competition and fric- 
tion between the body depart- 
ment, service department and the 


parts department, Jerome says, all | 


departmental heads are held 
equally responsible for customer 
happiness and share on an equal 
basis in all bonuses and incentives. 

What sort of incentives? 

“Well,” smiles Jerome, “we 
have something going all the 
time.” 

Departmental heads are Keith 


Willard, service manager; Frank) 
Miles, parts manager, and Pete 
Larson, body shop manager. 


Jerome’s son, Dick, has been a 
partner in the dealership since 
1953. 

The backshop at Jerome Ford 
has eight productive stalls, five of 
which are equipped with lifts. 
There are four stalls for customer 
reception, a front-end stall, lube 
rack, wash rack and a three-stall 
new-car make-ready department. 


All equipment is up to date. Me- 


and after repair, in keeping the| chanics have access to an ignition 
place clean and in being nice to our | analyzer and three motor analyzers. 
| These are not pushed in the corner, 


customers.” 
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and heat-treated for uniform hardness. 


Induction-drawn heads — Hardness in striking 
heads is reduced for toughness that results in a slow-mush- 


rooming, long-life striking surface. 


70° chisel edge cuts truer and easier, stays sharp 


longer. 


Firm, comfortable grip is another Snap-on extra. 
Octo-square shape gives you more control, greater safety. 
Convenient kit bag holds all the tools, protects tips and 
edges. Just right for pocket or tool drawer. Flap keeps tools 


from slipping out. 


There’s no better time to weed out the old chisels and 
punches in your tool kit and get a master workman’s 
assortment. Your Snap-on man can show you a set next 


time he’s in your shop. 


Swar-ow 


GC a. = + OC 7 a eC Cc 


8082-G 28th Avenue 


* Kenosha, 


Wisconsin 


Look at these special Sveap-one features: 


Special steels — Tough alloys are expertly forged 
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ment specs. 
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either, but are used as a matter of 
habit on just about every job that 
comes into the shop. 

“I like a well-equipped shop,” 
Jerome says. “When the boys want 
something, I buy it.” 

+ as cd 
E 30-year-old shop would put 
many a newer establishment to 
shame for its neatness, The me- 
chanics probably don’t—but could— 
eat their lunch off the floor. 
“You can’t treat the customer 
right and provide high-grade 
service without high-grade sur- 
roundings,” he says. 

Jerome’s backshop added $254,336 
to the dealership’s till last year, 
with $131,641 coming from customer 
labor and $122,695 from parts. The 
$30,000 parts inventory is turned 
about four times a year. 

Repair orders average slightly 
under 700 per month, with the most 
recent figure showing 691 for one 
month. 

So far this year, the average re- 
pair order lists $16.45 in labor and 


| $11.29 in parts. 


Cost of writing a repair order? 

“Unfair to figure that here,” 
Jerome says, “because our ratio of 
non-productive men in the shop is 
higher than average since it pays 
to have non-productive men to 
wait on customers, give quick 
service and keep the buyers happy.” 





do I want in a 
ov Purch’ 7 


“I can tell you quick — I want ’em 
tough. I want a chisel that cuts clean. 
And I don’t want to put it on a grinding 
wheel every time I use it. 
pay good money for a chisel, it should 
last. Same thing goes for punches. I 
don’t want a punch that snaps off the 
first time I give it a whack. When I 
say tough, I don’t mean brittle-hard. 
You can get ’em so hard they chip and 
crack every time you hit them. A tool 
like that isn’t worth a hoot. Let me tell 
you, it takes some makin’ to make a 
good chisel or punch.” 


He’s right. And these Snap-on® chisels 
and punches are designed and built for 
the professional mechanic. They’re hard- 
ened right to cut and punch clean. 
They’re tough — to resist breakage. 
Under lab tests, Snap-on chisels and 
punches more than meet U.S. Govern- 


I figure if I 








































‘worn Niner ac geri 


CR. pein GR ae ahaa! See tt ea, 


ae ee 


tnd at ties cieaikacabnaraunanionet ieeecie inincaiescm: hen maaieet a eee iia ba 


tina staat 


a 


ee 






52 





AUTOMOTIVE NEWS, JULY 20, 1959 


Builds Goodwill, Profits . 


Speedy Service Solves Problems 


(Continued from Page 27) 


space, others devote one whole side 
of their shop to this type of work. 


+ * * 


NEW shops, some dealers are 
setting this department in the 
center aisle and making them 
“straight in and drive through” so 
as not to have to back the car out 
to get the customer on his way. 
One dealer, Towne Motor Co. 
(Ford), Redwood City, Calif., in- 
creased repair orders per month 


_ from 739 to 858 six months after 


the new department wag set up. 

The dealership increased parts 
sales from $6,651 to $9,867 per 
month in the same period and in- 
creased labor sales from $5,912 to 
$12,441 per month, 

This dealer has four hoists easily 
accessible from the service entrance 
for this department. Being a union 
shop, hig men work on an hourly 
basis, union scale with no incen- 





tive for selling work to the rest 
of the shop. 


+ * * 


Contributing Factors 


| Spnairea utilization of hydraulic 
hoists and men’s time and in- 
creased effort on selling needed 
service by the service salesmen 
were contributing factors in these 
increases. 

Another California dealer work- 
ing on a flat rate also has had sim- 
ilar increases due to his installa- 
tion of an immediate service area. 

This dealer, Walker-Buerge 

(Ford), West Los Angeles, hiked 
repair orders from 667 to 740 
per month six months after the 

installation of the department. 

Parts sales increased from $5,829 
to $7,500 per month and customer 
labor cost from $7,400 to $8,160 
per month. 

Special stalls are designated for 
this work and the men work on a 
50-50 split on the flat rate plus 
incentive. Each item of needed 
service sold to the main shop is 


given a point rating. For example, 
a tail pipe replacement is given 20 
points or 20 cents incentive to the 
immediate service mechanic, 

+ +. * 


DODGE dealer, Pietro DiNovo 
and Son, Steubenville, O., start- 
ed an immediate service depart- 
ment some four years ago and at 
the same time changed the method 
of paying the men so that he finds 
it hard to allocate the part of the 
increase that he can credit to the 
immediate service department. 
Both labor and parts gross have 
both increased materially. 
DiNovo’s department is staffed 
by three men, using one corner 
of the main floor of the building. 
These men average from 10 to 14 
quick jobs per eight-hour day, In 
addition to their immediate serv- 
ice work, these three men do all 
of the new-car get-ready work, 
This keeps them busy at all times 
but still permits them to interrupt 
their make-ready work to take care 
of a quick job. As a side note, they 


provide immediate service for any 
doctor’s car regardless of the na- 
ture of the work, This has brought 
the dealer many new-car sales from 
doctors who appreciate this kind of 
service. 

* a * 


Figures on Increase 


RIOR to the installation of the 

immediate service department, 
customer labor was running $4,500 
to $5,500 per month gross profit and 
parts gross was from $5,000 to 
$6,000 per month, The dealership 
was writing from 650 to 750 ROs 
per month. 

Today, this dealership is doing 
$12,000 per month paid labor, $15,- 
200 per month parts department 
gross and repair orders are aver- 
aging 1,000 per month, 

DiNovo credits better than 85 
percent of his new-car sales to 
the dealership’s reputation for 
service. “This immediate service 
works on the average owner, too,” 
says DiNovo. “Even if he isn’t in 
a hurry for his car, he’s bound 
to figure we must have an effi- 
cient operation to get work done 
so promptly.” 

Gardner Buick, Inc., Charleston 
W. Va., operates immediate service 
in this manner: One stall is kept 
open for this work, One mechanic 
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Will Mobil do more than 
train my personnel in proper 
lubrication techniques ? 





[ 


J 


Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 


Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


over . . . increase volume. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We’ll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


Another reason you’re Miles Ahead with Mobil 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Co., Inc. 
Affiliated Companies: GENERAL PETROLEUM CORPORATION, MAGNOLIA PETROLEUM COMPANY 


Here’s why it’s good business 
to do business with Mobil 
e You get America’s top sellers . .. Mobilgas, 
Mobiloil, Mobiloil Special! 
e You get the help of experienced men to 
help you boost service absorption. 


e You get expert on-the-job training for your 


e You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 








—= 


is salaried and the other work: on 
flat rate. The quick service mec han- 
ic’s line stall is adjacent to the 
immediate service stall and, when. 
ever he works quick service, he is 
paid straight time. 
* * o” 

O CAR is in the immediate sery- 

ice stall over 15 minutes. The 
service-order writer decides what 
cars go into the stalls. If and when 
additional work is sold, the car ig 
immediately transferred to a line 
stall after the owner’s permission 
is obtained. 


The incentive for selling addi- 
tional needed service is 5 percent 
on labor to the mechanic who finds 
it and informs the service-order 
writer, 

C. R. Walker of Walker Bros., 
Inc, (Rambler), Los Angeles, said 
that when he and his brother 
opened their service station many 
of their customers told them that 
it “took too long to get a job 
done, and you have to lay up 
your car and either walk or take 
a bus or street car to work.” 

Walker added, “Then is when 
we decided to give service ‘while 
you wait.’ If you couldn’t wait, we 
would supply you with a loan car 
(no charge). 


“We have maintained this loan- 
car policy all these years and I 
believe it and the fast service ig 
responsible for our high service 
volume, Many cars cannot be han- 
dled on a fast service basis, there- 
fore a loan car is very desirable.” 

* * OF 


Salesmen’s Compensation 


ALKER BROS. have four serv- 

ice salesmen on the floor all 
of the time and each man follows 
through on his jobs. “Our service 
salesmen are paid a salary and 
commission on the volume of work 
they write,” Walker said. “They 
also get a bonus for additional 
volume over the previous three 
months,” 

The Walker service department 
volume has increased 15 percent 
over the same period in 1958 and 
they expect it to go even higher. 

All mechanics are paid 45 per- 
cent of a $6-an-hour rate and par- 
ticipate in a drawing each month 
for X number of dollars, just to 
let them know that they are con- 
sidered also. 

* * * 

W. W. WALLWORK FARGO, 

e INC. (Ford), Fargo, N. D. is 
another dealer who has materially 
increased his parts and customer 
labor sales by setting aside four 
stalls for immediate service work. 
Last year this dealer had six tech- 
nicians on quick service, but now 
he has 10 devoted exclusively to 
this work. 

For the first six months of 1958, 
this dealer wrote 4,345 repair or- 
ders as against 6,478 for the same 
period this year. 

In the first half of 1958, Waill- 
work sold $43,371 in parts as 
against $60,049 for the same pe- 
riod of this year and had a cus- 
tomer labor sale increase of from 
$55,117 for the period last year 
as against $72,761 for the same 
six months of this year. 

The dealer has made no physical 
or mechanical change in his facili- 
ties that would in any way account 
for this increase. 

The “quick service’ men con- 
sistently earn an average of from 
$140 to $170 per week working on 
a 50-50 basis. The service sold at 
the door is in such volume that 
these men are constantly busy and 
at no time are they short of work. 

* * ~ 

HERE has been considerable 

discussion over whether these 

departments “designed to hustle” 
should be called “quick” service, 
“fast” service or “immediate” serv- 
ice. Many hold that both the words 
fast and quick hold connotations of 
sloppy workmanship. 

Immediate service, on the other 
hand, mean just what it says—this 
department is ready to take you 
the minute you drive in with @ 
short-time job. 

Dealers who have put in this 
type of service find that it not 
only is the answer to combatting 
the inroads that are being made 
into their service business but 
also that it brings back to their 
shops considerable of the type 
of service work they thought they 
had lost forever. 

Even muffler replacement busi- 
ness is being sold against the 
“price” outlets, when it is coupled 
with fast replacement and the usé 
of factory-authorized parts. 
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§-P Dealer’s Service Is Tops with Patrons... 
Downtown Location 


Pulls In Customers 


By J. D, Bowersock 
Staff Correspondent 

KANSAS CITY. — Keith Ware, 
yeteran Kansas City dealer, says 
one of the big reasons customers 
keep coming back for service is 
the accessibility of his garage to 
the downtown area (five minutes). 

Apparently, though, that isn’t 
the only factor that prompts his 
customers to return year after 
year. 

A Fairfield (Ia.) executive regu- 
larly drives his Mercedes-Benz 
(Ware is the only Mercedes-Benz 
dealer in the city) to Ware’s service 
department—a distance of 261 
miles. 

Perhaps the answer lieg in 
Ware’s belief that the future of the 
relationship between a car buyer 
and the dealer rests with the serv- 
ice department, and that depart- 
ment has to be much better than 
just good. 

“So many people don’t know 
too much about an automobile 
and think they'll get gypped 
when they take their car to a 
dealer’s garage for repairs,” he 
says. “There are just as many 
honest fellows in the car business 
as in any other business.” 

The service department of the 
Keith Ware Studebaker-Packard 
dealership is designed with the 
word “service” in mind, he said. 


As one walks into the large (2,- 
240 square feet), one-level garage, 
located behind the showroom, there 
is a lounge with comfortable sofas 
and chairs for customers who are 
waiting for a minor repair job, Ad- 
joining the lounge is the parts de- 
partment, which opens onto the 
service line. 

Nearby, facing the service area 
itself, is a large sign visible to all 
the workers, It says: 

“Customers aren’t crazy, They 
won’t pay for waste.” 

That is the motto of Paul Sears, 
Ware service manager. 

Sears runs a clean, efficient shop 
manned by 11 full-time mechanics. 
He says he prefers (and apparently 
the men do, too) that each man 
perform a specific task rather than 
each doing a variety of jobs. 

With an average of 30 new serv- 
ice jobs every day, this policy has 
proved both efficient and econom- 
ical. There is little waste in Ware’s 
Service department. 

Besides having work tickets for 
individual jobs, Sears keeps a 
master worksheet on which each 
car that enters the shop is listed. 
Here, at a glance, he can see the 
progress on each car. 

There is, besides efficiency, an 
atmosphere of friendliness and 
helpfulness in the service depart- 
ment, 

Among the factors contributing 
to this are a businessman’s trans- 
portation service, which enables a 
customer to leave his car at the 
shop and be driven to work; a 
loaner service which provides a car 
for a customer whose own vehicle 
will be in the shop more than one 
day, and several little extras, such 
88 a wash job with any major 
Tepair job. 

One of the more unusual as- 
Pects of the service department 
is that one of the mechanics is a 
Frenchman and one is a German. 
Neither speaks the other’s lan- 
guage, but they are good friends. 

e German mechanic, who 
Worked for seven years at the 
Mercedes home factory, handles 


Alaska Buyers 
Save with Airlift 


ANCHORAGE, Alaska—Two 
dealers here offered free plane trips 
to Seattle to purchasers of cars in 
& Seattle warehouse waiting ship- 
Ment north. 

Due to shipping difficulties, The 

Center and Alaska Sales & 
Service had to sell 33 units f.o.b. 

e. The cars included Chevro- 
lets, Oldsmobiles, Pontiacs, Cadil- 
lacs and GMC Trucks. 

Customer savings as high as $500 

shipping charges, such as freight, 
Marine insurance and handling, 
Were advertised by the dealers. 


repair work for Mercedes-Benz 
customers exclusively. 

Speaking of the pair, Sears says: 

“You just can’t rush them—that’s 
what makes a good mechanic. If a 
car owner wants a hurry-up job, 
they can’t get it from either of 
those guys. Each one wants to have 
the time to do the job right.” 

Mechanics at Keith Ware are 
paid a flat hourly salary as set 
forth in a contract with the 
union, Each has his own equip- 
ment and Ware provides trans- 
mission jacks and special Stude- 
baker and Mercedes tools. 

According to Ware, the parts in- 
ventory, which runs from $25,000 to 
$36,000 a year, undergoes a com- 
plete turnover every 60 to 90 days. 
He says an average month’s busi- 
ness in parts amounts to about 
$12,000. 

“We maintain the only sizable 
stock of Packard parts in this 


accounts for a large percentage of 
our parts business.” 

The service department’s daily 
gross income runs to about $1,000 
a day, including parts and labor. 

His long stint in the business (24 
years as a retail motor car. dealer 
in Kansas City) has given Ware 
some very definite ideas about how 
a dealership should be operated. 

“When we sell a car,” he ex- 
plained, “we stress good service. 
We tell the buyer he has a place 
to have his car taken care of— 
and then we prove it.” 

With a new Studebaker, for ex- 
ample, he gives the buyer a book 
of tickets entitling him to 12 free 

lubrications, This is calculated to 
introduce the new owner to the 
service facilities and get him 
started in the habit of going there 
for all maintenance and repair 
work, 

Each Mercedes-Benz buyer re- 
ceives free inspections. 

“It never has seemed to me 
that we run an unusual shop,” 
Ware commented. “We have a 
good, convenient location. The 
building was built for just what 
it’s being used for, and we have 
a harmonious group of people 
working here.” 

“We try to get along with people 


and do the very best we can,” he 


area,” Ware commented. “That| said. 





Chevy Gives Inflation a Boost— 


A portable, air-supported exhibition hall that inflates from a four-by-four package 
into a barn-sized building is being introduced by Chevrolet as a new approach in 
outdoor showmanship for the auto industry. Called the “Airosphere,” the red and 
white air dome is being used by the company in displays at two Detroit shopping 
centers. The flame-resistant vinyl-coated nylon shell is inflated in less than a half hour 
to loaf-shaped proportions of 100 feet in length, 40 feet in width and 25 in height. 
Exhibits are first set in place and the fabric ballooned around them. Blowers avto- 
matically maintain required pressures. Exterior flower boxes and sand bags at the 
rim act as ballast. 








NEW JOYCE QUICK SPOT LIFT 













66% 


26% OF ALL 


and brake work. 


ices were performed. 


216,759,000 JOBS 


OF ALL SERVICES ARE 
PERFORMED ON FRONT AREAS 
OF CARS...completely unob- 
structed by QUICK SPOT.* 


27,748,000 JOBS 


ONLY 8% OF ALL SERVICES ARE 
PERFORMED IN MIDDLE AREAS 
OF CARS...QUICK SPOT 
moveable arms do not ob- 
struct any of these services.* 


85,463,000 JOBS 


PERFORMED ON REAR AREAS 
OF CARS...completely un- 
obstructed by QUICK SPOT.* 


Quick Spot provides relaxed wheel suspensions 
allowing wheels to drop below fender wells for 
fast removal, tire and brake work. 


Axle engaging type lifts crowd wheels under 
fender wells. This makes it necessary to use , 
additional, expensive equipment for wheel, tire ? 


* Percentages computed from 1958 Service Job Analysis pub- 
lished by Motor Service Magazine. The percentages allow for 
type of service as well as the total number of times the serv- 


Undercar Comparison Proves 
JOVC® Duccd Spod Litt 
Frees More Profit Areas! 


FORE AND AFT TYPE 
TWO-POST LIFT 


SERVICES ARE 





DON'T SAY “TWO-POST,” SAY JOYCE “QUICK SPOT”! 
write for descriptive literature Bul. 155-L 
THE JOYCE- 


CRIDLAND COMPANY 


Designers and bullders of lifting equipment since 1873 
U.S.A.: 2027 &. FIRST STREET, DAVTON 3, CHIO 
Canada: Midland Foundry & Machine Co., Ltd., Midiand, Ont. 
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Like in Medicine... 
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Truck Dealer Calls 
For ‘Perfect’ Care 


By John E. Walsh 
Staff Writer 


ANSING.—Vic Rynhard likened 

his mechanics to doctors in de- 
scribing them as the foundation in 
building and maintaining a top 
truck service reputation, 

“Like doctors they have to 
come up with fast and accurate 


diagnosis of what’s ailing a | 


truck,” said Rynhard, owner of 
Rynhard’s Truck Sales (GMC- 
Diamond T). 

“And the work must be fast and 


accurate because every hour a} 
truck is out of service it’s keeping | 


money out of the operator’s pock- 
ets.” 

Rynhard grew up in service, as 
he puts it, starting 21 years ago 
with an independent garage and 
one mechanic. He handled both 
autos and trucks, but dropped the 





former because “you can’t mix 
them.” 
* o * 
His truck business began to 
spiral with the start of World 
ar II and has been growing ever 
since, Last year parts and service 
sales totalled $350,000, Rynhard 
| said, compared with $215,000 a dec- 
| ade ago. 
Rynhard said most of his cus- 
tomers are repeaters or persons 
they have steered his way. For 


Ford Deal Builds 


CEDAR RAPIDS, Ia.—Stevenson 
Ford: is building a $350,000 dealer- 
| ship in the southeast section of the 
|city. When it occupies the new 
| quarters about Oct. 1, the company 
| will become McDonald-Stevenson 
| Ford. Officers are Louis B, Steven- 
son, president; James H. McDonald, 
vice-president, and Kenneth O. 
Weakland, secretary-treasurer. 





When CONTROL cannot be 


a question of degree... 


Exacting engine control believed impos- 


sible only a few years 
expected, not only in 


and missiles, but also in today’s automo- 


biles and trucks. And, 


curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories, Tem- 
perature variations alone of —80°F to 
+160°F require almost continuous com- 


pensations in. today’s 





ago is now the 
modern aircraft 


this absolute ac- 
automotive hood 


jet aircraft and 


missiles. More, these ever-increasing re- 
quirements must be designed for ever- 
decreasing standards of size and weight. 

For more than a half-century, Holley has 
pioneered such developments as: lower 


carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth the space. That’s why two 
generations of Americans on the move 
have come to depend on Holley products. 


the most part they are owners of 
small fleets in the area, individ- 
ual operators or truckers in 
trouble in transit. 

And the service must be reliable 
because, according to Floyd Clark, 
office manager, customers receive 
no special concessions or deals, 

Rynhard is a perfectionist. He 
said he spends 75 percent of his 
time in the shop “making sure that 
any job we do is tops.” 

“A truck needs all of its power 
to do the job most owners expect,” 
he explained. “And unlike a car, 
which isn’t worked as hard, a truck 
can be fouled up by the smallest 
defect which robs it of power.” 

* * * 
NDER Rynhard’s policy, come- 
backs are few, said Clark. 

If the mechanic is at fault, he 
said, the cost of correcting the 
work is deducted from his incen- 
tive bonus, which is paid quarterly 
to each worker, 

“If some other mechanic makes 
the correction, and this is usually 
the case, the labor cost is added 
to his bonus,” Clark continued. 

“If the guilty mechanic does the 
job over, he gets back his bonus 
credit when the work is satisfac- 
torily completed,” he said, 

The shop’s labor turnover is 
practically nonexistent, Clark 


lines through smaller 


1-30 





For more information about 
Holley products, automotive or 










PEED LIMIT 
\5 MILES 


7 


a enn 







Strange roadside sign at a 
crossroads in Castane, Me., in 
1926. 





continued, and all of the 12-man 
force have been with the firm 
from three to 10 years. 

Rynhard has a flat labor rate 
of $5 and the mechanics are paid 


aircraft, write to 


G, 


11955 E. NINE MILE RD. 


WARREN, MICH. 


FOR MORE THAN HALF-A-CENTURY. .. 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 


-{an hourly rate of $2 and $: 





for 

overtime, In addition, they recive 

the incentive bonus quarterly, |: ased 

on each worker’s total revenu« for 
the period and his income, 

Rynhard also keeps his mechan- 

ics in touch with the latest in sery- 


ice by sending them to GMC’s 


service schools in Detroit “as of. 
ten as possible,” Clark said. 
+ + * 
_ biggest need today in truck 
service is good mechanics and 
more efficient operations, Rynhard 


said. 

“We keep a very close watch on 
expenses and at the moment our 
service is absorbing 99.8 percent of 
our overhead,” he added. 

The parts department also 
plays a vital role in maintaining 
a good service reputation, Ryn- 
hard said. 

“The trick here is to keep the 
inventory as low as possible to hold 
down costs and at the same time 
have an adequate supply. We carry 

a pretty good inventory and it 
turns about four times a year, 

“You can get by nicely by know- 
ing your customers and stocking 
the parts he'll need,” he added, 
“You just can’t afford to be caught 
short. If you can’t get the parts 
fast, you can hold up a job and 
that’s going to cost your customer 
money he could be earning.” 

+” * * 

YNHARD said he sets no serv- 

ice goals. 

“We're struggling now to get out 
our normal business. I don’t see 
how we can handle any more at 

this time.” 

Rynhard thinks business is help- 
ed by the fact that truck operators 
are becoming more service con- 
scious. 

“With factories preaching pre- 
ventive maintenance all the time, 
truck operators are realizing that 
it’s doubly costly to neglect serv- 
ice until a breakdown,” he said. 


R. I. to Suspend 
Licenses of Autos 


Minus Safety Tag 


PROVIDENCE. —Gov. Christo- 
pher Del Sesto has announced that 
Rhode Island intends to enforce 
compliance with its compulsory 
motor vehicle inspection law under 
authority granted to the State reg- 
istrar of motor vehicles to suspend 
registrations if an inspection cer- 
tificate has not been obtained. 

The governor said any court 
action for noncompliance would be 
up to State Attorney General J. 
Joseph Nugent. 

Confusion arose as to what action 
Should be taken against persons 
who do not have safety inspection 
stickers on their vehicles, 

The Attorney General’s office said 
Police should prosecute if a stick- 
erless auto was found to have de 
fective equipment and the owner 
failed to have it corrected within 
five days. 

Left up in the air was what to 
do with the driver of a stickerless 
car whose equipment was found 
not to be defective. 

Del Sesto declared that notwith- 
Standing the condition of a motor 
vehicle, the failure to have & 
“sticker” was in and of itself 
grounds for suspension of a regis- 
tration. 

He also noted that there were 
two other situations in which the 
registrar was specifically given 
authority under the statute to sus- 
pend a registration: If the vehicle 
was determined to be in an unsafe 
condition so as to constitute @ 
menace to safety; and if the regis- 
tered owner, after notice and de 
mand, failed to equip the motor ve 
hicle as required by law. 

*~ * ~*~ 


R. I. Commission 


Gets 3 New Men 


PROVIDENCE. — Gov. Christo 
pher Del Sesto has appointed three 
new members to the Rhode Island 
Motor Vehicle Dealers’ License 
Commission for three-year terms. 

Named to the commission, which 
is made up of auto dealers, were 
Luke DeStefano, Barrington, reP- 
resenting Bristol county; George 
Harrison, Middletown, Newport 
county, and J. Harvey Wiebel, 
Wakefield, Washington county. 

They succeed Frank Morrone, 
Westerly; David F. Fitzgerald, 
Newport, and Alfred J. Ratiel 
Warren, 
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Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 


Chicago 
Sun-Times 
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Chevrolet Wins Award— 


A NASCAR trophy for 
and continuing development of America's 
most efficient V-type engines" was pre- 
sented to Chevrolet. E. N. Cole, left, Chev- 


rolet general manager, accepts the tribute | 


from Bill France, NASCAR president, at a 
luncheon of officials in Detroit. The cita- 
tion accompanying the “outstanding 
achievement award of 1959" further 
credited Chevrolet with engineering ‘new 
levels of V-8 compactness and smooth- 
ness." 





“the creation | 





competent shop team dedicated to 
customer satisfaction is the key to 
the profitable service operation at 
the Auto Clinic (Rambler), accord- 
ing to Wilbur Beisner, owner. 

Beisner has an extensive back- 
ground in service and knows the 
importance of keeping the cus- 
tomer contented, For 12 years 
before starting his own business, 
he was service manager for three 
garages here. 





|three or four more,” said Beisner, 
|adding that honest and conscien- 
|tious service is the only sure ap- 
| proach to a profitable shop. 

“If we make a mistake, we just 
stay with it until the customer is 
satisfied,” he said. 

How does Beisner get his phil- 
osophy across to his 14 employes, 
10 of whom are in service work? 


“I hire no one I wouldn’t be | Scruggs Co., McCarron will direct | 


happy to take into my own 
home,” Beisner explained, “You 


a aa 
CONVENIENCE 





“One satisfied customer brings in | 
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Contented Customer Is Best Ad, Dealer Finds .. . 


Satisfaction Is Friendly Shop’s Goal | 


RAPID CITY, S, D.—A friendly, | 


right people working for you.” 

Records for the shop and parts | 
department support Beisner’s | 
claims, They show $76,358 worth of | 
| service and parts business in 1957. | 
| The 1958 figure was up 15 percent | 
to $87,988. 

Projecting sales in the first four 
months of this year, Beisner said | 
1959 business could top last year’s | 
| by another 10 percent. 
It’s been about 18 months since 
| Beisner hit upon the right combin- 


McCarron Joins Globe Hoist 
As Sales Vice-President 


PHILADELPHIA.—D, F. Mc- 
Carron has been named sales vice- 
president of Globe Hoist Co, 

Formerly president of Loyd 





sales of the automotive hoist and 
the industrial ramp and lift lines. 





Eco Tireflators® save shop time ...increase tire service profits 


Eco Tireflators automatically deliver the 
exact pressure needed for longer tire life, 
added driving safety and accurate wheel 
alignments. Fast accurate inflation makes 
it easy to improve shop standards. And 
Tireflators make the most of shop time— 
never waste a second. Air is right where 
it is needed. Remote control or wall 


JOHN WOOD 


BENNETT PUMP DIVISION 
IN CANADA: JOHN WOOD COMPANY LIMITED Toronto + Montreal + Winnipeg + Vancouver: 






models are installed out of the way, but 
right at the mechanic’s fingertips. 

One-step accurate inflation provides 
.the tire economy your customers appre- 
ciate. Ask your Bennett representative 
to show you how little it costs to install 
the most modern equipment for modern 
air service. 


COMPANY 


MUSKEGON, MICHIGAN 





can’t be successful without the | ation of workers, and business has | 
| been clicking since, he said, 


“Everybody around here is en- 
thusiastic about the customer. 
Nobody walks in the door with- 
out someone greeting them, 
We’ve got the coffee pot on all 
the time, and if it’s someone with 
a complaint, the first thing he 
knows he’s got a cup of coffee 
and the complaint is being taken 
care of,” 

Beisner said he gets the proper 
enthusiasm by putting all employes 
on an incentive basis, A $500 an- 
nual bonus goes to all key em- 
ployes, including the bookkeeper, if 
profits reach Beisner’s goal. Me- 
chanics work on a 55-45 basis. 

Every employe rates high with 
him, Beisner said. He singled out 
his bookkeeper, Mrs. Enid Mickle, 
“for watching everything closely 
and spotting profit leaks before 
they become serious.” 

Although the supply of good me- 
chanics is desperately short, Beis- 
ner said he hasn’t been bothered 
by a number of second-raters try- 
ing to join his force. 

He said he has managed to 
weed out the unsatisfactory 
workers, some of whom joined 
the business in its infancy when 
good men weren’t attracted to 
it. He expects to keep his well- 
knit organization together. be- 
cause morale is high and there 
is incentive, he added. 

New men go through Beisner’s 
own training program, shaped 
around a friendly attitude and the 
absolute need of doing the best 
possible job. 

As a result, according to Beisner, 


everybody is interested in savings 
and efficiency. 

“But we keep trying for more,” 
he added. “I’ve found that if 
you serve the public, the rest 
takes care of itself.” 

Beisner credits success, too, to 
his product—the Rambler. The 


| business was founded primarily as 
|a@ service organization, but an 


American Motors Corp. franchise 
was obtained shortly after the firm 
opened, The Nash agency in Rapid 
City had closed five months before, 

“We have a good, salable product 
in the Rambler line,” Beisner re. 
marked. 

Auto Clinic has a followup pro- 
gram on every car sold. In coopera- 
tion with Quaker State, Beisner 
said, Auto Clinic guarantees cars 
for 35,000 miles, which gives an 
opportunity for inspection and re- 
pairs with periodic oil changes and 
lubrication. 

If an owner fails to come in, 
he added, the office sends him a 
ecard notifying him he’s overdue, 
Beisner was the only optimist 
when he and two other partners 
opened the business in 1955. 

They selected a Iccation outside 
the downtown district, and for 
three months after the opening the 
street in front of their place was 
torn up for repairs. 

Beisner said business was so 
bad that his two partners were 
eager to pull out, But since then 
the street has become one of the 
most heavily travelled in this city 
of 44,000 and business has soared, 
he added. 

As Auto Clinic’s popularity has 
grown, so has the need for more 
space, An addition was built two 
years ago for office and display 
purposes, and in May of this year 
another building was opened for a 
body and paint shop. Additional 
floor space comes to 2,200 square 
feet. 





Shifts Are Subtle... 
Use of Standards Changes 


A SUBTLE change is coming 
over the manner in which the 
retail auto industry uses its rules 
of thumb, guide figures and other 
formulas for success, 

While there may have been a 
time when a guide figure was a 
goal, it is now looked upon in 
most quarters ag a management 
aid in setting policy for the in- 
dividual dealership. 

For instance, a 30-day supply of 
used cars once might have been 
considered a must, While there are 
some today who still consider the 


goal as something that must be} 


met, many dealers and factory 
officials feel that there are a lot 


of dealerships which should not try | 


to meet the goal. 

Some dealers consider the 30-day 
supply guide, look at market con- 
ditions in their own area and de- 
cide it is best to keep a 20-day 
supply of used cars on hand. For 
equally sound reasons, other dealers 
will find it wise to exceed the goal. 

7” ” ” 


E of the most famous rules of 

thumb—service absorption — is 
now getting less attention from 
some factory men and dealers than 
it did in years past. It might be 
added that the theory still has its 
staunch advocates. 

The theory holds that the gross 
profit from the parts and service 
department should absorb as much 
of the fixed charges of the dealer- 
ship as possible, preferably all of it. 

If all fixed expenses can be 
met by parts and service busi- 

ness, which is considered the 
business: that the dealer can 
count on, the gross profit in the 





Auto-Lite Training School 


Puts Six Men in Field 


TOLEDO.—First graduates of an 
intensive training school estab- 
lished by Electric Auto-Lite Co. 
have been added to Auto-Lite’s 
replacement sales and service field 
organization. 

Assignments of the graduates 
are: John A. Sullivan, Seattle, and 
Donald J. Janowiecki, Pittsburgh, 
service specialists; Gerald A. 
Schafer, Dallas; John L. Twells, 
Knoxville, Tenn., and William H. 
Lucas, Detroit, spark plug repre- 
sentatives, and Joseph V. Mocken- 
sturm, Baltimore, battery district 
representative. 


new and used-car departments is 
all clear profit. 
While no one objects to raising 
the volume of the parts and 
service department as high as pos- 
sible, there are many who make 
| little effort to compare parts and 
service gross with the total expense 
of the dealership. 
* 7 


es of those who are giving 
service absorption less stress 
now put more emphasis on making 
each department stand on its own 
—making the maximum profit in 
each department. 

Service absorption remains a 
valid yardstick, in the minds of 
some industry observers, It only 
falls short of its goals when abused, 
they say. 

Another formula which is being 
questioned is the plan to express 
service profits on a per-new-car- 

sold basis. This system, like serv- 
ice absorption, has advantages 
but is subject to misinterpreta- 
tion. 

When service profits are related 
to new cars sold, it is a matter of 
relating profits in one business with 
total sales in another business. 

These formulas plus the rules of 
thumb and guide figures are now 
being billed as starting points in 
the study of a dealership, rather 
than iron-clad rules. Dealers are 
being advised to consider the 
figures as a major guide in meeting 
their problems, 

* 





* ” 

OR instance, a dealer might see 

that service absorption of sim- 

ilar dealers in his area is running 
at 60 percent while his is running 
at 55 percent. The current advice 
to the dealer would be to study his 
operation, not to consider that 
something must be wrong because 
he is below average. 

The dealer might study his 
operation and find that his serv- 
ice department is in need of some 
improvements. On the other 
hand, he might find that condi- 
tions in his dealership (maybe 
he hag to meet unusually high 
rent charges) prevent him from 
meeting or exceeding average. 
The dealer who is forced below 
average On some comparisons 
is still able to show a good Pp 
is considered to be doing a 
job, no matter what the 
figures say. 

—KeEnnNetTH C, Kewiey JR. 
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Bollinger’s ‘Secret Ingredient’ : 


‘Service Is Like 
Grandmother’s Jelly’ 


By John K. Teahen Jr. 
Staff Writer 

AKEVIEW, Mich.—“Service is 

something like your grand- 
mother’s jelly,’ mused Ralph F. 
Bollinger. “All the women in the 
neighborhood used the same kind 
of fruit and sugar, but grand- 
mother’s turned out better because 
of her ‘secret ingredient.’ ” 

Bollinger’s secret ingredient is 
“hard work and common sense.” 
For 45 years, he’s been applying 
that standard to the service op- 
eration of R. & C. C, Bollinger, 
Inc. (Dod ge-Chrysler-Imperial- 
Plymouth). 

Lakeview, a village in the west- 
central part of the state about 175 
miles northwest of Detroit, has 
been the home of the Bollinger 
dealership since 1914, That’s the 
year Dodge went on the market, 
and Ralph Bollinger was one of its 
first dealers. 

x aa * 
= company added Plymouth in 
1929, took on Chrysler in 1954 
and picked up Simca last month. 
It’s a father-and-son deal now, with 
Keith Bollinger serving as secre- 
tary-treasurer and general man- 


er. 

Ralph’s first partner was his 
brother, Clifford C. Bollinger, whose 
initials appear in the corporate 
name. Clifford left the firm in 1947. 

Although the population of 
Lakeview is only 975, there is 
nothing small about the Bollinger 
operation, The company serves a 
large area and serves it well. 
New-car and truck volume is 300 
to 400 units a year, and it occa- 
sionally reaches 500. 

The service department writes 
1,000 repair orders a month, and 
customer labor charges average 
$10,000 monthly. The hourly labor 
rate is $4. 

* * * 
ARTS sales are about $22,000 a 
month (88 percent retail), and 
the dealership turns over its $32,- 
000 parts inventory eight times a 
year. There are 34 parts and service 
employes and 33,000 square feet of 
space devoted to these departments. 

Service absorption is 100 per- 
cent. It’s never been below 80 per- 
cent and has gone as high as 115 
percent. 

Asked about service followup 
programs, Bollinger declared: “I’m 
wholeheartedly in favor of them, 
but we’ve never used one. There 
hasn’t been a time in our 45 years 
that we haven’t been turning away 
service work.” 

_ He noted that the service floor 
is the source of many new-car sales 
and estimated that about 90 per- 
cent of his repair orders are writ- 
ten for regular customers. The 
others are tourists, factory referrals 
and dealer referrals. 
« ” * 

B OLLINGER emphasized that 

there is no magic formula for 


Dead-End Street . 
Stars as Used-Car 
Drive-In Display 


READING; Pa—A drive-in dis- 
Play area has increased used-car 
Sales 100 percent for A, W. Golden, 
Inc, (Pontiac-Cadillac), according 
te A. W. Golden jr., secretary- 
treasurer. 

The display was set up in May 
and 33 units were sold the first 
month, Golden said. The cars are 

up in two rows on each side 
of a dead-end street adjoining 
the dealership. 

About 35 units are displayed on 
the 70-foot-long street, and each 
carries a price tag. 

Shoppers can drive up one side 
of the display and down the other, 
Golden explained. 

He said there is no pressure to 
buy and that prospects may in- 
Spect the cars at their leisure. 

Our drive-in display has worked 
out very nicely,” Golden said. “We 
are pleased. We have counted as 
many as 100 cars driving up the 
Street, and business has increased 
100 percent. “Our future plans call 

- emphasis on our drive-in spe- 





service success, but he mentioned 
several guides that he has found 
helpful in his long career as a 
dealer. They are: 

1. Apply the “Golden Rule.” 

“Maybe it sounds naive,” he 
remarked, “but I’m convinced 
that there’s no substitute for 
treating people the way you like 
to be treated yourself.” 

2. Maintain an adequate stock of 
parts. This is especially important 





Auto Tuneup Course 


ST. PAUL.—An automobile 
tuneup course is being offered by 
the Area Vocational Technical 
School here under sponsorship of 
the St, Paul Independent Garage 
Owners Assn. Fifteen boys are en- 
rolled in the course, 


in small towns or rural areas where 
the nearest parts source may be 
many miles away. 

Bollinger owns a plane which 
sometimes is used to pick up or 
deliver parts. Another source is 
the “farm,” a company-owned junk- 
yard of some 150 cars, trucks and 
buses, A vitally needed part for an 
older model often is found on one 
of these junkers. 

aa + * 
3 HIRE good mechanics and pay 
® them well. 

Bollinger pays his men a straight 
salary for a 40-hour week plus 
time and one-half for overtime plus 
a bonus every 90 days. All dealer- 
ship employes are included in the 
profit-sharing plan. 

Last year, the bonuses totalled 
about $65,000. In the fiscal year 
ended July 1, 1959, the payments 
were well over $70,000. 

4. The dealer should know every- 
thing that goes on in the shop, 
thus he must spend a certain por- 
tion of each day in the service 
area, 

5. Check each car completely, and 
don’t hesitate to make minor ad- 
justments without charge, 
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“Why this is easy—I’m on to it 
already.” 





order pointing out any minor items 
we've corrected,” Bollinger said. 
“Customers appreciate these little 
extras.” 
6. Complaint procedure. 
“Nobody’s perfect,” Bollinger 


57 


it. Do the job over without charge, 
and don’t waste time arguing with 
the customer about it.” 
Bollinger’s ideas of what an 
auto dealership should be are 
summed up in a two-paragraph 
“Pledge to Our Customers” which 
he prepared for a 40th anniver- 
sary booklet the firm published in 

1954. 

It reads: “We pledge to continue 
to offer you the best in new cars, 
trucks and buses and dependable, 
reconditioned and guaranteed used. 
cars, trucks and buses serviced by 
fully trained personnel with the 
most up-to-date equipment avail- 
able and complete parts availability 
to fulfill your entire transportation 
needs. 

“We pledge to perform the above 
at reasonable prices with absolute 
honesty in all our dealings and ad- 
vertising and to keep the cus- 
tomer’s interest as our first con- 
sideration in all our transactions.” 


Weiier to Expand 
OREGON CITY, Ore. — Weiler 
Chevrolet Co, has purchased a 105- 
by-70-foot site which will be used 
to expand its truck department. B. 


“We attach a note to the repair! said. “When you’re wrong, admit! E, Weiler heads the firm. 





Refinish Acrylics the easy way... with— 


New 








@ All-purpose primer-surfacer 





For smooth lustrous color holdout! 


@ Designed especially for use over and under acrylic 
lacquers, new DirzLeR AeL-E. Primer-Surfacer can 
also be used with enamels and nitrocellulose lacquers. 
Has exceptionally high solid content—needs fewer 
coats for proper filling. Feathers out without splitting 
or chipping around edges. Dries unusually fast. 
Can be sanded wet or dry without clogging paper. 
Excellent adhesion and color holdout. A-LeE is 
available in three colors—light gray DZL-3200, 
dark gray DZL-3400, and red oxide DZL-7200. 


‘LE 


@ All-purpose putty 


ACRYLIC LACQUER 


en 


YELLOW GLAZE 
A-+L-E PUTTY 
| DFL-85 J 


Speeds up acrylic refinishing! 


@ New Dizer AcL-E Putty has unusual filling and 
working properties. Can be used for glazing or 
spot filling. Spreads like butter and has good adhesion 
over bare metal. Won’t rip, pull or roll. Doesn’t run 
even on vertical surfaces. Dries rapidly and can be 
sanded wet or dry to a velvet-smooth surface. Its 
light color makes it an excellent ground for today’s 
pastel colors. Works equally well over and under 
acrylics, enamels or nitrocellulose lacquers. 


@ Try these time- and labor-saving materials on your next acrylic refinishing job. 
See the difference they make in labor and material costs and in customer satisfaction. 


DITZLER COLOR DIVISION, Pittsburgh Plate Giass Company, Detroit 4, Mich. 





DITZLER 


PAINTS * GLASS * CHEMICALS * BRUSHES © PLASTICS * FIBER GLASS 
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Anything for a Memoly Customer... 


Service That Gets Talked About 


By Ben L. Davis 
Staff Correspondent 

PORT RICHMOND, N. Y.— Im- 
agine pulling a customer's fuel oil 
truck through the drifts of a severe 
snowstorm for its heating deliver- 
ies. This is Memoly Motors’ kind 
of service. 

Building on such service, Mem- 
oly (Dodge-Plymouth) has ex- 
panded three times and soon 
will be getting tight around the 
seams again, The dealership was 
awarded the entire Staten Island 
territory for Dodge with the in- 
troduction of the ’59 models. 
“The effectiveness of satisfactory 
service and activity in civic affairs 
and fraternal organizations can’t 
be overemphasized,” says George 

Memoly, vice-president. 

“Our reputation is based on word 
of mouth. Attention is given each 
customer and prospect. During the 
demonstration, a salesman wil] 
mention our large, well-equipped 
facilities and what that means to 
@ car owner.” 


+ * * 

E CONTINUED, “well-placed 

advertising is also valuable. 
Thanks to this schedule, less than 
a@ quarter of our new-car buyers 
are lost to outside service establish- 
ments. 

“If the shop has failed a cus- 
tomer in some. manner, the man 
who sold the car will try to help 
—if the complaint need go that 
far. Two noteworthy effects are 
that management is closely at- 
tuned to the local public and 
making a confidant of the sales- 
man helps car sales along, too.” 
Good, long-term business tactics 
have paid off. In 1937, three years 
after Memoly’s father, Joseph, ac- 
quired his franchise, a 100-by-100- 
foot building was constructed at 
the rear of the showroom to take 
care of the growing service busi- 
ness. 

In 1947 an additional 13,500 
Square feet of shop area was built 
adjacent to the first, and in 1954, 
Memoly added another 10,000 


square feet for truck service. 
” * & 


LL-AROUND servicing is pro- 

vided with mechanics on an 
incentive basis. A paint shop earns 
a profit besides being an asset for 
the used-car department. An air- 
conditioning section was establish- 
ed recently and four units were 
installed in one week. 

Memoly said he dropped his 
AAA contract because it didn’t 
pay, but emergency road service 
is available ’round the clock for 
minor repairs and for towing into 
the shop. 

The service crew is off on Satur- 
day. This was generally a day of 
nuisances, Memoly said, and some 
trade often was offended since, in 
the half-day of work, only so many 
could be accommodated. 

Avoiding this:and other dissatis- 
faction shows on the ledger. In 
April, customer labor grossed about 
$10,000 and the parts department 
grossed $15,000. 

* + * 


HOP operations are directed by 
Service Manager Art Kohr- 
mann, a 24-year man with the 25- 
year-old firm, Twenty-two men and 
four service vehicles are at the 
garage’s disposal. There are two 
tow-truckS—one is a truck-size 
wrecker—a pickup and a panel job. 
Incidentally, it was Kohrmann 
who pulled the oil truck around to 
its stops in that storm of a decade 
ago and earned for his shop the 
reputation of being about the only 
garage having a truck on the 
streets in that emergency period. 
Public announcements and 
promotions are limited at Mem- 
oly. While a silver anniversary 
campaign is under consideration, 


New Brake Service Guide 


Announced by World Bestos 


INDIANAPOLIS.—The new Mas- 
ter Brake Service Guide gives fully 
illustrated, step-by-step instructions 
for adjusting and relining 20 types 
of hydraulic wheel brakes, accord- 
ing to World Bestos, 

Features include the Hydraulic 
Brake Finder which identifies 
wheel brakes on autos, trucks and 
buses back to 1936, three pages of 
trouble-shooting pointers and a 
brake-inspection check list, the 
firm said. 











at present few newspaper ads 
and no radio “spots” are used. 
But “Gas, Gaskets and Glamour,” 
an evening course in light mechan- 
ics for the ladies surprised all con- 
cerned with the public interest 
aroused. Because of its success, 4 
repeat may be forthcoming. It was 
an Alemite origination with the 
finishing touches by the Memolys. 


About 100 applications were ex- 
pected, but more than 300 were re- 
ceived. The women were taught 
how to make their own small re- 
pairs, but actually it only made 
them more service-conscious and 
served to multiply Memoly Motors’ 
repair orders. 

* * * 

_— dealership stressed im- 

ported-car service for a while 
until George Memoly determined, 
“There was more to be lost than 
could ever be gained. Holding a 
car in repair too long was never 
good policy. Yet, due to the diffi- 
culty in getting parts for the im- 
ports, this often was unavoidable.” 


As one of the region’s largest 





repair shops, Memoly Motors 
easily qualified as a New York 
State Inspection Station and now 
handles most of the inspections 
in the community. State officials 

often use its extensive floor space 
to illustrate car-checking tech- 
niques, 

An interesting sidelight on the 
1954 expansion: While it offered 
space for the State inspection pro- 
gram (which was then in the legis- 
lative stage) the extra room was 
sorely needed anyhow. 

Some shops that borrowed money 
to set up inspection facilities en- 
countered financial difficulty when 
the statute, after being passed, was 
postponed for a lengthy interval. 

* * + 
a can be no country walk 
without callouses, however, and 
competent labor is as necessary 
here as at any other dealership. 

Shop mechanics subscribe to the 
Chrysler Master Technician Train- 
ing Program. To build a reserve of 
budding repairmen, Memoly Motors 








Checking the Order— 


Service Manager Art Kohrmann, right, 
checks a repair order with a mechanic 
at Memoly Motors (Dodge-Plymouth), Port 
Richmond, N. Y. The company has ex- 


panded its service facilities three times 
since it opened in 1934. 

* * . 
assists in a training plan at the 
neighborhood’s Ralph V. McKee 
Vocational High School. 

A large family’s advantage— 
in the Memolys there are four 
brothers and two sisters—is evi- 
dent in the many and varied civic 
functions engaged in by this 




























group. Their father, president 
and treasurer of the dealership, 
is a Lion, 

As for the brothers: Ed is a. 
member of the American Lezion 
while a brother-in-law, Robert 
Kroeger, is in the 40 and 8. Ray 
is a member of the Kiwanis, and 
Gene is in the Junior Chamber of 
Commerce. George is a director of 
the Staten Island Chamber of Com- 
merce. All the Memolys are native 
residents. 

* * * 

TATEN ISLAND, also known as 

Richmond County, is a fairly 
quiet, predominantly middle-class 
area of around 200,000 population. 
Geographically, it’s one of New 
York City’s five boroughs, Rich- 
mond, though it’s a 20-minute ferry 
trip from either Brooklyn or Man- 
hattan. 

This sets it apart, making it 
heavily residential, New Jersey 
is closer and is linked by bridges 
at the west and north. 

But the start of construction on 
a gigantic bridge to join Brooklyn 
—and its heavy traffic—with the 
Island spells boom, and there has 
been a wave of homebuilding in 
the more spacious southern end 
some miles distant. 

So Memoly Motors may need 
even more service space soon. 
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any angle) 


This top quality 
full quart 


VACUUM BOTTLE 


THERMDs. 


yours at no extra cost! 


Big Value, Nationally Advertised, Triple Guar- 
anteed—it keeps liquids hot or cold and has 
these exclusive features: 


NEW NON-DRIP POURING LIP (pours from 


NEW EASY-OPEN, LEAK-FREE STOPPER 
(won’t pop off or absorb odors) 


NEW BUILT-IN SHOCK ABSORBER (protects 
against breakage) 


NEW CUP HANDLE TOP (no burnt fingers) 





USE IT AT WORK OR PLAY 


Sports — Picnics — Vacations — School — Business 


FRAM D-9—Here’s how you get it! 
With your purchase of any 24 Fram Cartridges, 
you get one D-9 for $2.40. D-9 contains one 
Vacuum Bottle by Thermos and one free Fram 
CH-6PL Cartridge in one carton. When you sell 
the free CH-6PL Cartridge at regular list, you 
recover the entire cost of the D-9! 
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For Detroit Olds Dealer .. . 
2 eo 


Personalized Service 


Pays Big Dividends 


By Frank Gawronski 
Staff Writer 

ETROIT.—A three-year-old per- 

sonalized service policy is be- 
ginning to earn big dividends for 
Whyte Oldsmobile on Detroit’s East 
ide. 
, The firm launched its program 
of personal service in 1956 and 
has recorded business increases 
each year, according to Clyde 

Hughes and Lou Lorenzo, sales 
managers for the busy dealership 
operated by W. P. Whyte. 

“We even increased our service 

yolume last year, a poor year for 
most businesses,” Hughes declared. 
“We expect to do a lot better this 
ear. 
. In 1956, the first year of Whyte 
Oldsmobile’s revised service pro- 
gram, the firm’s customer labor 
totalled $64,000 and bump shop 
charges amounted to $26,000. 

In 1957, according to Hughes, 
customer labor jumped to $69,000 








and bump shop charges increased 
to $30,000. The next year, 1958, busi- 
ness leaped to $79,000 and $35,000, 
respectively. 
a * * 
_— year the firm is well on its 
way to $94,000 in customer labor 
and $58,000 in bump shop charges. 
Hughes also pointed out that 
parts sales increased 34.9 percent 
in the three-year period, and the 
wholesale parts business jumped 
8.1 percent. 

The firm’s service absorption in 
1958 was 58 percent. So far absorp- 
tion has been averaging 65 percent, 
but Hughes and Lorenzo expect it 
to reach 75 percent before the end 
of the year. 

“Our service volume has risen 
so fast since 1956 that we have 
reached the point where we can’t 
handle any more work,” the sales 
managers said. “We may have to 
expand.” 

Lorenzo said the shop could have 
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handled several more thousand dol- 
lars of business last month if it 
had the space. . 
+ * ca 
—— way it is now, more than 
50 percent of our service jobs 
are done by appointment, and we 
have appointments booked weeks 
in advance,” he said, “You could 
say we have growing pains.” 

What are the reasons for 
Whyte Oldsmobile’s successful 
service business? 

Hughes and Lorenzo claim it is 
a combination of good, honest serv- 
ice work, good customer relations, 
and an effective advertising pro- 
gram. 

“We have a policy that the cus- 
tomer is always right,” Lorenzo ex- 
plained. “We don’t argue with the 
customers. We try to reason with 
them, but at the same time we are 
sareful not to antagonize them. 

“We try to make them feel that 
they are wanted,” he continued. 
“Sometimes we will absorb the loss 
of a few dollars, even if the cus- 
tomer is wrong, in order make him 
happy.” 


VW Deal Expands— 


This is one of two buildings purchased by Riviera Motors, Inc., Volkswagen distribu- 
tor in Portland, Ore., for $250,000. Located at 1737 SW Morrison St., the building 
houses the salesroom and general offices. The firm also announced the purchase of a 


site for a wholesale parts warehouse. 


fied with our work. 

“If the customer isn’t satisfied, 
we bring the car back and do 
the job to his satisfaction,” Lor- 


* * * 


y= a job is completed in the 
service department, Lorenzo 
explained, it is the job of the write-| many kickbacks and the cus- 


PROMOTIONAL PUNCH 


Bonus Program For You! 


Fram leads the way in promotional punch... again offering you 
a hard selling filter program. It features a powerful new Silver 
Anniversary Bonus Kit for dealers! It’s backed by national magazine 
and outdoor advertising—to help you sell filters, oil changes, lube 
jobs and other high profit items. 


CASH IN WITH FRAM’S BIG BONUS KIT! 





ab 


Bey 





This dramatic oil filter cartridge display is 
the key to a double sale... helps you sell oil changes 
as well as oil filters. It gives your customers the 
same compelling story they see in Fram’s national 
advertising. Use it to make a double profit! 


FRAM NATIONAL A 


Here’s what you get: 


































These startling air filter “salesmen” tic you in directly 
with Fram’s national air filter advertising. Window streamer and 
air filter display create quick sales on today’s fastest growing 
accessory item ... make you the headquarters for big gas savings 
and real driver service! 


DVERTISING BACKS YOU UP! 


Hard-hitting magazine advertising 
does a double selling job: Oil Filter Ad- 
vertising sells oil changes! Air Filter 
Advertising tells a gas saving story, brings 
you customers, sells air filters! 

Giant national outdoor campaign 
adds big impact. Get details from your 
supplier. 


FRAM CORPORATION, 
Providence 16, R.I. 





O/L+*AIR*FUEL*WATER 














up man to call the customer in a| tomer relations pays off in the 
few days to find out if he is satis- 


long run.” 


Hughes said the dealership goes 
out of its way “to get complaints 
from our service customers.” 


“Twice a year we mail out a 


enzo declared, “We don’t get (letter telling our customers that 


we have missed them, At the same 
time we ask them why they haven’t 
been in to visit our service depart- 
ment, 

“In the letter, the customers are 
urged to use the return card to 
register any complaints they may 
have about our service depart- 
ment,” Hughes said. 

“Whenever we receive a card 
registering a complaint, we make 
a sincere effort to right the wrong.” 

* * * 
HyvGHEs also pointed out that 
Whyte Oldsmobile has a man 
working fulltime on its service fol- 
lowup system, 

“Our man keeps tabs on all our 
customers and knows the exact 
date of their last visit. He has 
his finger on them at all times,” 
Hughes said. 

“Most dealers make the mistake 
of working their followup system 
parttime. You have to go at it full- 

time to make it pay.” 

Whyte started to use a person- 
alized direct mail program to ad- 
vertise its service department in 
1956. 

“This direct mail campaign, and 
complaint questionnaire have paid 
off so well that we have switched 
our advertising from a monthly to 
a bi-monthly basis,’ Hughes said. 

Both Hughes and Lorenzo believe 
that the direct mail campaign and 
the questionnaire are the major 
reasons for the firm’s increased 
service business. 

* * * 

HE firm also is proud of its 

service manager, Norman Marx- 

tin, who heads a 30-man service 
staff. 

Martin was one of 12 service 
managers from across the nation 
who were invited to Lansing to 
discuss Oldsmobile service prob- 
lems at the factory level. 

“When the factory does that,” 
Lorenzo said, “you know you have 
a darn good service manager and 
service department.” 

Hughes and Lorenzo agree that 
it is a tough job “to sell a man 
on the idea that he has to have 
$50 worth of work done on his car.” 

“Actually, the customer isn’t in- 
creasing*the value of his car, You 
have to do a good job to sell serv- 
ice, You have to build their con- 
fidence in your service department. 

“If you make them feel that they 
are not being overcharged or cheat- 
ed,” Hughes and Lorenzo said, 
“they will be back.” 


Sunday Demo Ban 
Asked in Spokane 


SPOKANE.—Spokane’s legal di- 
vision has prepared an amendment 
which will tighten the city ord- 
inance that prohibits the sale of 
automobiles on Sunday. 


The amendment prohibits the 
display and demonstration of autos 
in Spokane on Sunday. 

According to the City’s corpora- 
tion counsel, the amendment grew 
out of a report that a dealership 
offered free rides and hot coffee to 
persons who attended. the firm’s 
anniversary celebration which was 
held on a Sunday. 
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Comparisons Are Difficult .. . 


Service Profit vs. Car Profit 


By Kenneth C. Kelley Jr. | 
Staff Writer 
genre no issue in the auto | 
industry causes more confusion | 
than efforts to compare profits in| 
the parts and service department | 
with profits from selling cars. 
The root of the problem is that 
two entirely different types of | 
business are being carried on | 
under the same roof at the deal- 
ership. 

Selling new and used vehicles in- 
volves handling products which) 
have a high unit-price but produce 
a low gross profit on a low over- 
head per sales dollar. Parts and 
service business, on the other hand, 
involves fewer dollars per sale but 
the gross profit is high and so is| 
the overhead in comparison to the| 
volume of business. 

With the sales pattern so differ- | 
ent, efforts to compare profit on 
sales in the parts and service de- 
partment with the profit-on-sales 


figure for the new and used car 
departments are of little value. 
* * cal 


— profit-on-sales comparison is 
of some value in comparing two 


| companies in the same business, It 


becomes a case of comparing apples 
and oranges when the profit on 


|sales of two different types of| 


business are compared. 
The results of two different 
businesses can be adequately 


| compared by checking the net 


AP’s ’59 Catalog Features 
Scale Drawings of Exhausts 


TOLEDO.—Seale drawings. of all 


catalog, according to H, C. Stivers, | 


sales manager of AP Parts Corp. 
The 72-page catalog is being 
mailed to all registered AP muffler 





|U. S, passenger-car exhaust sys-| profits with the money made in 
tems and foreign car listings are) selling new and used vehicles, the 
features of the 1959 AP dealer|industry generally looks at the 


| dealership to each profit-making 


profit on the capital invested in 
each business. While dealers can 
compute their net profit on their 
total investment, determining the 
profit percentage by department 
would have its difficulties. 
Computing profit by department 
would involve arriving at some 
method for allocating a share of 
the administrative expenses of the 


department and the more difficult 
task of determining just how much 
of the dealership’s assets were in- 
vested in each department. 

7 + ed 


N LIEU of a more exact method 
for comparing parts and service 


operating profit in dollar terms in 
each department. 

The operating profit for a de- 
partment is determined by sub- 





specialists, he said. Twenty pages| tracting the cost of goods sold in 


drawings, he added. 


BOOST SOLEX... 


Sorex Green Tint Safety Glass is a “built-in” accessory that no 
car should be without. Boost Souex when you sell your cars, 
and you'll just naturally boost your income. 

Sorex is Safety Glass with a soft, greenish tint that reduces the 
glare from the sun that causes eyestrain and fatigue. Yet it isn’t 
noticeable from inside the car, and meets all Federal Standards 
for light transmission in automobiles. 


In addition to its safety factor, Soex provides extra comfort in 
the car by absorbing more than 50% of the total solar heat. And 


it also improves the functioning of auto air-conditioning systems. 


| have been devoted to the scale} 


the department from the net 
sales total, The direct costs of 


cS) 
4—sH 


FIA AAAMN AIIM hpadsd&d 


—— oo a 


EA Mi cd 
‘ . 


Raneedl 
. \ 


Detroit, the auto center of the 
world, had a speed limit of 6 
mp.h. in 1908. 


the department are then deducted 
to obtain the operating profit. 
Some of the costs of running the 
dealership (administrative expen- 
ses) will not be charged to any one 
department as direct expenses. This 
makes the operating profit com- 
parison somewhat less than exact 


Remember, Sorex comes in several types of Pittsburgh Auto 


Safety Glass. For easier, more profitable sales . . 


. for extra 


comfort and safety for your customers . . . order all your cars 


with Sorex Green Tint Safety Glass. 


All PPG Automotive Safety Glass complies with every recognized 


safety code. 


Aili , 


SOLEX® “THE BEST GLASS UNDER THE SUNI”" 


Watch the GARRY MOORE SHO 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


/ 


W Tuesday nights 





but it remains a sound method for 

determining the profit showing of 

each department. 

* * * 

trick in obtaining a desir- 

able profit in the parts and 

service department is to set up a 

department that is in line with the 

market for its wares and to keep 
it that way. 

The first step in studying a 
service operation is to determine 
its potential market. In view of 
the number of cars of the line 
handled which are registered in 
the area, total cars in the area, 
competitive conditions and other 
determining factors, just how 
much business should the parts 
and service department be ex- 
pected to handle? 

The second step is to set up the 
parts and service department so 
that it can handle the expected 
business efficiently and profitably. 
Tools and equipment must be ade- 
quate to do the work but the in- 
vestment cannot be allowed to run 
too high and overload the overhead, 

The parts supply, too, must be 
such that customers can be served 
completely and efficiently. Care 
must be exercised to see that the 
parts investment does not become 
excessive. 

Once the parts and service de- 
partment is operating properly, 
continued profits become a question 
of selling all available mechanic 
hours and keeping operating costs 
from creeping up. 


Air-Conditioned 
Cars Require 
Glycol Antifreeze 


DETROIT.—Service chiefs should 
keep in mind that year-round gly- 
col antifreeze protection is required 
on more cars with factory-installed 
air-conditioning units this year. 

Models added this year include 
all Chrysler Corp. makes and Lin- 
colns. 

The proximity of the heater and 
cooling coils under the dashboard 


|makes the use of antifreeze neces- 


sary to prevent freezing and dam- 
age to heater coils when the air 
conditioner igs in use, engineers say. 

Glycol antifreeze is used in the 


| cooling system all year for those 


cars equipped with factory-installed 


|units where heater and cooling 
| coils are close to one another. 


Engineers also point out that 
since air conditioners are a further 
burden on the cooling system, con- 
stant care is required. Overheating 


|is a major concern because of the 


crowding of extra equipment in an 
already cramped engine compart- 


| ment, they say. 


They say it has been estimated 
that by next year 15 percent of all 
new cars will have air-conditioning 
equipment, compared with about 8 
percent im 1958. 


Oklahoma Rolls 
On Safety-Check 


OKLAHOMA CIT Y.— The first 
half of Oklahoma’s Safety-Check 
program has been completed with 
an estimated 80,000 cars inspected. 

The program will be resumed for 
two weeks in September, accord- 
ing to Ray Page, acting safety 
commissioner. 

The State Highway Patrol was 
assisted in the May portion of the 
program by 23 cities. Most of the 
cities are continuing their inspec- 
tion programs through May. 


Model Retread Center 


Opened by U. S. Rubber 


FORTVILLE, Ind.—vU. S. Rubber 
Co. has established a tire-retread- 
ing center here, 27 miles from its 
Indianapolis plant, to test new re- 
treading techniques, equipment and 
materials under production condi- 
tions. 

The facility will be operated a 
a model retread shop, where auto- 
mation, time studies, shop layouts, 
new processes, equipment, tread 
rubber and repair products can be 
evaluated continuously, It will also 
serve as a training center for cus 
tomer personnel and as a wholesale 
retread service outlet for dealers 
and oil companies in the adjacent 
area, 


The back pages of every issue of AUTO 
MOTIVE NEWS contains the WANT 
SECTION. Others are profiting fro@ 
Sepaenss NEWS WANT ADS! AP 
you 
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Robert E. Valode, Vice President and General Manager of Renault, Inc., believes an auto advertiser should “Démarcher la clientéle féminine.” 





Here’s a Frenchman who says: 


en, Renault Dauphine chose the No. 1 women’s magazine, Ladies’ 
Home Journal—bought every month by nearly 6,000,000 women. 
Renault’s first ad shone like a Roman candle in the July issue. 


Why the Journal? Renault Vice President, Robert E. Valode, 
says: “It isn’t just that women hold the family purse strings, and 
have a lot to say when it comes to choosing a car. We believe that 


Never underestimate the power 


of the No. 7 magazine for women... 


“Nearly 6,000,000 American women can’t be wrong!” 


To spearhead their bright and vivid advertising campaign to wom- 


if a woman is approached when she’s in the right mood, in sur- 
roundings all her own, reading her favorite magazine, she responds 
that much more quickly, actively, and positively to advertising.” 


Ladies’ Home Journal calls this Journalpower. With advertisers 
like Renault, it’s evidently “le power hot!” Proof: Advertisers 
invest more money in Ladies’ Home Journal than in any other 
magazine in the field. 


“JOURNAL 


A CURTIS PUBLICATION 


NO. IN CIRCULATION x NO. IN NEWSSTAND SALES x NO. IN ADVERTISING 
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Good Design Held Important... 





Dealers Plan Building Surge 


(Continued from Page 27) 
3-foot aisle between cars 
customer reception area, 

Angled stalls require more floor| 
space than stalls placed at 90 de-| 
grees. When stalls are angled, the 
first angled stall in the work row 
automatically requires the space of | 
two stalls at 90 degrees. 

Therefore, one stall is lost in the 
initial placement, Where 10 stalls 
at 90 degrees can be laid out, only 
eight angle stalls will go in the 
same length of wall space. 

a cal + 
a pa less than 66 feet 
wide can be used, of course, but 
under that width the center aisle 


in the 


width must be cut correspondingly, | 
making for harder placement of the 


cars in the work stalls and more 
likelihood of damage in car han- 
dling in the shop. 

Care must be exercised in the 
development of any change in in- 
terior layout or new building design 
to provide for functional internal 
management control, work flow, 
traffic flow, materials handling, 
storage and display. 


Further, all facility designs and| 
material specifications should pro- 
vide for future expansion at the 
lowest possible cost. 

In planning a new building, 
only a portion of the total plan- 
ned area may be constructed, 
with provisions for expansion at 
a later date when increased busi- 
ness dictates. This is especially 
true of service space. 

It is for this reason that car 
factories have not jumped into a 
new building book program as they 
did right after. the war when so 





Chicago Plant Facilities 


Expanded by Edelmann 


CHICAGO—Robert Edelmann, 
president of E. Edelmann & Co., 
has announced the expansion of 
the company’s production facilities 
with the construction of an addi- 
tion adjacent to its building at 2332 
Logan Blvd. 

The addition will contain new) 
offices, conference and display 
rooms, and extra floor area for pro- 
duction and warehousing. 





many dealers found that they had 
to build new structures. 
+ * * 


Inadequate Buildings 


THEY found then that many an} 

amateur quickly became an ex- 
pert in building a dealership and, 
as a consequence, did not come up 
with a structure that fitted the 
needs of the business. 


Thus, most factories today would 
rather the dealer get in touch with | 
his zone or district office and be-| 
tween the dealer, the home office| 
planning department and the local 
architect decide on the type and 
size of building that will best fill 
the dealer’s needs. 

All three of the majors, Chrys- 
ler, Ford and General Motors, 

have building books with sug- 
gested designs to guide the dealer 
and to guide the local architect in | 
the layout of the new structure 
or in the expansion program that 
is needed. 

They would rather have experi- 





enced men in service facility layout 
and design get into the picture’ 





A. S.1. A. Emblem— 


The new Automotive Service Industry 
Assn. has adopted its official emblem, de- 
signed in the shape of a diamond, with 
the letters ‘‘ASIA" being made most 
prominent. ASIA, began operation on 
April 1, when the former National Stand- 
ard Parts Assn. and the Motor & Equip- 
ment Wholesalers Assn. merged. The new 
emblem makes obsolete the popular NSPA 
“hex" emblem and the NEWA “circle- 
banner” emblem. 


with the local architect to warn 
him of pitfalls. 

Even the placement of tools and 
equipment has a far-reaching ef- 
fect on the profit potential, Each 
space should be worked out and 
set before any construction or re- 
modeling is begun. 

. » «© 


— too, in the design of a new 
structure, other factors such as 
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Deck for Sales, 


Contact your Kendall Distrib- 
utor for more information. 





These Programs Stack Your 


Customer Good Will 


Service, 
Programs take 


your promotional dollar. 
¢ Guarantee Bond 


* Lifetime Lubrication 
* Service Follow-up 


sale is made. 


GPO ws eck 


Proven through use by dealers 
like yourself, Kendall Sales Building 


Kendall Programs provide regular 
traffic which results in new car 

sales — then keep traffic rolling into 
service departments after the 


the gamble out of 
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MOTOR OILS 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 





LUBRICATION SPECIALISTS 


SINCE 1887 





the size and shape of the land, the 
layout of the used-car lot, customer 
parking area and being able to zive 
the new car displays best visibility 
to the main traffic flow past the 
building should all be taken into 
consideration. 

Under today’s highly competi- 
tive service conditions, ease of 
entry and exit in the service area 
is of prime importance to the 
type of building that must be de- 
signed to get greatest functional 
value out of the property. 

Experienced designers refer to 
this as the “tripod” around which 
good functional structures should 
be designed: New vehicles, used 
vehicles and service. 

One of the reasons, other than 
the profit potential of the service 
department, that many dealers are 
beginning to appreciate is that 
a good service customer conditions 
his own used car. The more he 
depends upon his dealer for all of 
his service needs, the better used 
vehicle he turns back to the dealer 
when he buys a new vehicle. 

Thus, while the good service cus- 
tomer also helps keep the dealer in 
a profitable operation, he also aids 
the dealer in lowering his sales 
expense on the used car. 


Baltimore Firm 
Opens Shop for 


Bumper Repair 


BALTIMORE.—Allied Meta] Fin- 
ishing Corp., a subsidiary of Allied 
Research Products, Inc., has set up 
a bumper repair and refinishing 
operation here. 

The company has equipped 7,500 
square feet of plant space with 
straightening presses, grinding, 
buffing and polishing machines and 
electroplating equipment for the 
refinishing process in copper, nickel 
and chrome plating. 

Present capacity is about 100 
bumpers per day. Jules Horelick, 
vice-president of Allied Metal Fin- 
ishing and the parent firm, said 
the nearest competitive shops in 
the bumper repair field are in 
Trenton, N, J.; Knoxville, Tenn, 
and Detroit. 

Sales are made exclusively 
through auto dealers and body- 
repair shops, the company said. 
Harry Lee Sennett is sales man- 
ager of the bumper reconditioning 
facilities, and Carol Lumpkin is 
service superintendent. 


Tire Group Near 


Sellout Show 


WASHINGTON. — Ninety-seven 
percent of the exhibit space has al- 
ready been sold for the National 
Tire Dealers & Retreaders Assn. 
convention and trade show here 
Sept. 12-16, says W. W. Marsh, ex- 
ecutive secretary. 

The show section of the conven- 
tion will be at the Shoreham Hotel. 
General convention headquarters 
will be at both the Shoreham and 
the Sheraton Park Hotel. 








Tips to Salesmen 


‘Believe in Your Product,’ 


Advises Hansgen 


WESTFIELD, N, J.—Walt Hans- 
gen, Westfield Jaguar dealer and 
race car driver, has some tips for 
salesmen. 


First, you have to believe in your 
products, says Hansgen, who is 
considered the top sports car rac- 
ing driver in the U. S. 


“Second, you’ve got to be sure it’s 
right for your customer, and, third, 
you have to let the prospect do the 
selling. Any salesman who can get 
@ prospect to handle or use his 
product has half his job done for 
him,” advises Hansgen. 


Marsh Firm Publishes 


New Brake Service Aid 


DETROIT.—A new, 320-page 
brake service manual has been pub- 
lished by Paul Marsh Co., 520 W. 
Fort St., Detroit. The manual sells 
for $7.50. 


Material covered includes funda- 
mentals, trouble shooting, major 
and minor adjustments and wheel 
and master cylinder service 0M 
hones produced from 1950 through 
1959, 
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GMC 


ma} TT - 
OPPOR- 
TUNITIES 


FOR GMC DEALERS 
WERE NEVER BETTER! 


TODAY 


Greater Sales! Here’s proof! In the first 
four months of this year, sales were 42.2% 
higher than for the same time last year. And 
there is a clear indication that demand will 
keep increasing for GMC ‘Trucks. 


More Prospects! The biggest advertising 
and sales promotion campaigns ever, plus 
word-of-mouth enthusiasm of happy GMC 
Truck owners, fully inform future customers 
of the important advantages of owning 
GMC ‘Trucks. And remember, everyone is 
a prospect because GMC ‘Trucks cover the 
industry—l4-ton to 45-ton. 


Better Products! For example: today every 
GMC |,-ton pickup must pass over 1,000 
rigid inspections before it is released from 
the factory—nearest possible to perfection. 
Another: the GMC Truck 6-71SE diesel is 


the most economical on the road; accurate 
fleet cost records prove this. More proof: 
recently the phenomenal 48” BBC alumi- 
num ““Tilt-Cab Cruiser’’ was introduced, the 
only vehicle of its kind ever built. Never has 
a new truck model gained such widespread 
attention and enthusiastic acceptance in the 
space of a few weeks. 


FUTURE 


GMC Operation “High Gear’—the most 
dynamic engineering, design and quality- 
control program in truck history—will con- 
tinue to pay off for GMC Dealers. More 
great money-making, money-saving advances 
are on the way .. . everything to meet all 
of transportation’s demanding needs. Keep 
your eye on GMC for the big things that 
count. And remember, there was never a 
better time to be a GMC Dealer. 


From %-ton to 45-ton ... General Motors léads the way! 
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U. S. Orders 200 Big 


WASHINGTON.—The Federal 
Government has ordered more than 
200 Ford extra-heavy trucks to be 
built at Ford division’s heavy truck 


plant in Louisville. 


Representing more than a million 
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Ford Trucks 


dollars, the contract calls for Ford 
T-700 dump and water sprinkler 
trucks, Howard Cook, manager of 
Ford division fleet sales, said this 
is the third large-volume Federal 
contract issued for Ford trucks this 
year. 


“WITHIN THE BUDGET OF ANY SIZE DEALERSHIP,” writes J. H. 
Thompson of Thompson Motors, Tupelo, Miss., about his Childers Con- 


tinental Carports. “We cannot tell you just how much. . 


. they have 


helped the appearance of our used car lot.’ Read how Childers Carports 
can sell more cars for you. See Page 81. 


DP-160 Adapter * 


$5950 


or complete 


Only 


transmission Hondler 
and Lift Extender. 


NOW 





This Is Exclusive ... 


‘Club’ Angle Promotes 


Dealer’s Service 


By L, H. Houck 
Travelling Correspondent 

RDMORE, Okla.— An exclusive 

10 percent discount club and 
monthly service specials for Cadil- 
lac and Oldsmobile owners only, are 
increasing service business, speed-, 
ing prompter payment of open ac- 
counts and gaining new credit cus- 
tomers and new-car buyers, 
according to McCulloh Motor Co., 
Cadillac-Oldsmobile dealer here for 
10 years. 

The plan, which went into ef- 
fect May 1, is the first of its kind 
in the U.S., said W. L, McCul- 
loh, president, who originated it. 
It was preceded by six months 
of study and planning and was 
presented to the public in a fully 
advertised promotion which be- 
gan with teaser newspaper ads. 

Public approval was quick, In a 


HERE'S A JACK 


.) COMBINATION THAT MAKES 





\DOLLARS,AND SENSE! 


fe 


—( 
XS 


JA 


AUSCO ONE END LIFT 


\S A TOP PERFORMER- 
\>FITS ALL '59 CARS, TOO! 


AND A QUICK 
CHANGE GIVES 
ME A HIGH LIFT 
JACK THAT 


SPEEDS UP TIGHT 


» ADAPTER, IT 
HANDLES CAR & 
LIGHT TRUCK 
TRANSMISSIONS 

INCLUDING 
'50-SI-'52 
POWERGLIDE 





Only $166.40 puts the entire AUSCO One End Lift, 


Transmission Handler and Lift Extender combination in your shop! 





AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 





Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 


Hydraulic Hond Jacks, Saf-Lift Jacks, 


Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 








few weeks 500 had signed up for 
the nation’s first Guardian Main- 
tenance Discount Club and new 
members were being added at the 
rate of five a day, McCulloh said. 
The goal was 700 members. 


A 10 percent discount is given 
the club’s card holders on service 
work, repairs and maintenance op- 
erations, either for cash or credit. 
And card holders are entitled to 
buy the monthly service special 
which often is discounted 50 per- 
cent or more, McCulloh said. 


McCulloh said the discount club 
was tied in with GM’s Guardian 
Maintenance plan with GM’s per- 
mission. Consequently, he added, 
nationally advertised operations 
recommended by Guardian Mainte- 
nance are available to McCulloh 
card holders at large discounts. 

* * + 


As AN EXAMPLE of this phase, 
GM’s May service recommenda- 
tion was brake service, McCulloh 
regularly sells this operation for 
$2.25, but it was available to card 
holders in May for 98 cents. 


In June, the nationally recom- 
mended item was a lube job, 
selling regularly at McCulloh’s 
for $1.50. It was offered to club 
members for 59 cents, 


Maintenance recommendations on 
a mileage basis are tailored to the 
owner’s driving habits and age of 
his car, which insures that he is 
neither over- or underserviced, 

* * oe 


— is no charge for inspec- 
tion of current models. There 
is a charge of $2, which does not 
cover cost for older cars. For cars 
with more than 35,000 miles re- 
quiring compression checks, there 
is an additional $2 fee, making a 
total of $4 for such older cars. 


After each examination, the 
customer receives a complete 
written report with recommenda- 
tions. A copy is retained for the 
files, The Guardian Maintenance 
membership card then is issued. 


Decals are placed in a corner of 
the windshield so member cars will 
be recognized when they drive into 
the service department, otherwise 
the driver is asked to present his 
membership card. 


An outstanding feature of the 
recommendations made by the 
service department is the lucid and 
logical explanation opposite each 
recommendation. 

For example, on a sample pro- 
jection front-wheel alignment is 
recommended every 6,000 miles. 
The explanation is typed opposite. 
It reads: “Curbs, holes in the street 
and everyday use can misalign 
your front wheels. They should be 
checked before damage occurs to 
your tires.” 

* . 
cs operation carries a perma- 
nent number in the plan. For 
instance, chassis lubrication carries 
No, 1 and transmission-fluid 
change is No. 11, for the total of 
11 numbered operations. 

This facilitates keeping the 
records on each customer’s car 
on a small card. The card car- 
ries the member’s name, card 
number and address, A card 
might read “Operations 1, 2, 3, 
4, 10 at 17,200 miles on 6-1-59.” 

A credit application accompanies 
the first letter, designed to get the 
owner in for the auto inspection 


and the discount card. 


To those who do not have open 
accounts, the letter states they are 
welcome as 30-day charge custom- 
ers and that credit service can be 
Obtained by filling out the credit 
application. 

One problem facing the dealer- 
ship when the discount plan was 
being devised was slow payment 
of open accounts, 

” ag * 

“q)UR open accounts were sliding 

30 to 60 days overdue,” Mc- 
Culloh said, “and it might seem 
strange that we were opening the 
door for more credit when appar- 
ently the proper thing to do would 
be to curtail credit and weed out 
the slow payers. 

“Under our 10 percent discount 
club plan,” he continued, “the 





—— 


customer is obligated to pay hig 
open account by the 10th of «ach 
month to qualify for the 10 per- 
cent discount. 

“If he brings in work on th: 
of the month, it goes on 
month’s bill. What happened 
has been very gratifying to us in 
the short time the plan has been 
working. We not only got our over. 
due bills reduced to nil but in- 
creased our number of prompt 
open-account customers.” 

The discount is based on norma] 
and current book charges an: flat 
rates in use every day, McCulloh 
said. 

When formulating the plan, he 
added, he did not feel he could 
carry all of the 10 percent discount. 
He was operating on a 50-50 basis 
with his service labor, so he called 
a meeting and presented details of 
the plan and asked them if they 
wished to help out. 

* * ok 


_— men unanimously agreed to 
contribute 5 percent, McCulloh 
said, making the ratio 45-55 with 
the firm giving all discount on 
parts and the men contributing 5 
percent on labor, Service men get 
their regular price on the specials, 
They get, for instance, 45 percent 
of the $2.25 brake special selling 
for 98 cents. 


The increase in service volume 
almost at the beginning of the 
plan has made both firm and 
service personnel happy over the 
change in ratios, McCulloh said, 


If a customer doesn’t respond 
within 10 days, he is contacted by 
telephone to learn his reaction to 
the auto check and the recom- 
mendations of the service depart- 
ment. 

If he doesn’t come in then, the 
service manager makes a personal 
call on him and again explains the 
deal and stresses the money-saving 
advantages of the program. 

Another valuable feature con- 
cerns the serial number on the 
discount cards. This number is also 
a code showing the serviceman at 
a glance whether he is a cash or 
credit customer, This eliminates 
confusion or embarrassment at the 
time the ticket is written up. 

* * * 

F OWNERS of other make cars 

ask for a discount card, they 
are politely refused, McCulloh said. 

“We are capitalizing on the 
fact that this is a bona fide 
money-saving program for our 
own customers only,” McCulloh 
said. “We want all our old Cadil- 
lac and Oldsmobile owners, plus 
our new ones, to feel that they 
have a distinct advantage in 
their service relations not en- 
joyed by others. 

“On parts for Cadillacs and Olds- 
mobiles we get a better discount 
than we do on parts we buy else- 
where for other cars, and so we 
want to capitalize on this profit 
angle, too, and promote the busi- 
ness that makes us the most 
money. 

“Not the least of the advantages 
is that offered to the prospective 
buyer of a new Cadillac or Olds- 
mobile, because we can point out 
that he can become a member of 
this new club and get his service 
and repairs at 10 percent discount,” 
McCulloh continued. “It is helping 


our new-car volume.” 
* * © 
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Checking a Special— 


Basil Woods, left, sales manager of 
McCulloh Motor Co.; W. L. McCullob, 
center, owner, and Roy Pickle, service 
manager, discuss a service special at © 
reduced price, tying in with GM's 
ian Maintenance program. 
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New Yorkers do everything other people do. 


Only more so. For example, they buy more cars than the people 


in any other market. And you can sell them more cars by 





using more space more often in The New York Times... 


first in New York in automotive advertising. 


| 
| 
| 
| 
. 
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-dr. sed., 


Current Prices on U. S. Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 
$2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
— standard on Electra and Electra 

-) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorado—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr, hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
8) -dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 

-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
692; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr. 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,358; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr, 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. -dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr, hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
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4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Tur hb o-Drive, 
power steering, power brakes standard on 
all models.) 
DeSOTO—Firesweep—4-dr. sed., 
4-dr, hardtop, $3,038; 2-dr, hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr, $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358, Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 
DODGE—Coronet Six—4-dr. 
586.50; 2-dr. sed., 
top, $2,643.50. 
$2,707; 2-dr. 


$2,904; 


sed., 


sed., 
$2,515.50; 2-dr, 
Coronet V-8—4-dr. 
sed., $2,636; 4-dr. 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr, hardtop, $2,990. 
Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr,. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylinder Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els, For V-8s, add $118.) Oustom 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr, sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr, sed,, $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr, 2-seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr, 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979, 

IMPERIAL—Custom—4-dr, sed., $5,016; 
4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 


$2,- 
hard- 
sed., 
hardtop, 


Port-of-Entry Prices 
On Imported Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Giulietta — Spider, $3,- 
469; Super Spider, $3,882; Sprint cpe., $3,- 
901; Veloce cpe., $4,292. 2000 Series—4- 
dr. sed., $5,028; Spider roadster conv., 
$4,998. 


ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 


ASTON-MARTIN — DB4 — cpe., $9,870. 
Mark Ill—cpe., $7,550; conv., $8,190. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,116; 
Deluxe roadster (2 or 4-seater), $3,436. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000” — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,760. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Autematic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
cue 492-c.c. roadster (3-cylinder), 

BMW —Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., $5,600; 
Model 502/3.2 4-dr. sed., $6,000; Model 
502/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 


and 507.) 

BMW 600—5-pass sed., $1,398; sunroof 
sed., $1,487. (Heater standard on both 
models. ) 

BMW ISETTA $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV —4-dr. sunroof sed. 
(centrifugal clutch), $1,195. ID Luxe— 
4-dr. sed (heater standard), $2,545. ID-19 
—4-dr. sed. (air suspension), $2,695. DS-19 
—4-dr. sed. (air suspension, power brakes, 
power steering, automatic clutch), $3,245. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr. hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv. (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428: Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat- 
wWag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr. sed., $1,743; 4-dr. deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Serles—4-dr. sed., $1,998; roadster (Far- 
ina), 

206. 


300 — sunroof, 


$2,685. 750 Abarth—2-dr. sed., $2,- 
(Heater standard on all models.) 





FORD (England)—Anglia—Deluxe 2-dr. 
sed., $1,561. Prefect—Deluxe 4-dr. sed., 
$1,661. Escort—2-dr. stat. wag., $1,651. 
Squire—2-dr. stat. wag., $1,761. Consul— 
4-dr. sed., $2,034; conv., $2,373. Zephyr— 
4-dr. sed., $2,215; conv., $2,574; Zodiac— 
4-dr. sed., $2,387; conv., $2,865. 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr., $1,135; 2- 
dr, Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH—1100 Series—Hansa 2 -dr. 
sed., $1,949; Hansa conv., $2,126; Hansa 
2-dr. stat. wag., $2,095; Empress 2-dr. 
Sport Sedan, $2,275; Tiger Sport Coupe, 
$2,568. (Heater standard on all models.) 

HILLMAN — 4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 

(Continued on Page 80, Col. 4) 


—a 


OLDSMOBILE—Series 88—4-dr. sed., $2,-| 2-ar, hardtop, $2,768; conv., $3,080; 4-dr, 
| 902; 2-dr, sed., $2,837; 4-dr. hardtop, $3,-| 2-seat stat. wag., $3,101; 4-dr. 3-seat stat, 
036; 2-dr. hardtop, $2,958; conv., $3,286; | wag., $3,209. Star Chief—4-dr, sed. $3,. 
4-dr. 2-seat stat. wag., $3,365. Super 88— | 005; 2-dr. sed., $2,934; 4-dr. hardtoy $3,- 
4-dr, sed., $3,178; 4-dr, hardtop, $3,405; | 138. Bonneville—4-dr. hardtop, $3,333: 2-dr, 
2-dr, hardtop, $3,328; conv., $3,595; 4-dr. | hardtop, $3,257; conv., $3,478; 4-dr, 2-seat 
2-seat stat. wag., $3,669, Series 98—4-dr. | stat. wag., $3,532. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. RAMBLER—Anmerican—2-dr. Delux: sed., 
hardtop, $4,086; conv., $4,366. (Hydra-| $1,835; 2-dr. Super sed., $1,920; 2- ir, 2. 
Matic, power steering, power brakes stand-| seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
ard on Series 98.) Super stat. wag., $2,145. Deluxe Six--4-dr, 
PLYMOUTH — (On six-cylinder models, | sed., $2,098, Super Six—4-dr. sed., $2,268; 
add $119.50 for a V-8 engine). Savoy Six |4-dr. hardtop, $2,343; 4-dr. 2-seat stat, 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; | wag., $2,562. Custom Six—4-dr. sed., $2, 
business cpe, (V-8 not offered), $2,142.75. | 383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr | V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
sed., $2,389.25; 4-dr. hardtop, $2,524.75, | stat. wag., $2,692; Custom—4-dr. sed., $2,- 
2-dr, hardtop, $2,461.25. Station Wagon 513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
Six—-2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | stat. wag., $2,807. Ambassador—S uper— 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, | 4-dr. sed., $2,587; 4-dr, 2-seat stat. wag., 
$2,761.50. Plymouth V-8—(On the follow- | $2,881. Custom—4-dr. sed., $2,732; 4-dr, 
ing models, a V-8 engine is standard and | hardtop, $2,822; 4-dr. 2-seat stat. wag., 
a six-cylinder engine is not available.) $3,116 4-dr, 2-seat hardtop stat, wag., 
Belvedere — conv., $2,814.25. Fury — 4-dr. | $3, ° 
sed., $2,690.50; 4-dr, hardtop, $2,771.25; | STUDEBAKER—Lark Deluxe Six —4-dr, 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. | sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
hardtop, $2,927.25; conv., $3,125.25. Sta-| stat. wag., $2,295. Lark Regal Six —4-dr, 
tion Wagons—2-dr. 2-seat Custom, 2,- | sed., $2,175; 2-dr, hardtop, $2,275; 2-dr, 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- | 2-seat stat. wag., $2,455. Lark Regai v-8— 
dr, 2-seat Sport, $3,020.75; 4-dr, 3-seat | 4-dr, sed., $2,310; 2-dr. hardtop, $2,410; 
Sport, $3,130.50. 2-dr., 2-seat stat. wag., $2,590. Silver 
PONTIAC—Catalina—4-dr. sed., $2,704,| Hawk—six-cylinder cpe., $2,360; V-8S cpe., 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; ' $2,495. 


conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr, hardtop, | 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montclair—4-dr. sed., $3,308; 4- 
dr, hardtop, $3,437; 2-dr. hardtop, $3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr, 2-seat Commuter, 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Merc-O-Matic, power steer- 
ing, power brakes standard on Park Lane.) 


New Commercial-Car Registrations, 


49 States for May, 1959-1958 


Truck registrations by states are 
released here weekly, as compiled ' tude- TO. 


, A, -" _ representatives in White | Willys | Misc. | TAL 
ate capitals. 





841| 1397/2012) 49358 
9513| _2789| 32 276| 606} ~—907|_—*1317| 35565 
445,129) 13 481498 
227| 70 7| 38, (932 
233 69| | 33] 34) 97 
149| 54| 2| J 1] 35| ‘582 
513) 19) 80; 173) 580 
342 26| 5 99} 480 
298 | 29| 26| «114 
869} __245| 36 29} 70 
479 168) 
262! 62 
297| 85) 
300} 116 
1228, 298! 
848} 202 
335 


37 States Previously Reported "59| 16757 | 2545| 14246} 
For May ‘58 12579| 1943| 
Alabama 59| 626| l 54 
‘58 405 | 40) 
59 | 413 68 
‘58} 253 | 27\_ 
liforni ‘59 3947| 454) 
California sa 2075| 262 
*59| | 1021) 113} 
‘58 987 | | 118 
Kentucky ‘59 | 615 57) 
‘58 306| | 33} 
Massachusetts ‘59 222 | 57| 
‘58 272| 90) 
Michigan ‘59 1299 310) 
58) 99 } 147 
Mississippi "59 | 503 30| 
mnee, ‘58 252| | 6 
Missouri ‘59 | 1004) 82| 
"58 | 961 | 12 85 
‘59| 1073) 7| 294) 
‘58 952| 13} -222| 
"59| 2469 5 211| 
*58| 2552 24) 186 
Washington ‘59 547) 1} 84 
'58| 329| 3} 49| 
49 States Reported *59| 106! 30496) 201; 4359) 
To Date for May 58) 70! 22842) 244) 3234| 
Year "59 452| 136364, 1035! 22494 
To Date ‘58 327| 98595) 1174| 15753} 


New Commercial-Car Registrations, 


One State for June, 1959-1958 


Arizona 


9430 
5640 
2m 
273 2677 
163| 7| l 23; «35|—«S3 
102} __‘10/ 19] = S| 
131/27 32,79 
150) 43) | 58]_—s87 
251; Si; —S—«dS | | tai) 137 
213) 35 18| | 55} «125 


3017) 
1831 
Georgia 840 





968 
1152 
3799 
| 2602 
110) | = 8) 5 30; 1145 

154| 32| 49| 3] 1| 2| 12) 513 
700; 259) + ~—«:302! 16| 17] 38| 53, 2496 

528 147| 229} 29| 15} 15] 33] 42! 20% 

1011; 305)  656| 96 19|—*160 157; -309| +4124 

750i 210) 490) — 120| 14] _-102}_—s113|_ 256) 3285 

1682 340| «537! 33) 18| 77| 58 | 80; 5510 

1477} —-313)~—s«512I 64) 24) = -214| 57) 74 5497 

520, 146) ~=‘179| 5) 10) 10 38; 110; 1650 

287| 84;  —147| 6! 2| 8| 24| 85| 1024 

25033| 6374, +(9797| «1221, +~«=«536| 1400) 2114) 3621) 95258 
17195| 4666} —_7443|_—«*1:105 413} 1120) 1414) 2626) 62372 
110692| 29122| 39195| 5822) 2603) 6173) 10425! 16742) 381119 
79059| 21116] 36322) 4620! 1893) 5044) 7515] 11492! 282910 














New York 





Texas 











istri i 5 | 58) 2 19) 59) 22 35) 7| I i 5| 25 2% 
District of Columbia = 2| = 2 7 4 | | A | i ; ; “0 


*59| | | | | 22| 35 7| I 1 5| 25 236 
59 2 58| 2 19 59| | | 9 | ; 740 


16767| 381355 








One State Reported | 

To Date for June ‘58 90) 4} it 82) 15} 15} I} | 

Year ‘59 454! 136422) 1037! 22513| 110751| 29144; 39230! 5829| 2604) 6174| 10430) : 

To Date "58 | 327| 98685) 1178} 15764) 79141; 21131] 36337 4631 | 1893 5046, 7519 11498) 283150 

“The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure 
comma to the extent of the registrations received at the time the report is published. R. L. Polk & Co. cannot assume any liability by 
reason of inaccuracies or omissions."—R. L. Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart- 
ment is included in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. 
Polk & Co, The 1958 figures for Oregon are Polk figures. 





New Passenger-Car Registrations, 49 States for May, 1959-1958 


Car registrations by 
states as compiled 
by R. L. Polk & Co. 


AMC 
Ram- 
bler 


18406! 3628) 


ler 


35 States Previously ‘5? 
Reported for May '58) 8921| 2826 
Alabama ‘59 313) 75) 
‘58 132 57 
*59| 178! 23 
‘58/ 15 22!) 
*59| 3829) 365 | 
"58| 1301} 416 
*59| 584) 152) 
*58/ 385 | 145) 


Arizona 
California 


Georgia 


Chrys- | Impe- 
rial 


s-P |Miscel-| 


y [Tora TOTAL Stude-| lan- pom 


‘ Me Chev- 
Lincoln) cury [TOTAL 


rolet 


Pon- 
tiac 


Cadil- 
lac 


Olds- 
mobile 


De- 


Soto Buick 


Dodge Ford | Edsel 


baker | eous 


71817 
60677 


25564| 293179 
14706) 215772 
626, 682i 
299, 4742 
399-3070 
275, _ 2038 
9650, 52497 
5738, 3578 
1617, 14674 
1257| _ 13775 


36185| 68969; 2031| 1258) 7134) 


31195) 45508; 1686) 1164). 6475) 
670; 1909) 55 17] 145 
607! 1060 47 19| 126 
310 731 42| 26| 74 
240| 339 28 | 21 71 

4915; 11220 

4892| 7139} 335) —-259| 
1405; 3863; 135) 58] 
1594| 3233 80 49| 


79392 | 
54833 


11969) 6489) 
12116! 6116) 
2126| 297; ~—~«104 
1252} 296) ~—«*10 

873; (109) ~—~=«73) 
459 86 66 
12998; 1591; 1526| 
8741| 1254) 1258 
4323; 624) «266 
3682| 673! 274! 


17579) 
14452) 


19609| 127463| 6169 
10913} 104274} 1843] 
1856, 361, 369) 2987) 99) 
1482; 329; ~=—-219)_~—«2427/ 25 | 
712; (143)— 218) 1255) 55) 
581| 106 95; 934! 15 
11753) 2207| +2827) 19904) 1201) 
9507} 1535) 1369] 14923) —«-191| 
3681; 771) +1153) 6495| 250 
4150| 932 687; 6716) ‘14! 


8062/ 

6273| 
176| 
116 


21333; 


823) 2339) 
19137) 


640} 2319) 
18) 26) 375) 
9 43| 382 
14) 16) 2B 184 
Th 17| 38; 152! 

200; 282) ~—«*1012) 

140} 281) 1019) 
28) 69; —-:324| 
27) 96! 293! 








319 272) 1187) 


1008 | 
267 
320! 


3056 | 
3036) 

832/ 
1033 | 





Indiana "59 1201-235) 
‘58 | 389} ‘10! 


910 21337 
409' 10397 


5965 | 986 | 38! 
2784 | 734 27\\ 


1539| 
878! 


2596! = =5SI19 194 89 
1400} 2337) 125| 49 


563) 
273!) 


5032 1682 1550; 9631| 1034 
2793) 885 537| 5220! 195 | 


57! 203 562) 
30) 128) 263 





59) 318) 75 | 
58 | 100! 39| 


Kentucky 


1947) 508 | 479, 3356) 125) 460' 714% 
1177) 285 | 191} = 1975} 24| 165, 3853 


184| 
112! 


2089 | 294 128 
1042) 237 85) 


Hy} 33) 175) 
5| 19) 98 


504| 
386) 


798| 1834 57| 14) 
547 877! 32+ 21) 





Massachusetts ‘59 1309) 231) 
‘58 799 | 152) 
‘59! 2393 401) 
‘58! 1059) 243) 
Minnesota ‘59 898 143) 

‘58 427| 103) 


Michigan 


Mississipp!' ~~ '59|~«W47]~—~SCi)SC«*w)SSSC*iS)SS=«i) SC] «SSC SSCi)SSC*d‘|=SCts=“‘«é‘dz]SOCDNYSSCiG)s~=Ss«*SYS«CNUBYSCt@7]S tT] Neia| a] 33 


3244 1025) 825; 5950! 284 1544, 15627 
2991 884 | 496| 5334) 74 


10691253 
11505! 3170 3936| 21893 606; 2298 46768 
7621| 2005) 1374) 13181 


190} 1228 26408 
2935| 895 847| 5649 


393 624, 13083 
2125 562|  484| 3700 124 2%5| 773 
1018 187 187 


2573! 3449 98 78! 
1990! 2747} 7I\ 69| 
5263| 12078) 516) 206 | 
3465 5731} 296 | 185} 


1751 3287! 116} 43) 322) 
1147| 1750) 75| 35| 220! 


389 848 | 16! I} 56| 


342 

380! 
1515 
1073) 


3967 | 534 322) 
3267 | 628 | 335) 


14315| 2375) 907) 
7285| ‘(1485 696| 


3768 | 729) 243) 
2080! 386 143 


931) 167 53 


43) 158) 483) 
38) 146/ 360! 
97; 435) —s«1183) 
54| 261| 712) 
41) 90! 384 
16! 74| 196! 
12! 19) 76| 


1658 | 
1294| 


3147) 
2195 | 


1093) 
758! 


243) 








1612 49 338 


189! 54/ 


58] 57 52! 


Missouri ‘59 sis! 
‘58 386 
*59| 
‘58! 
Texas ‘59 
*58| 
59) 


106| 
124| 
733) 
713! 


New York 3229 
1689| 
1157) 213! 
418, 240! 


Washington 499 33! 


‘58 304 40! 





352791 
16482 
139632] 
60946| 


49 States Reported ‘59 
To Date for May *58| 
Year ‘59! 
To Date 58] 


6452! 
5273! 
25426 | 
27540! 





tH} 43) 89| 168! 363! 760) 940 185! 144 


810 
917 


3818! 
3666 | 


1932! 
1693 1047 


249) 369 
218 196 


35337! | Pe 


1512 24; 113) 287 
6590/ 311; 1037, (14288 
7NN7|__128)_——577|_ 13948 
21614) 1171 


4644 
19634] 582) 3766 42024 
13484 478 


2669 28067 
12124 156| 127922046 
2197, 1145/1085! 6336 
2070|_——52|_—782|_ 5188 
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“The Information in this report has been compiled from official state documents, Every reasonable precaution has been exercised to insure accuracy to the extent of the registration 
received at the time the report is published. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or ommissions.""—R. L. Polk & Co 


The 1958 
this preliminary U. S. summary. figures 


figures for Metropolitan and Packard are included in miscellaneous. The Oregonregistration count 


Oregon State Motor Vehicle Department is included 


prepared by the 
have not been subjected to auditing procedures usually applied by R. L, Polk & Co. The 1958 figures for Oregon are Polk figures. 
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By David Watson 
Staff Correspondent 
oe APOLIS.—J, W. Hedges 
travelled the country over to 
discover the secret of pulling more 
profits out of his service depart- 
ment. 

He didn’t have to, He admits it 
was staring him in the face all 
along, right in his own shop. And , 
he is equally convinced that the 
same situation faces most other 
dealers throughout the country. 
“We all have been making the 

same mistake,” he said, “We have 
completely ignored the fact that 
the man who comes in to our plant 
for service also is our potential 
next customer for a new car.” 


During extensive travels and 
visits to dealerships across the 
country, he forgot for awhile that 
he was president of Hedges Pon- 
tiac, Inc., 3215 E. Washington St., 
Indianapolis, and became Motorist 
Hedges, car owner and possible 
customer with money to spend and 
a mechanical problem to spend it 
on. He was convinced that the 
service shop holds the key for un- 
locking a rich sales market, 

a * a 


= | WAS completely exasperated by 

the fact that a customer who 
needed a 10 or 20-minute repair or 
replacement job had to wait hours 
to get it done,” Hedges said, “I 
found this true at dealerships 
everywhere. I started watching my 
own operation, and found it there, 
too.” 

Hedges reasoned that nobody 
likes to wait around for any- 
thing if he can get out of it, so 
he looked around for a way to 
remedy the situation in his home 
plant, He found the answer in 
the operation of a supermarket 
grocery —the speed checkout 
counter for customers who have 
only a few items to pay for as 
compared to the shopper who 
approaches the cash register with 
a full market basket. 

“We set up an express stall and 
hired a fulltime mechanic to take 
care of only those minor jobs which 
could be accomplished in a few 
minutes with a minimum of wait- 
ing on the part of the customer,” 
he said. 

“My observations had shown that 
for even a small job, like inspect- 
ing a part or changing headlights 
and windshield wipers, the cus- 
tomer often had to wait until the 
mechanic was freed from some 
major repair assignment. Now the 
customer with a minor request is 
sent directly to the speed stall, and | 
is there only long enough for the 
job to be done, Then he is on his 
way. 

ok * * 

LIKE the other mechanics, 

who work on the usual com- 
mission, this mechanic is on salary, 
so he doesn’t have to be concerned 
about any detail but the job at 
hand, To carry the idea just a bit 
further, and return to the old con- 
cept of good service in business, on 
some minor jobs we won’t even 
write up a service order or make a 
charge. 

“We feel we are on the right 
track. Some of the customers have 
been so appreciative that even 
When there has been no service 
charge they have felt like tipping 
the mechanic a dollar or so. 

“After every job, no matter how 
small, we have been sending out 
little questionnaires which ask if 
the customer is satisfied, and re- 
questing any complaints, The 
response has been rewarding.” 

That the speed-stall idea is well 
founded has already been proven 

the upswing in the shop busi- 
hess, not to mention the additional 
€Xposures of potential customers to 

Sales staff, Hedges has plans 
to add another soon, and possibly 
0 to a total of four later. 

OK OK * 
E BELIEVE it will bring in 
More business than all the 
Money we can spend on straight 
advertising,” he said. 

A record check shows that the 

le express stall is now taking in 

| “ to 25 cars a day, with an aver- 
Ze stopover to 15 to 20 minutes. 
Profitwise, the express service 

- already showed indications 
going far toward paying its 





Hedges Plans to Expand Its Use... pletely serviced before it is turned 
= Jans to Expand its Use ..-: over to the customer. 

e 2. Make known the availability 

Speed Stall an Aid for Dealer | st S55 2m 
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Woman Dealer 


Has Record of 


care associated with every deal- ° . 
own way. Hedges pointed out | should mean that in the course of ership, including the important B UStNeSS F irsts 


that the national average of re- |two or three years a potential — provieing Genuine parts. MARYSVILLE, O, — Frances 
covery in the service department | market of perhaps 4,500 customers| 3. Keep in close personal contact| pporpe believes in being first. 
runs about 49 percent, He figures | has been built up. with the service shop—let the men 


s know their purpose and the goal| One of Ohio’s few women auto 
- om = this rate up to 80 But how many of them actu- | o¢ the orpendaation. ce dealers (she handles Studebakers), 
As for the new-car sales potential ally return to the dealer who sold 4. After each repair job, follow| She started her business career as 
created by the good shop relations, | them the car? They just drift up with a thank-you card or note|® pharmacist after graduation 
Hedges put it this way: | away. I would venture to say |—check out the cause of every| from Ohio State University in 1914. 
“There was a time when all| that the average dealer who sells | complaint and remedy the short-|In 1917, after earning a degree in 
dealership service was really| that many cars doesn’t have | coming. education, she became a high 
snappy. But in the last 10 years, or| 1,000 of the possible 4,500 back Pte hs school teacher. 
—s ae ae a lot a for service. “UST don’t kick the customer After marrying Dr, O. H, Thorpe, 
28 aoe = aa ne ould | “If you just figure this up on a} esoaieet was Hedges terse Marysville dentist, she became her 
-|month’s time, you can see how ion, “and most of them will) husband’s X-ray assistant when he 
“The gasoline stations cut into} much is getting away.” | break their necks getting back to/ obtained the county's first X-ray 


the shop work, too, with good serv-| Noajjj ‘ you. machine in 1923. Her husband was 
ice, but now they are letting it slip Sistas GuaaaGE ete tas gir ~ 4 The results are more far reach- | the first automobile owner in 
and the dealer has a golden oppor-| to 12,000 owners of his own product | i™&,that even Hedges at first ex- | Union County—buying it in 1902. 
tunity to recover, After he sells a} jy Indianapolis but doubts that 25 pected when he first set up the | He died in 1930. 

new car he should keep the buyer! percent of them return to the point| ©*PFess service. His returns are In 1932 Mrs. Thorpe became 





coming back for service, and then | o¢ sale for servi now stretching from far beyond | Union County’s only woman 
be ready to sell him again at the| hin > ara ‘ the confines of Indianapolis. Out- | station operator, expanding it into 
proper time. ; of-towners are starting to show |a garage and auto dealership in 
ss ~ s E SUMMARIZED the express| up. 1937. Her son, Owen, is in business 
OR instance, if you sell 500 to) - eee as a tool for accomplish-| The word gets around, he noted.| With her. 
700 new cars a year, and pos-| ing a four-point program which is: | Satisfied customers are not going to| And 
; ; S at 67, Mrs. Th 
sibly another 500 used cars, this! 1. See that the new car is com-| keep it a secret. sii at her } very da. — a 








BIG DEAL 


...or Renault and WBBM make automotive radio advertising 


history! With what is believed to be the biggest local radio ad schedule in history, Renault 
and WBBM are putting a very definite French accent into Chicagoland auto advertising. 

Why did alert, aggressive Mr. Jay Walker (Lake States Imports, Inc.), Midwest Renault 
Distributors, 16 Chicagoland Renault Dealers and their agency, Gordon and Hempstead, decide 
to put such a bundle of francs on WBBM? 

Because, just as Renault is delivering a refreshing automotive concept in a fashionable car for 
practical people, so wBBM is delivering a refreshing live personality radio concept for prac- 
tical advertisers. Just as Renault is putting fun into driving, WBBM is putting “life” into local 


radio programming and salesmanship. And all Chicagoland is shouting, “Vive la difference!” 


WBBM RADIO 


Chicago’s Showmanship Station 
Represented by CBS Radio Spot Sales 


LIVE showmanship and Live salesmanship 
attract the finest local and national radio 
spot advertisers in Chicago to 




















By Martin L. Whitmyer - 
Staff Writer 

A major advertising and promo- 
tion campaign to back up what 
was described as the “biggest sum- 
mer auto sales drive in the Mid- 
west” has been launched in the 
Chicago area on behalf of Renault. 
A 13-week commercial series on 
radio, combined with stepped-up 
newspaper and television adver- 

tising, constitutes the drive. 
Sixteen Renault dealers and Lake 
States Imports, Renault’s Midwest 

distributor, are participating. 


* * * 


International Trade Pictured 


The growth of international 
trade, the reasons behind it and 
its effects on the peoples of the 
world is the subject of “The Big 
Change in World Markets,” a 31- 
minute color motion picture pro- 
duced by Transfilm for the First 
National City Bank of New York. 


Presented by Fortune Films, it 


Renault Drive in Chicago ae 


Auto Advertising 





is based on editorial material from 
Fortune magazine. 


The film is available on free 
loan from the Film Section, Public 
Relations Department, the First 
National City Bank of New York, 
55 Wall St., New York 15, N. Y. 


* * * 


Journal Reports Gains 


Ladies’ Home Journal reports 
a record-breaking August revenue 
with a total of $1,924,093, repre- 
senting an increase of 33.7 per- 
cent over the same month a year 
ago and a gain of 12.2 percent 
over the previous August record 
established in 1957. 

Richard Ziesing jr., vice-pres- 
ident and advertising director, 
also announced that the Journal’s 
advertising linage for August is 
up 25.9 percent over August, 
1958. 

The Journal's ad revenue for 
the first eight months of 1959 
totals $19,555,920, compared with 
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$16,812,997 for the same period of 
last year, an increase of 16.3 
percent, Ziesing said. 

* a + 
Redbook Advertising Climbs 


Redbook magazine’s August 
issue closed with 31.2 percent 
more display advertising linage 
than the same issue last year, ac- 
cording to Charles S. Thorn, pub- 
lisher. 





* * * 


Film Firm Moves to Detroit 


Pictures Unlimited, Inc., has|* 


opened in Detroit to supply the 
area’s advertisers, public relations 
men and art studios with services 
ranging from stock photos to 
world-wide assignments and dis- 
tribution of photos. 

The firm is located in the Book 


Tower in downtown Detroit. 
* * 


* 
Ford Near Top on Radio 


Ford Motor Co., which placed 
fourth, was the only auto manu- 
facturer to place among the top 
20 users of spot radio during the 
first quarter of this year, Radio 
Advertising Bureau, Inc., has re- 
vealed. 

* + a. 


Changes at Farm & Ranch 
Paul D. Seabrook has been 





A Traffic Sftopper— 


Model Tracy Bailey snaps a picture of 
a driver as he stops for a traffic light at 
a bésy intersection in Chicago. The pro- 
motion is being used by Broadway Buick 
to better qualify its direct mailings. The 
photo, together with a salesman’'s business 
card and a brief letter, are mailed to 
the car owner. 


named director of editorial rela- 
tions for Farm & Ranch magazine 
representing the publisher on liai- 
son matters between advertising 
and editorial. 

Other changes include the ap- 
| pointment of Robert E. Finn as 
| director of advertising sales, and 












Available to Dealers 


in CHEVROLET « PONTIAC « 


OLDSMOBILE « BUICK 
CADILLAC new cars 


and used cars of all makes 


TIME 


BUSINESS 


Point out 


the advantages 


of "financing where you buy" 


Spell out convenience. Show customers how 


practical it is to take care of everything at one time, 
in one place—with you, the dealer. 


Stress that they can finance car insurance premiums 


and low-cost creditor life insurance as well as 


the car itself. 


Emphasize that credit facilities are available 
to GMAC customers to finance fufure purchases 
of tires, parts and major repairs. 


Underline the fact that they can rely on 
considerate treatment by GMAC should they 


move or if circumstances 


change. Nearly 


300 GMAC offices in the United States 
and Canada can assist them 


Capitalize on the dependability of the 
tried and proved GMAC Plan. And remember: 


In 40 years, GMAC has 


helped people 


buy over 40 million cars “on time!” 


BUSINESS !S PROFITABLE BUSINESS 











—san, 


William J, Stanton as eastern sales 
manager of the publicaticn. 

Finn has been Eastern manager 
since 1953. Stanton has been on the 
New York sales staff since May, 
1954. 


* * * 


Requirements for ROP Color 


The Philadelphia Inquirer hag 
released a booklet covering the 
specific requirements of ROP news- 
paper color. 

The 20-page booklet defines the 
reasons for employing ROP color 
in newspaper advertising and out- 
lines the necessary technical in- 
formation required for proper prep- 
aration of ROP color in the In. 
quirer. 

The production portion of the 
booklet covers the dos and don'ts 
for four processes: Art prepara- 
tion, photography, engraving and 
stereotyping. 

A limited number of copies is 
available from the Inquirer’s Gen- 
eral Promotion Department, Phila- 
delphia, Pa. 


* * * 


Buick Shows Birth of Car 


A 17-minute color motion pic- 
ture showing the development 
and manufacture of a car, from 
the time it is conceived by the 
stylists and engineers until it is 
introduced to the public, has been 
produced by Buick. 

The film, “Member of the Fam- 
ily,’ currently is being shown at 
Buick dealer meetings. It later 
will be offered for use in high 
schools and at club meetings. 

* a * 


Motor Sports Writers Unite 

A group of newspaper, maga- 
zine, radio and television reporters, 
who cover the motor sports, are 
organizing a new professional press 
association. 

Information about the association 
may be obtained by writing Don 
O'Reilly, Auto News Syndicate, 
P. O. Box 8626, Washington 11, DC. 


* * * 


Safety Contest Judges 


The president of the National 
Safety Council and two editors 
have been named judges of the 
American Trucking Assn.’s New 
paper Safety Writing Competition. 

The judges are Howard Pyle, 
NSC president; Harry F. Reut- 
linger, managing editor of the Chi- 
cago American, Charles C. Clayton, 
editor of The Quill, a magazine 
published by Sigma Delta Chi, pro- 
fessional journalism fraternity. 

The competition offers $2,700 in 
prize money to writers of daily, 
weekly and semi-weekly news- 
papers and wire services through- 
out the United States for the best 
news stories and editorials on high- 
way safety. 

* * < 


Colby Honors Lougee 

Arthur T. Lougee, art director 
of publications for Ford Motor 
Co., was awarded an honorary 
degree of doctor of fine arts at 
the annual commencement of 
Colby College in Waterville, Me. 

The commencement speaker 
was Philip Hall Coombs, secre- 
tary of the Ford Foundation’s 
Fund for the Advancement of 
Education. 

OK cd * 


Chevrolet Film Cited 

Chevrolet has been awarded the 
Freedom Foundation’s George 
Washington Honor Medal for its 
technicolor film, “American Look’ 

Produced by the Jam Handy Or 
ganization, the film portrays the 
work and achievements of Amer 
can designers. 


200 Californians Sign 
Sunday-Closing Pledge 


OAKLAND, Calif—More that 
200 Alameda County new and 
car dealers have agreed to remail 
closed on Sunday, effective imme 
diately. 

Ozzie Davis, Hayward, chairmal 
of the Sunday closing campaigt 
said all dealers readily signed th? 
pledge. 

“Most of the dealers have beé# 
staying open to compete, althoug! 
they would rather have the day of 
to go to church and be with 
families,” he said. 








as 
._ 










Fe waters 











— 





ee = & Fo mee 


eats oe 


S&S SSP5S5S Fee2@e2etgyewouss 


pSPSEEE FSESSe amaong 


Ad 
@ 
“— 


wREETS seeesee FFs. 








sales 


ager 
1 the 
May, 


olor 


has 
the 
L\eWs- 


3 the 
color 

out- 
| in- 
prep- 
> In- 


the 
lon’ts 
para- 
and 


es is 
Gen- 
hila- 


pic- 
ment 
from 
| the 
it is 
been 


maga- 
orters, 
S, are 
| press 


ciation 
z Don 
dicate, 
1, DC. 


ational 
editors 
of the 
News 
etition. 
Pyle, 
Reut- 
1e Chi- 
layton, 
igazine 
ni, pro- 
ity. 
,700 in 
daily, 
news- 
\rough- 
ne best 
n high- 


rector 
Motor 
norary 
rts at 
ent of 
e, Me. 
aker 
secre- 
ation’s 
ent of 


ded the 
George 
for its 
Look.” 
ndy Or- 
aYS 
Ameri- 


Ze 

yre than 

nd used- 
remain 

> imme 


hairmal 
mpaigh 
ned the 


ve beet 





> day off 
ith 

















—_ 


French Forced to Appointments Only... 


By Steve Still 
Staff Correspondent 

OAKLAND, Calif.—A wall sign | 
in the office of H. W. Ittel, service} 
manager of J, E. French Co. (Chry- | 
sler-Imperial), has only these two 
words: “Team Work.” 
With it, plus a reputation buiit | 
through many years, a comprehen- | 
sive record system, a thorough | 
safety check program and a pin- | 
pointed mailing system, the dealer-| 
ship is able to attract between | 
1,000 and 1,500 service customers a 
month. Through May of this year, 
the company set alltime records in 
four of the months. 

Work is accepted now only on 
appointment, not because Ittel 
prefers it that way but because 
of the demand. 

Although a recovery ratio of 45 
is considered good and 50 excellent | 


in most shops of the heavily union- | 
ized area on the east side of San 
Francisco Bay, Ittel’s department 
strives for an average of 56.9 and 
is usually right around that goal. 
A ratio of 50 means that the man 
returned $50 to the shop for each 
$50 paid for labor. 

Team work, Ittel says, explains 
how a 30-man department can 
handle between 50 and 75 cars per 
day with such a high recovery 
average. 

How do you make the team 
work with such efficiency without 
resorting to premium pay or 
bonuses? 

To begin with, most of the me- 
chanics are veterans because they 
regard the French shop as a good 
place to work. One man has 35 
years in the shop and the average 
mechanic has more than 10 years. 
They have been provided a clean, 
well-lighted place to work, pleasant 
surroundings and the most modern 
equipment. They are treated well, 
encouraged to feel secure in their 
job and to realize that their work 
is important to the company, 

But most of all, each man knows 
that every other worker is carry- 
ing his share of the load. This is 
assured by a daily record of indi- 
vidual performance that is deliv- 
ered to Ittel. 

Completed orders are sent from 
the cashier’s office to a record 
clerk. She checks the job and 
credits each man for the work he 
did and the time it look. Ittel can 
tell at a glance how productive 
= man has been on any given 

y. 

Every two weeks, when the 

workers are paid, an average is 
taken of the work performed by 
each man. From that, Ittel knows 
whether he is above or below par. 
If below, he is called in for a 
discussion. 
_Sometimes it develops the man| 
isn’t feeling well or has family 
problems, Or it may be he is being 
given work he doesn’t like to do or 
isn’t familiar with. In either case, 
Ittel tries to find a solution with 
the mechanic’s cooperation. 

Ittel believes in specialists, which | 
helps establish the employe’s feel- 
ing of importance as well as assur- 
ing competent work on the compli- 
cated equipment in today’s cars. 
The shop is also departmentalized 
for more efficiency. 

Shop meetings and service con- 
ferences are held regularly. 

Comebacks aren’t a problem, but 
when there is ‘one, the mechanic 
loses valuable time on his produc- 
tivity performance chart. 


| brakes,” Ittel explains, The other 
| copy is kept on file and a reminder 
}is sent out if the car isn’t brought 


‘Team Work’ Hikes Service Ratio 


driveway of the dealership at | get the stamp as it is to write 
down a recommendation,” Ittel 
points out. 


Shop specials are printed up in 
If work is slack, mechanics take cone cooult diate off, ow, 
cars that have been worked on over | gtead of mailing a broadside to the 
the course and report any short-| geajership’s entire list, a check is 
comings. They are given 15 minutes made of the master service file to) 
to complete a check, which is pinpoint which autos are most| 
likely in need of the service being 
_ |featured, This is another obvious | 

If defects are found, a card 1IS|advantage of the firm’s complete! 
filled out in duplicate, One copy | system of records. | 


2740 Broadway, so that everyone 
entering the shop sees it. The 
free test is open to the public as 
well as regular customers. 


counted to their credit in their 
daily record. 


is given to the owner, which has 
a good psychological effect. 

“No one likes to think of being 
in an accident and having a card 
in his glove compartment showing 
he had been warned of faulty 


in. 

When a job order calls for a 
mechanical inspection, the me- 
chanic must either note his find- 
ings or stamp “no recommenda- 
tion” on the order. 
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Ittel says response is almost in-| 
stantaneous, compared to the other | 
method where time is consumed be- 
cause of the heavier mailing and| 
the delay in printing. | 

“You’re busy again and wish 
you hadn’t run the special by the 
time you get results” is Ittel’s 
criticism of the mass mailing 
method. 

“We not only try to satisfy our 
customers, but to please them,” 
Ittel says. 














Ittel, who has been with French 
1927 and service manager 
Since 1935, gives the company’s 
§00d reputation most credit for 
the high customer following. But 
are a number of stimulants 

Used to assure a steady flow of 


Mechanics are constantly alerted 
on the necessity of inspecting autos 
Maintenance needs. When 
Something is spotted, a notation is 
On the order and the owner is 

ed when he picks up the car, 





Fa he doesn’t have the work done 
is & reasonable time, a reminder 
Mailed to him. It gets results. 
@ business booster, Ittel also 





Sees this phase of the operation as 
eet of the shop’s responsibility 
the customer, 
e don’t oversell, We just in- 
them and tell them our rec- 
Mendation,” he says. 
ut 25 percent of the jobs 
‘ome from the shop’s “safety 
” The lane begins in the 


ONLY TEXACO GIVES ITS DEALERS si‘é(éf 





| retiring president. 





Boston Dealers Elect— 


A new president is congratulated after the eleventh annual meeting of the Chev- 
s f rolet Dealers Assn. in Boston. Left to right are Roger W. Boyd, Chelmsford, new 
ion” on With teamwork, he gets the job| president; J. Gordon MacKinnon, executive vice-president; Robert P. Feely, Needham, 
It is just as much work to go’ done. 





NATIONAL TOURING PROMOTIONS LIKE THIS! 


THE BIGGEST NATIONAL PETROLEUM ADVERTISEMENT EVER PUBLISHED— 
BRINGING MOTORISTS INTO TEXACO DEALERS DURING THE HEAVY SELLING SEASON! 


FREE BOOKLET! This year, Texaco 
Dealers have another exclusive Summer 
traffic-builder! It’s a 16-page booklet— 
all about Old Glory—and historic sites all 
over America— places to go with Texaco! 
Here you see it as part of the 18-page 
color ad in LIFE Magazine. It’s also 
offered in color spreads in Look, Satur- 
day Evening Post and American Legion 
Magazine. 

It’s another big way of saying Tour 
with Texaco. It’s part of the biggest-ever, 
all-out campaign to build touring busi- 
ness for Texaco Dealers! This booklet is 
offered free at Texaco Dealers every- 
where! It’s a traffic-builder that means 
profitable, all-Summer business. In 
addition to the magazines, this powerful 
Summer promotion includes: 


TV AND RADIO! The campaign got off to 


a rocket-start with the TV Spectacular, 
“Holiday U.S. A.” Followed up by Amer- 
ica’s No. 1 TV news program—Texaco 
Huntley-Brinkley Report, now on the air 
every week, 5 nights a week. Backed up 
by ’round-the-clock TV and radio spots. 
BOOKLET DISPENSER! A special display 
carton for the booklets millions of Amer- 
icans are asking for and will receive, free. 
WINDOW STREAMERS! Colorful, com- 
pelling, hard-selling station stoppers. 
ROAD ATLAS! Another exclusive traffic- 
builder for Texaco Dealers. Millions 
already distributed of this 48-page road 
map atlas in full color. 

LOCAL ADS! Newspaper, TV and radio 
advertising prepared for Texaco Dealers, 
Consignees and Distributors to tie in with 
the big touring promotion. 


Parere wor beings we 
the story of 
| our flag and 
howto 
 lour historic 





A SOLID FUTURE is one of the advan- 
tages of being a Texaco Dealer or Dis- 
tributor..There may be an opportunity 
for you. Investigate—send this coupon to 
Sales Manager, Texaco Inc., 135 E. 42nd 
St., New York 17, N. Y. 

[77 ---------------------- 
; I would like to get complete informa- 
: tion about the possibility of teaming up 
1 with Texaco as a [] Dealer, [] Con- 
| signee, [] Distributor. (Please check). 
teats 
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“OQUR GREATEST ASSET,” is how W. McCain of Richards-McCain, Mon- 
roe, La., rates bis Childers Continental Carports. Mr. McCain says, ".. . 
the attractive picture created by (Continental Carports) has... greatly 
increased our retail sales. In addition to the ‘eye appeal’ your product 
creates it is amazing how cool it is in the shade of the carport.” Read 


how Childers Carports can increase your sales on Page 81. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning tne 
automotive industry, every week throughout the year. 










































Through windows in the 
spray booth a customer 
sees his cor being painted. 














AUTOMOTIVE NEWS, JULY 20, 1959 


No. 1 Dealer’s Fixation .. . 





Packer Makes Science 
Of Customer Relations 


By Maynard M. Gordon 
News Editor 

USTOMER relations, like safety, 
has few dedicated practitioners. 
Most dealers accept customer re- 
lations as either a business sideline 
or a necessary evil, but only a 
handful invest adequate time or 

money in its advancement. 

A standout member of the minor- 
ity, to whom loyal customers are 
a virtual fixation, is Packer Pon- 
tiac in Detroit and its two affiliate 
dealerships in Miami and Flint. 

Packer Pontiac is no stranger 
to service columns in the auto- 





Inside the spray booth, the car is carefully 
and quickly refinished under ideal conditions— 
plenty of light, work room and ventilation. 


PRELL AUTOBODY, DES PLAINES, ILLINOIS, FINDS... 


Binks auto spray booth 
attracts and selis customers 





“Our customers get a genuine kick 
out of seeing their cars refinished 
like new in our Binks painting 
system,’ reports Wally Prell, of 
Prell Autobody. 


Plenty of room and illumination 

“Small cars or Detroit’s biggest 
fit into our Binks spray booth with 
room to spare. The painter is 
never crowded. Our Binks spray 
guns help him lay on enamels and 
lacquers quickly and efficiently. 
Lighting is terrific. Not a shadow 
anywhere...not a chance of miss- 


ing a spot. 


Dust-free, baked finishes 
“Doors on the spray booth have 


Ask about our spray painting school 
Open to all... NO TUITION . .. covers all phases. 


filters. Dust just can’t get in to 
mess up finishes. After painting, 
the car moves into a drying booth 
containing a Binks infra-red oven. 
We push a button and the oven 
does the rest. It automatically 
passes back and forth over the 
car. In 40 minutes the finish is 
rock-hard and is so glossy, cus- 
tomers give us compliments’’ 


Send for Bulletin O.B. that explains 
the many profit-mak- 
ing features of Binks 
car painting systems. 
Or, better yet, ask 

your Binks jobber for 

a copy. 


COMPRESSORS SERVIC 


Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S.& CANADIAN CITIES « SEE YOUR CLASSIFIED 4” DIRECTORY 
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motive trade press. Its story of 
service leadership (first and sec- 
ond among Pontiac dealers in 
the Detroit zone—first at Miami) 
has been told and retold so often 
that, as Bill Packer jr. admitted, 
“even we've stopped thinking 
about being first.” 


Where Packer continues to excel 
is in its unrelenting efforts to keep 
customers happy, thereby demon- 
strating a distinct disinterest in 
sitting on the oars and coasting 
along. 

One would have thought last 
fall, when the ’59 Pontiac came 
out, that Packer Pontiac had done 
just about all that was humanly 
and financially possible in the 
name of contacting and pleasing 
customers. 


Packer had expanded its service 
facilities on the north end of busy 
Livernois Ave. here to a point 
where the dealership was able to 
perform every needed repair ex- 
cept radiator. 

“The less a shop farms out, 
the less chance for passing the 
buck on a bad job and the hap- 
Pier the customer,” explained Bill 
jr., son of the founder of the 
organization. 

Packer had trained its service 
personnel to meet and greet cus- 
tomers in a courteous manner. 

“A sour man at the service re- 
ception desk may be a good me- 


| chanic, but how many three-item 


ROs will he sell?” Packer asked. 

Every two or three months, the 
entire Packer staff is treated to a 
breakfast. Every mechanic’s length 
of service with Packer is posted 
above his working stall. 

Over the years, Packer Pon- 
tiac’s three outlets had perfected 
a day-by-day report showing 
current and month-ago service 
sales in every category. This 
report, which takes a trained 
secretary several hours to pre- 
pare, shows Packer executives 
each service salesman’s daily 
record and pinpoints both weak 
and strong spots. 

The report form breaks down all 
RO items by the day’s unit sales, 
month to date and past month to 
date, Under each service salesman’s 
name are “service” and “bump” 
columns itemizing the following: 
Customer RO total, amount (labor), 
average per RO, amount (parts), 
average per RO, single item, two- 
item, three or more items, carlife 
(Packer Corp. sells its own two- 
year parts guarantee) and lube 
books. 

A monthly form used by all 
Packer dealerships compares serv- 








ice repair volume and percentages 
of total with hational averag»s. 

Last, but in no way least where 
customers are concerned, Packer 
had expanded its direct ‘nail 
followups to an average of 1260,- 
000 mailings a year in Detroit 
alone. 

Voluminous records of customer 
names and addresses are tended in 
a separate mail room, and Packer. 
Detroit prepares its own Addregsg- 
ograph plates, A huge wall map of 
Greater Detroit carries thousands 
of colored pins showing where 
Packer’s service and sales custo- 
mers reside. 

What, then, was left for Packer 
to do in customer relations? 

“It cost us money,” says Bill jr, 
“but it has had a terrific response, 
We realized last fall that the ’59 
Pontiac would be a hot seller. We 
knew that the car would draw in 
a lot of new Pontiac owners who 
had never heard of Packer service, 

“So I decided to take a big 
plunge. I appointed one of our best 
salesmen to be full-time customer 
relations man—George C. Schlick- 
enmayer. 

“He visits every new owner's 
home a week or so after delivery 
with the Packer Corp, Guaran- 
tee. This has the effect of bring- 
ing the Packer name into the 
home, and George often saves the 
service department the time of 
showing a new owner how some 
unfamiliar control works or of 
fixing a sticky lever.” 

Packer said he realized that em- 
ployment of a customer relations 
man was an expense which smaller 
dealers could ill afford. Packer's 
sales volume ranges upward from 
200 new cars a month in a choice 
section of the Motor City, and 
Schlickenmayer has a potential of 
from 2,400 to 3,000 new owners a 
year. 

Moreover, all service complaints 
are turned over to the customer 
contact man promptly, He calls the 
complaining owner by phone and 
tries to redress the grievance, 

Packer is proud of its 10 per- 
cent return on the well-known 
(and well-discarded) “how was 
our service?” postcards. A one 
percent response is considered 
good by most dealers. 

Serving a “quality” trade, Packer 
uses higher-toned radio stations for 
its commercials, eschewing the 
rock-‘n-roll stations in spite of thei 
cheaper rates. 

“We serve some awfully nice 
people out here,” explains Bill jr, 
“and want all our customers to feel 
that Packer Pontiac is for them all 
the time. A forgotten customer 
soon forgets the dealer that forgot 
him.” 





DeSoto Again Cites Lindsay 


WEATHERFORD, Tex.—For the 
second year in a row, Forrest M 
Lindsay, owner of Lindsay Motor 
Co. (Plymouth-DeSoto), has re 
ceived DeSoto’s quality dealer 
award. 




















Froelich’'s New Setup— 


W. H. Klein, seated, Ford Los Angeles district sales manager, approves a Ni 
sales agreement for Bill Froelich Ford, Inc., Los Angeles, as Bill Froelich, left, pre 


dent; Paul Hagerty, secretary-treasurer, 
look on. Hagerty, formerly assistant to 
manager of a. Ford dealership, are now 
1720 South Western. 










































and Gordon Nelson, right, vice-presi 
Klein, and Nelson, who was previously 
partners with Froelich in the dealership? 




















Art Frost's new branch in Culver City, adjoining famed M-G-M Studios, features a ‘‘jewel-box’’ showroom for one car and a cabana-type carport display area for 30-40 more 


Here’s how Los Angeles De Soto dealer Art Frost 
keeps pace with the nation’s fastest-growing area— 


“Weve opened a third branch for 
the growing DeSoto market’ 


“‘De Soto sales are increasing with Los Angeles’ mushrooming 
growth,” says De Soto dealer M. A. (Art) Frost. ‘In addition 
to our Glendale and La Brea branches, we’ve opened a third 
new branch in Culver City for the growing De Soto market.” 


De Soto Appeals to Younger People 


“But population growth is just one factor explaining higher 
De Soto volume,” he feels. ‘“‘There are as many other reasons 
as there are starlets on Hollywood Blvd. The basic reason, 
I think, is that L.A.’s a young-minded town. De Soto has the 
styling younger people want and the kind of performance and 
roadability that’s perfect for the freeways lacing the L.A. area.”’ 


Wide Price Range Helps Sign ’Em Up 
“Even more important, De Soto’s a quality car younger 


IT PAYS TO BE A 


people can afford. It’s the best car on the market in its price 
class, and its wide price range lets us get about any new-car 
prospect’s name on the dotted line. And De Soto owners stay 
sold. We have so many present owners in De Sotos who are 
satisfied with the product that repeat business is a big factor. 


““De Soto’s a young-minded car—and so are the people and 
policies behind it. I like De Soto’s youthful advertising 
approach, and the factory organization is very progressive. 
I value my relations with them highly.” 


More Expansion With De Soto 


““We’ve expanded greatly since we took on our De Soto 
franchise 25 years ago,’”’ Mr. Frost concludes, “‘but, looking 
at the future, I’d say there’s a lot more expansion yet to come.”’ 


DE SOTO DEALER! 











WHICH IS A DEALER’S 
MOST VALUABLE ASSET? 
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Repeat Business Is Key Prop .. . 









How Evans Services 700 a Month 


By Frank Gawronski 
Staff Writer 


ness long without a good service 
operation, 

That is the opinion of Stu 
Evans, president of Stu Evans 
Motor Sales, Inc, (Lincoln-Mer- 
cury), Evans has spent 14 years 
building up a profitable service 
operation in this Detroit suburb. 
Evans’ 20-man service crew han- 

dles approximately 700 jobs a 
month, Evans says he offers no 
special inducements, does no un- 
usual advertising. His ads consist 
of a monthly direct-mail program. 
“Our terrific repeat business is 
the backbone of our service opera- 
tion,” Evans said. “It is our policy 


customers—especially new-car cus- 
tomers, 

“A minimum 80 percent of our 
service customers are people who 
have purchased cars from us at one 
time or another. We bend over 
backwards to satisfy a customer,” 
he said. 
| ” * & 

N OPERATING his service de- 

partment, Evans says he tries to 
offer the kind of service “I would 
like to receive if I happened to be 
j in the customer’s position.” 

The dealership’s salesmen make 

a point of selling the service 
department when they are talk- 
ing “buy-car.” This, too, pays real 
dividends. 

“When a person buys a new car, 
we take him into the shop and 
|introduce him to our mechanics 
| and service manager,” Larry Pad- 
den, general manager, said. 

“We do this to make the cus- 











to take good care of our service} 


tomer feel at home and not as a 
stranger when he comes 


* * * 


& E TREAT our new-car cus- 
| tomers right,” Paul Hennis, 
| service manager, added. “We try 
to get off to a good start by do- 
ing everything to make them 
happy. You build a good service 
business that way.” 

Statistics show the effectiveness 
of Evans’ service policy. 

The firm’s absorption has been 
running between 85 and 90 percent, 
and, on occasions, has come close 
to 100 percent. 

“During May our service absorp- 
| tion was 96.1 percent,” Evans said. 
“We ended the month with only 
$540 of unabsorbed expenses.” 

Records for the first four months 
of 1959 show that the firm’s aver- 
age repair order included $17.84 
in labor sales and $13.90 for parts 
from a $60,000 parts inventory. 

» *K ok 


OR the first five months of this 

year, Evans said, labor sales 
totalled $82,000 and parts sales 
amounted to $101,000, He said the 
firm will average about the same 
for the rest of the year. 

Evans said Hennis runs the 
service department and bump 
shop and has complete contro! 
over expenses, 

“We keep things in line by means 
of a daily operating control,’ Evans 
declared. “In that way we know 
when the service department is go- 
ing astray. If things are not going 
the right way we have a meeting 
to straighten them out.” 

Evans said the daily operating 
control is important in that it tells 
the service manager how much 
money his department is making. 

“It gives him an idea where he 
is going and keeps a check on his 
expenses,” Evans declared. 
+ ae * 

VANS’ effectiveness in keeping 

customers also applies to his 
staff. His mechanics and other staff 
members have been with him for 
years. 

“We have a steady, efficient 





in for| 
CORSE, Mich.—You can’t stay| service work,” Padden explained. | in that respect.” 
in the automobile retail busi-| 


| force in both sales and service,” 
Evans said. “We are exceptional 


| Even during last year’s recession 
|there were no layoffs at Evans 

Motor. About 60 percent of the 
| mechanics made between $7,000 and 
| $8,000 last year when most dealer- 
| ships were down in service, Evans 
| Said. A few of the mechanics made 
| more than $9,000, 

Evans said the mechanics work 
on a 50-50 arrangement, with a 
guarantee, “When they make 
money they are happy and put out 
| good work,” he said. 
| ” o* * 


FORMER hockey player with 
the Detroit Red Wings, Mon- 
| treal Canadiens and Montreal Ma- 
roons, Evans purchased his Ecorse 
|dealership in 1945 after working 
|for Ford Motor Co. in sales and 
| labor relations. 

Since 1945, Evans has acquired 
|two more dealerships, One is in 
| Detroit and the other is located 
| in “ Wayne. All of the dealerships 
|are making money with the same 
|type of service program, 





'9 West Coast Salesmen 


Share in DeSoto Jackpot 


LOS ANGELES.—Nine local De- 
Soto salesmen shared in the $43,200 
| jackpot cash awards resulting from 
participation in last year’s DeSoto 
| Master Salesmen’s Club activities. 
|The area’s winners were divided 
into three classes based on volume, 
| They were: Class A—Herb South- 
| ard, Garvey Motors, Redlands, first; 
Stan Butt, Garvey Motors, Red- 
|lands, second; Martin Machado, 
|Finch Motors, San Luis Obispo, 
third, Class B—Carlton B. Young, 
Don LeRoux Motors, La Jolla, 
first; R. C. Shaw, Bailey Motors, 
Oxnard, second, and Glade Hayes, 
Tharp Motors, Inc., Rialto, third. 
Class C—Herb Goodwyn, McNeil- 
Stanley, Inc., Los Angeles, first; 
Joseph Ulm, Monte E. Peters, Santa 
Ana, second; John Derr, McNeil- 
Stanley, Inc., Los Angeles, third. 








Her Name Is Jean Durant... 
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Meet the Service Manager ||: 

a 

NORFOLK, Va.—A lot of women} handles the invoices, orders new a 
sell cars for a living. Some even| parts and supervises the mechan- 

own dealerships. But a woman ics. She finds the men “helpful, § ° 
parts and service manager? | tolerant, easy to get along with 


It’s an unusual job for a mem- 


ber of the gentler sex, but that’s 


and agreeable to putting up with 
all my questions.” 


1o 


a JO 






It takes all of these assets to operate a dealership... but, without a 
doubt, CUSTOMERS are the most valuable asset of any dealership. 


The more customers you have, the more profit and success you enjoy. 
In these days of heavy competition, keeping present customers and 
adding new ones is a full-time job, too! 

That’s why hundreds of dealers have put. their problems of CUS- 
TOMER DEVELOPMENT in the experienced hands of the WOLF 
PLAN. The WOLF PLAN’S effectiveness has been demonstrated 
time-and-time again in its 27-year history of service to automobile 
dealers. 

In addition to doing an effective job, any WOLF PLAN user will tell 
you ALL DETAILS are done for you... at a lower cost than even a 
“do-it-yourself” program. 

If YOU want MORE CUSTOMERS... MORE PROFITS... get 
the story on how the WOLF PLAN will work for you. Simply drop 
us a note on your company letterhead for full information. 


he 
E.WoLF 


COMPANY 


Over 25 Years of Service to 
Authorized Dealers... Exclusively! 


THE WOLF PLAN BRINGS YOU 
BALANCED DEALERSHIP OPERATION 


KLAHOMA 





the post Jean Durant fills for | Miss Durant explains that one 
Mid-Town Motors, Inc. (Ram- | reason she started with Nash and 
bler). American Motors was “because I'm 


Miss Durant has lived in Norfolk | always for the underdog.” 
since she was six years old, but she| “AMC has been in that category,” 
was born in Detroit. “Maybe that|she said, “but the new Rambler 
explains why I have automobiles in| American will change all. that 
We're ready for small cars—Im 
driving my ninth.” 


a ~~) «<r» 


my blood,” she says with a smilie. 

After high school and business 
college, she took a job as a tele- 
phone operator at Master’s Auto 
here. She moved into the service 
department and later worked two 
years in the Nash warehouse in 
Washington. 

Returning to Norfolk, Miss 
Durant was employed as parts 
manager for several dealerships. 
Three months ago Paul Smith, Mid- 
Town owner, offered the dual job 
of parts and service chief. 

She checks in all new cars, 


Dill Celebrates 
50th Anniversary 


CLEVELAND. —A crowd esti- 
mated at more than 4,000 visited 
the plant and offices of the Dill 
Mfg. Co. when the company marked | 4 
its 50th anniversary with an open 
house. 

Part of the plant was kept run- 
ning so that the visitors, including | 
family and friends of the employes, |i 
customers, suppliers and the gen- 
eral public could see the Dill tire 
valves and automotive accessories 
being manufactured. 

Hosts at the affair were Arthur 
P. Williamson, president and a co- 
| founder of the company, who began 
| his 51st year, and Ewald F. Tobold, 
| vice-president, who joined the com- 
| pany 48 years ago. 





Detroiter Wins Rambler— 


Winner of a ‘59 Rambler in a coniet 
held in connection with Downtown 
Days promotion was Robert L. Chapmat 
right. Presenting the car is Morris Sokolof, 
center, president of Victory Rambler, De 
troit, and Dan Kolter of the Central Bus 
ness District Assn., sponsor of promotio® 
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Freed’s Business Keeps Growing .. . 
Personnel Get Credit 
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| ated as far as is humanly pos- 
| sible; 


and that wherever these 
discrepancies occur, they will be 
rectified promptly and equitably. 
Last, but not least, loyalty to 
our employes.” 

| Freed explains: “Each new em- 

| ploye is given the following instruc- 


For Shop’s Success wr srgsssierenens 


By W. F. Smiley 
Staff Correspondent 

ALT LAKE CITY.—“May of 1959 

was the largest customer labor 
month in our history,” said Charles 
Cc, Freed, owner of Freed Motor 
Co. (DeSoto-Plymouth) and former | 
NADA president. 

“As a matter of fact, each 
month throughout the past sev- 
eral years has been exceeding the 
corresponding month of the pre- 
vious year,” he said. 

What is the principal factor in| 
this continual buildup of service 
business ? 

“I'm convinced that it is our} 
personnel,” Freed said. “We have} 

more ee 
courteous and} 
loyal personnel | 
than our com-| 
petitors. When a 
motorist returns 
to our service 
shop he is met 
by a familiar 
face, and even if 
he doesn’t come 
back for two or 
three years, he 

C. C. Freed still can have the 
same mechanic whose work he 
knows assigned to his car. 

“In most service shops the turn- 
over is terrific in personnel. Many 
of our service people have been 
with us 30 years. They are all 
thoroughly trained and _ schooled, 
with the cooperation of our manu- 
facturer, in all of the best methods 
of repairs.” 

* * 

HAT does the shop mean to 

the overall operation ? 

“Our service department has for 
many years received full attention 
from management,” Freed says. 
“It is without question our most 
important public relations contact. 

“We feel that our entire es- 
tablishment is judged by our 
service operation because far 
more people expose themselves to 
this department than all of the 
other departments combined. 

“We find that our service depart- 
ment means that in both good 
times and bad we are able to op- 
erate profitably, because of the 
tremendous assistance this depart- 
ment is in smoothing out the highs 
and lows throughout the months 
and years.” 

Even model changes do not 
overly affect Freed. 

“We are less affected by so- 
called hot new models than most 


Colorado Dealers 
Name Group on 


Public Relations 


DENVER. — The Colorado Auto- 
mobile Dealers Assn. has named a 
public relations committee headed 
by Harold Gray (Ford), Brush. 

Committee members include Ken 
McDermith (Plymouth), Alamosa; 
Paul Crouch (DeSoto), Boulder; Al 
Daniels (Chevrolet), Colorado 
Springs; G. H. Pruner (Chevrolet), | 
Cortez; Mildred Watson (Ford), | 
Craig; Harry Williams (Rambler), | 
Denver; Virgil Holgate (Ford), 
Dirango; Eldon Ghent (Ford), | 
Fort Collins; Ted Pollock (Dodge), 

Morgan. 
Rudy Harras (Chevrolet-Cadil- 
lac), Grand Junction; Virgil McMil- 
(Mercury), Greeley; Paul Keck 
(Buick), La Junta; George Baker 
(Ford), Lamar; Charles Martinka 
(Plymouth), Longmont; Jerry Lebo 
bler), Loveland; Robert Jack- 
Son (Chevrolet), Pueblo; Ray Hig- 
gins (Ford), Sterling, and William 
Neeman (Pontiac), Walsenburg. 

CADA President George Day 
(Chevrolet), Aurora, said, “The 
Committee will foster civic and 
community building activities by 

ers and will spotlight the sub- 
stantial contributions dealers are 
already making in these fields.” 

embers of the committee are 
Presidents of their local dealer as- 
S0ciations. 


Palmetto Sales in S. C. 
COLUMBIA, S. C.—Grand open- 
of Palmetto Foreign Motor 
has been held at 2118 Main St. 


of our relations with our cus- 
tomers: 

We have a keen appreciation of 
our responsibility to our custom- 
ers. The company guarantees its 
work, and of course employes 
should share this responsibility. 
Remember, the customers furnish 
the money for our pay checks. 

* “Show a real interest in the cus- 


other dealers because of the great 
amount of repeat customers we are | 
assured of as a result of our) 
service operation, although we} 
constantly have two goals in mind 
in the service department: Satis- 
faction of our customers and sub- 
stantial profits. 

* * 


1959 


| tomer; the promptness with which | 


VC. philosophy in operating our 
service department is founded 
on our code of ethics adopted for 
ourselves and employes back in 
1926.” 

That code reads: 

Reliability, Responsibility, 
Service; that every customer 
shall receive full value for every 
dollar spent with us; that no 
effort shall be spared in giving 
the customer the utmost in sin- 
cere, competent service, dedicated 
to complete satisfaction; that | this theory. 
mistakes and errors be elimin- “Although we do operate a most 


| courtesy displayed; 
skill used in your work; the 
promptness with which promises 
are kept and the neatness of your- 
|self and the premises.” 

“All this will either influence the 
customer to come back with more 
pay checks, or to take them else- 


and our record as one of the larg- 
est service establishments in the 
country proves the soundness of 


There's extra selling power in 


where. This we believe to be true, | 


customers are waited upon; the} 
the care and| 


Behind the ‘Glass Curtain'— 

A view of the showroom at Queensboro Motors, Volkswagen dealership in Queens, 
shows customers waiting in comfort as their cars are examined, repaired, checked 
behind the “glass curtain” in the service department. Paris purchases, bill payments, 
other transactions flow across the counter, left, so that customers need never enter 
service area, and service personnel are never required to enter sales area or suffer 
interruptions by straying customers. 


complete followup system, work|benefit of our customers, we are 
control methods, etc., as long as| going to be doing a lot of busi- 
we all continue to work for the| ness.” 


anew kind of TIRE! 


Firestone Rubber-X and TYREX’ Cord help clinch ‘59 sales! 


What’s the story behind soaring ’59 car sales? That’s easy—new 
styling, new roadability, new mileage economy, new come-with- 
the-car extras at no extra cost! And one big built-in extra that 
dealers are finding a real sales help is Firestone’s new original 
equipment tire, the Firestone De Luxe Champion. 


Here’s the finest regular original equipment tire ever offered to 
new car prospects. The reasons for that are clear cut, too—every 
Firestone De Luxe Champion is built with Firestone Rubber-X 
and TYREX cord! 


Firestone Rubber-X is the longest-wearing rubber ever used in 
Firestone tires. Firestone tested it for months for extra toughness 
and wear in laboratories, on proving grounds and over the highway. 


And teamed with Firestone Rubber-X is TYREX cord, the 


*TYREX—Certification mark of American Tyrex Corporation 


ae 


strongest cord material ever built into standard original equip- 
ment passenger car tires. New TYREX cord offers new tire safety 
at high speeds, new ride smoothness, new customer satisfaction. 


Make sure your ’59 models offer new Firestone De Luxe Champion 
tires as original equipment. They’|l help clinch your new car sales 
and ring up extra profit for you at no extra cost to your customers, 


Firestone 


SETTER RUBBER FROM START TO FINISH 


Copyright 1959, The Firestone Tire & Rubber Company 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '58s added and ’50s dropped in December, 1957. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* x * 


ALBANY 


Tim Anspach Dealer’s Auto Auzction. 
Sale every Monday. Prices are for sale of 
July 6. Weather: Cloudy and rain, Sold 
111 cars from 142 consignments. 





BUICK—’57 Special conv., $1,575*; RM 
2-dr, Riviera, $1,430". 

’55 Special 2-dr., $650*. 

*54 Special 2-dr., $260. 

CADILLAC—’58 (62) 2-dr., $3,450* (ps). 

"57 (62) conv., $2,900* (ps). 

"55 (62) 4-dr., $1,200*. 

OHEVROLET — ’'58 Brookwood (8) 4-dr., 
$1,900*; Bel Air (8) 2-dr, hardtop, 
$1,850". 

’57 Bel Air (8) conv., $1,600* (ps); 
4-dr. hardtop, $1,110*; Bel Air (6) 
4-dr, hardtop, $1,510; 4-dr., $1,340*; 
Two-ten (8) station wagon 4-dr., $1,- 
500*; Two-ten (6) 4-dr., $1,145*. 

56 Bel Air (8) hardtop, $1,050*; 4-dr., 
$1,035*; Bel Air (6) 4-dr., $950*; Two- 
ten (6) 2-dr., $765*. 

55 Bel Air (8) 4-dr., $820*, $725; Bel 
Air (6) 4-dr., $730*; Two-ten (6) sta- 
tion wagon, $810* (ps); 2-dr., $680*, 
$625*; Two-ten (8) 4-dr., $720*. 


’54 Bel Air 2-dr., $500*; Two-ten Delray, 


$475. 
’53 Bel Air 2-dr., $390; 4-dr., $310; Two- 
ten 2-dr., $310. 
’52 Bel Air 2-dr., $370*. 
DeSOTO—’55 Firedome 4-dr., $580°. 


EDSEL—’58 Ranger 2-dr. hardtop, $1,350* 
(ps). 

FORD—’58 Thunderbird (8) 2-dr., $3,070* 
(ps). 

’57 Fairlane 500 (8) Victoria, $1,330*; 
Country Sedan (8) 4-dr., $1,160* (ps); 
Fairlane (8) 4-dr., $1,125*; Custom 
(8) 2-dr., $960; 4-dr., $900*. 

56 Country Sedan (8) 4-dr., $1,135*; 
Fairlane (8) 2-dr., $940*%; Custom (8) 


2-dr., $680. 

55 Ranch Wagon (8) 2-dr., $775; Fair- 
lane (8) conv., $735*; Crown Victoria, 
$700*; 2-dr. Victoria, $670; 2-dr., 
$660*, $650, $600; 4-dr., $590*; Main 
(8) 4-dr., $510*; Custom (6) 4-dr., 
$430. 

54 Country Sedan (8) 4-dr., $575*, 
$430*; Custom 4-dr., $550*, $450*, 
$380*, $350°; 2-dr., $280*. 

*53 Custom (8) 4-dr., $310, $290*; Cus- 
tom (6) 4-dr., $250, $135*; 2-dr., 
$210, $200. 

HUDSON—’56 Hornet 4-dr., $730*. 
LINCOLN—’56 Capri 2-dr. hardtop, $1,- 
100* (ps). 
"54 Cosmopolitan 4-dr., $461* (ps). 


MERCURY—’57 Commuter 4-dr. 
$1,600*; (6 pass.), $1,440*; 
clair 2-dr. hardtop, $1,410* (ps); 


(9 pass.), 
Mont- 
Mon- 


terey 2-dr., $1,290* (ps), $1,200*. 
’55 Monterey 4-dr., $610* (ps). 
OLDSMOBILE—’58 (88) Super Fiesta 4- 
dr., $2,210* (ps). 


’57 (98) 2-dr. Holiday, $1,585*. 


"56 (98) 2-dr., $1,130* (ps); (88) Super 
Holiday, $1,070* (ps); (88) 2-dr, Holi- 
day, $1,050*; 4-dr., $980* (ps). 


’55 (88) 2-dr, Holiday, $930* (ps). 
PACKARD—’54 Clipper 4-dr., $280*. 
PLYMOUTH—’ 57 Belvedere (6) 2-dr., $1,- 

000". 


"55 Belvedere (8) 4-dr., $710*; Savoy (6) 
4-dr., $600; Savoy (8) 2-dr., $360; 
Plaza (8) 2-dr., $450, $320. 

*54 Belvedere 2-dr., $300*. 

’53 Cranbrook 2-dr., $185. 

PONTIAC—’59 Catalina conv., $2,500*. 

’56 Star Chief 4-dr. Catalina, $1,025* 
(ps); 2-dr, Catalina, $950*. 

’55 Star Chief 2-dr., $770* (ps); 4-dr., 
$720*; Chieftain 2-dr., $600. 

’54 Chieftain 4-dr., $360*. 

’53 Chieftain 2-dr. Catalina, $320*; 4- 
dr., $160*. 

STUDEBAKER—’57 Champion (6) 4-dr., 
$775. 

’56 Champion (6) 2-dr., $455. 

’54 Champion (6) station wagon 2-dr., 


$260. 
MISCELLANEOUS—’55 Ford panel, 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of July 7. Sold 358 cars 


$480. 








(Copyright, 1959, by Automotive News) 





from 507 consignments. 


BUICK—’58 Super 4-dr. Riviera, $2,205* 
(ps); Century 4-dr., $2,190* (ps); 4- 
dr., Riviera, $2,050* (ps). 

’57 Super 2-dr. Riviera, $1,675* (ps), 
$1,650* (ps); 4-dr, Riviera, $1,580*; 
conv., $1,415* (ps). 

56 Special conv., $1,045* (ps), $1,005", 
$900* (ps); 4-dr., $895*; 2-dr. Riviera, 
$890* (ps), $875*; 2-dr., $830*, $700; 
Century 4-dr. Riviera, $1,000* (ps); 
2-dr., $815*. 

55 Super 2-dr. Riviera, $810*; 4-dr., 
$625* (ps); Special 2-dr. Riviera, 
$685*; 2-dr., $400. 

54 Super 4-dr., $350*; Special 2-dr., 
$320". 

’53 Special Riviera, $375*; Super 4-dr., 
$325*. 

CADILLAC —’59 DeVille 4-dr. hardtop, 


$5,125* (ps); (62) 4-dr., $4,500* (ps), 
$4,400* (ps), $3,340* (ps), $3,330* 
(ps); Sedan de Ville, $3,225* (ps). 

"57 (62) Sedan de Ville, $2,705* (ps), 
$2,625* (ps); conv., $2,475* (ps); (62) 
Special 4-dr., $2,575* (ps). 

"56 (62) Coupe de Ville, $2,075* (ps); 
4-dr., $1,625* (ps); 2-dr., $1,550* (ps). 

"55 «4(62) 4-dr., $1,500* (ps), $1,310* 
(ps). 

’54 (62) conv., $1,350* (ps). 

CHEVROLET—’59 Impala (8) 4-dr. hard- 

top, $2,400* (ps); 4-dr., $2,350*; Park- 
wood (6) 4-dr., $2,295*; Bel Air (8) 
2-dr., $2,000; Bel Air (6) 4-dr., $1,- 
950*; 4-dr., hardtop, $1,920. 


i eiteces tne ot typein BE.08, 1-time; $4.00, 13-times; $3.50, 52-tin spla 
hes « ome.) for dhalay Rates contest Went Ad Gist, Mubiuses ed BinOn "Michigan. 


— 





’58 Bel Air (8) conv., $2,205* (ps); Be} 
Air (6) 4-dr., $1,595*; Impala (g) 
2-dr. hardtop, $2,175* (ps); 2-dr. 
$2,075*; conv., $2,000*; Nomad (8) 
4-dr., $2,125* (ps), $1,875* (ps); Big. 
cayne (8) 4-dr., $1,625*, $1,500*; 2-dr. 
$1,540, $1,460*; Biscayne (6) 2-dr. 
$1,485, $1,480*; Brookwood (6) 4-dr,, 
$1,775*; Yeoman (8) 4-dr., $1,450*; 
Delray (6) 4-dr., $1,420, $1, 350 

’57 Bel Air (8) conv., $1,780* (ps), $1,-. 
575*; 4-dr. hardtop, $1,510*, $1,385; 
Two-ten (6) 4-dr. hardtop, $1,410¢; 
4-dr., $1,325*; 2-dr., $980; Two-ten 
(8) 4-dr., $1,245*, $1,140*. 

’56 Nomad (6) 2-dr., $1,315*; Bel Air 
(8) 4-dr. hardtop, $1,275, $1,200*, $1,. 
175* (ps), $1,020; 4-dr., $1,025*; Be) 
Air (6) 4-dr. hardtop, $995*; 4-dr,, 
$755*; Two-ten (6) 4-dr., $1,100*, 
$750; 2-dr., $1,050*, $810, $800; Two. 
ten (8) 4-dr. hardtop, $1,045*; 2-dr,, 
$965*, $860*. 

’55 Two-ten (8) 4-dr., $910*, $745; Two. 
ten (6) 4-dr., $790*, $525; 2-dr., 
$650*; Bel Air (6) 2-dr. hardtop, 
$885*, $815*, $800; station wagon, 
$885; 4-dr., $625*; Bel Air (8) 2-dr, 
hardtop, $795*, $685*, $630*. 

’54 Bel Air conv., $695*; 4-dr., $585*; 
Two-ten 4-dr., $495*; One-fifty 2-dr., 
$350. 

CHRYSLER—’57 NY 4-dr., $1,700* (ps); 
Windsor 4-dr. hardtop, $1,525* (ps), 

’55 Windsor hardtop, $715*. 

DeSOTO—’57 Fireflite 4-dr., $1,420* (ps), 

DODGE—’57 Royal (8) 4-dr., $1,420* (ps); 
Coronet (8) 2-dr., $1,230*; 4-dr., $1,- 
010*. 

’55 Coronet (8) hardtop, $675*; 2-dr., 
$555*, $535; Royal (8) 4-dr. hardtop, 
$655*. 

’54 Coronet (8) 4-dr., $580*. 

EDSEL—’59 Ranger 2-dr., $1,900*. 

’5S Ranger 2-dr., $1,055. 

FORD—’59 Thunderbird (8), $3,650* (ps), 
$3,480* (ps); Galaxie (8) conv., §2,- 
465* (ps); Ranch Wagon (6) 4-dr,, 
$2,180*. 

’58 Thunderbird (8), $3,025* (ps); Coun- 
try Sedan (8), $1,800* (ps); Fairlane 
500 (8) Victoria, $1,635* (ps), $1,600* 
(ps); Fairlane (6) 2-dr., $1,505*; 
Ranch Wagon (6), $1,330. 

’57 Fairlane 500 (8) skyliner, $1,760* 
(ps), $1,075; 2-dr., $1,000*; Ranch 
Wagon (8), $1,190*, $1,025*; Fairlane 
(8) 2-dr. Victoria, $795*. 

’56 Thunderbird (8), $1,880*; Fairlane 
(8) 2-dr., $1,750, $770; Victoria, $835*, 
$805* (ps); 4-dr., $805*; conv., $760* 
(ps); Country Squire (8) 4-dr., $1,120* 
(ps); Parklane (8) 2-dr., $1,045* (ps); 
Ranch Wagon (6) 2-dr., $880*; Main 
(8) 2-dr., $625; Custom (8) Victoria, 
$830*; 2-dr., $815*; 4-dr., $790. 

*55 Ranch Wagon (8) 2-dr., $925*; 
Country Sedan (8) 4-dr., $825*; Fair- 
lane (8) conv., $790*; 2-dr. Victoria, 
$655*; Custom (8) 4-dr., $510*; 2-dr., 
$485, $450. 

’54 Crest (8) Victoria, $700; conv., 
$655* 

IMPERIAL— ’57 Crown 4-dr. hardtop, §$2,- 
150* (ps). 

MERCURY—’57 Monterey conv., $1,580*; 
4-dr. hardtop, $1,345* (ps), $1,275* 
(ps); 4-dr., $1,275* (ps). 

’56 Monterey 4-dr. hardtop, $960* (ps); 

(Continued on Page 75, Col. 1) 








ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 


Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
-Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 

















CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 











For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


APTCO 
AUTO AUCTION 








DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 





Just 2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 








ROY McMANAMA 
Twin Ring Selling 


NEW JERSEY 


Minutes us New York City 
| 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
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NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, | 


Center of Empire State. Check and | 
Title Protection. (Wed.). 


GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 
ee ee 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 
CORRY AUTO AUCTION 


Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 





tion.”” For reserved numbers call C 
36-391. Auctioneers: Ray Austin, Chuck 
Cummings, Adcock. Owner: George 
Hartley. 





North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives directions to top U. S. 
Auto Auctions EVERY WEEK. 





























| AT THE WORLD'S BIGGEST 
AUTO AUCTION 


Manheim 


| 
| 
| 
| 


Auto Auction, Inc. 


Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 
700-900 Clean Cars Auctioned Every Friday 











Auction Checks Issued; Guaranteed Titles 
TEXAS 
AMARILLO AUTO 


AUCTION, INC. 


3202 E. 10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 











| 


WASHINGTON 








SOUTH SEATTLE AUTO AUCTjON 
10644 E. Marginal Way _— Seattle. 88, Wath 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 


HIGH MARKET AREA 
Write for free accurate market reports 
Bill Johnson Bob McConkey 
ee jl“ 
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Used-Car Auction Prices 


(Continued from Page 74) 


Montclair 4-dr., $880* (ps); conv., 
$730* (ps). 

55 Montclair hardtop, $800*, $630* (ps); 
conv., $600* (ps); Monterey hardtop, 
$610; Custom 2-dr., $490. 

154 Monterey 4-dr., $650*; 2-dr. hardtop, | 
$450*%; Custom 4-dr., $395*; 2-dr., | 
370. | 

of Monterey hardtop, $430*, $375*. 

NASH—'54 Statesman 2-dr. hardtop, $495*. 
OLDSMOBILE —'58 (88) 4-dr. Holiday, | 
$2,150* (ps). 

57 (98) 4-dr. Holiday, $1,870* 
$1,750; (88) Super 4-dr. Holiday, $1,- 
820* (ps); 4-dr., $1,500* (ps); (88) | 
4-dr. Holiday, $1,710* (ps). 

56 (88) Super conv., $1,300* (ps); (88) 
4-dr. Holiday, $1,200* (ps), $1,195* | 
(ps); (98) conv., $1,175* (ps); 4-dr., 
$1,140* (ps); Holiday, $830* (ps). 

55 (88) 4-dr., $825*; (98) conv., $820*| 
(ps); (88) Super 4-dr., $800* (ps). 

54 (98) Holiday, $545* (ps). 

53 (98) 4-dr., $340* (ps). 

PLYMOUTH — ’58 Belvedere (8) hardtop, | 
$1,725* (ps), $1,650*; Suburban (8), 
$1,435*. 

57 Suburban (8), $1,380*; Belvedere (8) 
4-dr. hardtop, $1,025*; Plaza (6) 4-dr., 
$950*; 2-dr., $835*; Plaza (8) 4-dr., 
$805*; Savoy (8) 2-dr., $875*. 

’56 Belvedere (8) hardtop, $985*; Savoy 
(6) hardtop, $950; Suburban (8), $905. 

55 Belvedere (6) 4-dr., $760*; Savoy 
(8) 2-dr., $550. 

PONTIAC—’58 Bonneville conv., $2,400* 
(ps); Chieftain Catalina, $2,000* (ps); 


(ps), 


2-dr., $1,850*; 4-dr., $1,815*; Super 
4-dr., $1,800* (ps). 

‘657 Star Chief Safari, $1,825* (ps); 
conv., $1,805* (ps), $1,550* (ps); 2- 


dr., $1,255* (ps); Chieftain 2-dr., $1,- 
210”. 
56 Chieftain Safari, $1,050* (ps). 


55 Star Chief conv., $940*; Safari, 
$800*. 

‘54 Star Chief 4-dr., $500* (ps). 

RAMBLER—’59 Rebel (8) 4-dr., $1,900*; 
Super (6) 4-dr., $1,650; Deluxe (6) 
Cross Country, $1,615. 

STUDEBAKER—’58 Champion (6) 2-dr., 


$960*. 

"57 Golden Hawk (8) 2-dr. hardtop, $1,- 
400* (ps) ,$1,300* (ps); Scotsman (6) 
station wagon 2-dr., $610. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of July 8. 
BUICK—’58 Super 2-dr. Riviera, $2,110* 


(ps). 

‘57 Century 4-dr. Riviera, $1,550* (ps); 
Super conv., $1,550* (ps); RM 4-dr. 
Riviera, $1,455* (ps). 

"56 Special 2-dr. Riviera, $825*. 

‘55 Special 4-dr. Riviera, $760*; 2-dr. 
Riviera, $600; Super 2-dr. Riviera, 
$715* (ps). 

CADILLAC—’59 (62) 4-dr., $4,290* (ps). 

"58 (62) conv., $3,600* (ps); 4-dr., $3,- 
415* (ps). 

"ST (62) 2-dr., $2,665* (ps); Coupe de 
Ville, $2,510* (ps). 

CHEVROLET—’59 Corvette (8) conv., $3,- 
340. 

‘68 Impala (8) sport coupe, $1,990*; 
2-dr. hardtop, $1,940* (ps); Impala 
(6) 2-dr. hardtop, $1,870; Bel Air (8) 
4-dr. hardtop, $1,620* (ps); Delray (8) 


2-dr., $1,420, $1,320; 4-dr., $1,350*, 
$1,340*. 
"57 Bel Air (8) 4-dr. hardtop, $1,300*; 


2-dr., $1,125; Two-ten (8) 4-dr., 
145*; Two-ten (6) 2-dr., $1,075. 
"66 Bel Air (8) 2-dr. hardtop, $800*; 
Two-ten (6) 4-dr., $710. 
‘3 Bel Air (6) conv., $860*; 4-dr., 
$620; Two-ten (6) station wagon 2-dr., 


$1,- 


5. 

DeBOTO—'57 Firedome 4-dr. hardtop, $1,- 
395* (ps); 2-dr. hardtop, $1,215*. 

DODGE—’57 Coronet (8) 2-dr. hardtop, 
$1,165*; club coupe, $1,020*. 

"86 Custom Royal (8) 4-dr. 
$940* (ps). 

"35 Coronet (8) 2-dr., $380. 

"M4 Royal (8) 4-dr., $275; Coronet (8) 
club coupe, $155*. 

"58 Citation 2-dr. hardtop, $1,800* 
(ps); Corsair 4-dr, hardtop, $1,605* 
(ps); club coupe, $1,600* (ps); Pacer 
4-dr., $1,450* (ps). 

FORD —'59 Thunderbird 2-dr. Victoria, 
$3,450* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $2,170*; 2-dr., $1,925*. 

58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
700*; 4-dr., $1,560*. 

"ST Fairlane 500 (8) 4-dr. Victoria, $1,- 
525* (ps); 4-dr., $1,365* (ps), $1,250* 
(ps); Country Sedan (8), $1,325* (ps); 
Fairlane (8) 2-dr., $1,210* (ps), $1,- 
150*; 2-dr. Victoria, $1,135; Custom 

‘ 300 (8) 2-dr., $1,115* (ps), $880, $750. 
56 Country Squire (8) ,$1,160* (ps); 
Fairlane (8) conv., $1,130* (ps); 2-dr., 
$1,080*, $900*; 2-dr. Victoria, $1,050*; 
4-dr., $1,030* (ps); Custom (8) 2-dr., 

F $715*. 

55 Fairlane (8) 4-dr., $750* (ps); conv., 
150*; 4-dr., $500*; Custom (8) 2-dr., 

42735, $630; Main (6) 2-dr., $500. 

54 Custom (8) 4-dr., $315; Main (8) 


hardtop, 





: business coupe, $125. 
53 Custom (8) 4-dr., $260*, $160* (ps); 
Ranch Wagon (8), $110. 
eenk— 70 Crown 4-dr. hardtop, $2,- 
(ps). 
LINCOLN—'59 Capri 4-dr. hardtop, $3,- 
360* (ps). 
MEROURY—'59 Monterey 4-dr. hardtop, 
58 Montclair 4-dr, hardtop, $1,900* 
(ps); Monterey 2-dr. hardtop, $1,- 
: 760*; 4-dr., $1,665* (ps). 
57 Commuter 4-dr., $1,500* (ps); Mon- 
terey 4-dr. hardtop, $1,365*, $1,335*; 
2-dr. hardtop, $1,305*, $1,270* (ps), 
$1,240*; 2-dr., $1,270* (ps); Montclair 
a far., $1,300* (ps). 
Monterey 2-dr. hardtop, $720*, $650°; 
4-dr., $665*. 
OBILE—’58 (88) Super 2-dr. Holi- 
sy, $2,210* (ps); 4-dr., $1,850* (ps). 
(98) conv., $1,745* (ps); (88) 4-dr., 
4.31530", $1,525*. 
“ (88) 2-dr. Holiday, $1,310*, $1,025*. 
PLYMon, 2-dr. Holiday, $775* (ps). 
oe 5S Suburban (8) 4-dr., $1,- 
05*; 2-dr., $1,600, $1,350"; Savoy (8) 
pe at., $1,225°. 
57 Belvedere (8) sport coupe, $1,280*; 
a, (oP 2-dr., $725; Savoy (8) 4- 
fT. $685; Plaza (6) 4-dr., $705. 
Savoy (8) 4-dr., $685; Plaza (6) 
gg A... $675; 2-dr., $480°. 
Belvedere 4-dr., $465* (ps); 
; club sedan, $435*; Savoy (6) 
lub sedan, cE 








’53 Cranbrook club coupe, $200. 


| PONTIAC—’55 Chieftain (8) 4-dr., $490*. 


RAMBLER—’58 Super (6) 2-dr., $1,165. 
’54 Custom (6) station wagon, $280*. 


STUDEBAKER — ’'59 Lark (6) 2-dr., 
$1,545. 

MISCELLANEOUS —’58 Ford (6) %-ton 
Pickup, $1,250*. 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 8, Sold 
144 cars from 201 consignments. 
BUICK—’59 Invicta conv., $2,790* (ps). 

’58 Super 4-dr, Riviera, $2,255* (ps). 

’57 Special 4-dr. Riviera, $1,380*; 2-dr. 

Riviera, $1,320. 
$1,085* 


"56 Super 4-dr. 
Special 4-dr. $1,030*; 
Riviera, $990*, $925*, $840* (ps); 
dr., $950* (ps), $895* (ps). 

’55 RM 2-dr. Riviera, $780* (ps); 4-dr., 


Riviera, 
Riviera, 


(ps) ; 
2-dr. 
4- 
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$755* (ps); Super 2-dr. Riviera, $765*, 
$660* (ps); Century 4-dr., $705*; Spe- 
cial 2-dr. Riviera, $665*, $650, 
’53 Special 2-dr. Riviera, $245*; 4-dr., 
$230". 
"52 Special conv., $160*. 
CADILLAC—’58 (62) 4-dr., $3,175* (ps), 


$3,010* (ps). 
’53 (60) Special 4-dr., $445* (ps); 4-dr., 
$205* (ps). 
CHEVROLET—’58 Impala (8) conv., $2,- 
230* (ps); sport coupe, $1,910*; Bis- 


cayne (8) 2-dr., $1,600*, $1,550*, $1,- 
480; Delray (6) 2-dr., $1,350.. 

’57 Bel Air (8) conv., $1,630*; 2-dr., 
$1,570*; 4-dr., $1,505* (ps); Two-ten 
(6) 4-dr., $1,415*; station wagon, $1,- 
415*; 2-dr., $1,140, $1,075; Two-ten 
(8) 2-dr., $1,005. 

’56 Two-ten (6) 2-dr., $865*, $765, $730, 
$585; Two-ten (8) 4-dr., $700*. 

"55 Bel Air (6) 4-dr., $810; Bel Air (8) 


2-dr., $695*, $580*; Two-ten (8) 4- 
dr., $770, $590; Two-ten (6) 2-dr., 
$515, $465; 4-dr., $475; One-fifty (6) 
2-dr., $230. 

’54 Bel Air 2-dr., $520; Two-ten 2-dr., 
$350. 

’53 Two-ten 2-dr., $335, $155; 4-dr., 
$315, $210*; Bel Air 2-dr., $245. 

CHRYSLER —’55 Windsor 4-dr., $665* 


(ps). 
"54 NY 2-dr., $545*. 
’53 NY 4-dr., $205. 





Model Breakdown 
Of Auction Averages 














July, 1959 June, May, 
Model To Date 1959 1959 
1959.............. $2,680 $2,625 $2,572 
ee 1,819 1,888 1,890 
1957... 1,282 1,333 1,343 
1956... 884 949 966 
1955... 678 Wil 7138 
1954... 426 447 468 
1953... 287 298 298 
Be isessivenveee 200 198 218 
Overall 
Average $1,026 $1,056 $1,062 





DeSOTO—’58 Firedome 2-dr., $1,760* (ps). 
’57 Firedome 4-dr., $1,425* (ps). 
DODGE—’58 Coronet (8) 4-dr., $1,330*. 
’57 Coronet (8) conv., $1,300*. 
EDSEL—’58 Citation 4-dr., $1,755* 
$1,540* (ps); Villager, $1,180*. 
FORD—’58 Fairlane 500 (8) 2-dr., $1,500*; 
Custom 300 (8) 2-dr., $1,305, $1,225. 
57 Country Sedan (8) 4-dr., $1,555*; 
Fairlane 500 (8) 4-dr., 
(ps); Ranch Wagon (8) 2-dr., $1,290; 
Custom 300 (8) 4-dr., $1,085*; 2-dr., 


(ps), 





$1,410, $1,405 
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$865; Custom 300 (6) 2-dr., $765. 
’56 Fairlane (8) conv., $815*; Fairlane 


(6) 2-dr., $625; Custom (6) 2-dr., 
$540, $495. 
’55 Main (8) 2-dr., $705; Fairlane (6) 


conv., $545*; 2-dr., $490*; 4-dr., $455. 

’54 Custom (8) 4-dr., $425; Custom (6) 
2-dr., $265; Crest Skyliner, $250; Main 
(6) 2-dr., $195. 

’53 Crest (8) 2-dr., $330*; 
4-dr., $165; 2-dr., $155. 
IMPERIAL—’ 57 Crown 4-dr., $2,135* (ps). 
MERCURY — ’58 Montclair conv., $2,035* 

(ps). 

’57 Monterey 2-dr., $1,200 (ps). 

56 Monterey conv., $940* (ps). 

’55 Monterey 2-dr., $685. 
NASH—’56 Ambassador 4-dr., $750. 
OLDSMOBILE—’58 (88) 2-dr., $1,705*. 

’57 (88) 2-dr., $1,325*. 

°56 (98) 4-dr., $995* (ps). 

’55 (88) Holiday, $905* (ps); 2-dr., $630. 

°54 (88) 4-dr., $500. 

’53 (88) 4-dr., $350, $140. 
PACKARD—’56 Clipper 4-dr., $680*. 
PLYMOUTH—’58 Belvedere (8) conv., $1,- 

750°. 

’57 Belvedere (8) 2-dr. hardtop, $1,175*; 
4-dr., $960* (ps); Savoy (6) 4-dr., 
$735". 

’55 Plaza (6) 2-dr., $355 ,$350, 

’54 Savoy 2-dr., $220. 

’53 Savoy 4-dr., $110. 

PONTIAC —’56 Star Chief 4-dr., 
(Continued on Page 76, Col, 3) 


Custom (6) 


$875* 








Mr.Car Dealer: 





Here’s a proved cure for many 
Of your after-sale headaches! 


To cut your service costs during the warranty period—and to provide quick, 


economical service for the customer after his warranty has expired—use Casite’s 


time-and-money-saving correction and protection for engines and automatic 


transmissions. 


Because we—the Hastings Manufacturing 
Company—specialize in engine maintenance 
problems, we know the causes of many of 


your troubles, 





We know, as you do, the damaging effects 
of modern stop-and-start driving on high 
compression engines and automatic transmis- 
sions. In our own engine testing laboratories, 
we’ve seen how acids, rust and corrosion— 


from condensation caused by fluctuating ex- 


tremes in operating temperatures—cause 

poor performance and parts deterioration. 
Utilizing the latest proved chemical dis- 

coveries, our Casite Division has developed 


and perfected scientific correction and pro- 


tection for the three vital areas of car per- 
formance .. . the firing zone, the friction zone 
and the transmission zone. Each requires 
specific treatment to keep the car’s “power 
plant” clean, friction-free and at peak oper- 


ating efficiency, 





Ri 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor. 





Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 


You can use them, on your shop’s cus- 
tomer entrance floor, without mechanical 
labor costs or expensive parts dismantling or 
replacement. A few minutes of your floor 
man’s time and the customer is on his way— 
with smoother, quieter, satisfying engine and 
transmission performance. And he’s happy. 
His cost is small . . . results are instantly no- 
ticeable. Your major repair jobs are unin- 
terrupted. Your service department keeps a 
smooth flowing schedule. 

The following information about Casite’s 
3-Zone Engine Protection will be of interest 
to you and your service manager: 


$1.95, 


rebuilt engines. The list price is $1.25, 


Three new Casite products now perform 


these specific functions. Each is a liquid con- 
centrate additive . . . for gasoline—for crank- 


case oil—for transmission fluid. 


2. Casite 3-C—for the friction zone. A 
new heayy-duty crankcase concentrate that 


Stops noises in the car’s engine. Added to the 











motor oil, Casite 3-C, with Barimen, stops 
hydraulic lifter noises, quiets and smooths 
the engine. Makes a tougher oil that won’t 
thin out—oil that cushions the load on every 
working part—cuts friction and wear. Cleans 
the engine and keeps it clean. Protects against 
acid, rust and corrosion, too. List price $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. ““Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 
delicate parts to last longer. The list price is 





Try free samples—at our expense. 
Write us on your company stationery and 
we will send you free a full-size can of each 
additive to test for yourself. We'll also give 
you the name of your local Casite Distributor, 
who can promptly serve your future needs. 


Casite Division 


HASTINGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN | 
Casite Additives ¢ Piston Rings 


Oil Filters « Spark Plugs 
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° RTS ° seaq-C ar AUCTION Frices 
e e 
° co 
~ contact America’s imported s 
e (Continued from Page 75) 
car parts leader ese > (ps); Catalina 4-dr., $740*; 2-dr., | nesday. Prices are for sale of July 8. Prices 
$460". are better than they have been for quite 
e 655 Star Chief 2-dr., $730* (ps), $605*| some time. Sold 166 cars from 231 con- 
e (ps); Chieftain 4-dr., $625*%; 2-dr., | signments. 
COLUMBIA MOTOR CORP . $475. BUICK—'58 Special 2-dr. Riviera, $2,110. 
e @ | RAMBLER—’58 Custom (6) 4-dr., $1,445. ’57 Special 2-dr. Riviera, $1,295. 
1 @ | STUDEBAKER—’59 Lark (6) 2-dr., $1,- 56 Special 2-dr. Riviera, $905* (ps), 
605. $825*. 
419 E. 110 St, New York 29, N.Y. > WILLYS—’53 4-dr., $155. 55 Special conv., $790*. 
’54 Special 2-dr. Riviera, $645*, $570*. 
* LIBERAL DISCOUNT STRUCTURE s NASHVILLE. TENN CADILLAC—’57 (62) 4-dr. Hardtop, $2,- 
% e 9 ° 570* (ps); 2-dr. Hardtop, $2,465* (ps). 
ee * Nashville Auto Auction. Sale every Wed- ’56 (62) 2-dr. Hardtop, $2,055* (ps). 
TOSSSSCSCSCOSCSO ’55 (62) 2-dr. Hardtop, $1,490*; 4-dr., 
$1,450*. 
CHEVROLET—’59 Impala (8) 4-dr., $2,- 
405* (ps). 


’58 Impala (8) Hardtop, $2,105*, $2,080* 
(ps); Bel Air (8) 2-dr, Hardtop, $1,- 
640*, $1,600*; 4-dr., $1,580*; Biscayne 
(8) 4-dr., $1,580*, $1,465, $1,395, $1,- 
390; 2-dr., $1,280. 

’57 Bel Air (8) conv., $1,650*; 
Hardtop, $1,590, $1,445*; 2-dr. 
top, $1,575*, $1,505, $1,475; 
$1,225*; Two-ten (8) 4-dr., 
$1,175, $1,090, $1,070, $990; 
$1,010, $950, $945, $835. 

’56 Bel Air (8) 4-dr. Hardtop, $1,400*, 
$1,160*; 4-dr., $1,030; 2-dr. Hardtop, 
$1,225*; Two-ten (6) 4-dr., $1,055, 
$955, $880; 2-dr., $930, $860*, $860*, 


ROCKER 
PANEL 
MOULDING 


4-dr. 
Hard- 
2-dr., 
$1,525, 
2-dr., 


$860*, $795; Two-ten (8) 2-dr., §$1,- 
050*, $980. 
"55 Bel Air (8) 2-dr. Hardtop, $980*, 


$995*, $905*; 2-dr., $760*, $605; 4-dr., 
$765, $755; Two-ten (8) station wagon, 
$855*; 4-dr., $805*, $795*; Two-ten 
(6) 2-dr., $660, $620; One-fifty (6) 
2-dr., $490. 

"54 Bel Air 2-dr., $665, $620, $425, $400; 
Two-ten 2-dr., $555, $525; One-fifty 
4-dr. station wagon, $383; 2-dr., $345. 

"53 Bel Air 4-dr., $450, $355*, $285. 

OHRYSLER — '57 Windsor 2-dr. Hardtop, 
$1,330*. 

’55 Windsor Hardtop, $755*. 

DODGE—’57: Coronet (8) 2-dr., $1,140*. 

’55 Coronet (8) 4-dr., $710*, $570, $565*. 

EDSEL—’58 Pacer (8) 2-dr., $1,485*. 

FORD—’58 Country sedan (8) 4-dr., $1,- 
835* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,750, $1,635; Fairlane (8) 4- 
dr. Hardtop, $1,545* (ps); 2-dr., $1,- 
500, $1,325, $1,320, $1,300; Ranch 
wagon (8) 4-dr., $1,510*. 






No Welding—No Painting or Color Matching 
















LIFETIME SPARKLING STAINLESS STEEL 
A REPLACEMENT PANEL of stainless 


steel that can positively be installed in one 






long rusted out holes. The top moulding 
telescopes for the longest or shortest cars. 










hour. Just the thing for busy New Car GIVES NEW CARS THAT SUPER- '57 Fairlane 500 (8) conv., $1,465*: 2- 
Dealers, Used Car Dealers and Body Shops. DELUXE LOOK! Made of dazzling stain- ‘e. Gane, Gals; Gumem tb) Eee, 
Saves costly time and labor. less steel, with screws fastening on the 56 Fairlane (8) 2-dr. Hardtop, $1,115*, 
PLEASE YOUR CUSTOMERS with a bottom of the rocker panel. No screws sgatibe Gusto m(s) Bar. (S205, sii. 
beautiful panel of dazzling stainless steel visible. Only tools required are a drill and $795*, $780, $715*; 2-dr. Hardtop, 


$885, $850; 2-dr., $765*; Main (6) 2- 
dr., $655, $565*. 

*54 Custom (8) station wagon, $705, 
$420; 4-dr., $580; 2-dr., $440, $410*; 
Mainline (6) 2-dr., $380*, $375. 

"53 Crest (8) 2-dr., $505; Custom (6) 
2-dr., $360. 

MERCURY—’57 Montclair 4-dr., $1,505* 
(ps); Monterey 2-dr. Hardtop, $1,305*. 

’56 Monterey 4-dr., $910*. 

"55 Montclair 4-dr. Hardtop, $1,015* 
(ps); Monterey 2-dr. Hardtop, $900* 
(ps), $785*; Custom 2-dr., $645. 

’54 Monterey 4-dr., $490*. 

’53 Monterey 2-dr. Hardtop, $350*. 

OLDSMOBILE—’58 (88) Super 2-dr. Holi- 






on rocker panel sills. SAVES YOU BIG 
MONEY. The greatest aid to a body shop 


screwdriver. Anyone can install a pair in 
one hour! Four sizes, 2%, 3% and 4 inch 
or car dealer ever invented. Large rust- widths fit 95% of all cars made 1949 
proof ‘‘attach strips’ underneath will cover through 1959. 


Be Prepared for Those Rocker Panel Jobs . . . With 4 Sizes Only! 


Buy from your local jobber, if he cannot supply, write to: 






























GROBOSKI INDUSTRIES, INC. | tit: 
r e "57 (88) 4-dr., $1,575*. 
43 "56 (88) Super 4-dr. Holiday, $1,315* 
(ps); 4-dr., $1,035*; (88) 4-dr., $930*. 
44 S. WESTERN AVE., CHICAGO 9, ILL. on tabs aed. ad? thes 0B) Dee, 
Holiday, $695. 
SIDLES CUSTOM MADE *54 (88) Super 2-dr. Holiday, $615*. 
PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
165*. 






’56 Belvedere (8) 4-dr., $750. 
’55 Belvedere (8) 2-dr. Hardtop, $665*; 
Plaza (8) 4-dr., $545. 
PONTIAC —’56 Chieftain 2-dr., 
$685°*. 
*55 Chieftain 2-dr. Catalina, $780* (ps); 








"Takes the 
SIZZLE out 


$800*, 


AUTO SUN SHADES 













of the Sun" no $730*, $600; 4-dr., $755*, $690*, 
---and puts it STATION WAGONS, HARD WAREHOUSE POINT, CONN. 
in your Southern Auto Sales, Inc. Sale every 













Wednesday. Prices are for sale of July 8. 
The market is still holding strong after 
the holiday on good and ready to go cars. 
Now is the time to keep your units moving. 


SALES! TOPS, and PASSENGER CARS 
















BUICK—’58 Special 4-dr., $1,700*. 

’57 Special 2-dr., $1,100*. 

’55 Super 4-dr., $315*. 

"53 Super 2-dr. Riviera, $135*. 
CADILLAC—’56 (62) conv., $2,030* (ps). 


"53 (62) 4-dr., $480* (ps), $425* (ps). 
CHEVROLET—’58 Brookwood (6) 4-dr., 
$1,555; Biscayne (6) 4-dr., $1,350, $1,- 


275. 
’57 Two-ten (6) 2-dr., $1,140, $1,120*, 














$1,110*, $1,050, $1,025; One-fifty (8) 
2-dr., $950. 

’55 Bel Air (6) 4-dr., $755. 

’54 Bel Air 4-dr., $545, $400; 2-dr., 


$535; Two-ten 4-dr., $450*, $385, $330; 
One-fifty (6) 2-dr., $275. 
"53 Bel Air conv., $400*, $390, $325*, 
$300; Two-ten station wagon, $355; 4 
dr., $355; 2-dr., $290; One-fifty 2-dr., 










, ie’ 5 * 140. 
FABRICATED %& Keeps out beth the Sun . rays, and the public’s gaze, yet gives ex CHRYSLER—'56 NY 2-dr. Hardtop, $1,- 
cellent visibility and ventilation. 275* (ps). 
from famous .. . DeSOTO—'53 Firedome 2-dr., $130*. 
DODGE—’57 Coronet (8) 4-dr., $1,175*, 


%& Keeps cars and wagons as much as 15 degrees cooler. 





$1,100*; Coronet (6) 2-dr., $1,085*. 

*55 Coronet (6) 2-dr., $550*. 

*54 Royal 4-dr., $445*. 

"53 Suburban (6), $385; Coronet (6) 
conv., $210*; Coronet (8) 4-dr., $150*, 
$125*, $105*. 

FORD—’59 Thunderbird conv., $3,800* 
(ps). 

’57 Fairlane 500 (8) conv., $1,600* (ps), 
$1,270* (ps); 4-dr. Victoria, $1,305* 
(ps); 4-dr., $1,165* (ps); 2-dr., $1,- 
050*; Country sedan (8) 4-dr., $1,280*; 
Custom (8) 4-dr., $1,105*; Custom 300 
(8) 2-dr., $1,025*. 

56 Ranch wagon (8), $800*, $700*; Cus- 
tom (8) 2-dr., $590. 

55 Fairlane (8) 2-dr. Victoria, $870* 
aims: $750*, $475*; Custom (8) 2-dr., 
475. 


*54 Main (8) 4-dr., $215. 
’53 Custom (8) 4-dr., $275; Custom (6) 
4-dr., $150. 
*52 Custom (6) 4-dr., $200*; Custom (8) 
2-dr., $115. 
LINCOLN—’55 Capri 2-dr. Hardtop, $650* 
(ps). 
*53 Cosmopolitan 2-dr., $150*. 
MERCURY—’55 Monterey station wagon, 
$860* (ps); Montclair 2-dr, Hardtop, 





* 


SHAIDESGREEN 


} i 


ORDER... 


From nearest supply 
house or write for 
name of nearest 
Jobber, FREE CATA- 
LOG AND PRICE 
LISTS ON REQUEST. 





%& Greatly improves air conditioning efficiency. 












%& Shades are ali metal bound and easy to install or remove with our 
patented friction clips. 










%& Custom made to fit properly from a complete stock of patterns for 
popular models, 1955 through 1959. 


SIDLES MFG. CO. 


“The Originator of Auto Sun Shades" 


2005 West Ave. D P.O. Box 3537 
TEMPLE, TEXAS 





















$730*, $600*. 
’54 Monterey 4-dr., $460* (ps), $450, 
"53 Monterey 2-dr., $335; Custon 2-dr., 
$265*, $225, $160. 
NASH—’'54 Statesman 2-dr., $120. 
OLDSMOBILE — '57 (88) 2-dr., $1,619* 
(ps); (88) Super 2-dr, Holiday, $1,- 
590* (ps). 
"55 (88) 2-dr. Holiday, $1,050* 
(98) 4-dr., $805*. 
’54 (88) 4-dr., $335*. 
’53 (98) 4-dr., $275* (ps), $250* 
PLYMOUTH—’ 57 Savoy 4-dr., $1,010*, 
"55 Savoy (6) 4-dr., $565*, $380; Plaza 
(8) 2-dr., $425. 
*54 Suburban (6), $335*; Savoy (6) 4. 
dr., $290. 
’53 station wagon, $165*. 
’50. 2-dr., $130. 
PONTIAC—’58 Chieftain 2-dr. 
$1,750* (ps). 
’55 Star Chief 2-dr., $650*. 


(ps); 


Catalina, 


’54 Chieftain 4-dr., $330*, $325*; Star 
Chief 4-dr., $325, $315*, $275*. 
RAMBLER—’54 Cross Country, $3580*, 
STUDEBAKER — '55 President (8) 4-dr,, 
$375*; Champion (6) 2-dr., $350, 
MISCELLANEOUS—’59 Ford (6) pickup, 
$1,400. 

’57 Chevrolet (6) carryall 2-dr., $710, 
’56 Chevrolet (6) carryall 2-dr., $725, 
BORDENTOWN, N. J. 

9 
National Auto Dealers Exchange. Sale 


every Wednesday. Prices are for sale of 
July 8. Buyers were paying top dollar for 
sharp merchandise in every year and 
model. Sold 80 percent of 358 consign- 
ments. 

BUICK—’59 Electra 4-dr. Hardtop, $2,860* 


(ps); LeSabre 2-dr., $2,330*. 
’57 Super 2-dr. Riviera, $1,465* (ps); 
Special Estate wagon 4-dr., $1,350* 


(ps). 

’56 Century 4-dr. Riviera, $1,145* (ps), 
$1,115* (ps); Super 2-dr, Riviera, $1,- 
025° (ps). 

’55 Special 4-dr. Riviera, $925*; 2-dr. 
Riviera, $835* (ps); Super 2-dr. Rivi- 
era, $760*; Century 4-dr. Riviera, 
$670*. 

°54 Century 2-dr. Riviera, $590* (ps). 

CADILLAC—’59 (62) 2-dr. Hardtop, $4,- 
625* (ps). 

’58 (62) Sedan de Ville, $3,700* 
4-dr, Hardtop, $3,700* (ps); 
Hardtop, $3,325* (ps). 

’57 (62) Sedan de Ville, $2,725* (ps), 

’56 (62) 4-dr., $1,825* (ps). 

’55 (62) conv., $1,340* (ps). 

CHEVROLET — ’59 Brookwood (8) 2-dr., 
$2,085. 

*58 Corvette (8) conv., $2,900; Impala 
(8) conv., $2,125*; 2-dr. Hardtop, §$2,- 
050*, $1,985* (ps); Nomad (8) 2-dr., 
$2,000* (ps); Bel Aiz (8) 2-dr, Hard- 
top, $1,790; 4-dr. Hardtop, $1,625%, 
$1,600*; Biscayne (6) 4-dr., $1,685%, 
$1,460; Biscayne (8) 4-dr., $1,525*. 

’57 Nomad (8) 2-dr., $1,730* (ps); Bel 
Air (8) 2-dr. Hardtop, $1,560*, $1,- 
550*, $1,450; 4-dr. Hardtop, $1,335* 
(ps); Bel Air (6) station wagon 4-dr., 
$1,390*; 2-dr., ; Two-ten (6) 
2-dr., $1,260*, $1,210; 
Two-ten (8) 2-dr., $1,235. 

’56 Bel Air (8) station 4-dr., $1,250*; 


(ps); 
2-dr, 


4-dr., 


4-dr. Hardtop, $1,125, $1,100* (ps); 
2-dr, Hardtop, $950*; Bel Air (6) 2 
dr, Hardtop, $1,020%; 2-dr., $1,005*; 
4-dr., $800*; Two-ten (8) 4-dr, Hard- 
top, $1,025*. 

’55 Bel Air (8) station wagon 4-dr,, 
$1,135* (ps); 4-dr., $825; Two-ten 


(6) Delray, $600, $585. 

’54 Bel Air conv., $625*; 2-dr, Hardtop 
$425*. 

’53 Bel Air 2-dr, Hardtop, $420*; 4-dr., 
$275; Two-ten station wagon 4-dr., 
$425; 4-dr., $320, $300. 

CHRYSLER—’57 Saratoga 2-dr. Hardtop, 
$1,710* (ps). 

DeSOTO—’57 Fireflite 2-dr. Hardtop, $1,- 
650* (ps). 

’55 Firedome 2-dr. Hardtop, $965* (ps); 
4-dr., $535* (ps), $515*. 

*53 Firedome 4-dr., $240*. 

DODGE—’58 Sierra (8) 4-dr., $1,625*. 


"57 Sierra (8) 4-dr., $1,465* (ps), $1 
390* (ps). 

’56 Custom Royal (8) 2-dr, Hardtop, 
$1,000*. 


’55 Coronet (8) 4-dr., $600*. 
53 Meadowbrook (6) station wagon 2 
dr., $265. 
EDSEL—’58 Ranger 2-dr., $1,210. 
FORD—’59 Galaxie (8) 2-dr. Victoria, $2, 
510* (ps). 
’58 Thunderbird (8) 2-dr, Victoria, $3- 
020* (ps); Fairlane 500 (8) conv., $1,- 


920* (ps); 4-dr., $1,675*, $1,610 
Two-ten (8) station wagon 4-dr., $1,- 
490. 


57 Fairlane 500 (8) 2-dr, Victoria, $1,- 


460*, $1,450*; Fairlane 500 (6) 2-dr. 
Victoria, $1,250; Country sedan (8) 
4-dr., 2 at $1,450*; Custom 300 (8) 
4-dr., $1,350* (ps); Custom 300 (6) 
4-dr., $760. 

56 Fairlane (8) conv., $1,210* (ps); 
dr., $1,160*, $850*, $790*, $680*; 2 
dr, Victoria, $1,075*, $1,070* (ps); 2 
dr., $935*, $845*, $780°; 4-dr, Vie 


toria, $860*; Custom (8) 4-dr., $890* 
$625*; 2-dr., $835*, $575; Ranch wag 


on (8) 2-dr., $760*%; Main (6) 4-df 
$700. 

55 Fairlane (8) conv., $1,025* (ps) 
$900; 2-dr. Victoria, $875*; +7. 
$725*, $710*, $600%, $575; Rane 
wagon (8) 2-dr., $825; Custom (@) 
4-dr., $420, 

54 Custom (8) 2-dr., $525* (ps), $3%; 
Main (8) 2-dr., $180, $175. 

’53 Crest (8) 2-dr, Victoria, $400*. 

’52 Main (6) 4-dr., $130. 

HUDSON—’55 Wasp 2-dr. Hardtop, $450" 

’53 Hornet 4-dr. ,$150*. 

LINCOLN — '56 Premiere 4-dr., $1,500" 


(ps). 
MERCURY—'58 Montclair 2-dr. Hardtop, 

$2,040* (ps); 4-dr., $1,630* (ps). 

’57 Montclair 4-dr., $1,320*; 4-dr. 
top, $1,300* (ps). i 

’56 Monterey station wagon 4-dr., $1, 
200*, $1,150*; 2-dr, Hardtop, $815" 
Moniclair 2-dr. Hardtop, $930* (DP) 
$900*; Medalist 2-dr., $765*. 

’55 Monterey 2-dr. Hardtop, $700*. 


NAS H—’54 Ambassador 2-dr. Hardtop 
$450*. 
’53 Statesman 4-dr., $235. 
OLDSMOBILE — ’57 (98) 4-dr. Holléey. 
$1,770° (ps), $1,730* (ps); (38) #0 
Holiday, $1,640* (ps), $1,625* oy 
$1,450* (ps); (88) Super 4-dr., $1, 


$970": 


(ps). 
’56 (88) 2-dr. Holiday, $1,300", 


4-dr. Holiday, $1,065* (ps); (88) 
conv., $1,270* (ps), $1,130* (ps), $9 
(ps); (98) 2-dr. Holiday, $2,150° (pi 
4-dr., $1,060* (ps). . 
54 (88) Super 2-dr, Holiday, $430°. 
PACKARD — '55. Clipper 2-dr. 
. 


$660°*. 
°52 4-dr., $130*. 
PLYMOUTH—'58 Suburban (8) 4 
650* (ps). 
(Continued on Page 77, Co. 1) 
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167 Belvedere (8) 4-dr. Hardtop, $1,335°, | 
$1,255* (ps); 2-dr. Hardtop, $1,260*; | 
4-dr., $1,210*, $985*; Belvedere (6) 4- 
dr, Hardtop, $1,105; Suburban (8) 4-| 
dr., $1,300*; Savoy (8) 4-dr., $1,140*, 
$900, $850; Savoy (6) 4-dr., $950. 

56 Belvedere (8) 4-dr. Hardtop, $1,040* 
(ps); Savoy (8) 2-dr., $865*, ’ 

'55 Belvedere (8) 2-dr. Hardtop, $676* 
(ps); Plaza (6) 2-dr., $405. 

63 Cranbrook 4-dr., $245, $200. 

PONTIAC—’58 Bonneville conv., 
(ps). 

67 Star Chief 4-dr. Catalina, $1,650* 
(ps); 2-dr. Catalina, $1,420* (ps). 
56 Safari 4-dr, ,$1,255* (ps); Star Chief 
conv., $1,135*; 2-dr. Catalina, $1,030* 


$1,840*° 


(ps); Chieftain 4-dr., $1,050* (ps); 
2-dr, Catalina, $900*; 4-dr, Catalina, 
$835°. 
55 Star Chief 4-dr., $750* (ps); Chief- 
tain 2-dr., $590; 4-dr., $550*. 
53 Chieftain conv., $220*. 
WILLYS—’55 Custom 2-dr., $600. 
54 2-dr., $475, $260. 
CALDWELL, N. J. 
Skyline Auto Auctions, Inc. Sale every 


Thursday. Prices are for sale of July 9. 

Clean used cars are in short supply. Prices 

reflecting normal season decline. Sold 71 

cars out of 101 consignments. 

BUICK—’58 Special 4-dr. Riviera, $1,650*. 
’67 Super 4-dr. Riviera, $1,375*. 


56 Super 4-dr, Riviera, $1,040*, $555*; 
Special 2-dr, Riviera, $1,000*; station 
wagon, $700. 

65 Super 2-dr., $745*; Special 4-dr. 
Riviera, $720*; RM 2-dr., $635*. 

54 Super 4-dr., $250*. 

CADILLAC—’53 (62) 4-dr., $470*. 


CHEVROLET—’58 Biscayne (6) 4-dr., $1,- 
375*, $1,350, $1,340, $1,290. ? 

‘57 Two-ten (6) station wagon, $1,250; 
4-dr., $1,135*, 2 at $1,115*, $1,080*, 
$1,045; 2-dr., $910; Two-ten (8) 4-dr:, 
$1,100*, $990. 

"56 Two-ten (6) station wagon 4-dr., 
$750; station wagon 2-dr., $675. 

55 Two-ten (6) 4-dr., $645; One-fifty 
(6) 2-dr., $325. 

"b4 Two-ten 4-dr., $380*; $325°; 
station wagon, $325. 

"63 Bel Air 4-dr., $355, $225*. 

CHRYSLER — '57 Windsor 4-dr. 
$1,320*. 
FORD—’59 Custom (6) 2-dr., $1,640*. 

"58 Custom 300 (8) 4-dr., $1,580*. 

’57 Ranch Wagon (8) 2-dr., $1,060*. 

‘56 Fairlane (8) 2-dr., $700*. 

‘55 Fairlane (8) 2-dr. Victoria, $760*; 
Town & Country (8) 2-dr., $550*; Cus- 
tom (8) 2-dr., $515*. 

‘54 Custom (8) 2-dr., 
2-dr., $125. 

53 station wagon 2-dr., $230*. 
HUDSON—’53 Hornet 4-dr., $120*. 
LINCOLN—’56 Premiere 4-dr., $1,270*. 
MERCURY—’57 Monterey 4-dr., $1,260*. 

"66 Montclair 2-dr. hardtop, $975*, $835*, 
$810*, $775*, $650*. 

NASH—’54 Ambassador 4-dr., $275. 
OLDSMOBILE—’57 (88) Fiesta, $1,700*. 

"56 (88) 2-dr. Holiday, $1,050°. 

"55 (88) 2-dr. Holiday, $725*; (88) Super 
2-dr. Holiday, $650*. 

"53 (88) Super coupe, $335*. 

— Belvedere (8) 4-dr., $1,- 

‘57 Plaza (8) club sedan, $910*; Plaza 
(6) 2-dr., $910*. 

"55 Belvedere (8) 2-dr. hardtop, $500*. 

"53 Cranbrook (6) 2-dr., $240*. 
INTPAC—'57 Super Chief 4-dr., $1,200*. 

"BA Chieftain (8) 4-dr., $335*. 

53 Star Chief (8) coupe Catalina, $135*. 


PORTLAND 


Portland Auto Auction, Inc, Sale every 
Yy. Prices are for sale of June 7. 
BUICK—'57 Special 2-dr., $1,350*. 
56 RM conv., $1,300* (ps); Super 4-dr., 
$1,140* (ps); Special 2-dr, Riviera, 
$1,000* 


2-dr., 





hardtop, 


$325; Main (6) 


"SS Special 4-dr. Riviera, $1,015*; 2-dr. 
eee. $975*. 
uper 2-dr,. Riviera, $610* (ps). 
noe (60) Special 4-dr., $1,- 
ps). 
CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,445* (ps); Biscayne (6) 4-dr., 
$1,900* 


58 Impala (8) 2-dr. hardtop, $2,175, 
$2,000* (ps); Bel Air (8) 4-dr, hard- 
top, $1,945* (ps); 4-dr., $1,825°; Bis- 
Cayne (8) 4-dr., $1,675*; Del Ray (8) 

, 4-dr., $1,395. 

57 Bel Air (8) 2-dr. hardtop, $1,650*; 
Two-ten (8) 4-dr. hardtop, $1,560*; 

: 4-dr., $1,175. 

56 Bel Air (8) 4-dr., $1,575*; Bel Air 
(6) 2-dr., $905; Two-ten (8) 4-dr., 

, $985; Two-ten (6) 4-dr., $895. 

55 Bel Air (8) 4-dr., $1,155*, $965*; 

Bel Air (6) 2-dr., $795. 

54 Two-ten Delray, $695; 4-dr., $600; 

; Bel Air 2-dr., $645*, 60. 
etn 2-dr., $410; Bel Air 2-dr., 


GHBYSLER — '5¢ Windsor 4-dr., $995* 
B 

"56 Firedome 2-dr., $1,125* (ps). 
os Royal (8) 2-dr. hardtop, 


os Ranger 2-dr. hardtop, $1,- 


FORD—'59 Thunderbird (8) 2-dr 
Pike (8) . hardtop, 
58 Country Squire (8) 4-dr., $1,875; 
Fairlane (8) 4-dr., $1,675* (ps); Cus- 
‘ tom 300 (8) 2-dr., $1,595*. 
57 Thunderbird (8), $2,735; Fairlane 
500 (8) Victoria, $1,575* (ps), $1,285*; 
Country Squire (8) 4-dr., $1,550; Cus- 
tom (8) 4-dr., $1,295; Custom (6) 
2-dr., $1,140; Ranch Wagon (8) 2-dr., 
$1,250; Custom 300 (8) 4-dr., $1,190*, 
1gf,285, $1,150*, $1,150; 2-dr., $1,010. 
Fairlane (8) 4-dr., $1,070; Parklane 
ne8) 2-dr., $1,050°. 
55 Fairlane (8) 2-dr. Victoria, $395*; 
4-dr., $825*; Custom (8) 4-dr., $800, 
ee Custom (6) 2-dr., $745. 
Country Sedan (8) 4-dr., $975*, 
(ps); Ranch Wagon (8) 2-dr., 


"83 Custom (8) 4-dr. $475*, $425, $285* 
masON —53 Hornet 4-dr., $320*. : 
3 =e —’55 Crown Imperial 4-dr., 


MINCOLN —'57 Premiere 2-dr. hardtop, 
$2,270* (ps). 
MERCUR Y—'58 Monterey 2-dr. hardtop, 


$1,830°. 
hardtop, 





Montclair 2-dr. 


se 
$1,600" (ps). vo 


56 Monterey 2-dr, hardtop, $1,260* (ps), 
$1,200*; 4-dr., $1,000*; Montclair 4- 
dr. hardtop, $1,225* (ps). 

53 Custom 2-dr. hardtop, $520*; Mon- 
terey 4-dr., $400*. 

NASH—’55 Statesman (6) 4-dr., $425. 


OLDSMOBILE—’56 (98) 2-dr. Holiday, $1,- 
325* (ps); conv., $1,300* (ps); (88) 
Super 4-dr., $1,285* (ps), $1,220* 
(ps); (88) 2-dr, Holiday, $1,195*. 

’55 (98) 2-dr. Holiday, $1,335* (ps); 
(88) Super 2-dr. Holiday, $1,240* 
(ps); (88) 2-dr. Holiday, $925* (ps). 

"53 (88) 4-dr., $225*. 

PLYMOUTH—’ 57 Belvedere (8) 2-dr. hard- 
top, $1,550*. 

’56 Belvedere (8) conv., $1,025; Plaza 
(8) 2-dr., $750. 


PONTIAC—’56 Star Chief 4-dr., 


(ps). 
’53 Chieftain 2-dr., $430*. 
’52 4-dr., $100*. 
RAMBLER—’56 Custom 4-dr. Cross Coun- 
try, $1,425*; Custom 4-dr., $850. 
MISCELLANEOUS—’57 Ford (8) Courier, 


$980. 
’56 Chevrolet (6) i-ton pickup, $925; 
Dodge 


$750* 


Chevrolet (8) panel, $675. 
55 Ford %-ton pickup, $645; 
%-ton pickup, $595. 


DETROIT 


Motor City Auction, Sale every Monday. 





Third Lane Opened 


By Manheim Auction 


MANHEIM, Pa—A third lane 
has just been opened at the Man- 
heim Auto Auction, Inc., report- 
edly making it the nation’s first 
three-lane auction. Dealers can 
watch all three lanes at once on 
closed-circuit TV. 

According to Jacob H. Ruhl, 
general manager, the peak capac- 
ity of the auction has been raised 
from about 900 cars to 1,300 cars 
a day. The parking lot has been 
expanded to 13% acres, he said. 





Prices are for sale of July 6. Sold 214 
cars from 346 consignments. 


BUICK—’58 Special 4-dr., $1,770*; 2-dr., 
° 


$1,560°. 

57 RM 4-dr., $1,675* (ps); Super 2-dr., 
Riviera, $1,450* (ps), $1,240*; Special 
4-dr., $950. 

’56 Special 2-dr. Riviera, $1,080*, $1,- 
075*, $1,025* (ps); 2-dr., $800*, $700*; 


Century conv., $1,000* (ps); 4-dr., 
$945". 
‘55 Super 2-dr. Riviera, $620*; Special 
2-dr. Riviera, $600*°, $565*; 4-dr., 
$555*° 


54 Super 2-dr. Riviera, $560*, $400*. 
53 RM 4-dr., $325* (ps). 
CADILLAC—’57 (60) Special 4-dr. hard- 
top, $2,650* (ps); (62) 4-dr., $2,600° 


(ps). 
"55 (62) Coupe de Ville, $1,650 (ps). 





'54 (60) Special 4-dr., $1,325* (ps). 
°53 (62) 4-dr., $340°. 
OCHEVROLET—’59 Bel Air (8) 4-dr., $2,- 
100* (ps); 2-dr., $2,100; Biscayne (8) 


4-dr., $1,950*. 

58 Nomad (8) 4-dr., $1,855*; Impala 
(8) 2-dr., $1,850* (ps); Bel Air (8) 
2-dr., $1,625*. 


’57 Corvette (8) conv., $1,650*; Two-ten 
(8) 2-dr., $1,150*, $1,100*; 4-dr., $995. 
56 Bel Air (8) conv., $1,065*, $1,000; 
4-dr., $1,040; station wagon 4-dr., $1,- 
015*, $915; Two-ten (8) 4-dr., $800*; 
2-dr., $740; Two-ten (6) 4-dr., $635. 
55 Bel Air (8) 2-dr, hardtop, $875*, 
$860*, $815*; Two-ten (8) station wag- 
on 4-dr., $870*%; Two-ten (6) 2-dr., 
$650, $615, $615, $495, $475; 4-dr., 
$575, $550; One-fifty (6) 2-dr., $375. 
’54 Two-ten 2-dr., $365; One-fifty 4-dr., 


$310. 
*53 Bel Air 2-dr., $360*. 


CHRYSLER — ’57 NY 2-dr. hardtop, $2,- 
160° (ps). 

’55 NY 4-dr., $750*; Windsor 2-dr. hard- 
top, $705*, 


DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 
240°, $1,200*. 

’55 Firedome 2-dr. hardtop, $725*. 

DODGE—’58 Custom Royal (8) 2-dr. hard- 
top, $1,700* (ps). 

’57 Sierra (8) 4-dr., $1,400* (ps); Cus- 
tom Royal (8) 2-dr., $1,300*. 

’55 Coronet (8) 2-dr. hardtop, $590*; 
$550; 2-dr., $525; Suburban (6) 2-dr., 
$525°*. 

EDSEL—’58 Citation 4-dr. $1,- 
850*, $1,650* (ps). 

FORD—’58 Thunderbird (8) 2-dr., $3,000* 
(ps); Country Squire (8) 4-dr., $1,- 
880*; Fairlane 500 (8) 2-dr., $1,700; 
Custom 300 (8) 2-dr., $1,600*. 

’57 Country Squire (8) 4-dr., $1,500* 
(ps); Fairlane 500 (8) conv., $1,475*, 
$1,450; 2-dr, Victoria, $1,345, $1,290*, 


hardtop, 


| 


| 
| 
| 
| 
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$1,235*; 2-dr., $1,075*; Ranch Wagon 
(8) 2-dr., $1,235; Custom 300 (8) 2- 
dr., $1,100*; Custom (8) 4-dr., $850. 
’56 Parkland (8) 2-dr., $1,100*; 
Sedan (8) 4-dr., $1,000*, $985, 
Fairlane (8) 4-dr., $970*, $825*, 
conv., $960 (ps); Fairlane (6) conv., 
$700; Custom (8) 2-dr. Victoria, $800*, 
$775*; 2-dr., $705*, $690*, $680, $650, 
$640*, $610; Custom (6) 2-dr., $575*. 
’55 Thunderbird (8) conv., $1,550" (ps); 
Country Squire (8) 4-dr., $800*; Cus- 
tom (8) 4-dr., $750*, $690*, $665*, 
$655, $475*; Fairlane (8) 2-dr., $700*, 
$590, $540*; Fairlane (6) 2-dr, Vic- 
toria, $615*; conv., $600; Main (8) 2- 
dr., $550, $425; Main (6) 2-dr., $370, 





$350. 

’54 Custom (8) 2-dr., $450; Crest (6) 
4-dr., $420, $340; 2-dr. Victoria, $405, 
$200; Country Sedan (6) 4-dr., $390. 

’53 Custom (8) 4-dr., $320; 2-dr., $300; 
Custom (8) 2-dr., $230, $205, $135. 

°51 Country Sedan (8) 4-dr., $765. 

°29 2-dr., $135. 

IMPERIAL — ’58 Imperial 2-dr. 
$2,160* (ps). 
LINCOLN—’57 Premiere 4-dr. hardtop, $2,- 


hardtop, 


010* (ps). 
MERCURY — '58 Parklane 4-dr. hardtop, 
$2,150* (ps); Monterey 2-dr., $1,525* 


(ps). 

’57 Montclair 4-dr. hardtop, $1,335* (ps); 
Monterey 2-dr, hardtop, $1,195; 2-dr., 
$1,030*. 

*56 Custom station wagon 4-dr., $1,000*°; 
Monterey 2-dr, hardtop, $885* (ps). 

’55 Monterey 4-dr., $700*; 2-dr, hardtop, 


$675*; Custom 2-dr., $445*. 
OLDSMOBILE — ’'57 (98) 4-dr., $1,700* 
(ps), $1,625* (ps); (88) conv., $1,- 


500* (ps); 2-dr., $1,400* (ps), $1,040*. 
56 (98) 4-dr. Holiday, $1,250*%, $1,200°; 
conv., $1,155 (ps); 4-dr., $1,125* (ps); 


(Continued on Page 78, Col. 2) 








DUAL VISION-AIDS 





4001 single filament 5%” 


STANDARD 7” VISION-AIDS 
5040-S, 5400-S, 5440-S, for passenger cars, 
trucks, buses and all fleet vehicles. 6 and 12-volts. 






Dut 
types. 


SIGNAL FLASHERS 


Every car manufacturer—without excep- 
tion—specifies Tung-Sol flashers to deliver 
long, trouble-free service . . . the kind of 
service your customers want, too. For 
fleet vehicles the new Tung-Sol 
y Flashers for two and three-terminal 
applications deliver twice the life of other 


snow and fog. 


4002 double filament mate to 4001. 


VISION-AID HEADLAMPS 


Whatever the headlighting require- 
ment—passenger car, truck or bus— 
there’s a Vision-Aid headlamp that 
will deliver long, brilliant service 
under the roughest road conditions 
. . . standard 7”, 4000 series duals 
and new 6000 series Vision-Aid head- 
lamps with spotlight low beam for 
better visibility and safer passing. 
All Vision-Aid headlamps are 
equipped with E-Z Aim platforms 
for accurate aiming in minutes, even 
in daylight, and fog caps that dras- 
tically reduce glare-back from rain, 





NEW —— 


6000 SERIES VISION-AIDS 


WITH SPOTLIGHT LOW BEAM 
6006—6v. passenger car; 6012—12v. passenger car 
6013—12v. heavy duty 


Heavy 





MINIATURE LAMPS 
From bumper to bum 
cuaee, there’s a de 


miniature lamp for every 
socket—6 or 12 volt. 


r, floor to 
ble Tung- 


(s) TUNG-SOL ELECTRIC ING. 


NEWARK 4, NEW JERSEY 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Texas;, Denver, Colo.; Detroit, Mich.; 
Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, P. Q. 
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AC Hits New Highs 
In Replacement Sales 


FLINT.—Record replacement 
Sales for June and the first six 
months of the year are announced 
by Joseph A, Anderson, general 
manager of AC Spark Plug divi- 
sion. 

AC established new June sales 








(88) 2-dr. Holiday, $1,190*. 
’55 (98) 4-dr., $805* (ps); 


$730*; 4-dr. Holiday, $620*, 
’53 (98) conv., $550*. 


cent above the first half. of 1958, he 


added. $770. 





ADVERTISEMENT 


“CHILDERS THINLINE CARPORT WILL PAY FOR ITSELF IN A 

VERY SHORT TIME,” says Carl Stinson of Manchester Sales & Service, 

Manchester, ee He adds, “It’s great to do business on our lot in all 
er 


kinds of weat - + » our stock looks better and we have a lot more 
traffic . . . as soom as we heard about the new Thinline, we knew you 

what we wanted.” To see how Childers Carports can increase sales 
and cut expenses on your lot turn to Page 81. 


a eee oe 


P 


(88) 2dr. | 
Holiday, $790, $685*, $560; (88) conv. 


hardtop, 


records for spark plugs, oil filters| PACKARD —’55 Clipper 2-dr. 
nad ful cum hed id $545* (ps); 4-dr., $280. 
pumps, Anderson said.| py ywouTH—'58 Belvedere (8) 2-dr., $1,- 
Total replacement sales for the first 650*; 4-dr, hardtop, $1,550*, $1,525, 
$1,490°*. 
six months of 1959 were 10.3 per-| ‘57 Suburban (8) 4-dr., $1,500* (ps); 
Savoy (8) 4-dr., $1,075 (ps), $875*; 


2-dr, hardtop, $970*; Plaza (8) 2-dr., 








PONTIAC—’58 Bonneville conv., 


RAMBLER — ’'58 Ambassador 


STUDEBAKER—’59 Lark (6) 4-dr., 
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Used-Car Auction Prices 





(Continued from Page 77) 


’56 Belvedere $800°* ; 
$700*. 


’55 Plaza (8) 4-dr., $445, $385*. 


(8) conv., 4-dr., 


$2,150* ; 
2-dr. Catalina, $1,985* (ps). 

'56 Star Chief 2-dr., $890*; Chieftain 4- 
dr., $650*, $565*; 2-dr., $615*. 

’55 Chieftain station wagon 4-dr., $760; 
2-dr. Catalina, $576*; Star Chief 4-dr., 
$615°*. 

’54 Chieftain 2-dr., $300. 

(8) 4-dr., 
$1,875*, $1,700*. 

’57 Custom (8) station wagon, 
$1,225. 

'55 Deluxe 4-dr., $395. 


$1,300, 


$1,- 
600. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 


Wednesday. Prices are for sale of July 8. 
Sold 116 cars from 153 consignments, 
BUICK—’57 Special 4-dr. Riviera, $1,350*; 


2-dr., $1,105*. 


CHEVROLET—’59 Impala (8) conv., $2,- 


750* (ps); Nomad (8) 4-dr., $2,500*. 

"58 Impala (6) Hardtop, $2,075* (ps); 
Brookwood (8) 4-dr., $1,750*%; Bis- 
cayne (8) 4-dr., $1,595*; Bel Air (8) 
4-dr., $1,545*; Delray (6) 2-dr., $1,- 
425°. 

’57 Two-ten (8) 2-dr., $1,225*, 

"56 Two-ten (6) 2-dr., $945; Two-ten 
(8) 2-dr., $845*; One-fifty (6) 2-dr., 
$750. 

55 Two-ten (8) station wagon, $875*, 
$865*. 

"54 Two-ten 4-dr., $485. 

CHRYSLER—’57 Windsor 2-dr. Hardtop, 
$1,400*. 
DeSOTO—’55 Fireflite 4-dr., $825* (ps). 


’54 Powermaster 4-dr., $400*. 


DODGE—’55 Custom Royal (8) 4-dr., $1,- 


320* (ps). 
"53 Coronet (6) 4-dr., $380*; $250; Cor- 


HUDSON—’54 Super Jet 4-dr., 


nesday. 
Very strong on cleaner cars, Sold 42 cars 


from 58 consignments. 
BUICK—’55 Special Riviera, $700* (ps). 


CADILLAC—’59 (62) conv., $4,970* 


CHEVROLET—’59 Impala (8) 4-dr. 





onet (8) 2-dr., $185; station wagon 2- 
dr., $220. 


FORD—’59 Thunderbird (8), $3,700; Fair- 


lane 500 (8) 2-dr., $2,280, 

’58 Fairlane (8) conv., $1,775*; Country 
sedan (8), $1,760; Custom 300 (8) 4- 
dr., $1,500; Ranch wagon (8), $1,350. 

°57 Country sedan (8), $1,360*; Fairlane 
500 (8) 2-dr, Victoria, $1,110; Ranch 
wagon (8), $1,050*%; Custom 300 (8) 
4-dr., $1,000; 2-dr., $905. 

’56 Fairlane (8) Victoria, $1,070* (ps); 
2-dr., $845; Country sedan (9 pass.), 
$935; Custom (8) 2-dr., $840, $800. 

’54 Custom (8) 4-dr., $515*; 2-dr. ,$490. 

’53 Custom (8) 4-dr., $305*. 

$220* 


MERCURY —’56 Monterey 4-dr., $700* 
(ps). 
’55 Monterey 4-dr., $780*. 
54 Custom 4-dr., $525, $600*. 
OLDSMOBILE — ’58 (98) 2-dr. Holiday, 
$2,150* (ps). 
’57 (88) 2-dr., $1,250; 4-dr., $1,150* 
(ps). 
°55 (88) Super 4-dr., $830* (ps). 


’54 (98) 2-dr. Holiday, $770* 


PLYMOUTH—’58 Savoy (8) 4-dr., $1,405*, 


$1,370*. 
’57 Savoy (8) 4-dr., $1,010*, $900. 
’55 station wagon (8), $800*; Plaza 4- 
dr., $500. 
PONTIAC—’53 Chieftain 4-dr., $275*. 
RAMBLER—’58 American (6) 2-dr., $1,- 


015. 
WILLYS—’ 53 4-dr., $240. 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
Prices are for sale of July 8. 


"54 Special 4-dr., $335. 
’53 Super 4-dr., $105* (ps). 
CADILLAO — ’57 (62) Hardtop, $2,500* 


(ps). 
’41 Cadillac hearse, $145. 


CHEVROLET—’'57 Two-ten (6) 2-dr., $830. 
’56 Two-ten (8) 4-dr., $995*. 
’55 Two-ten (8) 2-dr., $660. 
54 Bel Air (6) Hardtop, $525*; 2-dr., 
$445. 
°53 Bel Air (6) 4-dr., $245*. 
CHRYSLER—’55 Windsor 4-dr., $800* 


(ps). 


DODGE—’53 (6) 4-dr., $105*. 
FORD—’58 Fairlane 500 (8) Victoria, $1,- 


725*; 4-dr., $1,650* (ps). 

’57 Fairlane 500 (8) Victoria, $1,350* 
(ps); Fairlane (8) 4-dr., $1,010*; 
Ranch wagon (8) 2-dr., $1,090; Cus- 
tom (8) 2-dr., $825. 

"56 Fairlane (8) 4-dr., $850*, 

’53 Country Squire (8), $525. 


NASH—’53 (6) 4-dr., $285*. 
OLDSMOBILE—’59 


(98) Holiday, $3,075* 
(ps). 


*55 (88) 4-dr., $905*. 


PLYMOUTH—’57 Savoy (8) 4-dr., $1,010*. 


’56 Savoy (6) 2-dr., $770; Belvedere (8) 
4-dr., $695. 

"55 Belvedere (6) Hardtop, 

’54 Plaza station wagon, $190. 


$500. 


PONTIAC—’55 Chieftain 4-dr., $675, $465, 


$455. 
*54 Chieftain 4-dr., $295*, $185*. 
RAMBLER—’59 Super 4-dr., $1,980*. 


56 Super station wagon, $985. 
*54 station wagon 4-dr., $425. 


STUDEBAKER—’58 Commander (6) 4-dr., 
$795. 
MISCELLANEOUS — ’53 Chevrolet (6) 
pickup, $360. 
SEATTLE, WASH. 


South Seattle Auto Auction, Sale every 


Wednesday. Prices are for sale of July 8. 
BUICK—’58 Super 2-dr. 


Riviera, $2,275* 
(ps). 

’57 Special Estate Wagon, $1,725*; 2-dr. 
Riviera, $1,450*. 

"56 Special 4-dr. 

*54 Century 2-dr. 

"53 Special 2-dr. 


Riviera, $1,085*. 
Riviera, $665*. 
Riviera, $465* (ps). 

(ps). 
(ps). 
(ps); 


*57 (62) Coupe de Ville, $2,775* 

’56 (62) Sedan de Ville, $2,225* 
4-dr., $1,915* (ps). 

hard- 
top, $2,565*; sport coupe, $2,530* (ps). 

"58 Impala (8) sport coupe, $2,175*; 
conv., $1,945*; Brookwood (8) (9 
pass.), $2,100*; (6 pass.), $1,895; Bel 
Air (8) 4-dr, hardtop, $1,830, $1,790*; 


sport coupe, $1,750*; Biscayne (8) 4- 
dr., $1,760*, $1,575* (ps), $1,540*; 
Biscayne (6) 2-dr., $1,725*, $1,590*, 
$1,450. 

’57 Bel Air (8) sport coupe, $1,905*; 
4-dr., $1,410; Two-ten (8) station 
wagon, $1,585, $1,560*; sport coupe, 
$1,355* 


’56 Bel Air (8) 4-dr. hardtop, $1,265* 
(ps); 2-dr., $1,255*. 

*55 Bel Air (8) sport coupe, $110*, $995*; 
Bel Air (6) 4-dr., $765*. 

"54 Bel Air 4-dr., $765*, One- 
fifty 2-dr., $460. 

*53 Two-ten 4-dr., $445*. 


$690*; 


CHRYSLER—’51 Windsor (6) 4-dr., $150*. 
DeSOTO—’57 Firedome 4-dr., $1,505*. 
DODGE—’57 Royal 4-dr., $1,300*. 


*56 Coronet (8) 2-dr., $900. 


FORD—’58 Thunderbird hardtop 2-dr., $3,- 


050*; Fairlane 500 (8) 4-dr. 
$1,790* (ps), $1,775* (ps), 
Ranch Wagon (8), $1,730*. 


Victoria, 
$1,700*; 


°57 Fairlane 500 (8) sedan Victoria, $1,- 


560°; 4-dr., $1,295*; Country Sedan 
(8), $1,495*; Custom 300 (8) 4-dr., 
$1,350*, $1,225, $1,195. 


’56 Fairlane (8) sedan Victoria, $1,045*, | 


$850. 
"55 Fairlane (8) 4-dr., $975* (ps), $775*; 


Custom (8) 2-dr., $690. 

*54 Country Sedan (8), $735*; Ranch 
Wagon (8), $570*; Custom (8) 4-dr., 
$525, $500*; 2-dr., $385*. 

’53 Country Sedan (8), $700*. 

*51 4-dr., $140. 

*50 4-dr., $110. 

LINCOLN—’53 Capri sport coupe, $495* 


(ps). 
MERCURY—’58 Monterey 2-dr. hardtop, 


$1,865* (ps). 
’57 Montclair 4-dr., $1,445*. 
’56 Custom station wagon, $1,075*. 
’55 Monterey 2-dr, hardtop, $965*, $805*; 
station wagon, $950*. 


"54 Monterey 4-dr., $460*. 
*53 Monterey 4-dr., $350* (ps). 
*51 4-dr., $185*. 
OLDSMOBILE — ’57 (98) 2-dr. Holiday, | 
$2,030* (ps). 
"56 (88) 2-dr. Holiday, 2 at $1,495° 
(ps). 


’55 (88) 4-dr. Holiday, $1,095*. 
’53 (88) Super 4-dr., $485* (ps). 


PACKARD—’53 Custom (8) 4-dr., $200. 
PLYMOUTH—’58 Belvedere 4-dr. 


hardtop, 
$1,795* (ps); Savoy (8) 4-dr., $1,395*, 


$1,390°; Plaza (6) 4-dr., $1,385*. 
’57 Suburban (8), $1,470*; Savoy (8) 
2-dr. hardtop, $1,305*. 


’55 Belvedere (8) 2-dr. hardtop, $895*. 








| 





Auction, 
for sale of July 7. 
BUICK—’59 Electra 4-dr. Hardtop, $2,819, 


— 


'53 4-dr., $395*; 2-dr., $255. 


PONTIAC—’57 Star Chief 4-dr. Cetalina, 


$1,700* (ps); Chieftain station wagon 
$1,560*. : 

’56 Star Chief 4-dr., $790*. 

’55 Star Chief conv., $1,050*; Chieftain 
2-dr, Catalina, $890*. 

’54 Star Chief conv., $950*; 4-dr. $425« 
(ps), $340*. 

RAMBLER—'58 Custom (8) 4-dr., $1,175* 


’57 Super (6) 4-dr., $1,250*. 


MISCELLANEOUS—’58 Internation :! \%. 


ton pickup, $1,290*. 


56 Ford %-ton pickup, $750. 
’55 Chevrolet (6) %-ton pickup, $800, 
’54 Chevrolet (6) %-ton pickup, $615, 


’53 Willys pickup, $530; Studebaker 4. 

ton pickup, $530. 
’52 Chevrolet (6) 
’41 Chevrolet (6) 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Sale every Tuesday, Prices are 


%4-ton pickup, 
%-ton pickup, 


$515. 
$195, 


’58 Super 4-dr. Riviera, $2,085* (ps). 
’57 Special 2-dr. Riviera, $1,575°*, §$1,. 
385*; Super 4-dr. Riviera, $1,560° (ps), 


’56 Century 4-dr. Riviera, $1,150* (ps); 
Special 2-dr. Riviera, $1,130* (ps), 
$845*; 4-dr. Riviera, $900*. 

’55 Century 2-dr. Riviera, $1,060* (ps), 
$1,050* (ps); Super 2-dr, Riviera, 
$775* (ps). 

°54 Super 2-dr. Riviera, $710*, $675* 
(ps); Special conv., $500*; 4-dr., 
$460°. 

53 Super 2-dr, Riviera, $385*, $285*. 


’52 Super 4-dr., $175*. 


CADILLAC—’58 (62) Coupe de Ville, $3,- 


960* (ps), $3,840* (ps), $3,810* (ps); 
2-dr., $3,600* (ps). 


’57 (62) Sedan de Ville, $3,100* (ps), 
$2,875* (ps); Coupe de Ville, $3,000* 
(ps), $2,850* (ps); (60) Special 4-dr,, 
$2,850* (ps). 

°56 (62) Coupe de Ville, $2,210* (ps), 
$1,790* (ps), $1,660* (ps); Sedan de 
Ville, $2,050* (ps), $2,000* (ps); 2- 
dr., $2,025* (ps); conv., $1,830* (ps), 

’55 Eldorado conv., $1,750* (ps); (62) 
2-dr., $1,690*% (ps), $1,520* (ps); 
conv., $1,550* (ps); (60) Special 4-dr., 
$1,690* (ps). 

54 (60) Special 4-dr., $1,550* (ps); (62) 
Coupe de Ville, $1,475* (ps); conv., 
$1,320* (ps), $1,210* (ps); 4-dr., $1,- 
130; Eldorado conv., $1,410* (ps). 

’53 (62) 4-dr., $880* (ps), $805* (ps), 
$400* (ps). 

52 (62) Coupe de Ville, $575* (ps); 4 
dr., $355* (ps), $350* (ps); (60) Spe- 
cial 4-dr., $450* (ps). 

"51 (62) Coupe de Ville, $435*; 4-dr., 
$360*. 

"50 (61) 2-dr., $375*, $325°*. 

49 (60) Special 4-dr., $250* (ps). 

CHEVROLET—’59 Nomad (8) 4-dr., §2,- 


650* (ps); Impala (8) sport sedan, §2,- 
510* (ps); Bel Air (8) sport sedan, 
$2,400* (ps). 

’58 Corvette (8) conv., $2,600; 
(8) 2-dr., $2,600*; Bel Air (8) 
$1,875* (ps); sport sedan, $1,800* 
(ps); sport coupe, $1,775*; Biscayne 
(8) 2-dr., $1,685*; 4-dr., $1,650*, $1,- 
555, $1,450*. 

’57 Corvette (8) conv., $2,250; Bel Air 
(8) station wagon 4-dr., $1,950* (ps); 
sport coupe, $1,750*, $1,745*, $1,650°, 
$1,605*, $1,525*; conv., $1,725*, $1,- 
680* (ps); sport sedan, $1,700* (ps), 
$1,695* (ps), $1,675* (ps), $1,620 (ps), 
$1,550* (ps); Two-ten (6) sport coupe, 
$1,325*; One-fifty (6) 4-dr., $1,010. 

’56 Bel Air (8) conv., $1,305* (ps), $1,- 
290*; 4-dr., $1,290*; sport coupe, §1,- 
285*, $1,265* (ps); 2-dr., $1,100*; One- 


Impala 
2-dr., 


fifty (8)-station wagon, $1,195; 2-dr., 
$1,030; One-fifty (6) 2-dr., $850; Two- 
ten (8) Delray, $1,150*; 2-dr., $980*, 


$950*, $820*. 

"55 Corvette (8) conv., $1,510; Bel Air 
(8) station wagon, $1,200*%; sport 
coupe, $1,175*, $1,050* (ps), $735°; 
conv., $975*; 2-dr., $880; Bel Air (6) 
2-dr., $800; 4-dr., $740; Two-ten (8) 
station wagon, $1,130*; Two-ten (6) 
2-dr., $715; One-fifty (8) 4-dr., $685*; 


One-fifty (6) 2-dr., $615; 4-dr., $600. 
°54 Bel Air conv., $725*, $690*; sport 
coupe, $550*%; One-fifty 4-dr., $475°; 


Two-ten 4-dr., $375, $350, $345. 

°53 Two-ten 4-dr., $390; One-fifty busi- 
ness coupe, $325. 

*52 Deluxe 2-dr., $175; 4-dr., $100. 

°51 Deluxe station wagon, $200; 
coupe, $195; 2-dr., $175, $160*. 


club 


CHRYSLER—’57 NY Town & Country, §2,- 


450* (ps); 2-dr. Hardtop, $1,910* (ps); 
Saratoga 4-dr. Hardtop, §1,885* (ps), 
$1,845* (ps). 
"56 NY Town & Country, $1,910* (ps). 
’51 NY Town & Country, $340. 


| DeSOTO—’58 Firesweep 2-dr. Hardtop, $2, 


000* (ps). 


’53 Firedome 4-dr., $290* (ps). 


DODGE—’57 Royal (8) 2-dr. Hardtop, $1, 


465*; Coronet (8) 4-dr., $1,060. 

"55 Royal (8) 4-dr., $695* (ps). 
*53 Meadowbrook (6) 4-dr., $325, $280; 

Coronet (8) 4-dr., $240, $215. 
EDSEL—’58 Citation 2-dr. Hardtop, $1, 


725* (ps); Corsair 2-dr, Hardtop, $1, 
700* (ps) 


| FORD—’59 Thunderbird (8) conv., $4,250" 


(ps); $4,235* (ps), $3,825* (ps), $3 
820* (ps), $3,750* (ps), $3,740* (ps); 
Galaxie (8) 2-dr. Victoria, $2,550° 


(ps). 

’58 Thunderbird (8), $3,595* (ps), $3 
370* (ps), 2 at $3,350* (ps); Country 
sedan (8), $2,030* (ps), $1,975* (pS), 
$1,800* (ps); Fairlane 500 (8) 2-dr 
Victoria, $1,850* (ps); Fairlane (8) + 
dr., $1,575* (ps); Custom 300 (8) + 
dr., $1,185*. 

°57 Thunderbird (8), $3,110, $2,565% 
Country sedan (8) 4-dr., $1,820* (ps) 
$1,725* (ps), $1,700* (ps), $1,680*; 
Fairlane 500 (8) 2-dr. Victoria, $1 
610* (ps), $1,500* (ps), $1,450*, $2 
190* (ps); conv., $1,530*, $1,255; * 
dr., $1,300; Ranch wagon (8) 2-dt. 
$1,385*; Custom 300 (8) 2-dr., $1,155" 
$960. 4 

’56 Country sedan (8) 4-dr., $1,325 
(ps); Ranch wagon (8) 2-dr., $1,040" 
(ps); Custom (8) 4-dr., $875*. 

’55 Thunderbird (8), $1,815; Country 
sedan, $975*, $965*; Country Sdquitt 
(8), $890*; Fairlane (8) conv., nw 


Victoria, 2 at $850*, $845°*; 
$665*; Custom (8) 2-dr., $640. 
’54 Crest (8) Skyliner, $550*; conv 


$510*; Custom (6) 2-dr., $500*; Cu® 
tom (8) 2-dr., $460*; Main (8) 4-df 


$300. 
’53 Crest (8) conv., $425*; Views 


$405* (ps), $385*, $375, $345"; 
tom (8) 2-dr., $285. 
’52 Crest (8) Victoria, $325; Custom 


(8) 4-dr., $180*, $150*. 


HUDSON—’55 Hornet (8) 4-dr., $455*. 
IMPERIAL—’57 Crown 4-dr. Hardtop, $2° 





(Continued on Page 80, Col. 3) 
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flow Van Drunen Does It... 
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Many Sides to Service Satisfaction 


By Robert A. Kelly 
Staff Correspondent 

OMEWOOD, Ill—“Can’t re- 

member where I read it,” says 
Morse J. Van Drunen, owner of 
Yan Drunen Ford, “but business 

where it’s invited and stays 
where it’s well treated, That’s our 
secret.” 

So far this year, Van Drunen’s 
service volume is well ahead of 
1957, the biggest year in the 
firm’s history. Profitwise, the 
dealership is 60 percent ahead of 
1955. Service absorption for the 
first quarter of 1959 was an 
amazing 96 percent. 

In addition, the shop operates at 
100 percent capacity from one end 
of the year to the other and he 
regularly sees 80 percent of his 
customers on repeat sales. 

Why? 

“Can’t point to one thing.” Van 
Drunen replied, “When a customer 
says he’s satisfied with the service 
we've given him, it’s the result of 
a whole succession of efforts aimed 
at this end.” 

* * * 

AKE parts sales as an ex- 

ample,” he continued. “The 
Ford people wondered why our 
wholesale parts sales were low 
when retail parts sales are high. 
It’s simple. Our customers are sat- 
isfied with our installation and 
service—they want us to handle 
parts replacement.” 

“When you have a sizable 
group of people in a locality 
patronizing service stations for 
parts and service, you'll find the 
local dealerships doing a bigger 
wholesale parts business, With 
us, parts sales are mostly retail.” 
Van Drunen points to his service 
employes as the backbone of his 
service effort, The shop employs 
five mechanics, three body men, 
four cleanup people, a lube man, a 
filling-station attendant, a service 
manager and an extremely useful 
sales expediter whose function is 
to act as liaison man between the 


- Sales department and service. 


“This saves time,” Van Drunen 
said. “He’s responsible for cutting 
red tape.” 

Seniority appears to be another 
tacit OK for the Van Drunen sys- 
tem. His service manager has been 
with him 18 years, Lightest in 
Seniority is a nine-year man, 

* * * 


“@ENIORITY works both ways,” 
Van Drunen cautioned, “You 
can’t expect to raise a man too fast 
and still expect his incentive and 
interest to remain the same, He 
knows he’s getting close to his 
limit and that additional efforts 
can bring him nothing in the way 
of more money. Pay him accord- 
ing to his ability and leave plenty 
of room for those future increases.” 
“We run time studies on our 
shop people. We also have an in- 
centive system. There’s a base 
guarantee with each man receiving 
additional percentages depending 
on his performance and the per- 
formance of the shop in general.” 
Van Drunen places consider- 
able confidence in the ability of 
his management-level people, 

The parts manager has authority 
to adjust all complaints relating to 
Parts without checking with Van 
Drunen, Likewise, the service man- 
ager makes on-the-spot decisions. 
The same with the office manager. 

“It saves time,” Van Drunen ex- 
Plained, “and it develops employes 
So they can be depended to run 
their ends of the business without 
Seeking advice for every routine 
decision.” 

“Only the toughest decisions are 

to me—decisions where policy 
is involved. Otherwise, it’s strictly 
their baby.” 
* Bd * 
AN DRUNEN’S service area 
totals 10,000 square feet with 
3,200 additional square feet on the 
Second floor for parts storage. 
Wwe expanded, we probably 
Could handle more service busi- 
hess,” he said, “but for the amount 
of investment required to make 
Such an expansion, I feel we would 
overextended, This way, business 
very, very good and we maintain 
& steady 100 percent of capacity.” 
Morse and his younger brother 
Van Drunen, started the 


dealership as a partnership in 
1930. In 1932, they delivered 12 
automobiles, In 1957, their biggest 
year, they delivered 980 new and 
used cars. So far this year, they 
are ahead of this record figure. 

The used-car lot is across the 
street from the showroom and 
service shop. It measures 165 by 
168 feet and has eliminated the 
necessity of parking cars on the 
street. 

Van Drunen considers an ap- 
pointment system the ideal service 
pattern, “Two-thirds of our service 
business is done by appointment,” 
he said, “In this manner, we lay 
up a man’s automobile for a mini- 
mum amount of time, It insures 
that the proper amount of time will 
be devoted to the job and also 
insures that we have a full shop 
at all times. 

* od ca 
™ ANY dealers fail to take the 
customer’s phone number 
when the car is left at the shop,” 
he said. “My boys always get the 
number. Quite often we find more 


than we had bargained for, and a 
quick call to the customer generally 
gives us a time-saving go-ahead to 
repair the new-found trouble.” 

The shop has five service stalls, 
three body-work stalls, two 
cleanup stalls, a front-end-align- 
ment stall, a wash rack, a paint 
shop, an undercoating stall and 
a lube rack, The dealership aver- 
ages 200 to 275 grease jobs a 
month. 

“And this is no accident either,” 
Van Drunen added, “When a repair 
comes in, or even an oil change, 
our boys have a list from which 
they inquire about a possible lube 
job, if the mileage indicates that 


it is needed. If the customer ap-| 


pears in any way irritated by 
these suggestions, our man stops 
immediately, Usually, the customer 
realizes he needs the service and 
assents. 


“You’ve got to sell each and 
every service you can offer all of 
the time. And you’ve got to charge 
for each service you perform, The 


customer realizes you have a pay- 
roll and expenses to meet, You 
can’t give him your service for 
nothing.” 
* * 

“AN EXAMPLE of this get-out- 

and-sell-your-service is our 
wheel-pack sales, Once the boys 
began telling the customer of this 
available service, our sales of 
wheel-packs increased 150 percent. 
You've got to sell it!” 

Asked about his service record 
system, Van Drunen replied: “We 
use a separate index card for each 
automobile that enters our shop. 
On this card we record the date 
and the exact service we performed 
on that automobile. 

“It’s served two big purposes. 
First, many of our customers use 
the card ag a check on when they 
should have a particular service 
repeated and, second, it is a 
wonderful stopper of unwar- 
ranted customer complaints, 

“On several occasions, a customer 
has claimed that a job we had done 
only 2,000 miles ago had gone bad. 
Upon checking the index card on 





| his card, it turned out to be 20,000 


miles ago. The customer loses a 
lot of steam when he sees it in 
writing.” 

The entire service area is scrub- 


79 


bed out every Saturday afternoon. 

The dealership is closed Sundays. 

Van Drunen insists on a clean 

service area, His mechanics, body 

men and wash/grease men don 

fresh coveralls every other day. 
+ * * 


oe shop processed 537 repair 
orders in March and 1,550 in 
the first quarter, The average labor 
charge per order for March was 
$15.20. For the quarter, it was 
$14.76. 


“Our billing experience has been 
good,” Van Drunen said. “I suppose 
it could be even better if we 
watched it more closely, However, 
in extending credit, we look at the 
customer’s past record, If it has 
been good, we feel this is an indi- 
cation of what we can expect of 
him in the future.” 

The Van Drunen dealership re- 
cently received the Ford Four- 
Letter Award for outstanding 
performance for the 10th year in 
a@ row. 

“It’s simple,” Van Drunen con- 
cluded. “We know when a customer 
initially comes to us for service, the 
impression he receives is goimg to 
be the one that influences him 
when he next considers a new-car 
purchase. We want that business, 
and our whole service operation is 
aimed in that direction.” 





Now! get Hinest ‘‘new truck” batteries 
at your WHITE Superservice Shop 


Now a complete new line of top- 
quality batteries is being made es- 
pecially for WuIre original equip- 
ment. And those same batteries are 
available in WHITE SUPERSERVICE 
SxHops as replacements! 

Regardless of the make of truck, 
WHITE now has a top quality bat- 
tery that’s exactly right for it. So 
choose your replacement from the 
same original equipment line of 12- 








volt and 6-volt Warre BATTERIEs. 

They perform longer, resist shock 
better... and the “WurtTe” label 
means that your replacement bat- 
tery is backed by WuiTeE with a 
full original-equipment guarantee! 
A typical example of the care 
and expert attention your truck 
receives in every WHITE SUPER- 
SERVICE SHop—the most com- 
pletely equipped in the industry. 


superiority, 


So for all replacements and top- 
grade accessory items, from power 
steering to fifth wheel, from tacho- 
graph to suspension kit, call on 
Waite SuPERSERVICE. Enjoy that 


too, for reliable repairs 


and preventive maintenance. You'll 
be glad you did, in the long haul. 
Tue Wuarre Motor Company 


-» CLEVELAND 1, OnI0 
Branches, distributors, dealers in all principal cities 





















































































don’t be penny-wise 
and brake-foolish! 


BRAKE 
FLUID 


ry 
TF] be 
BRAKE 
FLuID 


HAVING TROUBLE with Ford Clutch Slave Cylinders? he ew and improved EIS 
type will solve your problems! 






BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different .. . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


c= « LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 

, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 
advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 
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450° (ps). 
LINCOLN—’58 Continental 
dr., $4,045* (ps). 
’57 Premiere 2-dr., $2,235* (ps). 
’56 Premiere 4-dr., $1,485* (ps), 
*54 Capri 2-dr., $725* (ps). 
*53 Capri 2-dr., $375* (ps). 


MERCURY—’58 Parklane 2-dr. 


$2,295* (ps). 
’57 Montclair 2-dr., $1,810* (ps). 
’55 Montclair 2-dr., $915* (ps), 
(ps); Monterey 2-dr., $830°. 


4-dr., $290*. 
*53 Monterey 2-dr., $385°. 


$130. 


OLDSMOBILE —'’58 (98) 2-dr. 


day, $2,335* (ps). 


Used Imported 


Cars 


Albany 


MG—’57 roadster, $1,400. 
Renault—'57 Dauphine, $690. 
Volkswagen— 56 2-dr., $1,035. 


Bordentown, N. J. 


4-dr., $2,690*. 
MG—’58 MGA roadster, $1,850. 
Renault—’58 Dauphine 4-dr., $1,010. 
’58 conv., $2,010. 


Ford (English)—’'55 Consul 4-dr., $265. 


Chicago 
Jaguar—’'56, $1,720. 
MG—’58 MGA, $1,700. 
Renault—’59, $1,450. 
Vauxhall—’'59, $1,425. 
"58, $1,150, $1,125. 
Volkswagen—’59 Karmann-Ghia, $2,130. 


Detroit 


Renault—’58 4-dr., $825. 
Volkswagen—'58 2-dr., $1,330. 
"56 2-dr., $1,100. 


Dyer, Ind. 


Jaguar—’58 conv., $2,465°*. 
Volkswagen—’58 2-dr., $1,300. 


Ebensburg, Pa. 


Renault—’57 Dauphine 4-dr., $730. 


Flint 
Austin—’57 2-dr., $750. 
Simea—’57, $630. 
Vauxhali—’58 4-dr., $1,130. 
Volkswagen—’58 Karmann-Ghia 2-dr., $1,- 
910. 
’57 Sunroof 2-dr., $1,045. 


Los Angeles 


Alfa-Romeo—'56 roadster, $1,800. 
Austin—’59 Healey roadster, $2,525. 
Fiat—’58 4-dr., $965. 
Isetta—’57 Sunroof 2-dr., $250. 
Jaguar—'54 sport roadster, $935. 

’53 XK120 2-dr., $990. 
MG—’' 57 roadster, $1,500. 

’52 roadster, $600. 
Metropolitan—’58 2-dr., $1,235. 

’56 2-dr., $850. 

*54 2-dr., $505. 
Renault—’59 Dauphine 4-dr., $1,400. 

’57 Dauphine 4-dr., $985. 
Triumph—’53 TR-3 roadster, $1,700. 
Volkswagen—’59 2-dr., $1,720, $1,700, $1,- 

685. 
"56 2-dr., $990. 
"55 2-dr., $965. 


Portland, Ore. 


Renault—’58 Dauphine 4-dr., $1,100. 
Volkswagen—’58 2-dr., $1,250. 
’56 2-dr., $1,150, $1,100. 


Salt Lake City 


Ford (English)—’58 2-dr., $850. 
Metropolitan—’59 2-dr., $1,250. 


Seattle 


Ford (English)—’58 Anglia 2-dr., 
Prefect 4-dr., $770. 
MG—’57 MGA roadster, $1,805. 
Metropolitan—'57 Hardtop, $900. 
Simeca—’57 Versaille 4-dr., $1,150. 
Volkswagen—’57 Microbus, $1,495. 
°56 2-dr., $1,025, $1,015. 
*54 2-dr., $575. 


$850; 


Syracuse 
Triumph—’59 conv., $1,910. 


Valdosta, Ga. 


Ford (English)—’57 Anglia 2-dr., $590. 
Volkswagen—’59 Karmann-Ghia, $2,225. 


Warehouse Point, Conn. 


Fiat—’57 station wagon, $725. 
Volkswagen—’56 Sunroof, $850. 
"55, $225. 


West Palm Beach, Fla. 


Hiliman—’51 Minx 4-dr., $165. 
Mercedes-Benz—'55 4-dr., $1,600, 


Mark III 4- 


Hardtop, 
$2,450* (ps); Commuter 4-dr, Hardtop, 
$800* 
"54 Monterey 2-dr., $590*, $525*, $400; 
NASH—’'56 Ambassador (8) 4-dr., $700*. 
"53 Statesman 4-dr., $190; Country Club, 


Holiday, | PLYMOUTH—’58 Suburban 
$2,525* (ps), $1,850* (ps); 4-dr. Holl- 


"57 (88) Super Fiesta, $2,285* (ps); 2- 


Jaguar—’58 CK150 2-dr. hardtop, $2,755*; 


Volkswagen—'59 2-dr., $1,615, $1,525. 
"58 2-dr., $1,700. 
Buffalo 
Volkswagen—'57 Microbus, $1,265; 2-dr., 
$1,175. 
Caldwell, N. J. 


Used-Car Auction Prices 


(Continued from Page 78) 


dr. Holiday, $1,850° (ps); (98) 4,dr. 
Holiday, $1,965* (ps); (88) 2-dr, Holi- 
day, $1,965* (ps); (88) 2-dr. Holiday, 
— (ps), $1,685* (ps); 2-dr., $1,- 


"56 (88) Super 4-dr. Holiday, $1,200* 
(ps); (88) 2-dr. Holiday, $1,195* (ps), 
$1,005*; 2-dr., $1,035* (ps). 

"55 (98) 2-dr. Holiday, $1,200* (ps); 
conv., $1,080° (ps); 4-dr, Holiday, 
$990° (88) 4-dr. Holiday, $1,- 
050* 2-dr., $825°*. 

’54 (88) Super 4-dr., $660°* (ps); 4-dr., 
$625*; (98) 4-dr., $660* (ps). 

’53 (88) 2-dr. Holiday, $385* (ps); 4- 
dr., $300*. 

aa aniline (400) 2-dr. Hardtop, $785* 
Ps). 
53 Mayfair, $335; conv., $295*. 
(8) 4-dr. (9 
pass.), $2,230* (ps); Savoy (8) 2-dr. 
Hardtop, $1,825* (ps); Belvedere (8) 
4-dr. Hardtop, $1,670* (ps), $1,610*. 

’57 Suburban (8) 2-dr., $1,600*, $1,300*; 
4-dr., $1,505*; Belvedere (8) 2-dr. 
Hardtop, $1,575*, $1,400* (ps); 4-dr. 
Hardtop, $1,500*, $1,465*, $1,430*; 
Savoy (8) 2-dr. Hardtop, $1,160*; 4- 
dr., $1,130*; Plaza (8) 2-dr., $1,075*; 
4-dr., $1,035*; Plaza (6) 2-dr., $925. 

"56 Belvedere (8) 2-dr., $915*. 

‘55 Belvedere (8) 4-dr., $750*; 
(8) 4-dr., $585°*. 

"54 Belvedere 4-dr., $450*; Savoy 4-dr., 
$280* (ps). 

’53 Suburban, $460, $330°*. 

PONTIAC—’57 Chieftain 2-dr. 


Savoy 


Catalina, 


Import Car Prices 





(Continued from Page 66) 


JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission, power steering and 
disk brakes), $5,995. 3.4 tre Sedan— 
(overdrive and disk brakes), $4,542.50; 
(automatic transmission and disk brakes), 
$4,642.50. XK-150—cpe., $4,475; cpe. (au- 
tomatic transmission), $4,725; conv., $4,- 
595; conv. (automatic transmission), $4,- 
845; roadster, $4,495; roadster (overdrive), 
$4,660; roadster (automatic transmission), 
$4,745; ‘‘S’’ roadster (overdrive), $5,095; 
“s” cpe. (overdrive), $5,075; ‘‘S’’ conv. 
(overdrive), $5,195. 


LANCIA— A p pia —4-dr. sed., $2,892; 
conv., (Vignale), $4,490; cpe. (Farina), 
$4,438; cpe. (Zagato ‘‘S’’ modified), $4,- 
708. Aurelia—conv. (Farina), $5,830; cpe., 
$5,830. Flaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
G. T. Touring, $6,485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
240; 4-dr. stat. wag., $4,988; Kombi wag., 
$4,891. 180-D (diesel engine)—4-dr. sed., 
$3,517; 4-dr. stat. wag., $5,216; Kombi 
wag., $5,119. 190—4-dr. sed., $3,431; 4-dr. 
stat. wag., $5,184; Kombi wag., $5,088. 
190-D (diesel engine)—-$3,708; 4-dr. stat. 
wag., $5,411; Kombi wag., $5,316. 190-SL 
—roadster, $5,020; cpe., $5,232; cpe.-road- 
ster (with interchangeable hard and soft 
tops), $5,416. 219—4-dr. sed., $3,823. 220-S 
—4-dr, sed., $4,283; cpe., $7,641; conv., 
$7,641. 300—4-dr. conv., $12,621. 300-d— 
(diesel engine) — 4-dr. 
300-SL—roadster, $10,928; conv., $11,106; 
cpe.-roadster (with interchangeable hard 
and soft tops), $11,375. (Heater standard 
on all models. Power brakes standard on 
all models except 180, 180-D, 190 and 
190-D. Automatic transmission standard 
on 300-d 4-dr. hardtop.) 

METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 

(disk wheels), $2,462; 
$2,562; coupe (disk 


MG—MGA—conv. 
conv. (wire wheels), 

wheels), $2,965; coupe (wire wheels), $2,- 
795. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 


hardtop, 





Picking Up Pointers— 


Japanese automobile industry represent- 
ative, in the U. S. to study all phases of 
the American automobile industry, picks 
up some pointers about installment buying 
from Alan G. Rude, right, president, Uni- 
versal CIT Credit Corp. Akira Nakashima, 
left, president, Japan Automobile Service 
Promotion Assn. of Tokyo, led a group of 
a dozen Japanese auto manvufacturers, 
dealers and maintenance specialists on 
a visit to the CIT building in New York. 


hardtop, $10,418. | 








—_ 


$1,450°. 

’56 Chieftain station wagon, $1,04.*; 2. 
dr. Catalina, $850*; Star Chief 2-dr, 
Catalina, $1,010* (ps). 

’55 Safari 4-dr., $1,080* (ps); Star Chiet « 
2-dr. Catalina, $1,035*, $975* (ps), 
$855*; 4-dr., $830*; Chieftain 2-ar, 
Catalina, $795*; 2-dr., $500°. 

’54 Chieftain 4-dr., $415*. 

RAMBLER—’57 Super (8) 4-dr., 

’56 Custom (6) Cross Country, 

55 Custom Cross Country, 


$! ,.375¢, 
$1,380, 
$1,045* 


53 conv., $335; Statesman 4-dr., $190, 
STUDEBAKER—’55 Champion (6) 4-dr,, 
$465. 
*54 Commander (8) 2-dr., $275. 
WILLYS—’ 54 4-dr., $325. 
MISCELLANEOUS—’59 Ford (8) Ranch. 


ero, $2,270*; Chevrolet (6) El Camino, 
$2,045, $1,940. 

’58 Ford (6) Ranchero, $1,475. 

’56 Ford (6) F-100 %-ton pickup, $690*, 

"55 Chevrolet (6) %-ton pickup, $745; 
%-ton pickup, $700; Ford (8) F-10909 
%-ton pickup, $550*. 

’54 Chevrolet %-ton pickup, $610. 

’53 Chevrolet %-ton pickup, $590; Ford 
(8) F-100 %-ton pickup, $505. 












— Auctions in Brief — 


BUFFALO 
Thruway Auto Auction, Sale every Tues. 
day (July 7). Prices remained very firm, 
Sold 72 percent of 119 consignments. 
* * * 


DYER, IND. 

Len Pollak’s Dyer Auto Auction. Sale 

every Friday (July 10). No softening noted 

after the 4th. Sold 318 cars from 261 con- 
signments. 


* * * 
EBENSBURG, PA. 
Ebensburg Auto Auction, Sale every 
Thursday (July 9). Not enough cars. Clean 
models selling for almost retail, Sold 65 





| models.) 




























cars from 80 consignments. 


MORETTI—750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—-Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 


MORGAN—‘‘Plus Four’’ cpe., $2,855. 


MORRIS — ‘‘1000”’ Standard 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. ‘‘1000’" Deluxe— 
4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat. wag., $1,825. Oxford 
—4-dr, sed., $2,259. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. (Both are 5-passenger mod- 
els.) NSU Sport Prinz—cpe., $2,245. 
(Heater standard on all models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan 2-dr. stat. wag., $2,262.60, 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 

PEUGEOT—403 4-dr. sunroof sed., 
$2,250: 4-dr. stat. wag., $2,490. 

PORSCHE—1600 Series — conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
epe., $4,150: Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

RENAULT—4CV 4-dr. sed., $1,345; 4 
dr. Sunroof sed., $1,400. Dauphine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
(Heater standard on all models.) 

RILEY—1.5 4-dr. sed., $2,319. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deiuxe sedan, $3,625 (automatic 
overdrive. (Heater standard on all models). 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘“‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun 
roof sed., $2,019; 2-dr. sunroof sed. (auto 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 





(Heater 


SIMCA—Aronde—Deluxe 4-dr. sed., $L° 
698; Super Deluxe 4-dr, sed., $1,798; 
Elysee 4-dr. sed., $1,898; Montlhery 4-dt 
sed., $1,971; Chatelaine 2-dr. stat. wags 
$1,963; Grand Large 2-dr. hardtop, $2- 
071; Monaco 2-dr. hardtop, $2,146; Pleia 
Ceil hardtop sport cpe., $2,947; Oceane 
conv., $3,167. Ariane (4-cylinder)—4-d. 
sed., $1,998. Ariane (V-8) —4-dr. sed, 
$2,098. Vedette (V-8)—Beaulieu 4-dr. sed. } 
$2,298. (Heater standard on Aronde mod 
els.) 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S-440 2-dr. sed., $1,687; S-44 
sed., $1,787; 2-dr. stat. wag., $1,995; & 
450 conv., $2,395. 

SUNBEAM—Rapler—2-dr. $2,- 
499; conv., $2,649. 

TAUNUS — Standard —4-dr. sed., $2 
120.50; 2-dr. sed., $2,028.50; Combi-wagom, 
$2,237. Deluxe—4-dr. sed., $2,266.50; 2 
dr. sed., $2,174.50; Combi-wagon, $2,383. 

Tempo—Viking Rapid—6-passenger 
wag., $2,170.60; 9-passenger stat. was 
$2,203.60. Mata do r—3-passenger 
wag., $2,482.75; 6-passenger stat. 
$2,514.65; 9-passenger stat. wag., ; 
546.55; 12-passenger stat. wag., $2,712.50 

TOYOPET—Crown Custom — 4-dr. 


———— OE 


hardtop, 






Zasae:2rsa 



















$1,999; 2-dr., stat. wag., $2,111. Toyom 
Land Cruiser (4-wheel drive)—canvas ¥ 
$2,930; steel top, $3,365. 





TRIUMPH—4-dr. sed., $1,699; 4-dr. 
wag., $1,899; TR-3 (sports cars)—soft % 
$2,675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadst®), 
$2,245; Stage II roadster, $2,635; Co 
Climax I roadster, $3,170; Coventry Cli 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., 
957.50; 4-dr. 2-seat stat. wag., $2,262 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof 


$1,080. oa 
$1,545; 






















VOLKSWAGEN—2-dr. sed., 
dr, sunroof, $1,625; conv., $2,045; 
(8-pass.), $2,020; stat. wag., $2,120; 
luxe stat. $2,576; deluxe n 
$2,811. Karmann-Ghia—cpe., $2,445; 
$2,725. (Heater standard on all m 
sed., $2,795; 2-dr. sed 
$2,330; 2-dr. stat. wag., $2,490. (Heat? 
standard on all models.) 

WARTBURG—Standard 4-dr. sed., $4 
688; standard 4-dr, sunroof sed., $1,7% 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. 9 
roof sed., $1,889; 2-dr. stat. wag., $1,898 
4-dr. deluxe stat. wag., $2,085; conv., $2 
099; coupe, $2,199; sports roadster, $2.7% 
(Heater standard on all models.) 
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lew Bump Shop Turns the Trick ... 
Boosting Volume in a Small Town 


By Ruel McDaniel 
Staff Correspondent 
RT LAVACA, Tex. — In 1958 

Terry Bunch Motors (Ford) 
here showed a substantial increase 
over 1957 in parts and service vol- 
yme—a rare record for car dealer- 
ships in this area. 

Terry Bunch, owner, credits his 
expanded paint and body depart- 
ment with producing a major por- 
tion of the gain. The bump shop 
opened in January, 1958. 

Formerly the department was 
housed in a small metal building 
at the rear of the main dealership 
building. Its size and equipment 
made it inadequate. 

The expanded shop occupies a 
new masonry building 60 feet wide 
and 30 feet deep, also back of the 
main structure but far enough re- 
moved so that the insurance rate 
on the main building is unaffected. 

* *x * 


RT LAVACA is a Gulf Coast 

town of 9,000 population mid- 
way between Houston and Corpus 
Christi. Both Aluminum Co. of 
America and Union Carbide & 
Chemical have plants in Port Lav- 
aca and the city is also a center 
of activity in oil and gas, seafood 
and cotton and grain. 

An appropriation is pending in 
Washington to dredge Port Lav- 
aca’s barge-depth water and cre- 
ate a deep-water port. 

“We expanded our body and 
paint department primarily because 
we felt that the small-town dealer, 


as well as the city dealership, was | 
obligated to render a complete} 


service to his customers,” 
explains. 

“We hoped that it would increase 
service volume and profit, but we 
did not expect such favorable re- 
sults as we have obtained.” 

A shop manager and one helper 
account for $1,400 to $1,800 in cus- 
tomer labor monthly. The customer 
labor rate is $4 per hour. Labor 
profit from this department is 25 
percent. 


* * * 
BELIEVE labor here is ex- 
a - tremely efficient and profit- 
* * * 





Top Equipment Pays— 

The paint room at Terry Bunch Motors 
(Ford), Port Lavaca, Tex., is equipped with 
the best units available, says Dealer Terry 
Bunch. Good equipment costs less than 
make-shift units, Bunch says, and the men 


turn out a better job. 
oe. @ 


ie és 
ney Maker— 
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A body and paint shop at Terry Bunch Motors (Ford), Port Lavaca, Tex., is credited 
er Terry Bunch for playing a major role in increasing service volume and 
» The small-town dealer who is equipped to do every job has a better chance 
ing all service business and new-car sales, Bunch says. 


able because we have given the two 
men completely new and modern 
equipment with which to work,” 
Bunch explains. 


“It is our belief that if a body 
and paint shop is worth operat- 
ing, it is worth the very best 
equipment available. By the use 
of good equipment, rather than 
make-shift units and methods, 
the men can turn out a better 
job at less cost to us and the 
customer.” 

Equipment includes a filtered-air 
paint room, fireproof fluorescent 
lights and infrared drying equip- 
ment, a jack, portable welding unit 
and special hand tools. 

To stimulate business for the en- 
larged department, the company 
added a wrecker to its service 
equipment and provided 24-hour 
wrecker service. This is essential 
to full community service as well 
as a factor in selling service for 
the department, Bunch finds. 

“We don’t like the idea of sub- 
contracting body or paint jobs,” 
Bunch says. “It is apparent the 
customer expects us to do it or he 
wouldn’t have brought it here in 
the first place.” 

Bunch believes that the oftener 
a dealer can bring in a customer 
the more likely it is the dealer 
will get added service business as 
well as first chance at selling him 
a new car. 





* * * 


and body shop through the reg- 
lar service department and by the 
efforts of car salesmen. In neither 
|case does the company pay a 
bonus, but in regular sales meet- 


expected to sell the body and paint 
services as a regular part of their 
jobs. He points out that, indirectly, 
the expanded department helps 
both service men and car salesmen 
to do a better selling job for them- 
selves. 

“Car salesmen point to the 
body and paint shop as an ex- 
ample of how the company takes 
care of its car purchasers,” 
Bunch says, “and that helps to 
impress the prospect with the 
value of buying from a dealer 
who can do anything needed on 
his car. 


car comes in for a paint or body 


- | job, the owner is exposed to the 


general service department and is 
more likely to become a customer 
if he is not already.” 

The parts men enthusiastically 
boost the body and paint section 
at every opportunity, because it has 
been the means of increasing parts 
volume. 

“That is a major factor easily 
overlooked by the smaller dealer,” 
Bunch says, “when he doesn’t see 
the feasibility of installing his own 
body and paint shop. We were 
greatly surprised at the volume of 
parts used in the expanded depart- 
ment.” 

Maurice Scarborough, manager 
of the department, draws 50 per- 
cent on labor in his shop, plus a 
bonus of 5 percent on gross volume. 
The helper draws a flat and modest 
salary from the company, which is 
augmented by Scarborough, out of 
his bonus. The actual amount is a 


* * * 





7. company promotes the paint 


|ings Bunch stresses that they are| 


“Service men realize that when a} 
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Childers Thinline is the revolutionary new 
carport that gives you America’s lowest 
cost protection for your outdoor display. 


matter between the manager and 
his helper. ‘ 


* cz 

N IMPORTANT factor in the 

shop’s favorable profit showing, 
Bunch says, is the policy of taking 
physical inventory of all shop sup- 
plies and equipment once a month. 
This is under the supervision of 
the general service manager and is 
taken by him and the body and 
paint shop manager. ; 

If there is an inventory loss, 
the shop manager pays for half 
the loss revealed, If the new in- 
ventory reveals a gain, he re- 
ceives credit for half the gain. 

“The inventory plan has almost 
completely eliminated loss and 
waste of supplies,” Bunch says, “It 

has made both men in the shop 
extremely conscious of the cost of 
waste and carelessness.” 


Haron Handling Land Rover 

FRESNO, Calif—Haron Motor 
Sales, Inc., 2222 Ventura Blvd., has 
been named a Land Rover dealer- 
ship. 


1959 


Hauler Admits 
Illegal Carting 


DENVER.—Western Auto Trans- 
port Co. has pleaded guilty to three 
of 10 counts in an indictment 
charging the firm operated in 
Oregon and Michigan without 
Interstate Commerce Commission 
approval. 

The firm entered pleas of not 
guilty to the other seven counts. A 
presentence investigation was or- 
dered by a Federal judge. The firm 
faces possible fines totalling $1,200 


81 


on the three counts and fines of 
not more than $100 each on the 
other seven, an ICC attorney said. 

Western Auto Transport was 
accused of hauling new cars from 
California to unauthorized points 
in Oregon and Michigan at various 
times in 1956-57-58. 


Radtke Joins Chevy Deal 

CINCINNATI—Robert A. 
Radtke, former owner and operator 
of dealerships in Grand Rapids and 
Cadillac, Mich., has become general 
manager of Queen City Chevrolet 
Co., Sixth and Sycamore. 





ADVERTISEMENT 





Are You A Top Salesman Now Earning $10,000? 


We have a sales opportunity that will pay you $15,000 the first year. 
No investment required. You will act as an independent sales agent 
with an exclusive territory, handling the sale of Childers Carports to 
car dealers. (Read about revolutionary new Childers Carports, see our 
ad on this page). If you are interested in immediate earnings of $1,200 


monthly, write today giving brief 


outline of your sales experience. 


Agents will be appointed in key territories immediately. 


Bob Childers 
Childers Manufacturing Company* 
3620 W. 11th Street, Houston 8, Texas 


* America's largest manufacturer of prefabricated metal carports. 











These Childers Continental Carports make any lot a distinctive and more inviting 
place to stop, look and deal—and can quickly pay for themselves in savings on 


car 


clean-up costs alone. 


Now! Like Magic, You Can Turn “Just Another Lot” 
Into An Attractive 365-Day Outdoor Showroom 


. » . with Childers Carports, for as little as 2/2¢ per car per day! 


Drive down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked cars, the long strings of 
lights, the flying pennants and brightly 
colored propellers whirling in the 
breeze . . . all for the purpose of 
winning the favorable attention of 
prospects. 

Is your lot any different? Does it 
really stand out? Do folks really know 
you're the , just as important, 
does your lot look as if you'll still be 
there tomorrow? 


Today, all over America, alert car 
dealers are turning their car lots into 
attractive outdoor showrooms at amaz- 
ingly low cost with easy-to-install 
Childers Carports. For as little as 244 
cents per car per day, dealers are at- 
tracting more pros , making more 
sales, and cutting down light bills and 
clean-up costs. And, they’re giving 
their places of business a new look of 
permanence and dignity that brings 
in better prospects who select the 
dealer as carefully as they select the 
car they buy. 





1 Childers 


Dealers everywhere who have put 
2 oa Carports are enthusiastic 
about the results. Here are some of 
the reasons they consider it one of the 
best investments they have ever made: 


1. Every day is a selling day. With 
your cars protected from rain, snow, 
sleet, and blistering hot sun, you can 
depend on 365 selling days a year, 
whatever the weather. 


2. Trade in the shade—or out of the 
rain—attracts more customers to stop, 
look, talk and deal. 


3. Big savings on labor cost. Cars 
protected from dust, rain and glari 
sun don’t need as much cleaning 
polishing. Savings on labor costs alone 
will pay for your Childers Carports. 


4. Higher prices for cars that are kept 
clean and attractive to buyers. 


5. Cuts light bills Ye or more—be- 
cause light is more easily directed to 
the cars on display. 

6. More sales and faster turnover. 
Expert dealer accountants say it costs 
$3 to $4 a day to “board” a car—yet 

Carports cost as little as 2% 
cents per car per day! 


7. Arch to harmonize 
with existing buildings and displays. 

8. Easy to install. Your own men can 
do it with ordinary tools. 

9. Easy to move if you are on leased 
property ... or if you want to change 
the arrangement of your outdoor 
display. ‘ 

Childers Carports are made in two 
styles. The Continental, with its archi- 
tecturally-styled fascia, is shown in 


the large photo above. The revolu- 
tionary new Thinline is designed for 
maximum beauty and long life at 
lowest possible cost. 

You can buy the Continental or the 
new Thinline direct from the factory 
—and Childers pays the freight. 


For complete details on both styles 
of Childers Carports, plus a list of 200 
dealers who have installed them (you 
can call any two dealers on the list 
at Childers’ ex ) and pictures of 
actual installations, just fill out and 
mail coupon below. 


WE PAY FREIGHT TO 
ANY DEALER IN U. S. 


re" MAIL THIS COUPON TODAY-—"“ 


| Childers Manufacturing Co., Dept. AN-1 
| 3620 West 11th Street 

| Houston 8, Texas 

| 


Please rush me complete details 
i both Childers Continental and the ne 
| Thinline Carports, along with a list 
| 200 dealers who have installed them a 
pictures of actual. dealer installations. 


age$ 


ae 
2 
j 





State 


| 

| _ 

| yore lena Bag ony like to, pay 
‘or your carports w y earn profits 

| Gr vom. We finance up to 36 months. 
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How Service Star Handles Imports 


By Robert M. Lienert 
Associate Editor 

ETROIT.—In “The House That 

Service Built” on Detroit’s East 
Side, Raynal Brothers takes care of 
its own: Dodge, Plymouth and 
Simca—and even a stepchild, Ren- 
ault. 

The sprawling Raynal layout, 
with its three buildings, 32,000 
square feet of service area, $100,- 
000 Dodge-Plymouth parts in- 
ventory and automated approach 
in the backshop, has long been 
rated tops in doing the kind of 
job that keeps both customers 
and cars purring contentedly. 

In line with its general phil- 
osophy, when Raynal got into the 
imported-car SALES business 
about a year ago, it also got into 
imported-car SERVICE. 

* * + 


— Raynal is in the imported- 
car service business in a small 
way (particularly when this depart- 
ment is related to the size of the 
dealership as a whole) but it is 


building on a sound foundation and| to small-car needs in about 30 


expansion should be easy. 

The brothers Raynal—Pol sr. 
and Harry—began handling Ren- 
ault a year ago, but dropped that 
make in favor of Simca about six 
months later. 

Typical of the Raynals, however, 
is that they continued to provide 
regular service for their Renault 
owners. 

With sales of Simca running 
about 12 a month (the dealership 
has sold 75 Simcas and 100 Ren- 
aults in the Detroit area), Pol 
Raynal says imported-car service 
volume keeps one service specialist 
busy. 

+ a * 


| gpeeaggeren has set up its imported- 
car service department in an 
|}area which once was the paint 
|shop. All work is performed with 
the aid of a twin-post hoist speci- 
ally adapted to handle Simca and 
| Renault. 

“Any good man with a welding 
torch can adapt a regular hoist 








Jack Lee, Manager, Escambia Motor Co., Pensacola, Fla., says, 


“Only way strangers can find us 
quickly is through the Yellow Pages’ 


“We have lots of tourists and a big movement of Navy 
men here in Pensacola. So when they want a new Buick or 
authorized service, they naturally check the Yellow Pages 
and see our ads. It’s the only way they can find us in a hurry.” 


“Another thing is that our Yellow Pages program also 
helps back up any other advertising we do, as well as that 


done nationally by Buick.” 


Build business by building a Yellow Pages AWHERENESS 
program that will tell people where to find you. The Yellow 
Pages man will show you how. Call him at your local Bell 
telephone business office today. 





ecreoeecerssereccecsescrersecseseseeseeeseeeeseeeeres eres ese eeeeeeeeeee, 





ESCAMBIA MOTOR CO. has been a 
Yellow Pages advertiser for 
over 20 years. This firm also 
advertises in the directory 
serving nearby Milton, Fla., as 
well as under the Buick trade- 
mark in the Pensacola classified. 


eereneeneeeeeeereersseeaceseeenenseseeesaeseeenecnsseseeeenessceeeeeseene 


Nothing builds business like AWHERENESS— and nothing builds AWHERENESS 
like the Yellew Pages — the buying guide that tells peeple WHERE te buy. 


On eeeeeensereneeenseresecanasenecessssseressssense teeeeeennnesseeeeees 





minutes,” said Raynal. 

Although Raynal has always em- 
phasized the use of hoists (he has 
37 in his service department) there 
is only one lift in the imported-car 
service department. 


Across the street, in the truck- 
service department, an adaptor 
welded together by a Raynal me- 
chanic can be quickly slipped on 
one post of a truck hoist and used 
to lift small cars, This is not nor- 
mally used in the small-car service 
operation. 

+ * 

LL SIMCA and Renault service 

work is performed by Louis 
Campana, who learned his trade 
well in France and is thoroughly 
familiar with Renault, Simca and 
the other French makes, 

“Before we hired him we had 
sent some mechanics to the fac- 
tory school to learn Simca serv- 
ice,” Raynal said, “but this didn’t 
work out too well. The imports 
are sensitive and require a cer- 
tain amount of tinkering.” 

How did Raynal come upon his 
French mechanic? 

He smiles. 

“I talk French and my wife 
comes from the Iron Country of 
Michigan,” he says by way of ex- 
planation—and it’s really no ex- 
planation at all. 

ag cd a 
a was a young Frenchman 
whose migration to this coun- 
try was sponsored by a group in 
Montreal, Wis., and although he 


Clements-Gillogly Formed 


BUFFALO. — Clements-Gillogly 
Chevrolet, Inc., hag been formed 
at 1777 Union, West Seneca, with 
Harry A. Clements as president 
and Fred D. Gillogly as vice-pres- 
ident and treasurer, Clements 
formerly operated Clements Chev- 
rolet at the West Seneca address, 
and Gillogly headed Gillogly 
Chevrolet, 653 Fillmore, until 
February, 1959. 





Fair-Play Code on Towing 
Adopted by Buffalo Group | 


BUFFALO.—A far-reaching 
standard of fair practices has been 
adopted by the Buffalo Garage 
Assn., aimed at protecting both the 
car owner and the towing service 
from “unscrupulous operators.” 

Various malpractices which 
allegedly have been practiced in 
the Buffalo area are outlawed 
under the code, They include 
bribing policemen for accident 
tips, intercepting police calls and 
towing and servicing a car before 
the owner gives authorization, 

The directors of the association 
will enforce the new code. The 
board will receive complaints in 
writing and hearings will be con- 
ducted for alleged violators. Expul- 
sion from the association is the 
maximum penalty for violation, 

The code follows: 

1. In accordance with Federal 


Enka Observes 
30th Anniversary 


ENKA, N. C.—American Enka 
Corp., the nation’s second largest 
producer of rayon as well as a sub- 
stantial manufacturer of nylon and 
Tyrex, the new viscose tire yarn, 
has observed its 30th anniversary 
of production. 

Enka’s first spinning unit, pro- 
ducing rayon, went into production 
at the company’s plant here on 
July 1, 1929. 

Enka’s manufacturing operations 
have now spread to two states and 
to three others through the com- 
pany’s subsidiaries, pushing the 
corporation’s plant investment, 
originally approximately $10 mil- 
lion, well above $120 million. 


Jones Buys Shop Facility 

ALBUQUERQUE, N. M.—Jones 
Motor Co, (Ford), has purchased 
the shop facility of Novi Equipment 
Co., 622 Truman N, E., for use as 
a body shop, according to Don 
Jones, president. 





} means leaving the engine cool 





was a skilled mechanic, he wound 
up working in an iron mine,” 
Raynal continues. 

“While visiting my wife’s rela- 
tives about 15 miles from there, 
I heard about the young French 
mechanic who was dissatisfied 
digging iron ore. 

“I drove over, talked a little 
French with Louis and he came to 
work for me. It has worked out 
well.” 

Raynal started his new mechanic 
on a flat hourly scale, but “after 
he became acquainted and bought 
some metric tools,” put him on a 
50-50 split on the $5 customer labor 
rate. 

oe & * 
greene so far is playing it light 
on parts inventory for the 
imports. 

“When we signed to handle Ren- 
ault,” he said, “we were asked to 
stock $2,000 worth of parts. This 
didn’t work out because we had 
$2,000 worth of stuff we didn’t need 
and we seldom had the parts we 
did need.” 

With Simca, Raynal carries 
only $600 to $700 worth of parts 
since he is close to Chrysler 
Corp.’s Simca parts depot. 

“We are gradually building it up, 
though,” he said. “When we have} 
to buy a part for a customer’s car, 
we buy two so that we are in- 

creasing our parts inventories in| 
those items where we feel replace- 
ment will be more likely needed.” | 

Raynal said that in the relatively 
few instances where a choice be-| 
tween a French-built part and an| 
American-made part is possible, he | 
would take the American part 
every time. 

* a | 

_ said he is pleased with 
the small amount of make-| 
ready work required by the Simca. | 
The firm, he says, spends about 
$15 on each Simca preparing it for | 
delivery (plus about $4 per unit for | 
“degreasing” on the dock in New| 
York). 

Simca, he says, has a service 
idiosyncracy that can be annoying. 
Part of the 1,000-mile check in- 
volves tightening the head. 

Since the Simca engines uses 
an aluminum head, it must be 
torqued down cold and this 





law, no member of the Buffalo) 
Garage Assn, will intercept police 
radio reports of accidents for profit. 

2. A firm will visit the scene of 
an accident only on direct request 
from a car-owner or his authorized | 
agent. An association member will | 
offer to move disabled cars out of 
the line of traffic without charge. 

3. A towing service will move 

a car only on request of the | 
owner or a police officer, leaving | 
with him a receipt showing name, 
address and phone number of the 
company, the charges and the 
license number of the car. The 
receipt will quote a storage rate 
for the vehicle after 24 hours. 

4. Repair firms will give written 
estimates, itemizing repair costs, 
only on request of the car owner 
for a nominal charge without any 
obligation. This charge will be 
waived if repairs are done by the 
tower. 

5. A towing firm which also is a 
repairer will make no repairs until 
authorization is given by the car 
owner. No authorization shall be 
requested or accepted at the scene 
of an accident. 

6. When the owner or his agent 
picks up a car without repairs, he 
‘will receive a statement explaining 
the condition of the car and a list 
of any missing fixtures or parts 
which the owner or his agent will 
certify on receipt of the car. A 
tower cannot be responsible for 
personal property left in the car. 

7. When a car is left unre- 





f first 24 hours, 

towing service shall report 
to the police commissioner when 
the car which it was called to tow 
away already has been taken or is 
about to be taken by an unsolicited 
tower, No tower shall pay anyone 
for accident-location leads. 


s 


es 


off four to five hours after the 
car is delivered to the shoy 
Overall, however, Rayna! said 
there is only one severe service 
problem on the imported cars: 
Owners like them so much it’s hard 
to get them to come into the deal. 
ership for the 1,000-mile check. 


New York Studies 
Past Policy on 


Tire Purchases 


ALBANY.—The Rockefeller ad. 
ministration is reviewing New 
York State’s past policy on tire 
purchases. Some aspects of the 
policy are open to question, a state 
official said. 

The state, it seems, contracted 
last year with a company that 
deals in tires that are not part 
of any automobile’s original equip. 
ment. 

This year, another company, also 
dealing only in replacement tires, 
was told it could not bid on tires 
for state cars because the regula- 
tions for such state bid letting 
quire the firms to supply original 
equipment items. 

The State Division of Standards 
and Purchases, it was learned, ig 
reexamining the regulations and 
previous state policy to determine 
why last year’s contract was let in 
view of the prohibition. 

The tire make involved is original 
equipment on some trucks. The 
tire contract will expire Sept, 1 
By that time, the new administra- 
tion hopes to have future policy 
well laid down. 


Rambler for Jim Lindsay 

HOUSTON. — Jim Lindsay Ram- 
bler has opened at 13939 Market 
Street Rd, The dealership also 
handles International Harvester 
trucks. Al Wiseman is general 
manager. 




















Franchises 
Available 


Some Select Trade 
Areas Still Open! 














German Lloyd 
Motor Vehicles 


Retail $1395 N. Y. POE 
















And what selling features! 







%& Ultra-smart styling 
% Front wheel drive 
% Air cooled engine 
% 55 Miles per gallon 

% 70 MPH cruising speed 


















And dozens of other features found 
only in imports costing hundreds of 
dollars more! 















INQUIRE ABOUT A PROTECTED 
FRANCHISE IN YOUR AREA 









Contact nearest distributor: 


Richland Motor Co., Inc. 
Suite 1010, 790 Broad St. 
Newark, N. J. 




















Central States Imports, Inc. 
Rm. 707, Waukegan Bidg. 
4 South Genesee 
Waukegan, Ill. 




















Gulf States Motors, Inc. 
4409 Belmont Ave. 
Dallas, Texas 
















S & J Imports 
601 Tunnel Avenue 
San Francisco 24, Calif. 




















S & J Imports, So. Div. 
1641 Leng Beach Bivd. 
Long Beach 13, Calif. 
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Brings Dealer Dollars .. . 


take at least one vacation of two 
weeks this year and that he will 
travel by car and that your car has 
more service departments along the 
highways and byways, or your car 
has a record of reliability, the repu- 
tation for getting you there and 
pack safely and without trouble? 

“Sell the wide open spaces, sell 
the better tires for the places he| 
will go, sell the better equipment, 
for after all he will travel to these 
places three or four times during) 
the time he keeps the car. 

“In our store we break it down 
to states, and every other dealer 
can do the same, In our state, 
for instance, the department fig- 
ures show that there were 1,517,- 
$56 cars and trucks registered 
and that they travelled over 17,- 
657,000,000 on the state’s high- 
ways. Isn’t that a ready-built 
market? 

“Show the customer that people 
are going places. You will say he 
already knows it but he doesn’t 
know how much. Sell him the good 
roads. 

“You should remind him that 
you have the best service depart- 
ment, the best equipment and the 
best mechanics, and heaven help 
the unservice-minded dealer in 
the future, and that our new or 
used-car make ready is so thor- 
ough that our cars are always 
better than most others when | 
they hit the road. 

“Your salesmen will tell you that | 
this is not the answer for the cus-| 
tomer who adamantly demands the) 
most for his money? Yet I say it} 
is the answer because we are giv-| 
ing our customers more for their| 
money even though they buy from| 
another dealer at $200 less because | 
our warranty is better, our service 
is better and we take care of our 
customers better. 

“We can ask such a customer} 
what it behooves him to save $200) 

which is usually problematical, if 
he loses a couple of week’s work| 
in a year trying to make good| 
on warranties? What it behooves| 
him to buy a car under such condi-| 
tions that he feels like a sheep- 


NADA Requests 
Dealer Campaign 
On Security Bill 


(Continued from Page 1) 
sive legislation constituted a man-| 
date for action and that NADA di-| 
rectors would proceed on that basis. | 

In the poll, he noted, 11,021 re-| 
Plies were received by mail. Of| 
these, 6,838 came from small deal-| 
ers, those selling 149 or fewer new} 
cars per year. Large dealers, those | 
selling 750 or more cars a year, sub-| 
mitted 410 replies. 

In the 149-and-under group, 68 
Percent were in favor of per- 
missive legislation, Galles said, Of 
the large dealers, 64 percent were 

permissive legislation. 

“This was a clear mandate from 
small as well as large dealers,” 
Galles said. 

In this respect, he also noted 
that 58.2 percent of the NADA 
board members sell fewer than 300 
new cars and trucks a year. 

_ Galles asserted that NADA’s goal 
is not to favor one group over the 
other but to work for the long-term 
800d of the industry. 
+. ” * 

ph THIS respect, he said, “We 

are secking to provide a quality 

er program and proper distri- 
tion of new cars, Some makers 
have told us that they can’t do 
without a change in the law. 
“We have no doubt that some 
makers will not put territory 
Security in effect after permis- 
sive legislation is provided and 
We're not concerned about that. 
S up to the makers and their 
rs to work that out.” 
James C. Moore, NADA executive 
€-president, said in reference to 
inter groups that it is “to their 
interest to remain in NADA 
nd to work for what they want. 
© are interested in hearing from 
=i as well as other dealers.” 








| 
| 
| 






















‘Positive’ Sales Pitch 
Hits Hard on Service 


(Continued from Page 3) 


killing hound going around trying 
to get a factory warranty made 
good when his selling dealer has 
disowned him? 

“We sell him on the perfect sell- 
ing basis, that we take care of our} 
own under all conditions and at all | 
times, because we are selling trans-| 
portation in our brand of car, three 
or four years of it, plus the far- 
away places? 

“We can ask such a customer 
what does it behoove him to buy 
a ‘bargain’ car and go to a na- 
tional park 1,500 miles away | 
when he has to worry about the 
mechanical condition of his car 
while getting a permit from a 
forest ranger to build a camp- 
fire? 





“What does it behoove a buyer 
to go 50 miles away and deal with} 


CHRYSLER DEALERS have the lion’s share of selling points... 


SOS COSTES EH ESET ET ESE SESE SEEEe 
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a stranger for an untried piece of 
merchandise, when going back and 
forth to get service can cost him 
twice as much as the regular legit- 
imate profit a regular dealer makes 
on a car? 

“What is it worth when speeding 
down some of these new highways 
at 75 m.p.h., with the family on 
the way to a vacation spot, to know 
that your dealer has efficiently 
checked the front-wheel bearings, 
the engine and all parts of the car? 


“Retail automobile selling is 
one of the finest businesses in the 
world when conducted properly— 
it is the most lucrative. I'd say 
build yourself a reputation for 
integrity, honesty and monetary 
success, 

“Now that we have a reputation 
for having made a fortune in this 
business by square dealing, do you 
know that we have people who 





want to buy from us because they| #3 


know we have the stuff in the 
bank to back up our claims? Com- 
pare this with the dealer who sold 
a car to a prospect at a reduced 
price and told him he never wanted 
to see him again. 


when we sell price and trade— 
wheel and deal.” 


Coeeeecceos Seeeeereeseceeses 


DRIVING 


MADE PUSHBUTTON EASY! 





New Home for Berry's, Inc.— 


Berry's, Inc. (Studebaker-Mercedes-Benz), has moved into this modern building at 
811 S. Elm St., Greensboro, N. C. Construction of the new salesroom and service 
“We're selling the wrong thing! facilities began in January, shortly after the firm received its Studebaker franchise. 
Officers of the firm include Guy A. Berry, president; C. P, Richey, vice-president; 

Paul V. Berry, treasurer, and Mrs. Guy Berry, secretary. 


Only Chrysler offers such a full range of push- 
button controls and automatic driving assists. 
Demonstrate this new, easy Chrysler way to 
drive, and see how easy it is to sell Chryslers! 


1. Chrysler’s pushbutton TorqueFlite automatic transmission puts 


smooth instant action at your fingertips. 2. All windows can be con- 
trolled automatically from the driver’s seat. 3. Auto-Pilot selector 
lets you dial your speed, cruise with your foot off the gas pedal. 
4. Choose warmth or air-conditioned comfort at the touch of a 
button. 5. Touch button or bar and be with music. 6. Automatic 
beam changer politely dims your lights. 7. Mirror-Matic mirror flips 
headlight glare out of your eyes automatically. Only Chrysler makes 


driving—and selling—so easy! 


with 


DO 


You get more car to sell... 
the lion-hearted 





CHRYSLE 






2¥eridium* anode 
MAKES THE BIG 
/ DIFFERENCE 





=~ 
We 





Resinweld* 


OIL 


THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
BOTH SLUDGE AND ACIDS! 
ae 


Of course, there are other big differences in 
LEE FILTERS that set them completely apart 
from all others. They feature ONE-PIECE 
CONSTRUCTION — BUILT-IN NEOPRENE 
CENTER POST SEALS — MULTI-FLOW PER- 
FORATED CENTER TUBE OUTLETS — TOP AND 
BOTTOM PLATED FINISH STEEL CAPS — 
PLATED FINISH STEEL SHELLS (there’s no 
paint to dissolve and contaminate the oil) — 
FULL-FLOW UNRESTRICTED BODY SHELLS as 
many as 3,000 inlet and outlet apertures) 
— HEAT-TREATED AND CURED ACCORDION- 
PLEATED, RESIN-IMPREGNATED, FULL-FLOW 
ELEMENTS and the famous FERIDIUM* ANTI- 
ACID ANODE CATALYST! 


Lee Resin-Weld* 







LEE FILTERS are available in plain 

cartons with YOUR factory part 

number or in the nationally advertised 
LEE package. 


Filters coniorm to functional 


standards set by SAE, U.S. Army Procurement, 
Fort Belvoir Research and Development and ini- 
tial equipment requirements of car manufac- 
tuters. See your Expeditor Distributor. 





“Discardit’’* ““Micralytic"’* 
LEAK-PROOF Element FLAME-PROOFED 

with the Element 
Feridium® Anode! for Carburetors! 










*Feridium, Resin-weld, Discardit and Micralytic 
are the Registered Trade Marks of Lee Filter Corp. 
Patents Pending. 


LEE FILTER CORPORATION 
North Ariington, New Jersey 


Cut your costs on good will service 

... Steady gas pressure .. . car runs 

right with these extras: 

@ Stops waste — saves 10% to 
40% gas 


@ Ends flooding, -bucking, starving 

@ Steady idling — no stop-signal 
dying 

@ Gas stretcher 

Magnetic Trouble Trap built into glass 

fuel bowl. Protects carburetor. 

Make Friends! Make extra profits! Sell Mileage Minder 


PASER MFG. CO. 


537 TURK ST., SAN FRANCISCO 2, CALIF. 






















3% 6°75 





NOW- 
- The Dallas 
Morning News 

has both the 
largest 
daily and Sunday 
circulation 
in Texas! 


DAILY .. 213,110 SUNDAY . . 222,962 


March 31, 1959 Publishers Statements 





Represented nationally by Cresmer & Woodward, Inc. 
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The Man Behind the Wheel .. . 





Sales Testing the Ford 4x4 


(Continued from Page 6) 

eased the gear shift lever into re- 
verse. At idle speed, I backed up 
the grade, down into the hole and 
up again without once threatening 
the engine with gas. This kind of 
traction is a revelation when you 
first encounter it. 

I found I could spot the truck 
with ease without racing the en- 
gine or jerking. Backing at much 


less than a snail’s pace, I could | 


stop and start at will, even though 
the ground was wet and there was 
a little mud. When the back wheels 
were down at the point where other 
trucks always spun their wheels, 
this truck kept moving from the 
push of the front wheels. 


I went back after another load 
of sand determined to get a ca- 


pacity load. The man at the | 


scales asked me what I was try- 
ing to do. When I told him, he 
looked at the truck and said: 
“You know what the owner of 
that truck will do when he gets 
it? He’ll load five tons on it in- 
stead of one.” 


Under the chute, I guessed again| 
at the load, made it bigger than| 
the first one. When I got on the 
scales, it had 1,900 pounds 

I drove off the scales and looked | 
at the springs and tires. You 
couldn’t tell it had any load at all| 
and then I took some pictures. 

+ * * 


Trouble Anticipated 


WHEN I got home with this load, | 
I knew we'd have a little) 
trouble because we had almost 
twice the weight but exactly the} 
Same thing occurred, Four-wheel 
drive makes handling loads under 
bad road and traction conditions a 
positive pleasure. 

That accomplished, we sought 
grades to conquer. We visited a 
farmer and he rode with us all 
over his farm pointing out the 
places to try it. Plowed ground 
was no obstacle, crossing ditches 
through a mess of underbrush 
proved a picnic. 


Outside of town was a construc- 
tion project where some deep 
trenches had been dug with a bull- 
dozer. We went out to look at them 
on Sunday when no one was 
around, One looked to be about 15 
feet deep, 50 feet long, probably 
20 feet wide. 


There were tracks where a craw- 


Ford to Conduct 
Truck Workshop 
For Dealer Aides 


DEARBORN.—“The advance 
truck sales workshop,” a complete 
sales training course in medium, 
heavy and extra-heavy truck mer- 
chandising for Ford dealer per- 
sonnel, is announced by Wilbur 
Chase, truck marketing manager 
for Ford division. 

Developed at the request of deal- 
ers and graduates of the Ford divi- 
sions basic truck sales training pro- 
gram, the workship is a dealer- 
company program established as a 
means of offering dealer personnel 
a more specialized training in all 
facets of heavy truck selection, 
Chase said. The course will be con- 
ducted in each of Ford division’s 
sales regions. 

The four-day 30-hour course in- 
cludes both field and classroom in- 
struction and training in weight 
distribution, selection of component 
parts, complete and detailed study 
of state and ICC regulations as 
they relate to specific truck appli- 
cation in each state, gearshift pat- 
terns and adaptations and uses of 
the Ford engine line. 

“In developing this program, 
Ford has become the only major 
automotive manufacturer to offer 
its dealer personnel a permanent, 
advanced training course in truck 
selection and application,” Chase 
said. 

To date, approximately 6,000 Ford 
dealer representatives have been 





ler tractor had gone down to the 
bottom and out at the other end. 
We decided to try it. 


* 
4L Not Needed 


tually standing on its nose, 
going down was no problem and we 
were soon on the rough bottom. I 
put it in 4H, not 4L, and eased up 


| VEN though the truck was vir-| 





| cent or better, stopping it on this 
|grade, There I took one of the 
| photographs that illustrates this 
piece. 


see what throttle I would have to 





Truck's Engine— 


This Ford V-8 292 engine develops 186 
horsepower. Good feature was hydraulic 
clutch with cylinder shown beside the 
master hydraulic-brake cylinder. Connec- 
tion between clutch pedal and clutch is 
fluid. Crossover manifold exhaust goes 
around the front. 

.s ¢ @ 


use to get out. No one could have 
been more surprised—it came out 
of that hole with the throttle barely 
cracked from idle, without slip, 
snort or hesitation. 

It was empty, but experience 
shows that a two-ton load would 
only increase the traction. 

So I say that Ford’s statement 
that this truck will take you any- 
where is an understatement—Irm 
sure it will take you and anything 
you can pile on anywhere and 
bring you back. 

Such a quality vehicle warrants 
closer examination. The front-drive 
axle is a single speed, full floating 
type with Hotchkiss drive, Housing 
consists of steel axle tubes press- 
fitted and welded to cast malleable 
iron carrier housing, The bolted-on 
cover plate at front of carrier hous- 
ing permits removal of carrier as- 
sembly as a unit. 

Hypoid ring and pinion gears are 
made of highest grade alloy steel. 
Axle shafts are forged steel for 
greater torsional stamina. 

* * x 


Extra Universal Joints 


HE four-wheel-drive vehicle is 
a peculiar animal that has to 
have universal joints at the front 
wheels. Front-wheel drive here is 








the exit grade which was 35 per-| 


Getting back in, I let it back | 
down to the bottom and got set to| 


through Carden universal joints 
which permits a full, even flow of 
power to be delivered in all turning 
positions of the front wheels for 
greater traction. 

These universal joints are 
among the most rugged in use, 
have a long dependable service 
life, and they are coupled to 
Ford’s ’59 advanced steering sys- 
tem, which provides firm, posi- 
tive control for safer operation on 
or off the highway. This engi- 
neering design accounted for the 
good steering characteristics on 
the highway. 
| Back in the cab for the return 
trip to Claycomo, it was a good 
time to evaluate the interior of 
the cab and the controls. First the 
cab is big and roomy. 

Windshield wiper (electric) and 
heater controls are in easy reach. 
You get the impression that every- 
thing is where it ought to be. 

With more than 1,000 miles on 
it, I found it cruised well at 60 and 
65 miles an hour on the return trip, 
Where I had expected to fall far 
below my usual time for this famil- 
iar 140 miles, I rolled in at Clay- 
como no more than 15 minutes be- 
hind my regular schedule. 

I had learned that a Ford four- 
wheel-drive truck is equally at 
home on the highway or ordinarily 
impassable terrain—it goes any- 
where and does it well. 





National Carbon, 
DuPont Reduce 


Antifreeze Prices 


NEW YORK.—P rices on three 
brands of antifreeze have been cut 
for the coming selling season to 
enable dealers to meet “price” com- 
petition. 

DuPont has reduced the list price 
of Zerex and National Carbon cut 
the list price of Prestone from $3.3 
to $2.39 a gallon. DuPont’s Zeron 
has been reduced from $1.60 to $1.25 
a gallon. 

The new prices are for antifreeze 
sold to the auto owner who is will- 
ing to install it himself. The prices 
enable dealers to meet competition 
from discount houses, supermarkets 
and similar outlets which have been 
selling antifreeze on a do-it-your 
self basis. 

National Carbon is retaining the 
$3.25 price on Prestone to cover 
sales where the dealer installs the 
product. The spread between the 
two prices, National Carbon said, 
will give dealers price flexibility. 


Studebaker Dealer Cited 


DULUTH —Waelen Bros. Co. 
(Studebaker), has been presented 8 
plaque marking its 35 years as 8 
Studebaker outlet. Partners in the 
firm are Ernest L. and Albert E 
Waelen. 





Dealers Meet with Factory Officials— 


Chrysler and Imperial division executives are conducting a series of meetings with 
graduated from the basic Ford|dealers and field personnel in key market areas. Shown at the Chicago meeting 
training course. It is expected that] are, from left, E. M. Braden, Chrysler-Imperial general sales manager; Joseph Levy 


80 percent of these graduates will) sr., Walton Motors, Chicago; John Lodi, Lodi Motors, Chicago; C. E. Briggs, Ch 
be trained in the truck workshop, | Imperial division general manager; Ed Bergeron, Up Town Sales, Kankakee, !Il., and 
Archie Tulloch, sales manager, Edwards Motors, Milwaukee. 


Chase said. 














atom onto os Ss -~ 


> i ee | Ai Beet —-— of he ee SO Ot 


wo he 


eamwVwrmewortsa 


i ie A Sosa wh a. ooo oOo 


2i> 2 PP wap os 


ee 


I 


=x fe 


2S" poss SB a@weer 





joints 
flow of 
urning 
els for 


S are 


ervice 
ed to 
B Sys- 
| posi- 
ion on 
engi- 
or the 
cs on 


return 
1 good 
‘ior of 
rst the 


) and 
reach, 
every- 


les on 
60 and 
rn. trip, 
all far 
famil- 
, Clay- 
tes be- 


1 four- 
ally at 
jinarily 
3 any- 


n, 


>» 
/ 


PS 


1 three 
en cut 
son to 
”’ com- 


it price 
on cut 
m $3.25 
Zeron 
to $1.25 


-ifreeze 
is will- 
. prices 
yetition 
1arkets 
ye been 
t-your- 


ing the 
» cover 
ills the 
en the 
n said, 
lity. 


ted 

os. Co. 
ented a 
‘Ss as & 
in the 
pert E. 





; ee E 


ings with 
meeting 
eph Levy 


iil. and 


AUTOMOTIVE NEWS, JULY 20, 1959 


85 





As Washington Hearings End... 
Two Safety Bills Move Ahead 


(Continued from Page 1) 


the hands of the full House com- 
mittee today (July 20). 
* eo * 


E windup of the hearings 

July 9 before the subcommittee 

showed agreement from all six of 
the last day’s witnesses. 

All believed that crash-injury was 
to some degree controllable and 
all felt that the structure of the 
yehicle itself—what the experts call 
occupant-packaging—to be of vital 
importance. 

Some expected more of the 
auto industry than others, and all 
emphasized that the public need- 
ed to be educated. 


Hugh DeHaven, founder of the 
Cornell Automotive Crash Injury 
Research Project, told the subcom- 
mittee of some. of the work and 
athe results of the Cornell study. 
Some of the findings have been 
incorporated—sometimes in modi- 
fied form—in auto design. 

The recession of the steering- 
wheel hub and the strengthening 
of the rim as well as improved door 
fastenings were given as examples. 
DeHaven also noted that manufac- 
turers have contributed to Cornell’s 
funds in carrying out the study. 

* * * 


D* HAVEN felt that many com- 
paratively simple changes in 
design would help tremendously in 
controlling accident injuries and 
fatalities. Installation design for 
seat-belt use is basic, he said. 

He mentioned the inadequacy 
of headroom—in some cases so 
bad that even the seat belt could 
not function properly. The dash- 
board, he said, should be changed 
radically so that it would not be 
a “prime target for head injur- 
ies.” 

The interior of the car, said De- 
Haven, is being built for style and 
appearance and not for safety. 

Before seat belts can have the 
wide acceptance they deserve, 
DeHaven suggested a publicity 
campaign. At present, he admitted, 
Most people won’t use them’ even 
if they have them, but perhaps a 
series of ads with a white-coated 
figure and suggestions that women 
will be slimmer and prettier with 
seat belts might turn the tide. 
The Cornell researcher pointed 
out that auto makers were disap- 
Pointed in the sale of seat belts 
through dealers. 
* * 


‘OL. JOHN STAPP, Aero Medical 
Laboratory, Wright Air Force 
Base, has done extensive research 


with both animals and human) 


beings in crash-injury and particu- 
lar problems of deceleration. 

Movie were shown to Congress- 
men detailing how he arrived at 
his estimates of human tolerance 
t impact. He stressed, as had 
DeHaven, that in all crashes up 
to 40 miles per hour, almost all 
accident injury can be controlled 

the use of a seat belt. 


Moreover, once the driver adjusts | 


to the idea, using one rests back 
muscles and prevents scooting for- 
Ward and side-slipping, Stapp said. 
The 60 percent improvement in 
aecident-injury by the use of the 
Stat belt alone was emphasized. 
Stapp made the following speci- 
recommendations for auto de- 
1. Passenger or driver should 
Scupy a seat with a back high 
enough to prevent whip-lash. 
2 Seats and attachment should 


Nashville Dealers 
Sell 1,012 Autos 
In Week’s Drive 


NASHVILLE.—Dealers here sold 
1012 new and used cars for a total 
$2,076,981 in the city’s second 
Situal Sale-O-Rama, according to 
Pickslay Cheek, president of the 
Nashville Automobile Trade Assn., 
Sponsor, 
He said total sales were up more 
$500,000 over those in the first 
sens Sale-O-Rama a year ago. 
ers disposed of 476 new cars 
536 used vehicles, he added. 
© dealers had been shooting 
million in sales in this year’s 
it, Cheek said. 





remain in a locked position to with- 
stand a force of 40 Gs. 

3. Lap belt should be provided 
to sustain at least 5,000 pounds of 
decelerated force. 

4. Energy-absorbing substance 
should be used in bumpers both 
inside and outside the car. 

5. Attachments for installing lap 
belts should be designed into all 
cars. 

* ok * 

D*: T. P. Wright, research vice- 

president, Cornel] University, 
told the subcommittee that “where 
design and composition have been 
modified, in accordance with sound 


scientific investigative data isolat-| 


ing and identifying those areas and 
components of engineering design 
which have failed to provide good 
‘packaging’ for living humans in 
actual accidents, the result has 
been an incontrovertible and scien- 
tifically measurable decrease in 
frequencies and risks of 


lations observed.” 


It is “undeniably apparent that 
the control of structural design is 
an effective means of controlling 
injury,” he said, Wright saw only 
one choice in dealing with auto 
safety: “Change the vehicle.” 

Certain immediate steps to be 
taken, according to Wright, are: 
Require attachments for seat belts 
for all autos; make crash padding 





rior. 


Dr. James Ryan, professor of 
mechanical engineering, University 
of Minnesota, described one of his 
own designs (tested by himself and 
by the Air Force)—hydraulic shock- 
absorbing bumpers that would dis- 
tribute and reduce the impact 
forces of present cars by one-half. 

* * * 


= changes in car design 
suggested by Ryan were: Make 
the steering wheel and post assem- 
bly upon impact go forward into 
the dash but remain operative; re- 
cess the dash under the windshield 
so that it could not be struck by a 
passenger jackknifing on a _ seat 
belt, and attach seat belts to the 
seat itself but use small absorbers 
under the seats to reduce the rate 
of onset of the impact. 

Ryan called for specific legisla- 
tion—a “national law for inter- 
| state commerce would spell out 
the need for seat belts, hydraulic 
shock-absorbing bumpers, re- 
tractable steering wheel, recessed 
dash and seat absorbers as a 
unit.” 

He added: “This may appear to 
be a large order, but anything less 
will not reduce the deaths and in- 
| juries by 50 percent. The suggested 
changes are negligible compared 
with CAA regulations in the air- 
craft industry, and certainly the 
| restrictions on drugs would make 
these requirements appear feeble. 
| “It is an important problem, re- 
quiring drastic legislative action, 
and the engineering knowledge is 
available for legal definition to 
create a safe car-passenger en- 
vironment.” 


Ryan said it was “unbelievable” 
| how little attention car manufac- 


injury | 
among the exposed accident popu-| 


on top of dashboards standard | 
equipment, and eliminate all un-| 
necessary projections in the inte-| 





turers pay to progress in safety 
knowledge. 
* 

ILLIAM STIEGLITZ, chief de- 

sign safety engineer, Republic 
Aircraft, prefaced his remarks by 
disassociating his own views which 
he wanted to present from those of 
his company. 

Stieglitz contended that autos 
can be designed so that the vast 
majority of accident victims can 
walk away, Safety, he said, can- 
not be added piecemeal—it must 
be designed into the car. 

Although automakers have done 
some things, they have not done 
nearly enough, he asserted, and 
added that legislation should speci- 
fy certain minimum standards to 
be, met but should not evaluate 
what is to be added. 

There are a number of simple 
and obvious actions that manufac- 
turers could take, Stieglitz asserted. 

* * + 


* * 


E RECOMMENDED that ex- 
traneous projections be elimi- 
nated; the right half of the 
dashboard removed; instruments 
confined to one small panel with 


| Standardized equipment that can 


| not be confused; seat belts designed 
|into the structure and included as 





standard equipment; more head 


| room provided; padding for back of 


front seat, and chrome and glare- 
inducing finishes eliminated. 

Stieglitz said legislation is 
necessary to achieve sound design 
—design based on human utiliza- 
tion, not style or appearance. He 
stressed that if the aircraft in- 
dustry could meet strict stand- 
ards, then so could the car indus- 
try. 

Dr. Berwyn F. Mattison, execu- 
tive director of the American Pub- 
lic Health Assn., endorsed the 
Roberts bill involving safety stand- 
ards for Federal Government cars 
and the Schenck bill which would 
prohibit opération of vehicles that 
discharge hydrocarbon substances 
in amounts found dangerous by the 
U. S. Public Health Service. 

He approved the use of seat belts, 
interior padding and reliable door 
locks, His emphasis, however, was 
on additional study and research 
into the cause and prevention of 


accidents. 


* * * 


Enforce Seat-Belt Use, 


N. Y. Aides Are Told 


ALBANY, N. Y.—Gov. Nelson 
Rockefeller told heads of state de- 
partments and agencies to see to 
it that their employes used seat 
belts when driving state vehicles. 

Some state cars now have the 
belts in their front seats. Rocke- 
feller said all official cars soon 
would be so equipped. 

The Governor said it had been 
brought to his attention that few 
state employes used the belts now 
provided. 

“The State Police, who use seat 
belts extensively and willingly, re- 
port numbers of cases in which 
troopers were saved from death or 
injury by the use of seat belts,” 
Rockefeller said. 

He told department heads to re- 
quire that drivers and front-seat 
Passengers in state cars use the 
seat belts. 











British Cars on Display— 





The British Automobile Manufacturers Assn. exhibited eight different makes of 
English cars during the recent Chicago International Trade Fair. The BAMA exhibited 
Austin, Austin-Healey, Hillman, Humber, Jaguar, Morris, Rolls-Royce and Triumph cars. 
Queen Elizabeth toured the fair and display during her visit, 











Plymouth Dealers Form Association— 
A new dealer group, the Northeastern North Carolina Plymouth Dealers Assn., 


was formed by 34 Plymouth dealers in that area. 


Pictured are officers of the group. 


Seated, from left, are Rudy Walser, Roanoke Rapids, vice-president; Ray Bandy, 
Rocky Mount, president; Dick Caddell, Rocky Mount, treasurer, and J. D. Pike, Golds- 


boro, secretary. 


Standing: Sid Hodgson, Plymouth-DeSoto regional 


manager; Art 


Wilson, Chrysler district manager, and Russ Hamilton, N. W. Ayer and Son, Inc. 


Sunday Closing Hasn’t Cut 
Auto Sales in Fort Worth 


By William Stone 
Staff Correspondent 

FORT WORTH. — The voluntary 
Sunday-closing program, which the 
New Car Dealers Assn. of Fort 
Worth instituted at the beginning 
of June, apparently has not hurt 
sales, but several dealers feel it will 
take another month to assess ac- 
curately its effect on volume. 

The test is scheduled to con- 
tinue three months. At the end 
of that period, the association 
will review the plan to determine 
whether to extend it. 
Imported-car dealers and used- 

car dealers also are closed on Sun- 
days, The independents started 
their program a week after the 
new-car retailers. 

One new-car dealer said his June 
volume rose 10 percent over May. 
He said he felt opening on Sunday 
was a waste of time. 

Other dealers commented that 
maybe the wheel-and-deal boys sold 
two or three cars on Sunday, but 
that the more conservative opera- 
tors probably averaged only two 
or three Sunday sales per month. 

Queried on the impact of the 
closing, Bob Williams, president of 
the used-car dealers, said: 

“So far, no appreciable change. 
We have to give this plan a fair 
try and I don’t think we will be 
able to evaluate it realistically 
until the trial period ends in 
September. I know of only one in- 
stance of anyone kicking over the 
traces and reopening on Sunday. 
He is a small operator and I 
don’t think he’ll hurt anyone.” 
Other comments from used-car 

dealers: 


“It was tried about five years ago} 


here and didn’t pan out.” 

“I know that prospects continue 
to shop our lot on Sunday because 
I get many telephone inquiries re- 


garding the cars on Monday. Some) 


of these have resulted in sales.” 

“The law of averages will per- 
mit the man open seven days a 
week to sell more cars than the 
dealer who has his lot open six 
days. However, ’'m for Sunday 
closing and will stay with it as 
long as the majority does.” 

Another dealer noted that June 
new-car sales in Tarrant County 
topped the May total by 57 units, 
even though dealers were closed 
Sundays during June. 

He added, however, that June is 
usually a better month because 
families buy new cars in order to 
have them broken in before setting 
out on vacation trips. 

Other dealers said their Mon- 
day business has picked up since 
the Sunday closing became effec- 
tive. 

Some retailers weren’t overly im- 
pressed by the program. One sug- 
gested that the Sunday closing was 
devised to permit more time for 
fishing and boating during the 
summer. He thinks the program 
will die in the fall. i 

Another voiced the opinion that 
if one new-car dealer opened on 
Sunday and sold a few cars, others 





would also kick over the traces 
and join him. 
* 


Opponent of Closing Law 


In Miami Won’t Sue 

MIAMI.—Anthony Abraham, the 
Miami dealer who fought hardest 
against the new law banning Sun- 
day auto sales, still insists that it 
is “absolutely unconstitutional and 
discriminatory,” but says he will 
refrain from challenging it in court. 

In his long battle against the 
controversial measure, Abraham 
had contended that it was aimed 
mainly at his firm, and that he 
would start a court fight over the 
law. 

Now, however, Abraham has had 
a change of heart. 

“I am absolutely not going to 
challenge the law,” he declared. 
“It’s a matter of principle. If this 
law is what most of the people 


want, then I will go along.” 
ee 6 


Judge Mulls Dealer Plea 
Against Iowa Closing Law 


DES MOINES.—Robert D. Jack- 
son, Polk County (Des Moines) dis- 
trict judge, has taken under advise- 
ment the request of seven Des 
Moines used-car dealers for a tem- 
porary injunction against enforce- 
ment of Iowa’s new law prohibiting 
the sale of automobiles on Sunday. 

The dealers contend the act, 
which went into effect July 5, is 
unconstitutional. 

Albert Grant, of Eastown Motors, 
Inc., testifying in support of the 
requested injunction, said the new 
law might cost his firm the 45 per- 
cent of its business which either is 
carried out or begins on Sunday. 

Michael Robinson, of Diamond 
Auto Sales, said 30 percent of his 
business is done on Sunday and 
that a large part of his Sunday 
customers come from outside Des 
Moines. 


* * 








Ford Veteran Honored— 


John S. Snyder, right, Ford Southeastern 
regional sales manager, receives a 25- 
year service award pin from Walter J. 
Cooper, Ford general sales manager, 
marking his 25th anniversary with Ford 
Motor Co. The Ford regional office and 
Philadelphia district sales office are both 
located in Drexel Hill, Pa. 

















Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week ~. 1 ~~ 1 
Ended Same Ended Output, 
July 18, Week, duly 11, duly, Suly 1 19, Bulg’ 18, 
1 1968** 1959* To Date 19538** 
AMERICAN MOTORS 
DE cccsececivoivetenccesses 9,800 » 4,185 9,692 24,344 103,618 241,147 
CHRYSLER CORP. .... 18,700 13,028 19,888 48,914 352,588 488,673 
UND | oncvcecesvevcsensseocess 2,000 1,416 2,110 5,322 34,542 50,135 
NED - Sibventevecsesvernevieseses 1,000 624 1,137 2,754 22,329 33,886 
BEEN icisteincastoncoreitonsnsenes 3,700 2,821 4,701 10,386 63,905 107,329 
El cenicienabosiid! caiaigans ee cca, 53 8,274 11,919 
Plymouth. ..............0... 12,000, 7,946 11,940 30,399 223,538 285,404 
FORD MOTOR. .............. 34,820 22,6038 34,251 88,372 635,850 1,036,527 
Edsel 333 419 1,157 71,269 24,456 
Ford 16,480 28,652 75,086 517,762 862,025 
Thunderbird 1,641 1,671 4,285 26,593 43,561 
TEEN. <ecinortsocnsstcscsccosese 390 318 395 1,007 15,486 16,904 
SEINE cssocseitzsventnecesose 2,285 3,831 3,114 6,837 68,740 89,581 
GENERAL MOTORS .. 61,345 44,253 56,643 143,218 1,313,475 1,733,470 
NE cocadssiekscbisciestersibonious SE ~ beesantine 3,875 9,230 133,095 150,820 
IED eicescsecsssstivsnresreces 3,360 3,190 2,658 1,372 83,482 96,816 
Chevrolet. .................... 35,400 26,893 33,795 85,433 773,910 970,979 
Oldsmobile _.................. 9,088 8,349 8,973 20,025 192,937 246,054 
SPIE. cusuictetinesvensuijeever’ 9,600 5,821 7,342 21,158 130,051 268,801 
S-P CORP. 
Studebaker .................. 3,225+ 1,387 2,643 7,193 20,463 96,272 
Total Cars, U. S.**....127,890 85,533 123,117 312,041 2,427,667 3,596,089 
*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
duly 18, Week, July il, duly, July 19, July 18, 
1959 1958** 1959* To Date 1958** 1959 
CHEVROLET ................. 10,000, 6,012 8,909 23,152 161,562 238,188 
DIAMOND T .................. 100 117 103 254 3,096 3,652 
IEE ¢y dchcistesossniunnnceseéscsesce 80 37 40 126 1,500 1,738 
IED > didcatcieyadiowenditinnesines 1,800 1,393 1,804 4,619 33,654 47,893 
nicl aie aceaneenanssinapi 6,900 3,651 6,649 17,367 124,119 196,543 
ne 2,355 + 1,011 - 2,054 5,178 34,516 52,863 
INTERNATIONAL ...... 2,950 1,352 2,953 7,822 52,469 84,966 
ITT cis cusssasseccsssissces 360 301 333 921 278 9,603 
STUDEBAKER  ............ 3334" 184 282 729 3,406 7,869 | 
a 435 304 120 585 9,670 10,696 | 
Se 2,350 1,973 2,325 5,593 45,293 66,805 
MISCELLANEOUS** 90 92 90 247 2,431 2,319 
Total Trucks, U, S. .... 27,753 16,427 25,662 66,593 479,994 723,135 
Total es Trucks, 
ot ye ES 155,643 101,960 148,779 378,634 2,907,661 4,319,224 | 
~Fotal Teas Trucks, 
SII). ccsncessbeshats 9,373 8,205 9,776 23,006 235,529 265,704 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ..165,016 110,165 158,555 401,640 3,143,190 4,584,928 
*Revised. 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. 8S. totals include cars and trucks for military orders. 


First-Half Truck Output 
Is Best in Light Years 


(Continued from Page 2) 


dustry assemblies during the first 
six months of this year and 

gained 0.79 percentage points 
from a yéar ago, when it cap- 

tured 10.96 percent of total output 
on 48,368 assemblies. 

Second largest producers among 
the non car-producing makes was 
Willys, which turned out 61,212 
commercial vehicles good for 9.32 
percent of total industry output this 
year, compared with 9.23 percent 
on 41,161 units a year ago. 

GMC turned out 47,685 trucks 
good for 7.26 percent of total in- 
dustry assemblies during the first 
six months of this year, compared 
with 7.15 percent on 31,870 units a 
year ago. 

* 
pus annual battle between Mack 
and White for top numerical 


$259,000 Blaze Rips 
Dealership in Lima, O. 


* x 


LIMA, O.—A fire did an estimat-| 


ed $250,000 damage to J. P. Cronin 
Motors Co. here, destroying seven 
automobiles. 

A spark ignited fumes in the gas 
line of a car which was being serv- 
iced. No injuries were reported but 
the interior of the building was 
heavily damaged. 


producer in the “heavy category” 
went to White with 10,111 assem- 
blies good for 1.54 percent of total 
output, compared with 8,893 assem- 
blies good for 1.99 percent a year 
ago. 

Mack, however, with 8,682 as- 
semblies good for 1.32 percent of 
total output this year, compared 
with 1.71 percent on 7,615 units 
@ year ago, lost the least ground 
on a_percent-of-industry basis. 
Mack’s decline from a year ago 
was 0.39 points, while White 
skidded 0.45 points. 

Among the low-volume producers, 
Diamond T turned out the most 
units, 3,398, and captured 0.52 per- 
cent of total industry assemblies. 
A year ago it captured 0.63 percent 
on 2,810 assemblies. 

Divco turned out 1,612 units good 
for 0.25 percent of total industry 
output this year, compared with 
0.32 percent on 1,405 units during 
the first six months a year ago. 

The miscellaneous group showed 
| the smallest numerical gain and 
the largest percentage-point decline 
among the “low-volume” makers, 

The group turned out 2,072 trucks 
good for 0.32 percent of total in- 
dustry output during the January- 
June period of this year, compared 
| with 0.45 percent on 2,025 assem- 
blies during the corresponding pe- 
| Tiod of 1958. 





|3,114 units a week earlier; 
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Light Inventory at Parts Firms... 





Suppliers’ Steel Pinch 
Perils Auto Output 


(Continued from Page 1) 


the Mesabi Range in the Lake Su- 
perior region or transported by ship 
from ore fields in Labrador or 
South America. 
oa * * 

|b gomiesined the problems facing 

purchasing agents, the car as- 
sembly operations carried to a July 
high of 127,890 units last week as 
all makers except Chrysler Corp. 
showed output gains over the pre- 
vious week. 

Only makers working six days 
last week were Rambler and 
Ford at Dallas, Both Studebaker 
and Cadillac returned to a five- 
day week, however. 

Chevrolet led all makers with an 
output of an estimated 35,400 cars 
last week, compared with 33,795 
units a week earlier. The General 
Motors division’s upsurge brought 
its year-to-date total to 970,979 as- 
semblies and put it in a position to 
top the million mark in calendar- 
year assemblies this Friday (July 
24). The millionth car of 1958 
wasn’t built by Chevrolet until 
Nov. 15. 

Production of the Chevrolet Cor- 
vair started last week at Willow 
Run, Both the Chevrolet plant and 
the Fisher Body plant in nearby 
Ypsilanti Township are engaged in 
pilot production of the cars for 
early distribution to dealers and 
for testing, a spokesman said. 

Ford division passed the 900,000- 
unit mark last week with a produc- 
tion of 31,660 cars, 1,660 of which 
were Thunderbirds. The previous 
week the division turned out 30,323 
cars, of which 1,671 were Thunder- 


| birds. 


In other Ford Motor operations, 
Mercury, with its Metuchen (N. J.) 
plant down for vacation, turned out 
2,285 cars last week, compared with 
Edsel 


was up from 419 to 485 cars, and 





| Lincoln was off from 395 to 390 as-| 


| semblies. 





* * * 


ANOTHER record-breaking oper- 


ation gave Rambler an alltime 
high of 9,800 assemblies last week, 
surpassing its former high of 9,705 
units during the week ended May 
23. Studebaker, returning to five- 
day operations after having worked 
only four days during the last sev- 
eral weeks, rose from 2,643 to 3,225 
assemblies. 

Chrysler Corp.’s output dropped 
from 19,888 units a week earlier 
to an estimated 18,700 units last 
week as its Dodge, DeSoto and 
Chrysler divisions began building 


| out on their ’59 models. 


Dodge built out in Detroit on 


| Thursday and ended up with 3,700 


assemblies last week, compared 
with 4,701 units a week earlier. 

Chrysler and DeSoto built out in 
Detroit on Friday, Chrysler getting 
2,000 assemblies for the week and 
DeSoto, 1,000. The previous week 
they turned out 2,110 and 1,137 cars 
respectively. 

No date has been set for termina- 
tion of Dodge, Chrysler and DeSoto 
at plants in Delaware and Cali- 
fornia. 


Plymouth, which will not build] ] 


out until the end of the month, 
turned out 12,000 cars last week, 


compared with 11,940 units the! | 


previous week. 

All GM divisions showed output 
gains last week. In addition to the 
1,605-unit increase at Chevrolet, 
there were hikes in output from 
3,875 to 3,897 units at Buick, from 
2,658 to 3,360 at Cadillac; from 8,- 
973 to 9,088 at Oldsmobile, and from 
7,342 to 9,600. at Pontiac. 

* x * 


RUCK OUTPUT rose from 25,662 

units a week earlier to an esti- 
mated 27,753 assemblies last week 
as Chevrolet upped its output to 
10,000 units, working five plants six 
days. 

Across the border, Canadian 
vehicle output declined from 9,776 
units a week earlier to an esti- 
mated 9,373 cars and trucks last 
week as Chrysler Corp. closed out 
59 output on Thursday. 

A breakdown of Canadian opera- 
tions showed the makers producing 
7,560 cars and 1,813 trucks last 








week, compared with 7,968 cars 


and 1,808 trucks the previous week. 
* 


Reynolds Capacity Upped 
At St. Lawrence Plant 


MASSENA, N. Y.—Reynolds 
Metals Co. last week added approx- 


imately 33,000 tons to its annual) 
primary production capacity with | 
the start-up of the first of three) 
potlines at its new St, Lawrence} 


reduction plant here. 

V. G, Kneeskern, plant manager, 
said the addition would bring Rey- 
nolds, the nation’s second largest 


aluminum producer, to an annual | 


production level of 634,000 tons. The 
company will have an additional 
67,000 tons available at Massena by 
the end of the year, the plant man- 
ager added. 

Indications are that about one-| 
third of the St. Lawrence plant’s| 
annual production will be delivered | 
as molten metal to a Chevrolet | 
foundry nearing completion close | 
to the Reynolds plant. The re-| 





mainder of the metal wil] 
through an additional production 
step for sale in pig or ingot form, 
Reynolds has been supplying me 
to the Chevrolet plant for pre-pro. 
duction tests for several weeks, 

* * 


20% of Steel Capacity 
Operating Despite Strike 

DETROIT. — Several producers, 
representing about 20 percent of 
the steel industry’s capacity, are 
| working despite the strike. Some 
of the mills are not covered by 
United Steelworkers’ agreements, 
while others are working under 
contract extensions. 

Biggest of the unstruck mills 
is Weirton Steel Co., Weirton, W. 
Va., a division of National Stee] 
Corp. Workers there are covered 
by an independent union. 

Other non-USW mills are: Ford 
Motor Co., International Harvester 
Co., the Butler (Pa.) and Middle. 
town (O.) mills of Armco Steel 
Corp., Vanadium Alloys Steel Corp, 
Latrobe, Pa., and the Reading (Pa) 
plant of Carpenter Steel Co. 

Four producers have agreed tg 
contract extensions. They are 
|Granite City Steel Co., Granite 
| City, Ill.; the Portsmouth (O.) op- 
| erations of Detroit Steel Co., Jessop 
Steel Co., Washington, Pa., and 
its subsidiary, Green River Steel 
|Corp., Owensboro, Ky., and Brae- 
burn Alloy Steel Corp., Braeburn, 
Pa. 































After-Market Shows Gain 
In 58, MEMA Study Shows 


NEW YORK.—Despite a sharp 
decrease in automobile production 
in 1958, the automotive after-mar- 
ket industry as a whole continued 
to advance. A study of manufactur- 
ers in the field by the Motor and 
Equipment Manufacturers Assn. 
shows that, with the exception of 
the primary suppliers to the car 
producers, factories came through 
the year with far better success 
than many other industries. 

The 18th annual MEMA survey 
of financial statements gathered 
from 410 automotive wholesalers 
is a 5-percent cross-section of the 
after-market. 

Durifg 1958, aggregate sales 
amounted to $170,293,297, a gain of 
3.5 percent over 1957. Gross profit 
margin increased .3 percent where- 
as a slight decrease in expenses to 
sales ratio reflected continued close 


control by management. As a result | 
final net profit moved from 2.1 per- | 


cent in 1957 to 2.5 percent last year 


Return on investment was im- 
proved, and although a lower por- 


Chevrolet, Fisher 
To Expand Plants 
At Baltimore 


BALTIMORE.—Plans for an ex- 
pansion and modernization of the 
Chevrolet and Fisher Body plants 
here were revealed last week by 
Edward N. Cole, Chevrolet general 
manager. 


Speaking at a luncheon com- 
memorating the 
production of the 
41-millionth ve- 
hicle at Chevro- 
let’s local assem- 
bly plant, Cole 
said the moderni- 
zation projects 
have been brought 
about by the fact 
that building of 
automobiles and 

d trucks has be- 
E. N. Cole come increasingly 
more complex. 


Cole said the volume of produc- 
tion at the current plants has out- 
stripped the physical] facilities 
needed for the most efficient type 
of operations. 

Under the new project, Chevrolet. 
will add about 850,000 square feet 
to its present facilities. Fisher body 
will add approximately 170,000 
square feet. 

Adding to this a 115,000-square- 
foot addition now being constructed 
at Chevrolet truck assembly opera- 
tions, the combined Chevrolet- 
Fisher facilities will be increased 
from a present size of about 1,044,- 
000 square feet to 2,064,000 square 
feet, Cole said. 


“| ality of the State’s new sales-tax 





tion of the earnings was reinvested, 
the full amount of such net worth 
increment is reflected in current 
assets. 

Only 13 of the 410 companies 
surveyed reported a net loss for 
the year as compared with 36 in 
1957, 29 in 1956 and 31 in 1955. 

The current ratio again con- 

tracted in 1958 to a slight degree, 
due to increases to current ac- 
counts. Inventory turnover fre 
quency was unchanged at 3.3 times 
per year. 


Ohioans to Test 
Constitutionality of 


Sales-Tax Law 


COLUMBUS, O.—The directors 
lof the Ohio Automobile Dealers 
Assn. have authorized institution of 
a lawsuit to test the constitution- 


law. 

The association contends that 
the new law discriminates against 
auto dealers by eliminating the 
issuance of sales tax stamps on 
the sale of motor vehicles. 

“By virtue of this exemption, 
OADA said, “the law denies every 
motor-vehicle dealer the 2 percent 
vendor’s discount which is collected 
by all other vendors and which you 
will continue to collect on the sale 
of parts and accessories in you 
dealership.” 

Declaring that motor-vehicl 
sales produce 25 percent of salet 
tax revenue, the OADA declared: 
“It is a very feeble excuse that be 
cause the tax has to be paid befoi 
the certificate of title is issued the 
the stamps should be taken off thelis 
sale of motor vehicles.” 

The old system, OADA said, pre 
vided the clerks of court with com 
crete evidence that the tax 
been paid because prepaid tax re 
ceipts were attached to the title 
application. 

Now, according to the associa 
tion, the dealer must pay to the 
clerk of court, along with the 
title application, the sales tax om 
the vehicle by cash, certified 
check, draft or money order. 

“The inauguration of any neWB, 

law or procedure always bringiy 
confusion,” the dealer group com 
mented. “However, in respect 
this law, it is impossible to describe 
the amount of confusion cre 
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with the filing of titles and evel 
more so on titles filed outside 
county by the dealer. 
“Every report we have had fre 
the clerks of court office indicat 
they are as displeased with the ne® 
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How They Fared in Canada . 














6 Months' Car Output—'59 vs. '58 








6 Months Pet. of 6 Months Pet. of Gain 

Output, 1st Half Output, ist Half or 

1959 Total 1958 Total Loss 
Chrysler Corp. ................ 28,819 14.41 27,424 15.03 — 0.62 
Ford Motor Co. ..... ..- 60,469 30.24 50,983 27.93 +2.31 
General Motors .............. 106,250 53.14 102,109 55.95 —2.81 
EP COED, .....0.0seceecsssecseseee 4,411 2.21 1,991 1.09 +1.12 

Total Cars, Canada....199,949 100.00 182,507 100.00 





6 Months’ Truck Output—'59 vs. ‘58 


























6 Months Pet. of 6 Months Pet. of Gain 
Output, ist Half Output, ist Half or 
1959 Total 1958 Total Loss 
Chrysler Corp, ................ 4,167 9.75 3,483 11.01 —1.26 
Ford Motor Co, .............. 10,221 23.91 8,976 28.38 —447 
General Motors .............. 20,413 47.75 13,604 43.01 +4.74 
Internationa] ..................... 7,948 18.59 5,564 17.60 +0.99 
Total Trucks, Canada 42,749 100.00 31,627 100.00 
Combined Total, Cars, 
Trucks, Canada ...... ere SE tans 


Canada Output Rises 
To Two-Year High 


By Martin L. Whitmyer 
Staff Writer 
os assemblies in Canada 
during the first half of this year 
rose to their highest level since the 
January-June period of 1957. 

The 242,698 cars and trucks 
turned out during the first six 
months of this year marked a 
133 percent increase over the 
214,134 vehicles rolled from Ca- 
nadian assembly lines during the 
comparable period of a year ago. 
The first six months of 1957 saw 
the makers turn out 263,389 cars 
and trucks. 


percent-of-industry gains in the 
truck category. 

Only manufacturer with a per- 
centage-point decline in both 
categories was Chrysler Corp. 
Showing the biggest percent-of- 

industry gain in car output was 
Ford Motor, which also upped its 
numerical output 18.6 percent over 
the first half of 1958. 

Ford Motor turned out 60,469 
cars to capture 30.24 percent of 
total industry assemblies during 
the first six months of this year 
and picked up 2.31 percentage- 





Car output, with all makers 
showing numerical gains over a 
year ago, totalled 199,949 units dur- 
ing the first six months of this 
year, while commercial-car assem- 
blies totalled 42,749 units. 


points from a year ago, when it 
took 27.93 percent on 50,983 assem- 
blies. 
* * * 
TUDEBAKER, which boosted its 
numerical output 121.5 percent, 





The 199,949 cars built during the 
January-June period of this year 


the 182,507 units rolled from the 
lines a year ago, and the output 
of 42,749 trucks marked a 35.3 per- 
cent increase over the 31,627 com- 
mercial cars turned out during the 
first six months of 1958. 


* * * 


RD MOTOR CO. and Stude- 
baker-Packard were the only 
makers to show percent-of-industry 
gains in car output, while General 
Motors and International were the 
only vehicle assemblers to show 


Unchanged Tax, 
Other Legislation 
Noted in N. C. 


(Continued from Page 8) 


amber parking and signal lights 
on the front, NCADA said. 


The Legislature boosted the 
allowable gross weight of a vehicle 
or combination having four or more 
axles from 56,000 to 62,000 pounds, 
and it ruled that the 35-foot maxi-| 
mum length no longer applies for | 
& vehicle used in combination with 
another. 

A used-car warranty now is de- 
ened as a contract of insurance, 
nd a point system for driver's li- 
“ise Suspension has been set up. 

t provides for suspension upon | 
‘cumulation of 12 points in two 
y*ars or eight points in the two- 
year period immediately following | 
penstatement of a suspended or re- | 

%ed license. 

other change made operation 
’ & motor vehicle in excess of 80 
~P-. a misdemeanor punishable 
& fine of not less than $50 or) 
mprisonment for not more than 



















m of a motor vehicle in ex- 
Sess of 80 m.p.h. prima facie evi- 
that the registered owner 
Was operating it. 
far was expressed that a 
tf could be tried when a cus- 


moved ahead 1.12 percentage points 
on the basis of 4,411 assemblies 
good for 2.21 percent of total indus- 
try output this year, compared with 
1.09 percent on 1,991 car assemblies 
a year ago. 

GM captured 53.14 percent of 
total industry output on 106,250 
car assemblies, but lost 2.81 per- 
centage points from a year ago, 
when its 102,109 assemblies were 
good for 55.95 percent of total 
output. 

Chrysler Corp., beset by parts 
shortages in the first quarter, 
upped its numerical output 5.1 per- 
cent over the first half of a year 
ago, but lost 0.62 percentage points 
on a share-of-industry basis. 

Chrysler turned out 28,819 cars 
to capture 14.41 percent of total in- 
dustry output during the first six 
months of this year, compared with 
15.03 percent on 27,424 units pro- 
duced during the first half of 1958. 
> * x 

N THE truck field, GM was the 

big gainer with a 50.1 percent 
increase in numerical output and 
a 4.74 percentage-point gain in its 
share of total industry output. 

GM’s output of 20,413 trucks 
during the first half of this year 
accounted for 47.75 percent of 
total industry output, compared 
with 43.01 percent gained on 13,- 
604 assemblies during the first 
half of 1958. 

Only other commercial-car 
maker to show a percent-of-indus- 
try output was International, which 
picked up 0.99 points on the basis 
of 18.59 percent on 7,948 assemblies 
this year, compared with 17.60 per- 
cent on 5,564 truck assemblies dur- 


jing the January-June period of a 


year ago. 
x * * . 

prose MOTOR was the biggest 

loser in the truck field, drop- 
ping 4.47 percentage points from a 
year ago. Ford turned out 10,221 
trucks to capture 23.91 percent of 
total industry output this year, 
compared with 28.38 percent on 
8,976 assemblies during the first 
half of 1958. 

Chrysler Corp. lost 1.26 percent- 
age points on 4,167 trucks good 
for 9.75 percent of total industry 
output this year, compared with 
11.01 percent on 3,483 assemblies 









fr drove a demonstrator in 
"88 of 80,” the NCADA noted. 





during the first two quarters of 
last year. 
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Researchers List 
Car-Buying Plans 


In 6 Texas Cities 


HOUSTON.—Some 3,640 families 
in the Corpus Christi (Tex.) area 
intend to buy new cars within the 
year, and 3,850 families say they 
will buy used cars. 

Those are the intentions indi- 
cated by a market research report 
on Corpus Christi and five other 
Texas markets, and described by 
the Texas Daily Newspaper Assn. 
as a guide to help dealers plan ad- 
vertising and merchandising. 

The survey is based on inter- 
views with more than a thousand 
of the 50,600 families in the Corpus 
Christi ABC (Audit Bureau of Cir- 
culation) city zone. It is part of 
the 1958-59 market study for the 
Texas Harte-Hanks newspapers, 
which are published in Abilene, 
Big Spring, Corpus Christi, Green- 
ville, Marshall and San Angelo. 
Copies are available from the 
papers and from the Texas Daily 
Newspaper Assn. here. 

Those who told the interviewers 
they plan to buy a new car within 
12 months represent 7 percent of 
the Corpus Christi families inter- 
viewed, the report showed. The po- 
tential used-car market indicated 
by the interviews also represents 
7 percent. 

The survey disclosed 8 percent 
of the Abilene families interviewed 
plan to buy new cars, and 9 per- 
cent plan to buy used cars. 

Ten percent of Big Spring fam- 
ilies said they plan to buy new 
cars and 6 percent reported they 
plan to buy used cars. 

Five percent of those interviewed 
in Greenville said they plan to buy 
new cars and 7 percent said they 
plan to buy used cars. 

In Marshall, 5 percent of the city 





Ore. Auto-Rental Law 
Ruled Unconstitutional 


SALEM, Ore.—Oregon Supreme 
Court Justice Gordon Sloan has 
ruled unconstitutional a law di- 
recting the public utilities com- 
missioner to regulate the auto- 
rental business. 

The suit was brought by Hertz 
Corp. against former Public Utili- 
ties Commissioner Charles 
Heltzel. 































zone’s families have intentions of 
buying a new car and 4 percent a 
used car. 

In the San Angelo market, 6 per- 
cent said they plan to buy a new 
car, but 9 percent reported inter- 
est in buying a used car, 

Chevrolet is in first place among 
cars owned by families interviewed 
and Ford is second. Plymouth was 
in third place in five of the six 
cities, displaced by Oldsmobile in 
one, Pontiac was ahead of Buick 
in Abilene, Greenville and Marsh- 
all, but Buick led Pontiac in Big 
Spring, Corpus Christi and San 
Angelo. 


87 








Hertz. Fleet to Add 


4,500 Big 3 Compacts 

CHICAGO. — Sight unseen, 
Hertz Corp. plans to add 4,500 
Corvairs, Falcons and Valiants to 
its rental fleet, according to 
Walter L. Jacobs, president, He 
said the total cost would exceed 
$10 million. 

Orders already have been 
placed for 3,000 of the cars, and 
the rest will be ordered soon, 
Jacobs said, Most of them will 
be Corvairs. Hertz hopes to rent 
the compacts for less than its 
normal-sized cars, but no decision 
has been reached. 








ADVERTISEMENT 


International 





thorough knowledge of automotive 
to 40 


willing to travel ...............ccccceeeeeeeee 
FIELD SERVICE—Latin America, willing 
FINANCIAL ANALYST—Head Financial 


29 East Madison Bidg., 
For interviews in the New 


Department, 
make budgets, daily controls. Reside in Latin America 
Air Mail complete resumes to B. A. SEIBERT 


DRAKE PERSONNEL, INC. 











Opportunities 


GENERAL MANAGER—+to head retail automotive outiet in Latin America, have 


business presently handling large volume 


operation to direct all departments. Working knowledge of Spanish, age 
$30,000. 


FIELD SALES—for Latin America be completely versed in automotive business 
and able to assist distributors in all phases of organization. Speak Spanish, 


sevesccedosotnosuovabinstedbopisasustnenteedée $12,000 plus 
te travel, speak Spanish $9,000. 

analyze dealer statements, 
$12,000. 


Chicago 2, Ill., Fi 6-8700 
York area July 20th to 28th 





ASK YOUR 
THE NEW 





DISTRIBUTOR HOW 
ELECTRONIC 


GLIDE CONTROL 


THIS NEW FUEL- 





Merits the 
MOTOR TREND 
Seal of Approval 


GLIDE CONTROL CORPO 
1608 Centinella Ave., Inglewood, Calif. 





Even the least experienced mechanic in your shop can install these 
No welding. No ‘color matching. No 


kits in one hour or less. 
painting. 


Quick, easy installation reduces 


nates costly body shop delays and tie ups . . . conserves body 
shop time for more profitable customer work . . . gets 54-56 used 


Buicks on your lot faster . . . gives 






































UNCONDITIONALLY 
GUARANTEED! 
You will be happy and fully 


satisfied once you use these 
beautiful 









Customers 


panels, 
will buy these cars faster, like 
them better and pay more for 
cars repaired with these 
sparkling panels. 


















HIGHLY POLISHED, GLITTERING STAINLESS STEEL matches trim and mouldings. Screws 


fasten inside door frame and underneath rocker panel. 


TELEPHONE ... WIRE... OR 


We pay transportation charges. Will ship open account to credit rated accounts. 
Give credit rating. Order by Stock Number. 

R-70 B-4 Rear 
rocker panels (complete kit) fits: 1954- 
55-56 Buick Special and Century 2-door 
hardtops and convertibles. List $45.50. 
Dealer Cost $28.65. 

Rear quarter panels and rocker panel mouldings supplied in pairs for both sides 
of car. NOT SOLD SEPARATELY. ‘ 


GROBOSKI INDUSTRIES, INC., 4344 S. Western Ave., Chicago 9, Illinois 


quarter panels and 


PHONE YArds 7-9200 


can make money tor yo“ 


No screws are visible. 


\ 


FEED THROTTLE HOLDER main- 


tains constant driving speed automatically... cuts 
gasoline use up to 25%.. 
... provides safe toe-tip control ...can be installed 
in ANY car in less than one hour. Retails for only 
$29.50—with BIG, BIG profits for you! 


. relieves driving fatigue 


*Trade Mark 





























ATTENTION DEALERS: Save Body Shop Time 
FOR MORE PROFITABLE CUSTOMER WORK 


Use Rear Quarter Panel 
and Rocker Panel Kits 
for 


Reconditioning 
1954-55-56 


BUICKS 


INSTALL IN ONE HOUR 




















reconditioning costs . . . elimi- 


fast turnover . . . saves lost sales. 


AIRMAIL YOUR ORDER NOW. 


R-80 B-4 Rear quarter panels and 
rocker panels (complete kit) fits: 1954- 
55-56 Buick Super and Roadmaster 2- 
door hardtops and convertibles, List 
$48.50. Dealer Cost $31.65. 











95% Cut in Accidents Seen... 


Device Balks Skids 


VIENNA, O.—A salesman for a| pressure is constant, the motorist 
GMC dealership has come up with| can’t feel any drag. 
a device he claims will reduce ac- When the device isn’t in use it 
cidents caused by skidding by as| retracts like a plane’s landing gear 
much as 95 percent. | and lies besides the rear spring. 
The device, which has been | Jervis said several auto makers 
registered with the U. S, Patent | are interested in the device and one 
Office by inventor William F. | is studying a model of the inven- 
Jervis, is attached to the rear |tion. He added that it would be 
axle of all types of vehicles and | easy to install and moderate in 


is engaged like a plane’s landing | cost. 
gear. | Jervis said he and his boss, 

Jervis said the device consists of| Thomas L. Meikle, operator of 
a disc-type wheel or shoe-type run-| Meikle GMC, are partners in the 
ner, an arm and springs and is invention. 
controlled from the instrument| 
panel. 

On snowy or icy roads two disc 
wheels or runners hang down from 
the rear axle and glide over the 
snow or ice, Jervis said. They move 
up and down under spring tension, HELP WANTED 
he added. | USED CAR CONDITIONING MANAGER: 

When the car wants to slide, the; Must be able to handle large volume of 
discs or runners bite into the snow) wed, cars, (2,000-3.000 per yeur). We 
or ice and prevent the rear from) ur iots at any time. The man we want 
swaying, Jervis explained. must be qualified and capable. Salary 











arn commensurate with experience and abil- 
A spring between the n and ity. Location in the greater Denver area. 
the disc or spring keeps a certain Box 557, c/o Automotive News, Detroit 7. 


amount of pressure on the road 
surface, he added, and since the 


ee aa FIELD 
Obituaries SALES MANAGER 


Roy E. Bartlett 

COLLEGE PARK, Ga.—Roy E. Bartlett, | Progressive midwest manufacturer of Au- 
51, used-ca_ dealer here, died of a heart . . 
attack in a physician's office July 2, He|tomotive Test Equipment seeks a compe- 
had suffered from a heart condition for) 4.4 man to promote the sales of our 
several months. 








ea products through Jobbere and Distribu- 
William C. Bassett tors. Backciound in the industry preferred. 
DALLAS. — William C, Bassett, 60, 


used-car dealer here, died July 10 after | Considerable travelling required. Career 
suffering a heart attack. He had been in opportunity. Excellent starting salary, ex- 


the used-car business since 1928. 
* * * penses and bonus. Write fully. Box 595, 


Joseph Rosenbaum | c/o Automotive News, Detroit 7. 

PHILADELPHIA. — Joseph Rosenbaum, | 

50, former owner of Champion Motor Co. 
here, died July 10 in a local hospital. 





GENERAL MANAGER for small, fast- 





° - . growing imported car dealership in south- 

Oscar E. Steinla western city. Interest in business avail- 
CUMBERLAND, Md.—Oscar E, Steinla, able to properly qualified and financially 
69, president of Steinia Motor Co. (DeSoto- responsible party. Other interests require 
Plymouth), died July 2. full time of owner, Please state age, | 
* * * marital and family status, background, 


experience, available capital, personal 
Lee S. Hawley and bank references in inquiry, This is 
MARSHALL, Tex.—Lee S, Hawley, 81, a prime opportunity for a hard worker 
retired auto dealer who operated the Ford with ability, ambition and limited re- 
agency in Marshall until 1932, died June sources, Box 575, c/o Automotive News, 
25. Later he was dealer for Chrysler and Detroit 7. 





Plymouth. 
* - ok 
Ralph E. Campbell DISTRICT 
CLEVELAND.—Ralph E, Campbell, 58, SERVICE MANAGER 


who had been with the service department < a , 
of the Cleveland Automotive Trade Assn. | wanted by outstanding line imported cars. 


for more than 30 years, died July 2. Man selected required to live in Tennessee 
* * * and travel Seana naam oe starting 

salary, expenses and benefits. perienced 

Ward A. Neff men only need send resume and photograph 


CHICAGO.—Ward A. Neff, 68, president | to: Box 590, c/o Automotive News, Detroit 7. 
of Corn Belt Publishers, Inc., died July 11 
while on vacation in Boulder Junction, Wis. 
His firm publishes four daily newspapers|sarms MANAGER—For large Chevrolet 
covering the livestock industry. dealer, New England coastal area, Must 





* * * have proven background of experience, 
Albert S. Shelton be of good character, energetic and 
MEMPHIS.—Albert S. Shelton, 49, vice- capable of hiring and training salesmen | 


to produce high volume sales with maxi- 
mum gross profit. This is an excellent 
opportunity for the right man. Good sal- 
ary and incentive bonus, Please write 
Robert Mosely Hester giving background of experience and all 
HENDERSON, N. C. — Robert Mosely pertinent personal facts and references. 
Hester, 71, a pioneer automobile dealer Box 583, c/o Automotive News, Detroit 7. 


here, died July 9. He once was with the| OFFICE MANAGER—Chevrolet dealership 


president of Bluff City Buick Co, and 
Bluff City Imports, died July 9. 
- * * 





old Landis Motor Co. in midwest metropolitan city desires cap- 
* * * able man experienced in all phases of 
Fay C. Hamilton office management, daily operating con- 


ROCHESTER, N_, Y.—Fay C. Hamilton, trol, expense budgets, etc. Must come 
75, an auto dealer and salesman since the highly recommended. All replies confi- 
early 1900s, died July 6. His career began| “ential. Box 584, c/o Automotive News, 
about 1905’ with Ford dealerships in this | Detroit 7. 
area. He later held the Cadillac and Buick | AUTOMOBILE DIRECT MAIL CONCERN: 
distributorships aor nearby Orleans County. Sales representatives—$7,000 plus _ to 
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HELP WANTED 








hashed Sales 
and General Mgr. 


We have position open commanding four 
figure monthly salary a 
bonus—yearly potential 


ae and 


demand thorough knowl- 
edge NC management (preferably GM prod- 
direction-training salesmen, 
used car selling methods, 
market conditions, appraising, reconditioning. 


Responsibilities 
grams-procedures, 


with general 
capable selling 750-1000 
and corresponding ratio used 
opportunity to buy 
GM dealership. No mem- 





GENERAL MANAGER—SALES MAN- 


AGER, Young, aggressive, with a good 
background in retail sales, Good closer, 
know all phases of the operation, Col- 
lege graduate, family man, well recom- 
mended. Available within 30 days, Box 


556, c/o Automotive News, Detroit 7. 


AVAILABLE—SERVICE MANAGER. 


Chrysler products experience; former 
service representative for Chrysler Cor- | 
poration, Familiar with all phases of 
service department operations, Will re- 
locate in California or adjacent states 
only, as I am a resident of California. 


Box 585, c/o Automotive News, De- | 


troit 7. 





ber dealer family to impede progress; 
unethical practices not countenanced. 


Must be mature, family man; 
accustomed to above average income, sober, 
unquestionable 
cessful applicant now employed, aspiring to 
higher level, will be given preference. 

Your time—ours is valuable. Do not reply 
unless application will 
Interview arranged only if complete history, 
income bracket, 
graph are submitted; which will be handled 
in strict confidence. 
tive News, Detroit 7. 


rigid scrutiny. 


c/o Automo- 


EES Sa 4 
ASTER ET 


SERVICE MANAGER for volume metro- 
politan Buffalo Chevrolet dealer. We must 
have man capable of handling all phases 
of service operations, customer relations, 

factory claims and 

Salary and commissions com- 

mensurate with productivity, Our em- 

informed of this ad- | 
vertisement. If you can fill the bill write 

c/o Automotive News, 


ployes have been 





DISTRICT MANAGER for 
in the following states: Wisconsin, Iowa, 
Nebraska, North Dakota and South Da- 
kota. Outstanding opportunity. Automo- 
tive sales experience 
plus expenses. 


imported cars 


Write fully, 
complete personal and business history 
Wholesale Manager, 
Motors Corp., 
Minnesota, All replies 


Continental 
Minneapolis, 
in strict confidence. 


LET’S CHECK THE RECORD—You check 
our record—if you find 
let’s check your sales record—if it’s out- 

let’s get together. 

of $125 per week, demonstrator, 
sharing retirement, 
fringe benefits. 


it outstanding, 


and many other 
“Contact Clem Carnine, 
Manager, Rogers Chevrolet Co., 








Wanted! Consumer Credit 
Insurance Agency .. . 


Top Commissions Paid 


The Resolute Insurance Companies offer 
top commissions for the writing of auto- 
mobile physical damage coverages, and a 
top PREPAID commission on credit life and 
accident and health insurance. 

Those who qualify realize commissions 
50 to 100 percent more than those paid 
by conventional companies and those not 
specializing in the consumer credit insur- 





GENERAL MANAGER—Graduate of Gen- 


eral Motors Institute in service manage- | 
ment and general management, Fifteen | 


years’ experience in service, parts, sales 


and general management with cars and | 
trucks. Service department operations at | 


71 to 82 absorption, Presently employed. 
Would like to locate in Florida, Refer- 
ence letters will be furnished. Box 586, 
c/o Automotive News, Detroit 7. 


AUTOMOTIVE ENGINEER for European 
and American cars, with 12 years’ ex- 
perience in complete management of big 
workshop in So:..1 America and the VU, 8S. 
Master in languages, Dutch citizen wants 





a position with factory, distributor or 
dealer in the U. 8. or overseas. Box 


597, c/o Automotive News, Detroit 7. 


PARTS MANAGER — Thoroughly experi- 
enced (22 years) in all phases of jobber 


and car dealer volume operations; 44 
years young, married, excellent. health. 


Prefer Phoenix, Florida, Los Angeles or 
San Francisco areas. Resume and excel- 


lent references furnished on request. 


Write Box 603, c/o Automotive News, 


Detroit 7. 





AMBITIOUS YOUNG FAMILY MAN de-| 
sires challenging position in automotive 
field, offering excellent future. Well 


rounded automotive experience. Box 604, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE oz 


AVAILABLE — Agency handling Hillman- | 
Triumph for Lorain County, The Jordan 





Realty Company, 704 Blossom Drive, 
Lorain, Ohio. 





DEALERSHIP IN CENTRAL OHIO han- 
dling Continental, Lincoln, Mercury, 
Edsel and English Ford, Have operated 
this dealership for eight years with a 
very good profit. Located on main street | 
with 600 feet frontage and 700 in depth. 
Very low rent and 100% service absorp- 
tion. Must investigate to appreciate. 
Reason for selling, am purchasing a 
larger dealership. Box 577, c/o Automo- 


tive News, Detroit 7. 


FOR SALE: Dual agency handling» General 


Motors in fast growing Ohio Valley. 


Profit making, 200 car contract. Will sell 
assets and lease modern building fully 
equipped. Dealer for thirty years, wishes 
to retire. Box 587, c/o Automotive News, 


Detroit 7. 


DEALERS .2 AVAILABLE HANDLING 
RAMBLER, excellent used car operation. 
Located in southeastern Pennsylvania, 
with good potential. Now selling 400 new 
and used units per year. Reason for 
selling—partnership dissolution, Write to 
Box 567, c/o Automotive News, De- | 


troit 7. 


DEALERSHIP AVAILABLE. Exclusive 
franchise booming Arizona city handling | 
top selling import line plus two lines | 
famous sports cars, Full price $40,000— 






DEALERSHIPS AV. AILABL E 


IMPORTED CAR DEALERSHIP in mid- 
west area, handling top selling importeg 
car, needs additional capital to expand 
retail and other line wholesale operation, 
Box 599, c/o Automotive News, De. 
troit 7. 

DEALERSHIPS AVAILABLE! PROFIT§ 
NOW! Sensational new land and sea 
family trailer houseboats! Sensational 
traffic stoppers, and everybody wants 
one, Perfect for fabulous family boating 
market. Sleeps 4 in luxury, with com- 
plete kitchen and toilet, Three open fun 
and sun decks! Retails $2,495 FOB p) 
freight—Dealer discount makes your net 
cost only $1,872 plus freight! Enjoy the 
profits and fun next week! Wholesale— 
retail financing available through al 
major automobile financing companies, 
Act now! Order one or more today, Don 
Pierson Distributors, Eastland, Texas, 


HANDLING OLDSMOBILE - RAMBLER, 
corner property, brick and block build- 
ing, large lot. Parts and equipment. 
Eastern Michigan, Great. future for right 
party. Box 598, c/o Automotive News, 
Detroit 7. 



























Imported New “ar 
Franchises Available 


for the | 
HOTTEST THING FOR 1960 


Leading southeast imported distribu- 
tor. Complete line. Limited opening for 


Alabama-Florida - Georgia - Mississippi- 


South Carolina-Tennessee. 


Box 591, 
c/o Automotive News, Detroit 7. 





FLORIDA EAST COAST: Handling Lin 
coln-Mercury-English Ford in fastest 
growing area in the state. Big potential. 
Around $17,000 will take us out, Stivers 
& Co., Cocoa, Fiorida. 


DEALERSHIP WANTED 


| WANTED— GM, FORD OR CHRYSLEE 
product franchise in Chicago s u burb, 
Wisconsin, Michigan, Illinois, Ohio o 
| Iowa, Pay all cash, lease or buy facili- 
ties. Factory approval assured, Confi- 
dential. Box 578, c/o Automotive News, 
Detroit 7. 


WILL BUY Ford or Chevrolet dealership 
in Indiana. Must have 400 to 500 new 
car potential. Prefer north of U. 8, # 
Factory approval based on past experi 
ence and available cash assured, Would 
consider short term buy-out if this at 

rangement would be advantageous t 

present owner taxwise. Box 588, ¢/@ 

Automotive News, Detroit 7. 



































WANTED: Information leading to t 
whereabouts of auto salesman knoe 
variously as John Jank or Andy Layt 
Last seen driving 1959 Ford retrac 


J. E. (Jap) Cole 
LUBBOCK, Tex.—.. E, (Jap) Cole, 66, 
a used-car dealer, died July 9, He had 
lived in Lubbock 16 years and had been 
an auto dealer in West Texas towns 35 
years. 
« * * 


Hugh L. Palmer 
PARIS, Tex.—Hugh L. Palmer, a former 


auto dealer, died July 9. He entered the 
auto business here in 1922 and was a 


start. High caliber; car necessary, Ex- 
clusive territory. Excellent future. Box 
596, c/o Automotive News, Detroit 7. 





TRUCK SALESMAN 


To work with and coordinate .ne activi- 
ties of dealers in the field. Excellent 
growth opportunity with a rapidly ex- 





partner in various dealerships until 1951. 
as * * 


Harry O. Be 
NEWCOMERSTOWN, O.—Harry O. Berg, 
operator of Berg Motor Sales, died July 
10 in University Hospital, Columbus, O. 
He was 59. 
* * * 


George Wheeler 
LOS ANGELES.—George Wheeler, 43, 
Rolls-Royce representative in the Los An- 
geles area, died July 13 in Long Beach 
where he was vacationing with his family. 
His home was in Altadena, Calif, 





9 Government Contracts 
Bring Willys $538,123 


TOLEDO. — Nir. new contracts 
from the Federal Government for 
264 Jeeps and spare parts totalling 
$535,123 have been received by 
Willys Motors, Inc., according to 
S. W. Connelly, director of govern- 
ment saies. 


panding corporation. Truck dealer and 
fleet selling experience desirable. Can 
be located in Detroit or Chicago as de- 
sired. Must be willing to travel. Age to 
45. Send resume, including salary de- 
sired to: 


Box 589, c/o Automotive News, Detroit 7 





WRITER for permanent staff of leading 
national organization producing §slide- 
films, motion pictures and other visual 
tools, as well as printed mate: als related 
to business films, for top-notch accounts. 
Detroit location, Must have know-how 
to research, organize and develop cus- 
tomer’s factual material into effective, 
dramatic visual media. If you are a 
self-starter who wants room to grow in 
a congenial atmosphere, this is for you. 
Send complete resume. We will keep it 
confidential. If you qualify, an interview 
is next step. Box 592, c/o Automotive 
News, Detroit 7. 


If you are getting less than 40 percent 
commission on automobile physical 
percent commission on 
credit life, you will find The Resolute Plan 
can enable you to increase your commission 


less than 50 IMPORTED CAR AGENCY for sale—all| Ave Elizabeth 


No blue sky. Box 568, c/o Automotive H.T., motor #C9EW 137925, white 
News, Detroit 7. turquoise interior, Please write or 


collect: Nappa Ford, Inc., 655 Ne 
, New Jersey. EL 4-80% 


DEALER SERVICES ~ 
STOP LOSING NEW CAR SALES! De® 















popular franchises. Northern New Jersey. 
Long lease, complete shop. Box 605, c/o 
Automotive News, Detroit 7. 








Full details on The Resolute Plan can be 
obtaine. by writing: 


E. K. SCRIP’ cR, PRESIDENT 
THE oo INSURANCE COMPANIES 


HARTFORD 2, CONNECTICUT 


FOR SALE: Profitable New York subur-| cover how much your competitors’ ¢@ 









ban dealership handling Pontiac. 300 car really cost, The book, ‘‘AUTO COSTS, 
potential. Reasonable rent. Only neces- gives you the factory invoice prices 
sary to buy equipment and parts. State all 1959 American cars, 25 foreign cam 
qualifications and available capital, John 4 American trucks and all their equi 4 
W. Stokes & Co., 1775 Broadway, New ment. Used by dealers and banks natiov-yy 
York 19, N. Y. wide, Order your ’59 edition today f 








SALES MANAGER—Profitable 200 car 
Cadillac-Olds dealership in central New 
York state creating new position due to 

Senior salesman now per- 

forming management duties unable to 

continue due to volume effect on his 
personal selling time. We require capable 
sales leader and administrator to con- 
tinue our successful operation. No prob- 
lems, no sons, no in-laws to stifle a good 

man’s ambition, Write fully to Box 574, 

c/o Automotive News, Detroit 7, Replies 

held in strict confidence. 





sales increase. 


SALE OR LEASE: Dealership handling 









COMPLETE B. M. C. FRANCHISE plus only $10—three year subscription 9 Z 


Triumph, Jaguar, Moretti. Stockroom, (including all supplements). AU 
equipment, showroom, building, also used| COSTS, Box 224, Dept. 32, New York 
car lot. 25 miles from nearest competi- 1, N. ¥. 


tion, 25 new car inventory. Box 600, 


c/o Automotive News, Detroit 7. Let Military Acceptance 
Studebaber, leoated NW. Citcage = : Help You SELL 

ne, heavily travelle usiness street. F 
Modern building with two separate show- MORE MILITARY PERSONNE! 
rooms, occupying one entire block, and ill p 
with used car lot adjoining. If you eran Regen regen Corpeensien stall C 








SAI ES MANAGER for large Florida West 
Coast dealer in sales area of over 450,- 
000, handling three lines of cars for one 

. Man wanted must be 

thoroughly experienced in hiring, training 

and working salesmen and completely 
familiar with, and capable of handling, 
new and used car operations, Excellent 
opportunity 
brilliant future offered. 
type selling allowed. If you can qualify, 
send recent photograph and complete 
summary of experience with references 
to Box 573, c/o Automotive News, De- 


No gimmick- r 
NEW JERSEY—Dealerships available for | San Antonio, Texas—Telephone CApitol 











prefer, you can handle two makes, Box 

593, c/o Automotive News, Detroit 7, | rel. et ie denis 
MINNEAPOLIS AREA — Agency handling} 2. Cars may be taken overseas without 

GM, three top lines—150 car, excellent refinancing, 

showroom, office and shop. Highway| 3. We make auto loans, finance, of fr 

front, main street rear, No used cars or finance, anywhere in the world, at om 

receivables, will sell or lease, Owner- money-saving rates, for officers be 

manager will stay temporarily, has other commissioned officers of pay Wet ee 

business interest. Approximately $25,000 and above . . on a simplified 

parts and equipment, Replies confidential. recourse basis. 

Box 594, c/o Automotive News, De-| MILITARY ACCEPTANCE CORP. fir, 

<sens, 7. Dept. D, P. O. Box 2166, 800 Bro 






German Wartburg, 5-passenger economy | "Worldwide yg for Military P 
car, Auto Trading and Investment Co., (USAA Insurance available 
ue North Broad St., Hillside, New to qualified officers) 
ersey. 
























DEALER SERVICES 





TWO ESSENTIAL SERVICES 


NTORY SERVICE 


ssories and similar goods. 


AISAL SERVICE 
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USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
Cabriolets our Specialty. 
ply on hand. Tel.: NEwburgh 2248 


AUTOMOTIVE IMPORTS, INC, 
Montgomery, New York 


rand Opening 


Universal Auto 
Wholesalers, Inc. 


TAXICABS 


12 months old 


Standard & Automatic 
Transmissions 


Some with Power Steering 
Brand New Tires Optional 


(emm@iimipaw Ave., Jersey City, N.J. 
WEnderson 5-8400 


Larry Shandel 


fem Newark airport, 2 miles 
exit 15, Jersey Turnpike 








Germany 


‘58 and '57 Sedans, Ghias, Con- 
Micro Buses. All commercial 






































CARS COMPLETELY AMERICANIZED 
¥ OUR OWN CONVERSION 


and Trade references will 


ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 
Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


your conversion work 
eur plant. All American 
ts met to perfection. 
on request. 
























Any model ¢ 


$s always available. 


sDetrolt 27, Michigan BENTON ENTERPRISES, 





AS-RENAULTS-FIATS-SIMCAS-VOLVOS 


MODELS VWs, SERIALS NO. 2,400,000/2,500,000 AND UP 


aity Amer.—aAll Colors—Iimmediate Shipment Anywhere 
A.—-For Information, Prices, Details, Phone, Wire, Write: 


NANA TRADING CORP. 


120 WALL STREET, NEW YORK 5, N.Y. 
BO 9-4747 — TWX: NY 1-4811 


Cash In On Profits Now! 


VOLKSWAGENS 


Any type ° 
IMMEDIATE DELIVERY 


to your port of destination. Choose your colors and models from large 








VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 
Houston: WAinut 8-2671 


Attention Dealers 
Buy Your 
1960 
VOLKSWAGENS 


NOW AND SAVE 


Price FOB 
Baltimore, $1,550 


Full 
cromesh Transmissions, and 
Directional Signals, Mile- 
age Speedometers, Sealed Beam Head- 
lights, Hydraulic Brakes, AS-1 Safety 
Glass, Double Bumpers, Leatherette 
Seats. 


equipment—including VW Syn- 


Heaters 
Defrosters, 


Write or Call 
Valentino O. Mozzano 
5973 Belair Rd. 
Baltimore 6, Maryland 
Phone: CLifton 4-7525 





VOLKSWAGENS 


Immediate Delivery 


1959-58 sedans, convertibles, Karmann- 
Ghias, Micro Buses, All Commercial 
models—All cars fully Americanized. 


* 
English —_ Available 


America's Largest 


TOD-O-CAR, INC. 


On Hand at Our Two Locations 


* 

1415 HAINES STREET 
PHILADELPHIA 26, PA. 
Phone: WAverly 7-3500 

* 

DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
Phone: Express 3-286! 

NOW for the Midwest at big transporta- 
tion savings, deliveries to Great Lakes 
ports: alo, Cleveland, Detroit, Chi- 

cago, Duluth. 













Any year 


We Supply English Manuals 
America's Largest and Most Reliable Volkswagen Organization: 


CRANE TRADERS, INC. 


Py] Small Car Division, Sales and Service 
1 35th Avenue, Long Island City 6, N. Y. EMpire 1-1690-1-2 


INC. 
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CARS FOR SALE 


Attention 
Foreign Car Buyers 


VOLKSWAGENS 
OPELS - MERCEDES 
TAUNUS 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


"56 to "59 Models 


Specializing in direct shipments to your 
closest port. Eliminate the middie man, 
save with our low, direct to you prices. 


Guaranteed titles. 


GERMAN IMPORTS, INC. 
7925 Stephenson Road 
Baltimore 8, Maryland 


HU 4-0889 Mr. Grillo 





OARS WANTED 





TRUCKS FOR SALE 


FOR SALE: Twenty 35 ft, Whitehead and 


Kales four car transporter semi-trailers. 
Inquire Box 570, c/o Automotive News, 
Detroit 7. 


BUSES FOR SALE 


BUSES FOR SALE 


2—1945 Aerocoach, 37 passenger 
I1—1947 Beck, 35 passenger 

I—1954 Dodge school bus, 48 passenger 
I—1952 Dodge school bus, 60 passenger 
I—1953 GMC school bus, 54 passenger 
I—1951 Superior school bus, 6! passenger 


These Buses Are Priced To Sell. 


Wolfington Body Co., Inc. 


58th & Lansdowne Ave. 
Philadelphia 31, Pennsylvania 
Phone: GReenwood 7-6225 
Cali Collect For Prices And Other Details. 





TT 
DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


SHOP EQUIPMENT WANTED 
WANTED—TIRE REGROOVER, Honeycutt 
or similar. Give condition, price, etc, Joe 
Murphy, 2400 Stevens Dr., N, E., Albu- 
querque, New Mexico. 


WANTED TO PURCHASE—One electric 
auto lift in good shape. Contact Meyer’s 
Auto Parts, 820 Dryades St., New Or- 
leans, Louisiana. 








SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore, 

LIMOUSINES—S8 passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw St., 
Flint 5, Michigan. 


PARTS FOR SALE 
CHEVROLET PARTS, antique or classic. 


Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 








LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


LLOYD PARTS — complete stock, Prompt 
shipment. Importers and distributors for 
Lioyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C. Lewis Motor 
Co., Savannah, Georgia. 








AIRTEMP 
ADAPTER KITS 


DON'T LOSE SALES ON AUTO 
AIR CONDITIONERS AS WE HAVE 
ON HAND OVER — 800 — 
ADAPTER KITS TO FIT 1956-'57- 
"58 PLYMOUTHS, DODGES, De- 
SOTOS, CHRYSLERS, IMPERIALS 
and '56-'57-'58-'59 CHEVROLETS 
AND FORDS (V-8s ONLY)—FROM 
$10.00 to $30.00 f.0.b. your city. 


ABOVE ADAPTERS CAN BE USED 
WITH ALL MoPAR AND AIRTEMP 
BASIC UNITS. 


Write for Information 


PENINSULAR MOTOR PARTS 
MoPar Distributors 


2101 N. Miami Ave., Miami, Florida 
Phone: FRanklin 1-1386 






ONE 
SOURCE 
FOR 
FOREIGN 
AUTO 
PARTS 


Replacement parts for over 40 
makes carried in stock. Only 
Southwest parts house exclu- 
sively servicing your foreign 










































parts needs. Ask for a free 
catalog. 
OVERNIGHT SERVICE 


1 ee 


IMPORTED 
AUTQ PARTS 


1812 Texas © | Houston 3, Texas 
























SHOP EQUIPMENT FOR SALE 


SHOP EQUIPMENT FOR SALE: 1 Sun 
motor tester 6/12 volt, $175; 1 Sun dis- 
tributor tester, $200; 2 portable battery 
testers, $40; 2 Sun volt amp testers, $25; 
1 Sun Autronic Eye tester, $25. Eason 
Motor Company, Thomaston, Georgia. 


Public Auction 


Shop and Office Equipment, Tools, Parts, 
Garage Service Equipment 


Friday, July 24, 10 A.M. 
Until Sold 


Houghton Motor 
Sales Co. 


Former Ford dealer 
MONTPELIER, OHIO 


Sale conducted by Montpelier Auto 
Auction Co. of Montpelier, Ohio. 








PARTS-ACCESSORIES FOR SALE 


PARTS AND ACCESSORIES up to 1955-— 
at a tremendous discount 404-40 off to 
cash buyer. Contact parts manager at 
Arnold Buick Corp., Montauk Highway, 
Babylon, N. Y. MOhawk 1-7000. 


ACCESSORIES FOR SALE 


BLAUPUNKT 
AUTO RADIOS 


for Foreign & Domestic Cars 


Manhattan—AM 
Manual Timer—6V & 12 V 
Manhattan—Delu xe—AM 





Frankfort ee 

Pushbutton—6V 12Vv $84.20 
NOTE: Kit prices not included. Kits for all 
cars, Send for separate price list. 


COMPLETE STOCK OF CAR RADIOS FOR 
ALL DOMESTIC AND FOREIGN CARS 
Write for complete catalog 
Mail and phone orders 
Fast C.0.D. shipments 


LIBERTY AUTO RADIO, INC. 


191 E. 161 St. New York 51, N. Y. 
LUdiow 8-7111 





POR eee eee HHH EEE 


a 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Mss ocscoslscidusscissesetvaguanes 


Sivdel REGEN. 6c ccc dates caveseshaoke eteveseetcateos Zone No.......++ 
City Se ee SP eee RRR Reet ar eee eeeeses State...... eeecceccee 
TRADE CONNECTION: 

Car Dealer (] Truck | Manufacturer [] 
Jobber [] Insurance oO Financial C) Supplier (J 
Make of Gai. 5sscvccsess RS Oe ercescese ereeese 

2 quarts v 1-20-59 








BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.B, Factory Net) 


$44.85 Fed. Tax inciaded 


Liberal Quantity Discounts 
To Distributors 


Write for lilustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y 
Teronto, 





SEE PAGE 74 
for the nation's 
TOP AUTO AUCTIONS 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


“WRIST ACTION" 
Hook-Up $45° 


WITH THE UNIVERSAL $5] 45 
Incidg. BRAKE HOOK-UP 
TowKinG 4.220; 
TRAIL-KING $37.50 


Fast Pickup and Delivery ‘a 
sa 6s 2 ie 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-87!17 
40 So. Clinton St., Chicago 6, 





ANTIQUE CARS FOR SALE 





1919 Chevrolet Hardtop 


Excellent condition, driven less than 8,000 
miles. Interior perfectly preserved. Probably 
first true hardtop ever built. No longer sell- 
ing Chevrolets—Must dispose of this gem. 
GLENN BURDICK RAMBLER, 3906 Brewerton 
Rd., North Syracuse, New York. GL 8-0224 
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